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N.Y.  sites  unfazed  by  outage 


BY  ELISABETH  HORWITT 

CW  STAFF 


NEW  YORK  —  For  New  York- 
area  information  systems  man¬ 
agers,  last  week’s  network  snafu 
hammered  home  the  value  of  not 
putting  all  their  eggs  in  one  bas¬ 
ket. 

Having  learned  from  previous 
network  outages  to  incorporate 
plenty  of  diverse  routing  and  re¬ 
dundancy  into  their  communica¬ 
tions  links,  many  IS  managers 
said  they  were  prepared  when  a 
power  outage  knocked  out  an 
AT&T  central  office  in  Manhat¬ 
tan  for  more  than  six  hours.  As  a 
result,  most  New  York-area 
businesses  were  able  to  treat  the 
outage  as  a  nuisance  rather  than 
a  disaster. 

AT&T’s  central  office  facility 
at  33  Thomas  St.  in  Manhattan’s 
financial  district  lost  all  power 
last  Tuesday.  The  outage  oc¬ 
curred  because  operators  failed 


to  respond  for  several  hours  to 
auditory  and  visual  warnings 
that  the  facility  was  on  battery 
backup  power  rather  than  diesel¬ 
generated  internal  power,  com¬ 
pany  officials  said.  AT&T  is  still 

Hours  of  need 


investigating  why  operators  did 
not  obey  corporate  procedures 
for  checking  the  alarms. 

While  the  time  of  the  outage 
minimized  disruptions  to 
Continued  on  page  4 


AT&T  has  taken  heat  for  not  heeding  warnings  that  its  busiest 
switching  station  was  about  to  lose  power  last  Tuesday 
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10  a.m.  AT&T  power  equipment  fails, 
forcing  the  Manhattan  switching 
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station  onto  battery  backup. 

4:30  p.m.  Company  officials  realize 

tr 

station  is  running  only  on  batteries. 
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4:50  p.m.  Batteries  fail,  shutting 

down  hub’s  2.1  million  call-per-hour 

capacity. 

llll  > 

8:30  p.m.  Switching  station  working 
at  two-thirds  capacity. 

1 1:50  p.m.  Full  service  restored. 


Pilot  sums  up  feel¬ 
ings  of  passengers 
stranded  by  the  outage 


CW  Chart:  Janell  Genovese 


Open  systems  rivals 
move  to  link  standards 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


BOSTON  —  The  path  to  plug- 
and-play  computing  nirvana  be¬ 
came  less  cluttered  last  week 
when  the  Open  Software  Foun¬ 
dation  and  Unix  International 
took  steps  to  bury  the  hatchet 
and  define  open  systems  tech¬ 
nologies  that  work  together. 

The  two  consortia  made  sepa¬ 
rate,  unexpected  announce¬ 
ments  that  their  divergent  dis¬ 
tributed  computing  environ¬ 
ments  will  be  interoperable. 
They  also  announced  technology 
selections  for  their  distributed 
computing  and  management  en¬ 
vironments. 

The  upshot  is  that  users 
working  on  various  vendors’ 
computers  could  have  one  sys¬ 
tem  for  developing,  executing 


and  managing  applications  in 
1993.  The  caveat  is  that  users 
must  depend  on  network  equip¬ 
ment  vendors,  independent  soft¬ 
ware  vendors  and  themselves  to 
write  applications  that  comply 
with  the  OSF’s  Distributed  Com¬ 
puting  Environment  and  Unix 
International’s  Atlas  application 
programming  interfaces. 

The  DCE/Atlas  interoperabil¬ 
ity  announcement  falls  a  step 
short  of  the  complete  unification 
of  the  two  groups  that  the  indus¬ 
try  would  like,  but  "it’s  better 
than  the  two  not  being  able  to 
plug  in,”  said  Bill  Conley,  manag¬ 
er  of  information  technology  ser¬ 
vices  at  Loral  Aerospace  Corp.  in 
Newport  Beach,  Calif. 

According  to  Unix  Interna¬ 
tional,  Atlas  will  be  a  superset  of 
the  OSF’s  DCE.  This  means 
Continued  on  page  96 


CA  calms  Cullinet  users 
but  faces  DB2  stress  test 


BY  JOHANNA  AMBROSIO 

CW  STAFF 


GARDEN  CITY,  N.Y.  — 
Two  rocky  years  after  acquir¬ 
ing  Cullinet  Software,  Inc., 
Computer  Associates  Inter¬ 
national,  Inc.  has  put  to  rest 
the  fears  of  a  skittish  Cullinet 
customer  base.  Now  it  faces 
an  equally  daunting  task  in 
trying  to  slow  the  advance  of 
IBM’s  DB2. 


Source:  Computer  Intelligence/ Infocorp 


When  the  deal  was  an¬ 
nounced,  some  users  worried 
that  CA’s  reputation  for  ag¬ 
gressive  cost-cutting  would 
mean  bad  news  for  Cullinet’s 
flagship  IDMS  database  man¬ 
agement  system.  "We  were 
concerned  that  the  product 
line  would  not  continue  to  go 
forward,”  said  the  vice  presi¬ 
dent  of  database  adminis¬ 
tration  at  a  Midwestern 
Continued  on  page  6 


CW  Chart:  Michael  Siggins 


Reversal  of  fortunes 

CA-1DMS  has  lost  ground  steadily  over  a  four-year 

period  during  which  IBM’s  DB2  has  passed  it  in  market  share 
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IBM  wins  one,  fumbles  another 


ES/ 9000 has  great  week  as  Sears  orders  11 
units,  American  Express  praises  performance 


BY  ROSEMARY  HAMILTON 

CW  STAFF 


There  must  have  been  a  few 
smiles  among  IBM’s  mainframe 
executives  last  week. 

First  Sears,  Roebuck  and  Co. 
went  for  IBM’s  new  Enterprise 
System/9000  Model  900  main¬ 
frame  in  a  big  way,  announcing 
an  order  for  11  of  the  $22.8  mil¬ 
lion  units.  Then  American  Ex¬ 
press  Co.,  another  key  IBM  cus¬ 
tomer,  said  its  Model  900  is 


BY  MARYFRAN  JOHNSON 

CW  STAFF 


A  chip  design  problem  has  de¬ 
railed  IBM’s  intended  October 
announcement  of  the  long-await¬ 
ed  low-end  RISC  System/6000, 
delaying  the  debut  of  its  lowest 
priced  Unix  workstation  until 
early  next  year,  the  company 
confirmed  last  week. 

Analysts  said  they  expect  the 
new  model  to  be  priced  as  low  as 
$6,000,  although  fully  config¬ 
ured  systems  are  likely  to  strike 
closer  to  the  $10,000  mark. 
With  no  workstation  offering  be¬ 
low  $10,000,  IBM  officials  have 


achieving  spectacular  perfor¬ 
mance. 

The  Sears  order  is  a  big  vic¬ 
tory  for  IBM,  not  only  in  the 
amount  of  cash  it  will  generate 
but  also  in  the  statement  it 
makes.  It  supports  what  IBM  has 
been  insisting:  Mainframes  will 
continue  to  play  an  essential  role 
in  enterprisewide  computing. 

The  Model  900,  which  clocks 
in  at  more  than  200  million  in¬ 
structions  per  second,  is  the  top 
dog  in  the  IBM  ES/9000  line. 


long  been  missing  a  major  mar¬ 
ket  segment  dominated  by  Sun 
Microsystems,  Inc. 

Users  must  spend  at  least 
$14,000  now  for  a  base  system 
RS/6000  Model  320. 

An  IBM  spokeswoman  said 
the  delay  was  caused  by  a  glitch 
in  the  circuitry  design  of  the  low- 
end  model’s  new  I/O  chip,  which 
passes  data  from  the  micro¬ 
processor  to  the  Micro  Channel 
Architecture  bus.  Although  IBM 
has  since  fixed  the  problem, 
there  will  be  no  volume  ship¬ 
ments  of  the  machine  until 
spring  1992,  the  spokeswoman 
Continued  on  page  95 


Announced  earlier  this  month, 
the  system  became  generally 
available  last  week. 

While  the  computing  require¬ 
ments  for  these  two  customers 
are  vastly  different,  both  are 
bringing  in  Model  900s  to  con¬ 
solidate  work  loads  on  fewer  but 
bigger  mainframes.  These  cus¬ 
tomers  said  one  Model  900  will 
run  the  jobs  it  once  took  at  least 
two  3090  600-type  processors 
to  handle.  This  not  only  frees  up 
data  center  space  but  also  allows 
Continued  on  page  10 
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delivery.  Page  69. 

Multiprocessing  PCs  gain 
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Chip  fault  puts  low-end  RS/ 6000  debut  on  ice 
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4  All  of  the  technical  back¬ 
ups  in  the  world  won’t  help 
when  human  error  causes  a 
problem,  as  AT&T  discov¬ 
ered  last  week. 

6  Beta-test  users  give  a 
thumbs-up  to  Wang's  Up- 
word  word  processor. 

8  Parallan  moves  against 
minicomputer  makers  with 
its  latest  line. 

1 0  More  power,  less  price 
for  Amdahl  mainframes. 

1  2  The  Tele-Communi¬ 
cations  Association  con¬ 
ference  spotlights  ultra- 
high-speed  networking. 

1 2  Chip  off  a  new  block: 
Chips  and  Technologies 
releases  its  first  micro¬ 
processor. 

1 6  Commerce  Banc- 
shares  is  banking  on  out¬ 
sourcing,  an  unusual  route 
for  a  healthy  financial 
institution. 

95  New  data  communica¬ 
tions  firm  Syncordia  has  a 
global  scope. 

96  SMP  is  moving  on 
down  to  PCs  at  AST  Re¬ 
search  and  other  firms. 

97  While  Unix  Interna¬ 
tional  and  the  OSF  wrestle 
over  open  systems  turf,  us¬ 
ers  are  content  to  wait  until 
the  dust  settles. 

97  IBM’s  OS/2  Release 
2.0  is  sailing  onto  the  horizon, 
but  some  features,  including 
Windows  support,  may  have 
missed  the  boat. 
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over  previous  versions.  Par¬ 
ticularly  noteworthy  are 
memory,  networking  and  ap- 
plications-linking  features. 
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49  The  embryonic  U.S. 
National  Research  and  Edu¬ 
cation  Network  may  find  sib¬ 
lings  in  Europe  and  Japan, 
where  plans  are  under  way 
to  spawn  similar  high-speed 
data  networks. 
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new  vehicle  for  IS  veteran 
Allan  Ditchfield,  who  is 
revving  up  the  firm  for  a 
complete  systems  overhaul. 
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will  be  the  first  billion-dollar 
baby  in  the  PC  networking 
industry. 
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management. 
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opment  process  and  enhances 
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EXECUTIVE  BRIEFING 


■  The  Open  Software  Foundation  and 
Unix  International,  the  industry's  rival 
open  systems  groups,  took  a  step  last 
week  to  curb  their  competitiveness  and  give 
users  a  more  standard  approach  to  managing 
their  computing  environments.  The  groups 
announced  that  the  OSF’s  Distributed  Com¬ 
puting  Environment  and  Unix  Internation¬ 
al’s  Atlas  will  be  interoperable.  Ideally,  users 
could  have  one  system  to  manage  their  envi¬ 
ronments  by  1993.  Page  1. 

■  Software  productivity  is  in  a  sorry 
state.  The  reason?  IS  departments  handle 
development  as  they  always  have,  building 
applications  in  a  single  development  push. 
Applications  should  be  developed  and  deliv¬ 
ered  in  a  piecemeal  fashion,  offering  func¬ 
tionality  to  users  early  and  often.  This  ap¬ 
proach  can  reportedly  cut  development  costs 
from  20%  to  50%.  Page  69. 


■  IS  professionals  say 
moving  to  an  outsourcing 
vendor  isn’t  so  bad:  There 
are  broader  career  prospects, 
more  thorough  training  and 
increased  management  re¬ 
sponsibilities.  Page  80. 

■  The  folks  at  IBM’s  out¬ 
sourcing  division  would 
probably  agree.  Its  Inte¬ 
grated  Systems  Solution 
Corp.  recently  signed  three 
outsourcing  deals,  including 
one  with  Commerce  Banc- 
shares.  The  $6.4  billion  Com¬ 
merce  teamed  up  with  IBM 
not  because  it  desperately 
wants  to  off-load  computing 
costs  but  because  it  wants  to 
better  leverage  IBM  technol¬ 
ogy.  Page  16. 

■  Allan  Ditchfield,  for¬ 
mer  IS  chief  at  MCI  Com¬ 
munications,  settles  in  at 
Progressive,  an  auto  insur¬ 
ance  firm.  He  says  the  new 
post  offers  him  the  chance  to 
build  a  new  IS  architecture. 
Page  61. 

■  Amdahl  cut  prices  on 
high-end  mainframes  and 

boosted  their  performance  in 
answer  to  the  huge  IBM 
mainframe  announcement 
earlier  this  month.  Page  10. 

■  IBM’s  latest  OS/2 
should  ship  at  about 
Christmastime.  Sources, 
however,  say  it  may  not  have 
all  the  features  IBM  prom¬ 
ised.  Meanwhile,  IBM  plans 
to  push  the  operating  system 
into  the  mainstream  with  bet¬ 
ter  pricing  and  expanded  dis¬ 
tribution.  Page  97. 

■  Choosing  a  value-added 
reseller  and  understanding 
the  particular  “value  added” 
each  VAR  brings  to  a  project 
is  not  easy.  One  problem:  Al¬ 


most  every  kind  of  firm  calls 
itself  a  VAR.  Page  89. 

■  Sears  makes  IBM’s  day 
by  announcing  it  will  install  1 1 
ES/9000  Model  900s,  the 
company’s  top-of-the-line 
mainframe,  and  American  Ex¬ 
press  says  IBM’s  Model  900 
is  a  welcome  addition  to  its  IS 
operation.  Page  1. 

■  Computer  Associates 
has  proved  it  isn’t  the  big 
bad  wolf  that  some  custom¬ 
ers  of  the  former  Cullinet 
Software  had  feared  it  would 
be  when  CA  acquired  their 
vendor  two  years  ago.  But 
now  CA  must  work  to  keep 
this  customer  base  of  3,000 
from  moving  to  IBM’s  DB2. 
Page  1. 

■  Europe  and  Japan  may 
soon  catch  up  to  the  U.S. 
in  the  development  of  high¬ 
speed  networks  for  research 
and  education,  the  U.S.  Gen¬ 
eral  Accounting  Office  said. 
The  GAO  said  the  two  are 
paying  close  attention  to  the 
emerging  National  Research 
and  Education  Network, 
which  won  Senate  approval 
earlier  this  month.  Page  49. 

■  Wang  plans  to  ship  a 
Windows-based  word  pro¬ 
cessing  package  next 
month,  and  some  initial  users 
are  impressed  with  its  capa¬ 
bilities.  Page  6. 

■  On  site  this  week:  The 
Beacon  Cos.’  IS  staff  provides 
the  real  estate  firm  with  com¬ 
puter  services  while  moon¬ 
lighting  as  an  AS/400  consult¬ 
ing  firm.  Page  29.  Oxford 
University  Press,  publisher  of 
the  Oxford  English  Dictio¬ 
nary,  relies  on  radio-frequen¬ 
cy  devices  to  network  its 
warehouse.  Page  49. 
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BIEY  CALL  SYNCSORT. 


Ill; 


Sorting  time  can  be  a  costly 
drain  on  resources.  Which  is  why 
most  Fortune  500  companies  use 
Syncsort  to  optimize  sorting. 

For  the  most  efficient  and 
effective  sorting,  Syncsort  offers 
a  complete  solution  of  software, 
training  courses  and  performance 
enhancement  services.  We  act  as 
your  partner  by  evaluating  your 


SYNCSORT  VS.  DFSORT 
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unique  sorting  needs  and  providing 
a  tailored  solution  of  software 
and  services.  Our  professional 
services  are  unconditionally 
guaranteed.  With  Syncsort  as 
your  sorting  partner,  you  can 
double  your  sorting  efficiency. 

No  wonder  most  Fortune  500 
companies  have  relied  on  us  for 
over  20  years.  They've  seen  us 
consistently  outperform  the  compe¬ 
tition,  making  us  the  leading  sort 
company.  They  consider  Syncsort 
to  be  an  investment  that  pays  for 
itself  hundreds  of  times  over. 

For  sorting  efficiency,  don't 
waste  time.  Call  your  sorting 
partner:  Syncsort. 


SYNCSORT  CUSTOMER  RATINGS 
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No  safety  net  for  human  error 


BY  ELISABETH  HORWITT 

CW  STAFF 


Last  week’s  communications  cri¬ 
sis  puts  added  pressure  on 
AT&T  to  upgrade  the  reliability 
of  its  nationwide  communica¬ 
tions  grid.  However,  there  re¬ 
mains  some  question  as  to  how 
the  carrier  can  safeguard  against 
a  problem  that  was  largely  the 
result  of  human  error. 

AT&T  said  it  had  already  allo¬ 
cated  hundreds  of  millions  of  dol¬ 
lars  prior  to  the  outage  for  up¬ 
grading  its  power  and  backup 
systems.  In  addition,  the  compa¬ 
ny  is  in  the  process  of  imple¬ 
menting  intelligent  switching 
and  network  management  tech¬ 
nology  that  would  allow  the  net¬ 
work  to  repair  itself  in  real  time, 


according  to  Joseph  Nacchio, 
vice  president  of  business  com¬ 
munications  services. 

However,  self-healing  tech¬ 
nologies  would  not  have  helped 
in  last  week’s  crisis,  which  was 
the  result  of  human,  not  system, 
error,  Nacchio  pointed  out. 

Indeed,  the  fact  that  the  en¬ 
tire  facility  and  not  just  the 
switch  went  down  during  the 
power  failure  made  it  impossible 
for  AT&T  to  reroute  traffic  orig¬ 
inating  from  or  terminating  at 
that  central  office,  an  AT&T 
spokeswoman  said. 

Traffic  slated  to  pass  through 
the  central  office  was  successful¬ 
ly  rerouted  once  AT&T’s  net¬ 
work  operating  center  in  Bed- 
minster,  N.J.,  became  aware  of 
the  problem,  the  company  said. 


The  week  before  the  outage, 
Federal  Communications  Com¬ 
mission  Chairman  Alfred  E. 
Sikes  hosted  a  closed  meeting  of 
carriers,  equipment  vendors  and 
customers  to  discuss  how  to  im¬ 
prove  carrier  reliability. 

Hard  to  regulate 

However,  problems  such  as  last 
week’s  outage  that  are  caused  by 
human  misjudgment  or  “low- 
tech  systems  [are]  less  easy  for 
the  commission  to  get  at,”  FCC 
spokesman  Jim  Spurlock  said. 

Indeed,  it  is  hard  for  any  busi¬ 
ness  to  properly  safeguard 
against  human  error,  particular¬ 
ly  in  regard  to  systems  such  as 
uninterruptible  power  supplies, 
which  almost  always  work,  said 
Kenneth  Brill,  president  of  Com¬ 


puter  Site  Engineering,  Inc.  in 
Danvers,  Mass.  The  problem 
that  carriers  such  as  AT&T 
share  with  the  military  and  nu¬ 
clear  reactor  sites  is  “how  to  en¬ 
sure  that  people  act  the  right 
way  when  a  crisis  occurs,  when 
crises  are  so  rare  and  there  are 
so  many  false  alarms,”  he  added. 

The  1989  fire  at  Illinois  Bell’s 
Hinsdale,  Ill.-based  central  office 
resembled  the  AT&T  power 
outage  in  that  “alarms  sounded, 
but  people  didn’t  do  the  right 
things,”  Brill  said. 

One  of  the  more  serious  ef¬ 
fects  of  the  outage  —  the  inter¬ 
ruption  of  regional  traffic  con¬ 
troller  communications  —  will 
be  taken  care  of  as  early  as  next 
month,  Nacchio  said.  Prior  to  the 
outage,  AT&T  began  working 
with  the  Federal  Aviation  Ad¬ 
ministration  to  route  air  traffic 
control  circuits  through  AT&T 
offices  and  routes,  he  added. 


Outage 

FROM  PAGE  1 

business  communications,  what 
really  made  the  difference  was 
the  extent  to  which  New  York- 
area  businesses  had  built  redun¬ 
dancy  and  diversity  into  then- 
network,  those  interviewed  for 
this  story  said. 

Because  all  interairport  traf¬ 
fic  controller  communications 
went  through  the  downed 
AT&T  office,  regional  airport 
operations  came  to  a  standstill. 

Metropolitan  Life  Insurance 
Co.;  General  Electric  Co.;  Bear, 
Stearns  &  Co.;  and  American 
Express  Co.  all  reported  that 
they  were  able  to  minimize  dam¬ 
age  by  switching  their  circuits 
automatically  to  backup  lines 
within  minutes. 

Ironically,  GE  was  better  pre¬ 
pared  for  last  week’s  disaster  be¬ 
cause  it  took  such  a  direct  hit 
during  an  earlier  AT&T  disas¬ 
ter,  when  a  fiber-optic  cable  be¬ 
tween  New  York  and  Newark, 
N.J.,  was  severed  last  January, 
said  Stan  Welland,  manager  of 
corporate  telecommunications. 
At  the  time  of  the  earlier  outage, 
he  explained,  “we  were  unaware 
of  how  much  traffic  we  had  on 
that  single  fiber  bundle  and  could 
not  reroute”  to  backup  carriers 
such  as  MCI  Communications 
Corp. 

Cooperative  efforts 

In  the  aftermath  of  the  January 
disaster,  GE  worked  with  AT&T 
to  ensure  that  all  the  manufac¬ 
turer’s  communications  circuits 
travel  via  diverse  “routes,  man¬ 
holes  and  rights  of  way,”  Wel¬ 
land  said.  As  a  result,  GE  was 
able  to  bypass  last  week’s  outage 
quickly  and  get  most  of  its  data 
networking  services  in  the  tri¬ 
state  area  back  up  within  30  min¬ 
utes,  Welland  said. 

Met  Life  lost  12  Tl  lines  and 
did  not  get  them  all  restored  un¬ 
til  11  p.m.,  according  to  Steve 
Bortnyk,  the  insurance  firm’s 


head  of  network  management. 

However,  the  effect  on  users 
was  slight  because  redundant 
circuits  quickly  took  up  the  bur¬ 
den,  he  added.  A  few  IBM  Sys¬ 
tems  Network  Architecture  ses¬ 
sions  were  inter¬ 
rupted,  particularly 
on  the  West  Coast, 
but  no  files  were 
lost,  Bortnyk  said. 

In  order  to  en¬ 
sure  that  its  lines  go 
over  diverse  routes, 

Bear,  Steams  re-en- 
gineers  its  network 
once  every  two 
months,  according 
to  Jeff  Marshall,  the 
company’s  manag¬ 
ing  director  of  com¬ 
munications. 

New  York  Clear¬ 
ing  House  Associa¬ 
tion  took  a  few  extra 
hours  to  settle  the 
accounts  of  member 
New  York  banks, 
said  John  Lee,  the 
company’s  presi¬ 
dent.  While  the  asso¬ 
ciation  does  not  use  AT&T,  it 
settles  balances  after  business 
hours  via  the  Federal  Reserve 
Wire,  which  does  use  the  carrier, 
Lee  explained. 

Several  major  investment 
companies  “were  dramatically 
affected  and  lost  a  high  propor¬ 
tion  of  their  long-haul  cables,” 
said  Mario  Nigro,  senior  vice 
president  of  operations  at  Secu¬ 
rities  Industry  Automation  Corp. 
(SIAC).  He  declined  to  name  the 
companies.  While  the  stock  mar¬ 
ket  had  closed  by  then,  it  took 
SIAC  an  extra  two  hours  to  col¬ 
lect  the  batch  transfers  of  the 
day's  stock  transactions  from 
member  firms,  he  added. 

SIAC  also  lost  the  AT&T  line 
it  uses  to  send  New  York  option 
transactions  to  the  Chicago 
Board  of  Exchange  Options  after 
hours,  Nigro  said.  Instead,  SIAC 
had  to  send  the  tapes  from  the 
Chicago  Board’s  New  York  of¬ 
fice. 


Brief  interruptions  to  over¬ 
seas  communications  were  re¬ 
ported  by  GE,  Swiss  Bank  Corp. 
and  U.S.  Sprint  Communications 
Co.,  all  of  which  use  AT&T’s 
trans-atlantic  cable  circuits  to 


communicate  with  Europe. 

All  of  the  users  contacted  said 
they  had  no  plans  to  move  off 
AT&T  lines  as  a  result  of  this 
newest  outage  —  the  third  in 
less  than  two  years. 


AP/Wide  World  Photos 


Passengers  and  pilots  were  forced  to  wait  in  airports  after  AT&T  report¬ 
ed  a  power  supply  problem  in  a  Manhattan  long-distance  switching  office 


Not  wasting  time 


WASHINGTON,  D.C.  —  The  Federal  Communications  Com¬ 
mission  last  week  proposed  a  ruling  that  would  require  carriers 
to  report  network  outages  within  90  minutes  after  the  outages 
start. 

At  the  present  time,  such  reporting  is  voluntary.  As  a  result, 
the  government  has  no  systematic  way  of  becoming  informed 
about  significant  service  disruptions  or  “of  determining  wheth¬ 
er  particular  kinds  of  technology  or  equipment  are  threatening 
service  reliability,”  the  FCC  said  in  a  prepared  statement. 

The  FCC  has  found  from  investigations  that  carrier  report¬ 
ing  of  network  failures  “was  incomplete  and  very  slow  in  hap¬ 
pening,”  said  FCC  spokesman  Jim  Spurlock.  In  some  cases, 
small  incidents  that  went  unreported  might  have  been  the  pre¬ 
cursors  to  major  outages,  he  added. 

The  proposal  is  the  result  of  a  closed  meeting  the  FCC  held 
two  weeks  ago  for  carriers,  equipment  vendors  and  users.  The 
purpose  of  the  meeting  was  to  devise  proposals  for  improving 
the  reliability  of  public  network  services. 

ELISABETH  HORWITT 
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“ORACLE  SERVER  NLM  TAKES 
TOP  HONORS  FOR  SPEED, 
RELIABILITY  AND  ROBUSTNESS” 

Sara  Lee  Corp.  and  PC  Week  Labs. 

“The  project  at  Sara  Lee  was  ambitious. 
The  original  database  application  that  the 
company  wanted  to  downsize  to  the  client/ 
server  platform  was  a  subset  of  its  order- 
entry  records . . . 

‘in  the  end,  ORACLE  Server  [for  NetWare] 
was  the  only  software  that  met  all  the  stringent 
requirements  for  the  application . . . 

“While  each  product  competing  in  the 
shootout  displayed  strength  in  one  area  or 
another,  ORACLE  Server  was  at  or  near 
the  top  in  nearly  ever)'  competition. 

“ORACLE  Server’s  performance  shined 
on  database  queries  that  required  complex 


aggregations— sometimes  more  than  twice 
as  fast  as  other  products . . . 

“In  selecting  ORACLE  Server  as  the  winner, 
the  judges  considered  other  factors  such  as 
product  maturity  and  experience  with 
corporate  databases,  and  the  selection  of  front- 
end  tools  to  access  the  database. 

“(And)  even  though  the  NLM  version  of 
ORACLE  Server  was  new,  it  was  considered 
to  be  a  close  extension  of  the  firm’s  OS/2  and 
Unix  products,  which  are  proven  technology 
on  client/server  platforms!’ 

Hungry  for  more?  ORACLE  Server  for 
NetWare  just  recorded  the  highest  audited  TPC 
Benchmark"  B  rate  ever  on  a  PC— 43  tpsB. 
At  that  rate,  the  low  $2590/tpsB  is  just  icing 
on  the  cake. 

Call  us  at  1-800-633-1071  Ext.  8145  for  a 


complete  benchmark  report  and  reprint  of 
the  PC  Week  Shootout.  We’ll  also  tell  you 
more  about  the  rest  of  Oracle’s  open  family  of 
portable  software.  And  the  support,  education 
and  consulting  services  that  help  you  get  the 
most  out  of  your  investment. 

Everything  you  need  to  develop  your  own 
recipe  for  success. 

REGISTER  NOW  FOR 
THE  INTERNATIONAL  ORACLE 
USER  WEEK,  MIAMI  BEACH, 
SEPT.  29 -OCT.  4 
1-800-633-1071  Ext.  8145 


OR  AC  LG 

Software  that  runs  on  all  your  computers. 


©  1991  Oracle  Corporation.  ORACLE  is  a  registered  trademark  of  Oracle  Corporation.  Sara  Lee  is  a  trademark  of  Sara  Lee  Corporation.  Repnnted  from  PC  Week  June  24, 1991  Copyru 
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Wang  moves  onward,  Upword 

Windows-based  word  processing  package  meets  approval  of  beta  testers 


BY  SALLY  CUSACK 

CW  STAFF 


LOWELL,  Mass.  —  Wang  Lab¬ 
oratories,  Inc.  will  enter  the 
shrink-wrapped  software  busi¬ 
ness  next  month,  unveiling  a 
Windows-based  word  processor 
that  beta-test  users  said  has  im¬ 
pressive  document  management 
capabilities. 

The  initial  version  of  Upword 
was  released  quietly  last  spring 
to  a  handful  of  Wang’s  largest 
customers.  The  vendor  said  the 
product  will  be  marketed  in 


stand-alone  and  networked  ver¬ 
sions  by  an  as-yet-to-be-an- 
nounced  third  party. 

User  reaction  to  the  product 
was  enthusiastic.  Financial  Secu¬ 
rity  Assurance,  Inc.  in  New 
York,  a  subsidiary  of  US  West, 
has  been  using  it  in  an  enter¬ 
prisewide  client/server  environ¬ 
ment  since  last  June. 

According  to  Peter  Forbes 
Pollack,  managing  director  at  Fi¬ 
nancial  Security,  Upword  trans¬ 
parently  connects  to  a  Wang  WP 
Plus  package  on  a  Wang  VS 
10000  at  its  headquarters.  This 


is  done  with  a  VS  Connect  pack¬ 
age,  which  provides  file-transfer 
and  client/server  capabilities  to 
allow  users  to  edit  Wang  WP 
Plus  documents  in  either  the  VS 
or  the  personal  computer  envi¬ 
ronment. 

Financial  Security  is  running 
Upword  at  several  branch  offices 
on  a  Banyan  Systems,  Inc.  Virtu¬ 
al  Networking  Software,  or 
Vines,  network  on  Intel  Corp. 
80386-based  machines. 

Pollack  cited  the  software’s 
what-you-see-is-what-you-get 
preview  capabilities,  intelligent 


repagination  and  foreign  dictio¬ 
nary  support  as  useful  features. 
The  package  also  provides  a  sep¬ 
arate  data  architecture  that  al¬ 
lows  the  vendor  to  extend  Dy¬ 
namic  Data  Exchange  function¬ 
ality  to  non-Windows  applica¬ 
tions. 

Beta-test  users  of  the  upcom¬ 
ing  release  said  Upword  en¬ 
hancements  include  ribbon-strip 
icons,  support  for  up  to  16  snak¬ 
ing  columns  and  a  table  editor. 

Victor  Crain,  director  of  mar¬ 
ket  research  at  Wang,  said  users 
of  Wang’s  older  word  processing 
products  can  go  in  and  out  of  Up¬ 
word  via  an  elaborate  set  of  fil¬ 
tering  products  Wang  has  creat¬ 
ed.  “The  installed  base  has  a 
directional  path  with  this  if  they 
want  it,”  he  said.  The  conversion 


CA  calms 

FROM  PAGE  1 

insurance  company,  who  asked 
not  to  be  identified. 

However,  users  contacted  re¬ 
cently  said  CA  has  continued  to 
enhance  and  support  Cullinet 
products.  “In  most  instances, 
the  [service  and  support]  people 
I  know  and  respect  are  still 
there,”  said  James  Bradshaw, 
the  Administrative  Program¬ 
ming  Services  director  of  data¬ 
base  administration  at  Clemson 
University  in  Clemson,  S.C. 

Other  users  said  CA  essen¬ 
tially  rescued  a  product  line  that 
would  have  died  out  had  Cullinet 
gone  out  of  business. 

Still,  some  users  said  they 
have  difficulties  locating  the  ap¬ 
propriate  technical-support  peo¬ 
ple.  Other  users  reported  that 
turnover  in  local  sales  offices  has 
created  confusion. 

James  Dudciak,  vice  presi¬ 
dent  of  operations  services  at 
Cleveland-based  Brush  Well¬ 
man,  Inc.,  said,  “The  top  man¬ 
agement  of  CA  has  a  reasonably 
well  defined  plan  for  achieving 


I  DON’T 
THINK  I  did 
anything  wrong 
by  selling  to  CA.  It 
was  a  case  of  having 
to  find  a  home.” 

JOHN  J.  CULLINANE 
CULLINET 


their  goals.  Unfortunately,  that 
has  not  been  very  well  communi¬ 
cated  to  the  sales  organization.” 

The  bigger  threat  to  CA- 
IDMS  may  be  the  IBM  freight 
train.  “DB2  has  captured  the 
market,”  said  Howard  Fosdick, 
an  independent  consultant  in  Vil¬ 


la  Park,  Ill.  (see  chart  page  1). 

CA’s  CA-IDMS  user  base  of 
3,000  mainframe  customers  falls 
into  three  camps:  those  who  said 
they  are  committed  to  CA-IDMS 
for  the  foreseeable  future;  those 
who  are  running  both  DB2  and 
CA-IDMS  and  are  doing  new  de¬ 
velopment  in  both  systems;  and 
those  who  have  committed  to 
DB2  for  most  new  development 
but  are  still  running  applications 
under  CA-IDMS. 

George  Emmanuel,  chairman 
of  the  Information  Users  Associ¬ 
ation,  a  CA  user  group  for  CA- 
IDMS  and  Datacom  customers, 
said  that  his  employer,  Hughes 
Aircraft  Co.,  still  uses  CA-IDMS 
for  virtually  all  applications  but 
that  Hughes  has  committed  to 
DB2  for  future  development. 

Emmanuel,  information  sys¬ 
tems  program  manager  at 
Hughes’  Training  &  Support 
Systems  Group  in  Long  Beach, 
Calif.,  said  he  is  satisfied  with 
CA-IDMS,  but  business  condi¬ 
tions  dictate  that  the  firm  stan¬ 
dardize  on  one  database.  “At  the 
top  management  level,  the  phi¬ 
losophy  is  that  many  is  bad  and 
one  is  good,”  he  said. 


CA  is  responding  to  what  CA 
Vice  President  Dominique  La- 
borde  characterized  as  “IBM 
pressure  on  the  IS  community 
that  DB2  is  the  foundation  for 
the  future.”  CA’s  strategy  is  to 
make  its  CA-IDMS  and  Datacom 
systems  plug-compatible  with 


DB2  so  that  users  can  opt  for 
Systemview,  AD/Cycle  and  DB2 
applications  without  having  to 
install  DB2  itself.  This  transpar¬ 
ency  feature  is  slated  to  be  avail¬ 
able  under  CA-IDMS  by  early 
next  year  and  for  Datacom  by 
later  this  year. 

Laborde  said  market  share 
figures  may  be  misleading  be¬ 
cause  “even  though  DB2  is  gain¬ 
ing  market  share,  CA-IDMS  and 
Datacom  are  still  running  the 
business.  DB2  is  not.” 

Internal  CA  numbers  show 
that  less  than  5%  of  the  CA- 
IDMS  worldwide  installed  base 
plans  to  convert  to  DB2  in  the 
near  future,  he  said. 

While  observers  applauded 
CA’s  attempt  to  be  a  true  alter¬ 
native  to  IBM,  most  said  they  be¬ 
lieve  it  to  be  a  losing  battle.  “For 
CA  to  compete  on  the  basis  of 
technical  superiority  of  the 
DBMS  is  like  competing  on  the 
basis  of  an  operating  system 
when  all  the  customer  wants  are 
applications,”  Fosdick  said. 


CA  hot  on  development  trail 


Computer  Associates  recognizes  that  it 
needs  to  beef  up  its  arsenal  of  applica¬ 
tions  development  tools,  said  Domi¬ 
nique  Laborde,  a  CA  vice  president.  So 
it  plans  to  announce  a  series  of  prod¬ 
ucts  in  that  arena  on  Oct.  7. 

To  be  included  in  the  announcements,  La¬ 
borde  said,  are  the  following: 

•  A  mainframe-based  computer-aided  software 
engineering  (CASE)  tool,  acquired  from  a  com¬ 
pany  Laborde  refused  to  identify  for  the  time  be¬ 
ing,  which  will  be  available  “immediately”  and 
will  work  with  CA-IDMS  and  Datacom. 

•  Availability  dates  for  Caselink,  an  interface 
layer  announced  last  year  that  links  CA  products 
to  leading  third-party  tools  such  as  Excelerator. 
•  A  front-end  tool  based  on  Microsoft  Corp.’s 
Windows  that  CA  will  deliver  by  mid- 1992. 

“We've  been  investigating  different  technol¬ 
ogies  for  about  a  year,”  Laborde  said.  “CASE 
has  been  evolving  from  single-user,  character- 
based  to  repository-based,  graphical  user  inter- 


face-based,  team  and  LAN-based.  It  was  impor¬ 
tant  for  us  to  be  aware  of  that  and  position 
ourselves  toward  a  new  generation  of  CASE 
products  instead  of  just  trying  to  Fill  in  the  gap 
with  an  old-fashioned  approach.” 

Work  is  also  continuing  apace  on  CA’s  reposi¬ 
tory  services  layer  of  its  CA  ’90s  architecture, 
Laborde  said.  CA  said  it  will  build  up  its  existing 
data  dictionaries  into  repositories  that  can  use 
the  tools  and  services  of  IBM’s  Repository  Man¬ 
ager/MVS  and  Digital  Equipment  Corp.’s  Com¬ 
mon  Data  Dictionary.  The  strategy  here  is  one 
of  transparent  emulation  —  customers  will  be 
able  to  take  advantage  of  IBM  and  DEC  archi¬ 
tectures  with  CA  products. 

“We  don’t  have  a  delivery  date,  and  the  rea¬ 
son  for  that  is  that  we’re  waiting  for  Repository 
Manager  to  mature,”  Laborde  said.  “Even  AD/ 
Cycle  partners  are  not  delivering  products  based 
on  Repository  Manager,  so  it  would  be  strange 
for  us  to  come  up  with  Repository  Manager  emu¬ 
lation  when  nobody  else  has  it  yet.” 


tools  are  reportedly  built  direct¬ 
ly  into  the  product. 

Mary  Conti  Loffredo,  a  senior 
analyst  at  International  Data 
Corp.  in  Framingham,  Mass., 
said  Upword’s  real  strength  lies 
in  its  document  management  ca¬ 
pabilities  in  a  work-group  envi¬ 
ronment. 

In  a  recent  letter  to  custom¬ 
ers,  Michael  Mee,  Wang’s  chief 
financial  officer,  said  Upword  has 
been  placed  under  the  auspices 
of  Wang  Ventures,  a  newly  cre¬ 
ated  department  within  the  firm 
developed  to  solicit  outside  re¬ 
sources  and  marketing  partners. 

According  to  the  memo,  Up¬ 
word  will  ship  Oct.  30.  Sources 
said  they  expect  the  product  will 
be  priced  at  approximately 
$495. 


Oldies  but 
goodies 


CA’s  main  development 
focus  is  on  IDMS,  but  oth¬ 
er  products  from  the  old 
Cullinet  product  line  are 
also  getting  attention. 

Highlights  include  the 
following: 

•  IDMS  12.0,  currently  in 
beta  testing  and  scheduled 
for  general  availability  in 
October. 

This  will  be  CA’s  first 
major  new  version  of  the 
mainframe  product  since 
its  acquisition.  Key  fea¬ 
tures  include  full  SQL 
compatibility  and  en¬ 
hanced  support  for  multi¬ 
processing. 

•  The  March  1990  acquisi¬ 
tion  of  DBMS,  Inc.  in  Lisle, 
Ill.,  which  added  some  40 
tools  to  manage,  control, 
tune  and  monitor  IDMS. 

•  A  database  management 
system  for  Digital  Equip¬ 
ment  Corp.  VAX  comput¬ 
ers  and  Unix  systems, 
both  based  on  former  Cul¬ 
linet  products  and  slated  to 
ship  by  early  1992. 

CA  also  plans  VAX  and 
Unix  versions  of  IDMS 
with  full  SQL  compatibil¬ 
ity. 

•  A  code  generator  and  ap¬ 
plications  development 
system  for  the  VAX  called 
DB:Generator;  Release 
2.0  should  be  available  by 
the  end  of  the  year. 

•  Software  to  develop  pro¬ 
duction-oriented  expert 
systems  for  the  VAX  and 
embed  them  into  Cobol 
code. 

Since  the  acquisition, 
CA  has  worked  on  the  per¬ 
formance  aspects  of  this 
product.  DB:  Expert  is  now 
in  beta  testing  at  four  cus¬ 
tomer  sites. 

JOHANNA  AMBROSIO 
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NEWS  SHORTS 

Unisys  to  top  off  high  end 

Unisys  Corp.  today  is  expected  to  announce  a  high-end  main¬ 
frame  targeting  on-line  transaction  processing  applications. 
The  2200/900  becomes  the  top  of  Unisys’  2200  line,  offering 
throughput  of  up  to  5,000  transactions  per  second,  according 
to  Unisys.  The  system  can  be  configured  with  up  to  eight  pro¬ 
cessors,  an  increase  of  the  maximum  six  processors  in  the 
2200/600  family.  Sources  said  the  2200/900  will  ship  in  the 
fourth  quarter.  Unisys  will  also  unveil  a  new  version  of  its  Ex¬ 
tended  Processing  Architecture. 


Bell  Atlantic  extends  IBM  support 

Bell  Atlantic  Business  Systems  Services  is  expanding  its  sup¬ 
port  for  IBM  mainframe  sites  with  the  introduction  of  a  service 
that  claims  to  deliver  “hard-to-find”  answers  to  technical  ques¬ 
tions.  The  Remote  Premium  Support  Representative  service 
offers  toll-free  telephone  support  by  Bell  Atlantic  engineers 
with  experience  in  mainframe  environments.  Support  is  pro¬ 
vided  for  the  MVS,  VSE  and  VM  operating  systems,  network 
products  such  as  VTAM  and  other  IBM  software  products  such 
as  SQL/DS,  PR/SM,  CICS  and  Professional  Office  System. 


Businesses  challenge  VDT  law 

Two  small  businesses  have  filed  a  lawsuit  seeking  to  overturn 
San  Francisco’s  strict  VDT  ordinance.  In  the  suit,  Zack  Elec¬ 
tronics,  Inc.  and  Data  Processing  and  Accounting  Services 
called  the  ordinance  unconstitutional,  claiming  it  is  preempted 
by  the  California  Occupational  Safety  and  Health  Act.  Michael 
LaPorte,  president  and  chief  executive  officer  of  Zack,  said  im¬ 
plementing  the  ordinance  would  initially  cost  the  60-employee 
company  between  $40,000  and  $50,000  and  thereby  interfere 
with  its  ability  to  compete. 


Sun  multiprocessor  to  debut 

Expanding  its  hardware  offerings  to  symmetric  multiprocess¬ 
ing,  Sun  Microsystems,  Inc.  next  week  will  announce  a  server 
using  two  or  more  processors.  However,  operating  system 
software  needed  to  run  the  machine  efficiently  will  not  be 
ready  until  mid-1992,  when  Sun  releases  Solaris  2.0.  Two 
competitors,  Solboume  Computer,  Inc.  and  ICL,  have  had  mul¬ 
tiprocessing  systems  based  on  Sun’s  hardware  architecture  for 
several  years. 


Panel  urges  open  CRS 

A  15-member  committee  of  the  independent  Transportation 
Research  Board  has  urged  stronger  regulation  of  the  airline  in¬ 
dustry’s  computerized  reservation  systems  to  improve  compe¬ 
tition.  The  Washington,  D.C.-based  panel  said  the  federal  gov¬ 
ernment  should  ensure  that  travel  agents  have  access  to 
multiple  reservation  systems  and  should  ban  restrictive  leases 
that  prevent  travel  agents  from  switching  among  the  systems 
[CW,  April  1].  The  U.S.  Department  of  Transportation  is  ex¬ 
pected  to  issue  its  final  ruling  on  the  matter  by  Nov.  30. 


Adobe  users  unite 

The  Adobe  Technology  Exchange  got  the  seal  of  approval  from 
Adobe  Systems,  Inc.  last  week.  The  international  user  group 
was  created  as  a  forum  for  exchange  of  information  and  ideas 
about  Adobe  products.  Although  endorsed  by  the  Mountain 
View,  Calif.-based  company,  Adobe  will  maintain  an  arm’s- 
length  relationship  with  the  exchange,  which  will  be  managed 
by  Info-Catalysts,  Inc.  in  Santa  Clara,  Calif.  Branch  offices  are 
slated  for  Boston,  Chicago,  Dallas,  Los  Angeles,  Philadelphia, 
the  San  Francisco  area,  Seattle  and  Washington,  D.C. 


Low-end  Netware  package  out 

Novell,  Inc.  last  week  announced  its  smallest  packaging  for 
Netware  3. 1 1,  a  10-user  license  for  the  network  operating  sys¬ 
tem.  Aimed  at  remote  user  sites,  the  package  supports  all  fea¬ 
tures  and  Netware  loadable  modules  available  to  larger  li¬ 
censes.  It  is  expected  to  ship  next  month  for  $2,495. 

More  news  shorts  on  page  95 


Parallan  superservers 
invade  mini  territory 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


MOUNTAIN  VIEW,  Calif.  — 
Parallan  Computer,  Inc.,  a 
3-year-old  maker  of  high-perfor¬ 
mance  file  servers,  last  week  an¬ 
nounced  a  new  line  of  products 
based  on  single  and  dual  Intel 
Corp.  microprocessors.  The 
products  offer  high-level  disk 
storage  and  will  support  as  much 
as  128M  bytes  of  main  memory 
running  under  OS/2. 

The  architecture  is  fault-tol¬ 
erant  and  based  on  dual-Micro 
Channel  Architecture  buses, 
with  Level  5  redundant  array  of 
inexpensive  disks  (RAID)  tech¬ 
nology  providing  data  protec¬ 
tion.  A  Parallan-developed  mem¬ 
ory  technique  called  Reserved 
Memory  Management  lets  the 
box  go  beyond  OS/2’s  16M-byte 
limit  on  random-access  memory. 

In  addition,  Parallan’s  new 
RAID  technology  will  work  with 
the  company’s  Maximum  Avail¬ 
ability  and  Support  Subsystem, 
a  combined  hardware/software 
system  monitor. 

George  Roukas,  director  of 


systems  at  a  financial  services 
company,  uses  a  290  Series  I  ma¬ 
chine,  which  replaced  a  Compaq 
Computer  Corp.  Systempro. 

More  choices 

Although  Roukas  has  no  plans  to 
upgrade  to  the  Series  II  immedi¬ 
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One  33-MHz 
I486 

8M  bytes 

25 

One  50-MHz 
I486 

16M  bytes 

35 

One  33-MHz, 
one  50-MHz 
I486 

24M  bytes 

45 

One  33-MHz, 
one  50-MHz 
I486 

64M  bytes 

55 

Two  50-MHz 
1486s 

96M  bytes 

65 

Two  50-MHz 
1486s 

128M  bytes 

ately,  he  said  it  reinforces  his 
choice.  “We  just  took  it  for 
granted  that  we  were  going  to 
have  to  swap  out  our  file  servers 
every  two  years  or  so.  Now,  we 
think  that  when  we  run  out  of 
room,  we  don’t  have  to  replace 
the  box.” 

Parallan  said  it  competes  with 
minicomputers,  rather  than  file 
servers.  Analysts  agreed,  saying 
the  products  work  as  application 
servers,  a  traditional  minicom¬ 
puter  role,  rather  than  as  file 
servers. 


SCSI  disk 
channels 

RAID  disk 
storage 

Price 

Two 

426M  bytes 

$24,900 

Two 

852M  bytes 

$37,350 

Two 

1.7G  bytes 

$57,650 

Four 

3.4G  bytes 

$87,800 

Four 

9.6G  bytes 

$145,880 

Four 

19.2G  bytes 

$234,510 

CW  Chart:  Janell  Genovese 


Superserver 

Parallan 's  Server  290  Series  II  is  oriented 
toward  transaction-processing  applications 

Parallan  Server  290  Series  II  family 

Number  of 


Model 


CPUs 


Memory 


Silicon  seeks  3-D  standard  status  for  Iris 


BY  JEAN  S.  BOZMAN 

CW  STAFF 


SAN  FRANCISCO  —  Silicon 
Graphics,  Inc.  last  week  took  a 
stab  at  making  its  Iris  Graphics 
Library  an  industry  standard  for 
Unix  workstations  and  MS-DOS 
personal  computers.  The  firm, 
which  had  previously  licensed  its 
“library”  of  geometric  shapes 
and  animation  functions  only  to 
IBM  and  Microsoft  Corp.,  of¬ 
fered  the  software  to  all  comers. 


As  early  as  late  next  year,  us¬ 
ers  could  see  the  first  Iris  GL- 
based  applications  coming  out  on 
a  variety  of  hardware  platforms, 
allowing  applications  designers 
to  move  two-dimensional  appli¬ 
cations  to  three-dimensional 
platforms.  The  Silicon  Graphics 
library  would  compete  with  an 
older  graphic  library  standard, 
the  Programmer’s  Hierarchical 
Interactive  Graphics  Standard.. 

A  committee  of  Iris  GL  distri¬ 
bution  partners,  including  Sili¬ 


con  Graphics,  Compaq  Comput¬ 
er  Corp.,  Digital  Equipment 
Corp.,  Intel  Corp.  and  Microsoft 
will  oversee  the  licensing  and 
distribution  of  the  Iris  GL  soft¬ 
ware  source  code. 

Silicon  Graphics  Chief  Execu¬ 
tive  Officer  Ed  McCracken  said 
the  Iris  GL  announcement  would 
reach  beyond  the  Advanced 
Computing  Environment  pro¬ 
gram.  “Our  objective  here  is  to 
make  the  IGL  available  for  us  on 
all  hardware  platforms,”  he  said. 


Sun  multiprocessor  set,  but  software  lags 


BYJ.  A.  SAVAGE 

CW  STAFF 


SANTA  CLARA,  Calif.  —  Sun 
Microsystems,  Inc.  is  ready  to 
introduce  its  long-expected  mul¬ 
tiprocessing  system  next  Mon¬ 
day,  but  analysts  say  it  will  be 
hampered  by  the  lack  of  a  multi¬ 
processing  operating  system  un¬ 
til  the  middle  of  next  year. 

The  system,  code-named  Gal¬ 
axy,  will  be  based  on  Sun’s  scal¬ 
able  processor  architecture 
(Sparc),  will  have  up  to  four  pro¬ 
cessors  and  will  break  the  100 
million  instructions  per  second 
(MIPS)  barrier,  according  to  an¬ 
alyst  David  Wu  at  S.  G.  Warburg 
Group  in  New  York.  However, 
the  operating  system  software 
will  not  yet  allow  the  processors 
to  run  symmetrically,  so  users 


will  not  get  the  additional  advan¬ 
tage  of  spreading  applications 
across  several  processors. 

A  symmetrical  multiprocess¬ 
ing  version  of  Sun’s  Unix  operat¬ 
ing  system  —  dubbed  Solaris  2.0 
and  based  on  Unix  Systems  Lab¬ 
oratories  System  V.4,  which  was 
introduced  earlier  this  month  — 
will  not  be  available  until  mid- 
1992.  Its  current  operating  sys¬ 
tem,  Solaris  1.0,  does  not  allow 
CPUs  to  take  full  advantage  of 
multiprocessing,  according  to 
Bill  Larson,  vice  president  of 
marketing  at  Sunsoft,  Inc.,  Sun’s 
software  subsidiary.  Sun  repre¬ 
sentatives  would  not  comment 
on  the  introduction. 

Jeffry  Canin,  an  analyst  at 
Montgomery  Securities  in  San 
Francisco,  said,  “It’s  a  late-life 
kicker  for  an  old  product  line,  the 


Models  470  and  490  servers.” 

Galaxy’s  reported  speed  did 
not  impress  analysts,  either.  An¬ 
drew  Allison,  editor  of  the 
“RISC  Management  Newslet¬ 
ter”  in  Los  Altos,  Calif.,  said, 
“Other  uniprocessors,  like  those 
from  IBM  and  Hewlett-Packard 
Co.,  should  be  able  to  outrun  a 
dual-processor  Sun  system.” 

A  Sun  spokeswoman  disputed 
analysts’  claims  that  Galaxy  will 
use  the  same  processors  cur¬ 
rently  installed  in  the  company’s 
Sparcstation  2,  which  are  rated 
at  28.5  MIPS.  However,  she  did 
not  contest  the  claim  that  the 
new  CPUs  would  be  about  the 
same  power  as  those  chips.  The 
next  generation  of  Sparc  proces¬ 
sors  should  run  at  about  75 
MIPS,  according  to  analysts  and 
sources  at  Sun. 
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On  March  12,  Oracle*  recorded  the  highest  TPC 
Benchmark™  B  rate  ever:  425  tpsB  on  a  VAXcluster. 
And  the  fastest  TP1  score  ever  on  January  21st:  416 
tps  on  an  IBM- compatible  mainframe. 

Both  were  industry- standard  tests  on  8  gigabyte 
databases,  independently  certified  by  Codd  &  Date. 

All  these  benchmarks  are  further  proof  that 
ORACLE  not  only  runs  virtually  everywhere,  it  runs 
fastest  everywhere.  Fastest  on  PCs,  workstations, 
minicomputers  and  mainframes.  Fastest  on  stand¬ 
alone  machines,  or  in  a  client/server  configuration. 

So  no  matter  what  system  you  choose,  you  get 
the  best  performance  and  lowest  cost  per  transaction. 
No  small  concern  to  managers  trying  to  squeeze 
the  most  out  of  their  MIS/DP  budgets. 

REGISTER  NOW  FOR 

THE  INTERNATIONAL  ORACLE  USER  WEEK, 
MIAMI  BEACH,  SEPT.  29-OCT.  4. 

1-800-633-1071  Ext.  8116 

But  don’t  just  take  our  word  for  it.  Call  1-800- 
633-1071  Ext.  8116,  and  ask  for  the  benchmark 
reports  audited  by  Codd  6 C  Date.  They  certify  the  test 
results  and  give  a  full  account  of  the  testing  method¬ 
ology  and  system  configurations. 

Just  the  thing  for  a  little  speed  reading. 


Software  that  runs  on  all  your  computers. 


©  1991  Oracle  Corporation.  ORACLE  is  a  registered  trademark  of  Oracle  Corporation.  TPC  Benchmark  is  a  trademark  of  the  Transaction  Processing  Performance  Council.  All  other  trade  names  referenced  are  the  service  mark,  trademark,  or  registered  trademark  of 
the  respective  manufacturer.  Call  for  hardware  and  software  requirements.  Outside  the  U.S.A.,  but  within  North  America,  call  1-800-668-8925  for  product,  service,  and  seminar  information. 
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Mainframe  maker  hits  back 


BY  JEAN  S.  BOZMAN 

CW  STAFF 


SUNNYVALE,  Calif.  —  Amdahl  Corp. 
responded  to  IBM’s  recent  product  bar¬ 
rage  by  cutting  prices  last  week  on  its 
5995M  mainframes  by  6%  to  11%  and  by 
boosting  processor  performance  by  15%. 

The  moves  maintained  Amdahl’s  lead 
in  processor  power,  since  the  Amdahl 
5995M  uniprocessor  is  now  rated  at  56 
million  instructions  per  second  (MIPS)  — 
ahead  of  the  IBM  Enterprise  Sys- 
tem/9000’s  47  MIPS,  analysts  said. 

Amdahl  said  it  gained  its  performance 


boost  on  a  new  option  called  the  Enhanced 
Performance  Feature,  which  reduces  pro¬ 
cessor  cycle  time.  Amdahl  said  perfor¬ 
mance  boosts  ranged  from  11%  for  the 
four-way  4550M  to  13%  for  the  six-way 
6650M  and  15%  for  the  eight-way 
8650M.  The  six-way  and  eight-way  mod¬ 
els  will  be  shipped  in  the  second  quarter  of 
1992;  the  other  models  will  be  shipped  to 
customers  this  fall. 

Amdahl,  however,  did  not  respond  to 
IBM’s  recent  announcement  of  new  Es- 
con  features.  “We’re  going  to  ship  Escon 
in  the  second  quarter  of  1992,”  said  Hen¬ 
ry  Cassel,  director  of  processor  market¬ 


ing  at  Amdahl. 

Historically,  Amdahl  has  waited  until 
its  products  have  shipped  before  cutting 
prices  and  boosting  power.  But  in  this 
case,  the  5995M  processors,  announced 
in  September  1990,  will  begin  to  ship  af¬ 
ter  the  high-end  ES/9000s,  which  shipped 
last  week. 

“Amdahl  needed  to  establish  some 
perceived  advantage  to  continue  the  mo¬ 
mentum  they’ve  built  over  the  last  few 
years  as  IBM’s  leading  competitor,”  said 
Frank  Gens,  vice  president  of  technology 
assessment  at  Technology  Investment 
Strategies  Corp.  in  Framingham,  Mass. 

On  the  storage  front,  plug-compatible 
mainframe  maker  Hitachi  Data  Systems 
Corp.  in  Santa  Clara,  Calif.,  last  week  an¬ 
nounced  its  response  to  the  new  IBM 


Announcing  a  Prime  Location  for 
Network  Products  and  Services. 
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Planning  your  next  integrated  network 
system2  Let  Data  Preference  put  together 
the  perfect  package  for  you.  We  have  the 
greatest  selection  of  workstations,  minis, 
PCs,  peripherals  and  software.  The  latest 
from  top  name  vendors  like  3Com,  Novell, 
IBM,  Apple  and  Digital  —  all  in  one  place. 

Plus,  we  offer  a  complete  range  of 
support  services.  Our 
trained  network  experts 
handle  installation;  on¬ 
site,  retum-todepot  and 


time-and-materials  maintenance;  and  a  toll- 
free  diagnostic  hotline.  And  well  tailor  a 
finance  program  to  your  specific  needs, 
whether  you  plan  to  rent,  lease  or  buy. 

So  link  up  with  Data  Preference  today. 
Just  call  our  sales  and  service  staff  at  any 
office  nationwide  or  in  the  United  Kingdom 
for  more  information  on  our  inventory 

and  services. 

Because  the  best 
connections  start  with 
good  foundations. 


DATAPreference 


Incorporated 

Rent  a  Leader.  From  the  Leader. 


Formerly  Leosometric  Data  Communications,  Inc. 

Northwest  800  343  7368.  415  574  5797  •  Southwest  800  638  7854,  818  240  3244  •  Central  800  323.4823,  708  790  2050  •  Northeast  800  24 1  5841 
Southeast  800  24 1  584 1  404  925  7980  •  London  01 1  44  923  897000  ©1 991  Data  Preference  Incorporated 


3390  Model  3  disk  drive.  The  HDS  7390- 
3  Disk  Storage  Subsystem  matches  the 
IBM  3390  Model  3’s  34G-byte  capacity. 
The  HDS  disk  drive  has  an  access  time  of 
12.5  msec,  somewhat  faster  than  the  IBM 
3390  Model  3’s  15-msec  access  speed. 


ES/9000 

CONTINUED  FROM  PAGE  1 

both  users  to  better  manage  mainframe 
work  loads. 

“From  a  management  perspective,  the 
more  work  loads  we  can  put  on  one,  the 
better  and  more  efficiently  we  can  oper¬ 
ate,”  said  Gary  Weis,  senior  vice  presi¬ 
dent  of  networking  and  technology  ser¬ 
vices  at  Sears  Technology  Services,  Inc., 
Sears’  information  systems  subsidiary. 

While  Sears  would  not  reveal  what  its 
order  will  cost,  it  did  say  that  it  will  not  be 
paying  the  $22.8  million  list  price.  None¬ 
theless,  IBM  stands  to  realize  revenue  of 
well  over  $100  million  on  this  order  alone 
—  even  if  it  were  to  sell  at  half  price. 

Sears  will  lease  through  IBM  Credit 
Corp.,  and  its  price  will  be  based  on  vol¬ 
ume  procurement  policies,  Weis  said. 
These  deals  typically  involve  discounts. 

The  retailer  plans  to  use  the  11  ma¬ 
chines  to  replace 
22  IBM  3090 
600J-class  pro- 

Bring  in  the 
big  iron 

Sears  will  add  11 
IBM  high-end 
ES/9000s  to  its 
giant  arsenal 


Sears,  Roebuck  and  Co. 
Chicago,  Ill. 


1990  revenue: 

$56B 

1990  profits: 

$902M 

1991  IS  budget: 

$1.17B 

IS  staffing: 

6,238 

Data  center  value: 

$493M 

Number  of  PCs 
and  terminals: 

354,000 

Source:  Computerworld  Premier  100 


cessors.  The  systems  will  be  installed  be¬ 
tween  now  and  the  end  of  next  year.  The 
first  unit  was  enroute  to  Sears  last  week, 
and  seven  are  expected  to  be  installed  by 
the  end  of  1 99 1 ,  Weis  said. 

American  Express’  Securities  Infor¬ 
mation  Group,  which  provides  IS  services 
to  Shearson  Lehman  Brothers,  Inc.,  re¬ 
placed  two  3090  Model  600-class  proces¬ 
sors  and  a  3090  Model  300  with  its  single 
Model  900,  said  Hank  Hamilton,  a  senior 
vice  president.  The  group  installed  the 
Model  900  in  July  as  part  of  an  early  sup¬ 
port  program. 

Hamilton  said  the  additional  process¬ 
ing  power  has  made  a  big  dent  in  time 
spent  on  batch  processing,  reducing  the 
total  nightly  run  by  two  hours. 

Hamilton  also  said  that  the  larger  sys¬ 
tem  allows  his  staff  to  adjust  work  loads  as 
needed  to  provide  them  with  the  addition¬ 
al  processing  power  of  the  Model  900. 

The  Securities  Information  Group  had 
the  chance  to  test  this  capability  last 
month  during  the  failed  coup  in  the  Soviet 
Union.Hamilton’s  staff  was  able  to  cut 
back  on  other  work  loads  to  handle  heavy 
trading  under  the  program  it  runs  for 
Shearson  Lehman. 
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Oracle  CASE  lets  you 
develop  applications  anywhere. 
And  run  them  everywhere. 


Only  Oracle  CASE  allows  teams  of  developers  to  jointly  design 
and  build  database  applications  that  run  on  virtually  all  the 
computers  in  your  organization.  Mainframes,  minicomputers, 
workstations  and  PCs. 

Oracle  CASE  supports  the  full  lifecycle  of  systems  development. 
From  strategic  planning,  analysis  and  design  to  on-line 
generation,  production  and  maintenance.  Using  sophisticated 
diagrammers  for  entity-relationship  models,  function 
hierarchies,  dataflow  analysis  and  matrices.  All  integrated  with 
a  comprehensive  set  of  application  development  tools  and  utilities. 
Developers’  efforts  are  fully  coordinated  via  a  shared,  on-line 
repository.  Which  can  reside  on  virtually  any  platform,  and  be 
accessed  by  just  about  any  combination  of 
terminals  and  workstations.  So  developers 
can  truly  work  as  teams  to  improve 
productivity,  while  eliminating  errors  and 
redundancies. 

And  once  CASE  generates  your  application,  you  can  run  it  on 
virtually  all  your  computers.  From  PCs  through  mainframes. 


Oracle  also  offers  comprehensive  services  to  transfer  our  CASE 
expertise  to  you.  Including  full  support,  education  and 
consulting  to  maximize  your  success  with  CASE  technology. 


REGISTER  NOW  FOR 

THE  INTERNATIONAL  ORACLE  USER  WEEK, 
MIAMI  BEACH,  SEPT.  29-OCT.4. 
1-800-633-1073  EXT.  8135 


Call  1-800-633-1073  Ext.  8135,  and  register  for  the  free  Oracle 
CASE  Technology  Seminar  in  your  area. 

You’ll  see  why  Oracle  offers  the  best  CASE  scenario. 


OR  AC  LG 

Software  that  runs  on  all  your  computers. 

©1991  Oracle  Corporation.  ORACLE  is  a  registered  trademark  of  Oracle  Corporation.  All  other  trademarks 
referenced  are  the  service  marks,  trademarks,  or  registered  trademarks  of  the  respective  manufacturers.  Call 
1-800-ORACLE1  for  hardware  and  software  requirements.  Outside  the  U.S.A.,  but  within  North  America, 
please  call  1-800-668-8925  for  product,  service  and  seminar  information. 
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TCA  show  to  highlight  frame  relay 


BY  ELLIS  BOOKER 

CW  STAFF 


SAN  DIEGO  —  Ultra  high¬ 
speed  networking  is  expected  to 
take  center  stage  at  the  Tele¬ 
communications  Association 
(TCA)  annual  conference  here 
this  week,  with  frame  relay 


stealing  the  show. 

User  interest  in  expanded 
network  bandwidth  is  part  of  the 
growing  importance  of  LAN-to- 
LAN  interoperability  for  stor¬ 
age-hungry  applications  such  as 
document  imaging  and  concur¬ 
rent  engineering,  both  of  which 
demand  the  rapid  transmission 


of  very  large  data  files  across  a 
wide-area  network. 

Frame  relay  is  a  serial,  wide- 
area,  high-speed  packet  net¬ 
working  protocol  that  combines 
optimal  use  of  network  band¬ 
width  with  low  network  trans¬ 
mission  delay. 

British  Telecommunications 


PLC  is  expected  to  announce  to¬ 
morrow  the  immediate  availabil¬ 
ity  of  a  trans-Atlantic  frame-re- 
lay  service,  becoming  the  first 
carrier  with  such  an  offering. 
The  service  —  at  56K  bit/sec.  to 
64K  bit/sec.  —  will  initially  be  a 
subnetwork  but  will  later  be¬ 
come  the  basis  of  BT’s  backbone 
trans-Atlantic  network,  a  com¬ 
pany  spokesman  said. 

Another  European-based  car- 


■ 


We’ll  stack  our  new  8mm  products  against  anyone’s. 


No  one  8mm  product  can  meet  all  your  storage  needs.  Which  is  why  you  should  look  to  IPL. 
Our  6700  Scries  offers  a  broad  range  of  IBM-compatible  8mm  storage  solutions  for  your 
specific  requirements.  We  give  you  a  choice  of  low  or  dual  density  recording  techniques 
in  single  or  multiple  drive  configuratioas,  with  2.5  to  80GB  unattended  backup  capabil- 
\  ity.  And  each  product  is  backed  by  our  18-year  reputation  for  quality,  reliability 
fat  and  performance.  For  a  complementary  guide  to  AS/400  tape  storage  call  IPL 
at  1  800  338-8475,  617  890-6620  in  MA.  In  Europe  call  011-32-2725.41.58. 
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rier,  Cable  &  Wireless  Commu¬ 
nications  Co.,  is  expected  to  out¬ 
line  its  frame-relay  strategy  at 
TCA. 

MCI  Communications  Corp. 
will  demonstrate  high-through¬ 
put  T1  frame-relay  applications, 
such  as  distributed  computing 
and  the  transmission  of  X-ray 
images  at  its  booth  here.  MCI 
has  said  it  will  beta-test  frame 
relay  with  a  handful  of  customers 
during  the  first  quarter  of  next 
year,  and  it  plans  to  have  com¬ 
mercial  service  available  in  the 
second  quarter. 

In  addition,  MCI  will  show  for 
the  first  time  its  switched  T1  and 
T3  services,  which  it  announced 
last  week. 

Meanwhile,  the  first  domestic 
carrier  to  state  a  frame-relay 
plan,  U.S.  Sprint  Communica¬ 
tions  Co.,  is  behind  in  its  deploy¬ 
ment  timetable,  according  to  an¬ 
alysts. 

Interface  specifications  for 
the  Sprint  service  were  present¬ 
ed  in  late  January  with  a  com¬ 
mercial  offering  expected  about 
this  time.  But  that  commercial 
service  will  not  appear  until  De¬ 
cember  or  early  next  year,  ac¬ 
cording  to  Richard  J.  Malone,  a 
principal  at  Vertical  Systems 
Group  in  Dedham,  Mass. 


Chips  to  join 
386  crowd 


BY  JIM  NASH 

CW  STAFF 


Chips  and  Technologies,  Inc.  will 
introduce  next  week  its  first  mi¬ 
croprocessor,  a  chip  compatible 
with  Intel  Corp.’s  80386  line,  ac¬ 
cording  to  a  company  source. 
The  chip  will  add  competition  to 
a  market  overshadowed  by  In¬ 
tel’s  multibillion-dollar  bulk. 

Chips  and  Technologies’ 
long-rumored  entry  into  the  chip 
world  will  take  place  in  New 
York  Sept.  30,  the  source  said. 

The  San  Jose,  Calif.-based 
personal  computer-component 
maker  refused  to  comment  on 
the  microprocessor. 

Mike  Cash,  marketing  man¬ 
ager  at  Twinhead  Corp.,  a  com¬ 
puter  component  maker  in  Milpi¬ 
tas,  Calif.,  said  he  plans  to  unveil 
a  PC  using  the  chip  at  Comdex/ 
Fall  ’91  next  month.  Cash  said  he 
expects  to  get  both  a  briefing  on 
the  microprocessor  this  week 
and  technical  samples  sometime 
this  month. 

“My  view  is  that  these  prod¬ 
ucts  won’t  be  shipped  in  volume 
until  early  next  year,”  said  Tom 
Thornhill,  an  analyst  at  Mont¬ 
gomery  Securities  in  San  Fran¬ 
cisco. 

The  bulk  of  the  microproces¬ 
sor  market  will  remain  with  In¬ 
tel,  Thornhill  said,  “especially 
the  [value-added  resellers]  who 
want  to  play  it  safe”  with  their 
products. 
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To  The  Most 
Advanced  RDBMS, 
It’s  Just  An  other 
Server. 


Client/server  computing  integrates  the  powerful, 
graphical  capabilities  of  desktop  workstations 
with  the  proven  data  storage  and  processing  capa¬ 
bilities  of  mainframes.  Client/server  computing, 
in  essence,  turns  mainframes  into  servers. 

But  turning  mainframes  into  servers 
creates  two  tough  problems:  Preserving  MIS 
control  over  corporate  data.  And  integrating 
existing  applications  with  new  ones. 

Only  SYBASE®  solves  both  problems. 

Unlike  most  RDBMS  gateways,  SYBASE 
gives  MIS  complete  control  over  mainframe  data, 
applications,  and  services  by  providing  desktop 
access  transparently  through  CICS— ensuring  that 
all  requests  meet  current  transaction  management, 
security,  and  monitoring  requirements.  In  addition, 
SYBASE  allows  MIS  to  regulate  network  access  to 
specific  transactions,  regions,  and  data  sources. 
With  SYBASE,  MIS  is  always  in  control. 

SYBASE  also  leverages  the  investments 
made  in  existing  mainframe  applications.  SYBASE 
integrates  new,  LAN-based  applications  with  main¬ 
frame  applications  written  in  COBOL,  PL1  or 
Assembler,  as  well  as  with  all  data  sources  and 
services  accessible  from  CICS,  such  as  DB2, 
IMS/DB  and  VSAM.With  SYBASE,  existing  main¬ 
frame  applications  don’t  have  to  be  rewritten. 

SYBASE  is  the  only  product  that  lets  you 
effectively  turn  your  mainframes  into  servers  as 
you  deploy  new  LAN-based  applications  on 
VAXes,  UNIX,  OS/2,  and  DOS-based  platforms, 
Macintoshes,  and  others. 

What’s  more,  our  professional  services 
division,  SQL  Solutions,  can  help  you  design, 
develop,  and  integrate  complete  multi-vendor 
relational  systems  for  your  on-line,  enterprise-wide 
computing  environment. 

To  find  out  more,  call  and  register  for  a 
Sybase  Educational  Seminar  near  you.  Because 
the  time  to  turn  your  mainframes  into  servers 
is  now 

Just  call  1-800-8-SYBASE. 
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Sybase 

Client/Seruer  For  The  On-Line  Enterprise 


Free!  “Integrating  The  Mainframe!’  It’s  our  latest,  most  compre¬ 
hensive  information  kit.  For  your  copy,  please  mail  this  coupon  to: 
Sybase,  Inc.,  Dept.  S,  6475  Christie  Ave.,  Emeryville,  CA  94608 

Or  call  1-800-8-SYBASE. 
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Just  ask  your  HP  Consultant. 
We’ll  come  in  and  see  if  you’re 
really  getting  your  money’s 
worth  from  your  systems. 

It’s  something  our  people  do 
all  the  time.  Because  we  know 
how  important  it  is  to  squeeze 
the  last  dollar  out  of  your 
computer  investment.  Before 
you  spend  another  cent. 

Our  specialists  from  HP  Pro¬ 
fessional  Services  will  take 
a  close  look  at  your  comput¬ 
ing  environment,  then  put 
together  a  program  tailor- 
made  for  you.  Whatever  needs 
doing,  we’ll  do  it. 

So  caU  HP  at  1-800-752-0900, 
Ext.  2540  for  more  informa¬ 
tion.  You  may  ask  yourself 
that  million  dollar  question: 
why  didn’t  I  do  it  sooner? 

HEWLETT 
PACKARD 
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IBM  unit  bags  bank  outsourcing  bucks 


BY  NELL  MARGOLIS 

CW  STAFF 


TARRYTOWN,  N.Y.  —  “Healthy  banks 
don’t  outsource”  has  been  the  going  wis¬ 
dom  in  the  banking  industry.  However,  it 
could  be  headed  for  the  history  books. 

Last  week,  for  instance,  Commerce 
Bancshares,  Inc.  signed  over  its  main¬ 
frame-based  information  systems  opera¬ 
tions  to  IBM’s  outsourcing  subsidiary,  In¬ 
tegrated  Systems  Solutions  Corp.  (ISSC). 

The  Kansas  City,  Mo. -based  bank 
holding  company,  which  has  $6.4  billion  in 
assets,  is  no  struggling  firm  looking  to 


shuffle  a  high-cost  operation  off  its  books, 
according  to  Olson  Research  Associates 
in  Greenbelt,  Md. 

Applying  measures  aimed  at  gauging  a 
bank’s  soundness,  Olson’s  1991  annual 
survey  of  U.S.-based  banks  ranked  Com¬ 
merce  the  nation’s  best  overall  bank  for 
the  second  consecutive  year. 

Details  of  the  deal,  one  of  three  major 
outsourcing  contracts  landed  by  ISSC  in  a 
period  of  several  days,  were  not  disclosed. 
However,  the  bank  confirmed  that  the 
parties  sealed  “a  long-term  agreement” 
—  a  phrase  that  implies  a  contract  in  the 
10-year  ballpark,  according  to  ISSC  Pres¬ 


ident  Dennie  M.  Welsh. 

Under  the  agreement,  ISSC  will  run 
Commerce’s  help  desk,  business  recov¬ 
ery  systems,  data  network  and  general  IS 
functions.  The  bank  will  retain  control  of 
item  processing,  applications  program¬ 
ming  and  applications  development,  “but 
we’re  out  of  the  mainframe  business,” 
said  Chief  Executive  Officer  David  W. 
Kemper. 

About  60  IS  employees  will  be  affected 
when  the  mainframe  mantle  is  passed  to 
ISSC,  Kemper  said.  “A  significant  num¬ 
ber  will  be  offered  jobs  at  ISSC,”  he  said. 
The  bank  will  try  to  absorb  those  who  are 


“It  may  be  ‘ user-friendly ’  to  you 
Fraser’,  but  it  sure  hasn’t  taken 
a  liking  to  anybody  else” 


Tfell  The  Boss  About  Ross. 

Your  worldwide  Digital  software  source. 


We  deliver  a  range  of  integrated  financial, 
distribution  and  human  resources  software 
designed  to  meet  the  needs  of  almost  any 
business.  Plus  we  provide  software  solu¬ 
tions  tailored  for  process  and  discrete 
manufacturing  and  public  sector  organiza¬ 
tions.  Solutions  incorporating  a  4GL  and 
backed  by  a  world-wide  support  team  to 
help  you  wherever  you’re  doing  business. 

Ross  applications  are  optimized  for 
peak  performance,  integration  and  ease- 
of-use  with  Digital’s  Network  Application 
Support  (NAS)  architecture  -  a  set  of 
standards  that  enables  Ross  applications 
to  work  in  a  variety  of  operating  environ¬ 
ments.  From  Digital’s  VMS,™  ULTRIX™ 
and  SCO™  UNIX™... to  RMS,™  Rdb 
and  ULTRIX/SQL™  What’s  more,  our 


client/server  software  uses  Digital’s  Path- 
works  and  SQL  Services,  so  departmental 
and  end-user  computing’s  easier  to  imple¬ 
ment.  No  matter  what  systems  you  have. 

As  the  industry  leader  in  providing 
business  applications  and  support  for 
Digital  sites,  we  offer  field-proven  cus¬ 
tomer  support  worldwide.  From  multi¬ 
national  systems  implementation  to  local 
language  installation,  service  and 
education. 

Customer  support  working  for  more 
than  2,000  major  customers  in  over 
25  nations. 

Tell  the  boss  about  Ross:  your  world¬ 
wide  Digital  software  source.  Call  us  at 
1-404-257-9198  Ext.  501  for  a  free  Ross 
evaluation. 


ROSS 

(systems 

Your  Digital  Software  Source 
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The  Ross  Systems  logo  is  a  trademark  of  Ross  Systems.  Inc.  VTOS.  RMS.  ULTRIX/SQL  and  ULTRDC  are  trademarks  of  Digital  Equipment  Corporation. 
UNIX  is  a  registered  trademark  of  Unix  Systems  Laboratories.  Inc.  SCO  is  a  registered  trademark  of  the  Santa  Cruz  Operation,  Inc. 


not  offered  jobs,  but  “there  will  be  some 
attrition,”  Kemper  added. 

ISSC,  which  was  established  by  IBM  in 
June,  rounded  out  its  first  quarter  in  busi¬ 
ness  with  a  triple  score:  In  addition  to  the 
Commerce  deal,  it  also  inked  outsourcing 
agreements  last  week  with  Brentwood, 
Tenn.-based  Comdata  Holdings  Corp.,  a 
$90  million  firm  that  provides  services  to 
the  trucking  industry,  and  Meriden, 
Conn.-based  Yankee  Gas  Services  Co. 

Yankee  Gas,  which,  like  Commerce, 
signed  on  for  a  “long  term”  under  undis¬ 
closed  financial  terms,  is  ISSC’s  first  utili¬ 
ties  customer  under  contract.  Formerly  a 
division  of  Northeast  Utilities,  Yankee 
Gas  was  spun  off  in  1989  as  a  separate 
natural  gas  services  provider. 

After  the  divestiture,  IS  director  Dar¬ 
win  Kovaks  said,  Yankee  continued  to  use 
Northeast’s  approximately  450-person  IS 
department  for  all  IS  services  other  than 
applications  development,  which  will  con¬ 
tinue  in-house  when  Yankee  “goes  live 
with  IBM”  in  early  June  1992. 

In  contrast,  Comdata’s  10-year,  $120 
million  deal  with  ISSC  is  its  first  experi¬ 
ment  with  outsourcing.  Comdata  expects 
to  reap  “significant  financial  benefit” 
from  the  deal  —  savings  it  needs  to  help 
pay  down  a  $90  million  bank  debt  that  can 
be  traced  back  to  the  firm’s  leveraged 
buyout  origins  four  years  ago,  said  Execu¬ 
tive  Vice  President  and  Chief  Financial 
Officer  Tarpley  Jones. 

However,  cost  efficiency  is  the  least  of 
what  Comdata  expects  to  get  from  ISSC, 
Jones  said.  “What  we  really  wanted  was  a 
full-scale  technology  partner.” 


Firms  settle 
in  Italy  bust 


BY  KIM  S.  NASH 

CW  STAFF 


MILAN,  Italy  —  Mi  hanno  rubato!  That 
is  Italian  for  “I’ve  been  robbed,”  and  that 
is  what  Lotus  Development  Corp.  and 
Ashton-Tate  Corp.  cried  when  a  raid  of 
chemical  company  Montedison  S.p.A., 
based  here,  turned  up  “hundreds”  of  unli¬ 
censed  software  packages  from  the  two 
vendors. 

“I’ve  been  paid”  is  what  they  said  re¬ 
cently. 

In  an  out-of-court  settlement  of  the  2- 
year-old  case,  Montedison  agreed  to  pay 
Lotus  and  Ashton-Tate  $178,000  for  al¬ 
leged  copyright  infringements  and  to  re¬ 
place  the  offending  copies. 

“There  is  clearly  a  bigger  problem  in 
Italy  than  in  many  places  in  the  world,” 
said  Robert  Holleyman,  managing  direc¬ 
tor  of  the  Business  Software  Alliance,  the 
international  arm  of  the  Software  Pub¬ 
lishers  Association,  which  is  a  policing 
group.  The  alliance  represented  Lotus 
and  Ashton-Tate  in  the  Montedison  legal 
action. 

For  every  three  personal  computers 
installed  in  Italy,  only  one  legitimate  soft¬ 
ware  application  is  installed,  according  to 
Holleyman.  That  ratio  in  the  U.S.  is  1  to 
1.7,  he  said. 

In  general,  software  piracy  is  worse  in 
Europe  and  Asia  than  in  the  U.S.  Along 
with  copyright  infringement  by  commer¬ 
cial  businesses  abroad,  computer  dealers 
commonly  sell  hardware  bundled  with  un¬ 
licensed  applications,  Holleyman  said. 
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The  Most  Comforting 
Reason  Yet  to  Choose  UNIX. 

The  world’s  leading  applications 
system  has  arrived  on  leading- 
edge  UNIX  workstations.*  Bring¬ 
ing  with  it  the  same  integrated 
applications  that  have  made  SAS 
software  such  an  indispensable 
part  of  the  corporate  mainstream. 
And  that’s  a  very  comforting 
thought  if  you’re  using  or  evalu¬ 
ating  UNIX. 

Manufacturing 


Applications 
System 
Welcomes 

UNIX 

to  the 
Corporate 
Mainstream. 


A  Familiar  Name, 

A  Friendly  Face 

The  SAS  System  helps  UNIX  do 
what  UNIX  does  best.  It’s  never 
been  easier  to  exploit  all  the 
price/performance  advantages 
of  UNIX... or  to  connect  UNIX 
with  other  systems  throughout 
your  organization.  That’s 
because  the  SAS  System’s  pow¬ 
erful  data  access,  management, 
analysis,  and  presentation  tools 
work  the  same  way  on  UNIX 
workstations  as  they  do  on  host 
machines. 

A  menu-driven  user  inter¬ 
face  takes  you  directly  to  the 
SAS  System’s  most  popular  appli¬ 
cations.  We’ve  also  taken  full 
advantage  of  UNIX  native  win¬ 
dowing.  Plus,  we’ve  added  new 
interactive  capabilities  for  visual 
data  analysis. 


Research  and  Development 


And  a  Risk-Free  Offer 


New  European  Markets  for  the  90's 

Scheduled  Sales  Office  Openings 


Let  the  SAS  System  be  your 
link  to  strategic  computing 
resources  throughout  your  orga¬ 
nization.  Give  us  a  call  now  at 
919-677-8200  or  fax  us  at 
919-677-8123.  We’ll  rush  you  a 
free  SAS  System  executive  summary,  together  with 
details  about  a  no-risk  software  evaluation.  In  Canada, 
call  416-443-9811. 

The  SAS*  Applications  System. 

Simply  Powerful.  Powerfully  Simple. 


M 


SAS  Institute  Inc. 

Software  Sales  Department 

SAS  Campus  Drive  □  Cary,  NC  27513 

Phone  919-677-8200  □  Fax  919-677-8123 
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•From  IBM?  DEC?  Sun,  HP?  and  others. 

The  SAS  System  runs  on  mainframes,  minicomputers,  workstations,  and  personal  computers. 
SAS  is  a  registered  trademark  of  SAS  Institute  Inc.  UNIX  is  a  registered  trademark  of  AT&T. 
Copyright  ©  1991  by  SAS  Institute  Inc.  Printed  in  the  USA. 
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Sun®  is  already  open,  you  say? 
That  depends  on  how  you 
define  “open.”  Ifyou  define  it  in 
terms  of  SPARC®-based  tech¬ 
nology,  then  yes.  If  you  limit 
your  view  to  just  one  operating 
system,  then  yes  again. 

But  if  you  define  open  in 
the  true  sense  of  the  word  - 
computers  and  applications 
working  together  across  a  wide 
range  of  operating  environ¬ 
ments  and  hardware  platforms 
-  then  you  might  conclude  Sun 
isn’t  quite  open. 

At  least  not  without  Net¬ 
work  Application  Support 
(NAS).  Digital’s  approach  to 
open  computing  that  employs 
industry  standards  to  integrate 
systems  and  applications  from 
dozens  of  different  vendors. 
Sun  included. 

By  standards,  we  don’t 
mean  a  handful  of  interfaces 
and  protocols,  but  a  compre¬ 
hensive  set  of  products  and  serv¬ 
ices  implemented  and  refined 
over  the  course  of  years. 

In  networking,  for  exam¬ 
ple,  we  pioneered  the  develop¬ 
ment  of  Ethernet,  and  have 
implemented  more  standards 
than  anyone,  including  FDDI, 
TCP/IP,  OSI  and  the  X  family. 

In  software,  Digital’s 
technology  is  the  basis  for 
OSF’s  DCE  and  MOTIF®. 
We’ve  implemented  STDL, 


SQL,  POSIX,  X®Open,  the  list 
goes  on.  And  in  the  widely  her¬ 
alded  ACE  initiative,  we  were 
instrumental  in  unifying  over 
20  companies  behind  a  single 
set  of  new  standards. 

In  support  and  service, 
we  lead  the  market  in  delivering 
fully  integrated  multi-vendor 
solutions  from  desktop  to  data 
center.  And  with  DECathena 
Services  we  offer  the  only 
multi-vendor  distributed  work¬ 
station  management  solution. 

All  of  which  means  we're 
opening  up  a  whole  new  world 
of  possibilities  for  people  who 
use  Sun  workstations.  Now 
they  can  exploit  the  power  of 
applications  running  on  other 
platforms  in  your  company 
be  they  from  IBM®,  Apple®, 
Hewlett-Packard®,  almost  any¬ 
one.  And  they  can  keep  on  work¬ 
ing  the  way  they’re  used  to 
working,  because  NAS  accom¬ 
modates  the  desktop  interface 
they  already  understand. 

It  also  accommodates  the 
systems  and  applications  in 
which  you’ve  already  invested 
time  and  resources.  While 
keeping  your  options  open  for 
whatever  technologies  you 
need  to  add  later  on.  Even  if 
they  come  from  Sun. 

To  find  out  more,  talk  to 
a  Digital  rep¬ 
resentative. 


mm 


TM 


Km 

ifi 

miMmm 


OPE 


ADVANTAGE 


THE  OPEN  SOFTWARE  FOUNDATION,  INC.  APPLE  IS  A  REGISTERED  TRADEMARK  OF  APPLE  COMPUTER,  INC  IBM  IS  A  REGISTERED  TRADEMARK  OF  INTERNATIONAL  BUSINESS  MACHINES 
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Video  chip  does  windows 

■  Pixel  Semiconductor,  Inc., 
based  in  Plano,  Texas,  re¬ 
cently  introduced  a  video 
window  generator  chip  that 
solves  many  of  the  problems 
of  combining  the  best  attri¬ 
butes  of  television  and  com¬ 
puters.  It  is  the  first  single¬ 
chip  video  processor  that 
provides  smooth  scaling  of 
full-motion,  real-time  video 
for  traditional  desktop  win¬ 
dow  environments,  the  com¬ 
pany  said.  The  chip  can  be 
used  to  insert  video  into  any 
size  window  and  position  the 
window  anywhere  on  a  com¬ 
puter  screen.  It  was  designed 
to  be  used  in  multimedia,  te¬ 
leconferencing  and  various 
other  applications,  accord¬ 
ing  to  the  company. 

Decoding  data  device 

■  An  increasing  number  of 
computer  users  are  banking 
on  encryption  techniques  to 
conceal  electronically  trans¬ 
mitted  documents  from  pry¬ 
ing  eyes.  One  problem  is  that 
a  slight  blip  in  the  encoding 
and  decoding  can  completely 
scramble  a  message.  Re¬ 
searchers  at  Sandia  National 
Laboratories  in  Albuquer¬ 
que,  N.M.,  have  devised  a 
new  way  of  detecting  wheth¬ 
er  there  has  been  a  loss  of 
synchronization  in  the  de¬ 
coding  process.  Conventional 
methods  insert  specific  pat¬ 
terns  of  bits  to  indicate 
whether  information  has 
been  lost  in  transit.  The  re¬ 
searchers  have  developed 
hardware  that  searches  for  an 
absence  of  information  pat¬ 
terns. 

Dial  up  the  Marines 

■  The  U.S.  Marine  Corps 
has  built  a  state-of-the-art  in¬ 
formation  storage  and  re¬ 
trieval  system  called  On-Line 
Books  at  its  research  center 
in  Quantico,  Va.  The  system 
allows  any  Marine  with  a 
computer  and  modem  to 
browse  through  an  electron¬ 
ic  card  catalog  and,  soon, 
through  the  complete  text  of 
the  Marine  Corps  Universi¬ 
ty’s  war  fighting  collection. 
The  information  can  be  re¬ 
trieved  and  printed  or 
mailed  electronically  to  any 
mailbox  in  the  Marine 
Corps’  worldwide  network. 


ADVANCED  TECHNOLOGY 


HAL  creeps  from  theater  to  reality 

Subject  of 2001  science  fiction  classic  may  prove  its  utility  in  our  everyday  lives 


HAL  9000  was  once  considered  pure  science  fiction,  but  researchers  are  working  to  make  its  key  elements  reality 


BY  MICHAEL  ALEXANDER 
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Even  careful  viewers  of  the 
film  2001:  A  Space  Odyssey 
may  have  missed  noting  that 
the  HAL  9000  became  oper¬ 
ational  on  Jan.  12,  1992. 
While  that  date  is  only  a  few  months 
away,  we  are  still  several  years  from 
building  computers  with  the  abilities  of 
the  supercomputer  that  controlled  the 
spaceship  on  its  mission  to  Jupiter. 
That  does  not  mean  HAL  will  not  be 
here  when  2001  arrives,  however. 

“If  you  study  HAL  to  figure  out  how 
to  do  everything  that  HAL  was  doing, 
what  you  come  away  with  is  belief  that 
it’s  possible  to  get  HAL-like  behavior,” 
said  Robert  Thibadeau,  computer  di¬ 
rector  at  the  imaging  systems  laborato¬ 
ry  at  Carnegie  Mellon  University’s 
School  of  Computer  Science. 

Although  computer  scientists  are 
not  working  on  building  a  computer 
similar  to  the  HAL  9000,  many  are 
working  simultaneously  on  a  wide 
range  of  technologies  that  would  be 
necessary  to  complete  the  HAL  puzzle. 

HAL  9000,  short  for  Aeuristically 
programmed  algorithmic  computer, 
was  capable  of  mimicking  such  human 
traits  as  reasoning  and  expressing  emo¬ 
tions,  even  to  the  point  of  extreme  sus¬ 
picion  and  paranoia. 

In  addition  to  controlling  the  entire 
ship’s  functions,  HAL  could  simulta¬ 
neously  hold  conversations,  beat  crew 
members  at  chess  and  then  thank  them 
for  an  enjoyable  game. 

Outside  perception 

HAL  was  equipped  with  a  sophisticat¬ 
ed  machine  vision  system  that  enabled 
it  to  peer  into  its  environment  and  even 
make  sense  of  the  activities  that  sur¬ 
rounded  it. 

It  is  reasonable  to  think  that  some 
computers  in  2001  will  be  capable  of 


seeing  the  world  around  them,  Thiba¬ 
deau  said.  The  scientist  has  created  a 
high-resolution  image  scanner  that 
uses  machine  vision  to  track  freight 
cars  as  they  roll  into  a  railroad  yard. 
The  system  works  by  recognizing  each 
car’s  unique  features  and  matching 
them  to  a  “fingerprint”  of  the  car  in  a 
database.  CSX  Corp.,  the  project’s 
sponsor,  is  now  testing  a  system  that 
has  been  set  up  in  Tampa,  Fla. 

The  technique  of  getting  such  sys¬ 
tems  to  see  and  understand  what  they 
are  watching  is  “straightforward,” 
Thibadeau  said. 

Part  of  the  problem  can  be  solved 
with  machine  vision  systems  that  adapt 
to  changes  in  their  surroundings,  and 
considerable  work  has  been  done  in 
that  area. 

The  next  step  is  to  create  comput¬ 
ers,  or  what  Thibadeau  called  “narra¬ 
tion  engines,”  that  are  capable  of  ex¬ 
pressing  opinions  about  what  they  see 
in  order  to  determine  whether  their  ob¬ 
servations  are  truly  valid. 

“It  has  to  be  free  to  speak,”  Thiba¬ 
deau  said.  “If  you  don’t  have  that,  it  be¬ 
comes  an  enormous  engineering  prob¬ 
lem  that  is  not  doable.” 

The  essential  ideas  for  creating 
computers  with  the  high  level  of  artifi- 
cal  intelligence  possessed  by  HAL  are 
in  place,  said  Patrick  Winston,  director 
of  MIT’s  AI  laboratory.  Researchers 
are  capable  of  creating  programs  that 
appear  to  reason,  display  emotions  and 
exhibit  other  humanlike  traits,  Winston 
said.  What  is  lacking  and  difficult  to 
achieve  is  a  way  to  instill  a  computer 
with  common  sense. 

Doug  Lenat,  a  computer  scientist 
and  director  of  AI  at  Microelectronics 
and  Computer  Technology  Corp.,  has 
embarked  on  a  10-year  project  to  cre¬ 
ate  an  intelligent  system  with  a  knowl¬ 
edge  base  containing  millions  of  facts, 
beliefs  and  assumptions. 

Six  years  into  the  project,  Lenat 


claims  to  be  more  than  halfway  to  his 
goal.  “Almost  all  software  in  the  21st 
century  will  be  based  on  a  platform  of 
common  sense.  It  will  be  unthinkable  to 
write  a  program  not  based  on  common 
sense,”  Lenat  predicted  in  the  article 
“Packing  some  sense  into  computers” 
[CW,  Oct.  15, 1990]. 

Voice  recognition  abilities 

HAL  was  also  capable  of  unrestricted, 
continuous  voice  recognition.  In  other 
words,  it  recognized  every  word  spoken 
to  it,  no  matter  who  said  it  or  how  fast. 
Today’s  voice  recognition  systems 
must  be  trained  to  recognize  individual 
speakers,  who  must  enunciate  distinct¬ 
ly  with  pauses  between  words.  Based 
on  advances  in  voice  recognition  tech¬ 
nology  in  recent  years,  researchers  are 
expected  to  develop  unrestricted,  con¬ 
tinuous  voice  recognition  within  five 
years. 

HAL’s  voice  recognition  faculty  was 
also  linked  to  an  ability  to  read  lips. 
That  may  be  the  most  difficult  of  all  ob¬ 
stacles  to  overcome  in  constructing  a 
HAL-like  computer,  said  Ben  Yuhas,  a 
researcher  at  Bellcore.  “Lipreading  is 
pretty  ambiguous,”  Yuhas  said.  Devel¬ 
oping  a  machine  capable  of  reading  lips 
without  putting  limitations  on  the 
speaker  or  environment  is  on  the  “far 
horizon,”  he  said. 

While  he  was  an  electrical  engineer¬ 
ing  graduate  student  at  Johns  Hopkins 
University,  Yuhas  experimented  with  a 
speech  recognizer  that  used  lipreading. 
He  trained  a  computer  to  guess  vowels 
based  on  the  shape  of  the  mouth  and 
the  position  of  the  lips,  teeth  and 
tongue. 

HAL  was  a  skillful  blend  of  natural 
language,  machine  vision,  AI  and  other 
technologies.  What  will  be  most  diffi¬ 
cult  is  tying  all  of  the  pieces  together  to 
create  HAL,  the  experts  said.  Chances 
of  that  happening  by  2001  are  slim  but 
not  impossible,  they  said. 
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An  expert  working  at 
machine  speed 


“In  the  first  S)0  days  of  using  AF/PERFORMER, 
my  critical  systems  were  saved  from  four 
separate  outages.”  -  AF/PERFORMER  Customer 

AF/PERFORMER  is  a  powerful  extension 
of  the  technology  first  pioneered  by  Candle’s 
OMEGAMON®  Since  1977,  we’ve  been  helping 
customers  isolate  and  fix  system  problems 
before  critical  applications  and  systems  are 
impacted.  Now  AF/PERFORMER  takes  that 
technology  an  important  step  forward  by 
responding  to  the  most  common  data  center 
problems  at  machine  speed  -  automatically. 

AF/PERFORMER  is  like  having  your  best 
systems  programmer  available  around  the 
clock  to  solve  complex  problems  in  realtime. 

Its  expert  solutions  safeguard  availability, 
response  time  and  throughput  by  automatically 
finding  -  then  fixing  -  major  problems  in  MVS, 
CICS,  and  DB2  that  could  cause  your  next 
outage  or  slowdown. 


With  AF/PERFORMER  on  board,  your  in- 
house  experts  can  focus  on  advanced  tuning 
issues,  not  emergencies  -  a  much  better  use 
of  their  valuable  time. 

Candle’s  AF/OPERATOR®  AF/REMOTE™, 
and  AF/PERFORMER  provide  integrated, 
automated  solutions  in  three  key  areas:  auto¬ 
mated  console  management,  remote  control, 
and  performance  management.  That’s  why 
customers  around  the  world  have  selected 
Candle  as  their  partner  in  automation. 

Candle  delivers  the  vision  of  what  90’s 
automation  is  all  about.  To  learn  more  about 
how  we  can  prevent  outages  in  your  data 
center,  just  call  (800)  843-3970  today  and  ask 
for  Department  315. 

♦Candle 


Copyright  ©  1991  Candle  Corporation.  All  Rights  Reserved. 


If  developments  at  a  stanc 

In  two  or  three  years  your  company  will  have 
changed,  your  markets  will  be  different,  your  competi¬ 
tors  will  be  using  new  tactics,  and  the  applications  you 
needed  today  might  be  ready. 

So  it  goes  with  software  development.  Most 
large  projects  are  backed  up  so  long,  by  the  time  an  appli¬ 
cation  is  new,  its  old.  Worse,  it  may  not  even  be  what  was 
asked  for  in  the  first  place. 

This  dilemma  is  anything  but  acceptable,  so 
IBM  has  launched  a  major  effort  to  speed  things  up. 
Working  with  leaders  in  CASE  technology,  were  build¬ 
ing  a  new  framework  called  AD/Cycle  that’s  giving  the 
entire  development  cycle  something  it  never  had  before; 


Application  backlogs. 
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still,  how  fast  can  the  rest  of  your  business  go? 


uniform  standards  for  streamlining  the  process  from 
start  to  finish. 

AD/Cycle  also  includes  a  host  of  new  tools,  both 
from  IBM  and  our  business  partners:  CASE  tools  for 
planning,  analysis  and  design,  languages,  generators, 
plus  testing  and  maintenance  tools,  all  with  a  structure 
for  coordinating  their  efforts. 

And  to  help  executives  and  programmers  think 
more  alike,  AD/Cycle  offers  advanced  methods  for  shar¬ 
ing  information  so  that  everyone  can  work  on  the  same 
wavelength,  so  the  end  product  will  be  right. 

Over  60  AD/Cycle  products  are  available  today, 
and  scores  of  CASE  vendors  have  signed  up  for  AD/Cycle. 


Which  means  its  already  gaining  acceptance  as  a  stan¬ 
dard  for  application  development,  and  much  more  is  on 
the  way. 

Companies  like  Eastman  Kodak,  Phillips 
Petroleum,  USAA  and  Continuum  are  now  using 
AD/Cycle  tools  with  good  results.  Clearly,  the  sooner  you 
get  started  the  better,  and  there’s  plenty  to  start  with  now. 

The  roots  of  today  s  backlogs  are  many,  but  the 
biggest  culprits  have  been  a  lack  of  standards  and  direc¬ 
tion — the  very  ills  that  AD/Cycle  is  designed  to  cure. 

For  more  information  about  =  — -  •—  — .» 
our  growing  family  of  AD/Cycle  prod-  E  EzE  EEE'E 
uctscall  1  800 IBM-CALL,  ext.  822.  zzz  ■  zz  t 
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EDITORIAL 

Grounded 

In  the  10-plus  years  that  we’ve  had  our  mini- 
computer-based  text-editing  system,  we 
have  experienced  the  usual  problems. 
There  have  been  numerous  software  glitch¬ 
es,  communications  roadblocks,  power  spike-in¬ 
duced  file  corruptions  and  even  a  direct  hit  from  a 
lightning  bolt. 

The  worst  problem,  however,  occurred  when  a 
technician  tripped  and  tumbled  into  the  back¬ 
plane  of  one  of  our  CPUs.  He  was  carrying  a 
printer,  so  he  had  plenty  of  force  as  he  and  mo¬ 
mentum  ripped  the  box  apart.  We  laugh  about  the 
incident  today,  but  we  didn’t  then. 

And  so  it  was  in  New  York  City  last  week.  Sim¬ 
ple  human  error  in  the  form  of  worker  negligence 
brought  vital  communications  links  to  their 
knees,  abruptly  closing  airports  and  crippling 
computer  systems.  It  seems  like  only  yesterday 
(it  was  earlier  this  year,  actually)  that  workers  in 
New  York  accidentally  cut  a  fiber-optic  line  in  two 
—  with  similar  results. 

For  most  New  York  corporations  in  what  is  one 
of  the  most  data-intensive  areas  in  the  world,  the 
impact  of  the  outage  was  minimized  not  only  by 
fortuitous  timing  —  coming  late  in  the  workday 
—  but  more  importantly,  by  the  foresight  and 
planning  of  astute  IS  managers.  Over  the  years, 
they  have  salted  their  networks  with  redundancy 
and  backup  in  anticipation  of  the  unpredictable. 

Not  so  for  the  Federal  Aviation  Administration 
(FAA)  and  perhaps  not  so  for  AT&T,  whose 
crews  failed  to  respond  to  alarms  that  warned  of 
power-supply  problems.  AT&T  will  pay  a  price  as 
its  competitors  have  a  field  day  with  the  giant’s 
claims  of  system  reliability.  That’s  another  story. 

But  if  the  federal  government  isn’t  motivated 
to  improve  the  FAA’s  systems  by  more  than  what 
amounted  to  only  a  stem  warning  —  one  that 
could  have  produced  a  disaster  —  then  we  the 
consumers  may  someday  pay  a  terrible  price. 

In  a  nutshell,  the  FAA  simply  has  not  done  what 
the  private  sector  has  accepted  as  standard  oper¬ 
ating  procedure:  Invest  in  adequate  communica¬ 
tions  backup  because  disaster  is  bound  to  occur. 
In  the  private  sector,  this  often  includes  the  abili¬ 
ty  to  switch  to  another  carrier  should  the  primary 
carrier  fail.  That’s  not  the  case  with  the  FAA.  But 
what  the  heck  —  it’s  only  dealing  with  passen¬ 
ger-laden  planes  in  the  air,  dozens  at  a  time. 

In  February  of  last  year,  Computerworld 
launched  a  series  of  award-winning  articles  that 
highlighted  the  FAA’s  tribulations  in  upgrading 
its  air-traffic  control  system,  which  was  running 
years  behind  schedule  and  a  cool  $15  billion  over 
budget.  An  update  of  that  series  a  few  months  ago 
showed  little  progress. 

What  exactly  is  the  government  waiting  for? 
While  it  would  be  unfair  to  characterize  the 
FAA’s  current  systems  as  being  held  together  by 
spit  and  bailing  wire,  they  are  far  from  adequate. 

Congress  and  the  General  Services  Adminis¬ 
tration  ought  to  look  upon  last  week  as  the  last  in 
a  string  of  most  benificent  warnings  and  then 
move  the  systems  modernization  of  the  FAA  to  a 
foremost  priority. 
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LETTERS  TO  THE  EDITOR 


Remember  CP/M 

Your  article  on  public  access  bul¬ 
letin  boards,  “Ferret  lovers 
unite  —  and  download”  [CW, 
Aug.  12],  had  a  slight  inaccuracy 
in  the  last  paragraph.  It  stated 
that  all  one  needs  is  an  XT  or  XT 
clone  to  get  started  running  a 
bulletin  board. 

In  fact,  there  are  several  doz¬ 
en,  if  not  several  hundred,  such 
boards  running  on  64K-byte 
CP/M  machines.  Some  of  these 
are  even  networked  into  the 
Fiddnet  system  using  software 
developed  in  Omaha. 

CP/M  is  still  very  much  alive 
for  a  supposedly  dead  operating 
system.  Perhaps  Digital  Re¬ 
search,  Inc.  may  someday  realize 
it  and  provide  a  bit  of  support. 

Bob  Ackley 
Certified  data  processor 
Plattsmouth,  Neb. 

Sterling  group 
deserves  mention 

I  read  your  article  “Errant  EDI 
sparks  vendor  action”  [CW,  Aug. 
12]  with  great  interest.  We  be¬ 
lieve  there  were  some  factual 
omissions  in  the  piece  in  that  Or- 
dernet  Services  initiated  the  cre¬ 
ation  of  the  Interconnect  Mail- 
bag  Control  Structures  in  1988 
and  has  been  its  chief  sponsor 
through  the  American  National 
Standards  Institute  approval 
process. 

John  Stelzer,  a  senior  elec¬ 
tronic  data  interchange  (EDI) 
consultant  at  Ordemet,  has  been 
the  architect  and  chief  propo¬ 
nent  of  the  new  standard  and,  in 
fact,  held  the  referenced  meet¬ 
ing  of  value-added  networks  in 
Columbus.  We  were  disappoint¬ 
ed  that  Ordemet ’s  role  was  not 
mentioned. 


A  brief  second  point:  Cum¬ 
mins  Engine  Co.  referenced  its 
EDI  provider  as  Control  Data 
Corp.’s  Redinet.  Sterling  Soft¬ 
ware,  Inc.  finalized  the  purchase 
of  Redinet  at  the  end  of  June,  and 
it  is  now  a  part  of  Ordemet. 

GailB.  Whitcomb 
Manager,  Press  and 
Community  Rela  tions 
Sterling  Software,  Inc. 

Dublin,  Ohio 


Why  license? 

After  reading  the  latest  round  of 
letters  in  the  Sept.  9  issue  of 
Computerworld,  I  feel  I  must 
jump  into  the  controversy  on  li¬ 
censing.  I  agree  very  much  with 
those  who  oppose  it. 

Reader  Rodger  Silvers  as¬ 
serts  that  competency  will  be  en¬ 
sured,  quality  improved  and  con¬ 
fidence  raised  by  licensing 
professionals.  I  would  like  to  see 
proof  of  this.  Look  what  the  bar 
exam  for  lawyers  has  done  for 
that  profession  in  terms  of  com¬ 
petence,  quality  and  confidence. 

I  believe  licensing  will  be¬ 
come  nothing  more  than  a  way  to 
keep  people  out  of  the  profes¬ 
sions,  regardless  of  their  qualifi¬ 
cations. 

If  people  are  worried  about 
someone’s  competence,  how 
about  checking  references? 

As  for  licensing  exams,  these 
tests  prove  nothing  more  than 
that  the  person  can  pass  the  test. 
An  exam  cannot  objectively  test 
anything  more  than  extremely 
basic  knowledge.  Anything  more 
and  the  test  becomes  highly  sub¬ 
jective.  Who  will  make  certain 
that  those  who  make  up  a  test 
are  still  current  in  their  field? 

Licensing  should  never  be  re¬ 
quired  of  any  professional  but 
may  be  optional.  Then  you  can 
let  the  users  and  public  make 


their  own  judgments  about 
someone’s  competence. 

Robert  W.  Davis 
Catonsville,  Md. 

Trustworthy  data 

In  regards  to  “Tip  o’  the  hat” 
[CW,  Sept.  9],  if  you  truly  believe 
that  “it’s  important  that  you 
have  data  that  you  can  trust  and 
information  that  has  been  scien¬ 
tifically  prepared,”  then  you 
might  pass  this  information 
along  to  your  reporters. 

In  the  same  issue,  you  printed 
a  story  on  the  front  page  titled, 
“Obsolete  methods  earn  FDA  a 
lemon.”  It  gave  the  impression 
that  perhaps  lots  of  “spoiled  or 
contaminated  food”  was  reach¬ 
ing  store  shelves. 

It  may  be  true  that  the  Food 
and  Drug  Administration  rejects 
40%  of  the  imported  food  it  in¬ 
spects  and  that  it  only  inspects 
2%  of  all  imported  food.  Howev¬ 
er,  your  reporter  failed  to  note 
that  the  2%  inspected  is  target¬ 
ed  by  the  FDA  and  is  considered 
to  have  a  higher  probability  of 
contamination. 

Also,  in  your  Trends  section, 
you  covered  the  move  toward 
the  adoption  of  Microsoft 
Corp.’s  Windows.  Polling  only 
45  people  is  hardly  a  way  to  mea¬ 
sure  a  trend. 

Charles F.  H.  Obrecht 
Klamath  Falls,  Ohio 


Computerworld  welcomes  com¬ 
ments  from  its  readers.  Letters 
may  be  edited  for  brevity  and 
clarity  and  should  be  addressed 
to  Bill  Laberis,  Editor  In  Chief, 
Computerworld,  P.O.  Box  9171, 
375 Cochituate Road,  Framing¬ 
ham,  Mass.  01 701.  Fax  number: 
(508)  875-8931;  MCI  Mail: 
COMPUTERWORLD.  Please 
include  a  phone  number  for  ver¬ 
ification. 
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VIEWPOINT 


Firms  must  lock  on  to  security 

Lax  attitudes  prevail  despite  systems  breaches,  endangering  companies 

STAFFAN  PERSSON 


Once  it  might  have  been  reason¬ 
able  to  treat  computer  security 
as  an  afterthought,  but  that  day 
is  long  past. 

Our  dependence  on  comput¬ 
ers  and  networks  has  increased 
considerably  in  the  last  decade 
and  so  has  the  amount  of  trust 
that  we  must  invest  in  computer- 
based  information.  It  is,  there¬ 
fore,  vital  not  only  to  keep  that 
information  confidential  but  also 
to  maintain  its  integrity  and 
availability. 

To  the  extent  that  businesses 
recognize  computer  security 
threats  at  all,  they  seem  to  view 
them  mostly  in  the  light  of  dan¬ 
ger  to  confidentiality.  In  fact, 
breaches  of  confidentiality  are 
probably  the  least  serious  and 
most  containable  kind  of  damage 
that  can  be  sustained.  As  long  as 
confidentiality  is  the  only  issue, 
the  risk  is  usually  limited  to  the 
victim  organization.  When  integ¬ 
rity  is  tampered  with,  the  effects 
usually  go  further,  impacting 
customers  and  compromising 
trust  in  the  company. 

Incidents  noted 

A  number  of  recent  incidents  of 
computer  break-ins  have 
brought  more  attention  to  the 
problem  of  security  flaws,  but 
they  have  not  really  caused  a  fun¬ 
damental  change  in  attitudes  to¬ 
ward  computer  security. 

The  Internet  worm,  which  at¬ 
tacked  certain  Unix  systems,  re¬ 


vealed  to  a  wider  public  a  num¬ 
ber  of  flaws  in  systems  software 
that  were  well-known  to  the 
computer  community.  It  also  had 
some  positive  effects  in  that 
fixes  were  soon  available  and 
emergency  teams  were  set  up  to 
deal  with  future  incidents. 

Password  penetration 

Unfortunately,  this  increased  at¬ 
tention  to  security  on  the  Inter¬ 
net  has  also  boosted  the  develop¬ 
ment  of  password  crackers. 

There  exist  a  number  of 
“public  domain”  password 
crackers  that  are  likely  to  crack  a 
fair  number  of  passwords  on 
most  installations  because  most 
Unix  systems  still  store  their 
passwords  in  a  form  that,  even 
though  encrypted,  is  still  read¬ 
able.  Due  to  bad  password  man¬ 
agement,  any  cracked  password 
is  likely  to  be  valid  over  long  pe¬ 
riods  and  on  a  number  of  ma¬ 
chines. 

By  adopting  the  security 
strategy  of  fixing  flaws  as  they 
appear,  companies  not  only  run 
the  risk  of  being  attacked  but 
also  run  the  risk  of  not  noticing 
when  they  are  being  attacked. 

Experience  has  shown  that  it 
is  hard  to  notice  when  intruders 
have  entered  the  system  and  an 
incident  that  is  not  noticed  im¬ 
mediately  is  difficult,  if  not  im¬ 
possible,  to  trace.  Running  the 
risk  of  losing  information  or  hav¬ 
ing  information  manipulated 
without  even  being  able  to  trace 
the  culprit  through  an  audit  trail 


means  losing  both  money  and 
trust,  without  any  legal  re¬ 
course. 

Operating  a  company  this 
way  is  similar  to  driving  without 
a  seat  belt  until  you  are  involved 


in  a  car  accident. 

There  are  preventive  mea¬ 
sures  available.  Most  system 
vendors  have  security  products 
or  secure  operating  systems  at 
the  U.S.  Department  of  De¬ 
fense’s  Trusted  Computer  Secu¬ 
rity  Evaluation  Criteria  C2  level 
or  equivalent. 

However,  these  systems  are 
considered  exceptional  and  not 


the  norm  for  commercial  use. 
Most  companies  would  rather 
spend  money  on  something  visi¬ 
ble,  such  as  performance,  than 
on  something  invisible,  such  as 
security  features  or  training  that 
would  result  in  good  administra¬ 
tion  of  security. 

The  C2  level  is  a  good  start¬ 
ing  point  for  commercial  securi¬ 
ty.  C2  systems  are  quite  easy  to 
maintain  and  to  bring  into  an  or¬ 


ganization.  They  contain  strong 
identification,  authentication 
and  auditing  features.  A  C2  sys¬ 
tem  is  not  necessarily  hard  to 
penetrate,  but  any  penetration  is 
likely  to  be  detected  so  that  legal 
action  can  be  taken  if  an  attack 
on  the  system  does  succeed. 

Finally,  in  facing  the  new 
threats  of  crimes  or  computer 
abuse,  we  need  to  be  clear  on 
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Statistically  speaking, 
data  can  be  misleading 

WILLIAM  D.  HARRISON 


Statistics  can  be 
a  great  help  to  IS 
managers  —  to 
any  managers 
for  that  matter 
—  but  if  not  han¬ 
dled  with  care, 
they  will  lead  you  convincingly  in 
the  wrong  direction. 

Consider  two  stories  from  the 
late  1950s  that  involve  statistics 
and  critical  business  decisions. 

The  first  tale  is  that  of  a  large 
industrial  company  that  was  try¬ 
ing  to  decide  whether  or  not  to 
get  involved  in  the  development 
and  manufacture  of  computer 
systems. 

The  company  charged  its 
marketing  department  with  the 
responsibility  of  studying  the  po¬ 
tential  market  for  computer 
mainframes  and  making  a  rec¬ 
ommendation  to  corporate  man¬ 
agement.  The  marketing  depart¬ 
ment  spent  several  months 


studying  the  problem  and  even¬ 
tually  scheduled  a  meeting  to 
present  its  findings. 

During  the  meeting,  many 
view  graphs  were  produced, 
showing  statistics  such  as  the 
number  of  Fortune  500  compa¬ 
nies  that  might  spend  $500,000 
to  purchase  a  single  piece  of 
equipment,  the  number  of  com¬ 
panies  in  this  group  that  had 
training  departments  capable  of 
handling  a  complex  product  such 
as  a  computer  system  and  the 
number  that  were  likely  to  need 
programs  involving  complex  and 
lengthy  mathematics. 

The  head  of  marketing  sum¬ 
marized  the  information.  Based 
on  the  accumulated  data,  he  said, 
it  appeared  that  the  computer 
mainframe  market  was  limited 
to  between  50  and  100  ma¬ 
chines.  Based  on  the  statistics 
presented,  the  firm  did  not  make 
a  major  investment  in  computer 
systems.  Several  years  later, 
company  executives  realized 


they  had  made  a  mistake,  but  it 
was  too  late.  The  window  had 
closed. 

The  second  story  is  about  the 
head  of  a  company  that  did  get 
into  mainframes  and  is  in  that 
business  to  this  day.  It  is  a  famil¬ 
iar  story  in  the  halls  of  IBM  and 
involves  Tom  Watson  Sr.,  who 
was  a  master  at  refuting  irrefut¬ 
able  statistics. 

IBM  was  deciding  whether  to 
begin  using  the  new  transistor 
technology  or  to  continue  using 
vacuum  tubes.  The  engineering 
department  studied  the  prob¬ 
lem,  presented  statistical  evi¬ 
dence  showing  the  superior  reli¬ 
ability  of  vacuum  tubes  and 
recommended  delaying  a  move 
to  transistor  technology. 

Watson  responded  by  saying, 
“I  really  can’t  argue  with  your 
statistics.”  He  then  reached  into 
his  pocket  and  pulled  out  a  pock¬ 
et  transistor  radio.  At  that  time, 
pocket  transistor  radios  were 
rare.  No  one  in  the  room  had 
seen  one  before.  Watson  turned 
on  the  radio  and  said,  “But  this 
thing  sure  seems  to  work  good.” 
IBM  made  the  right  decision  and 
began  switching  to  transistor 
technology. 

Almost  everyone  has  been  in 


a  meeting  where  management 
has  made  a  wrong  decision  be¬ 
cause  someone  quoted  a  statistic 
that  could  not  be  refuted  on  the 
spur  of  the  moment. 

Problems  are  not  caused  by 
statistics.  Problems  are  caused 
by  people  misusing  statistics. 

Statistics,  when  used  proper¬ 
ly,  are  a  valuable  management 
tool.  Statistics  can  tell  managers 
many  things  —  average  lines  of 
code  produced  per  man-month, 
probability  of  a  computer  be¬ 
coming  overloaded  and  pro¬ 
grammer  attrition. 

Without  statistics,  it  would  be 
extremely  difficult  for  an  IS  man¬ 
ager  to  do  his  job.  However,  sta¬ 
tistics  can  be  misleading. 

By  way  of  example 

The  classic  example  of  mislead¬ 
ing  statistics  is  the  box  of  steel 
balls.  The  example  assumes  the 
existence  of  a  box  of  steel  balls 
that  have  an  average  diameter  of 
two  inches.  The  largest  steel  ball 
has  a  diameter  of  three  inches 
and  the  smallest  has  a  diameter 
of  one  inch.  Knowing  these  sta¬ 
tistics  could  be  helpful  in  many 
ways.  You  could  calculate  the  av¬ 
erage  weight  of  a  steel  ball,  or 
you  could  consider  problems  that 


ethics  —  not  only  the  ethics  of 
computer  hackers,  which  are  of¬ 
ten  discussed,  but  also  our  own 
ethics  in  handling  our  data  and 
that  of  our  customers. 

Unfortunately,  many  sad  ex¬ 
amples  of  lax  security  attitudes 
suggest  that  company  ethics  and 
attitudes  regarding  computer 
security  are  not  what  they 
should  be. 

Bug  problem 

One  example  I  know  of  involves  a 
serious  security  bug  that  was 
found  in  the  operating  system  of 
a  computer  vendor.  Anyone  us¬ 
ing  the  system  could  obtain  un¬ 
limited  (superuser)  privileges  in 
the  system  by  means  of  that  bug. 

This  flaw  was  discovered  by  a 
team  developing  banking  appli¬ 
cations  and  was  reported  several 
times  without  any  action  being 
taken  by  the  vendor  to  fix  it. 
Since  then,  several  hundred  sys¬ 
tems  have  been  sold  by  the  ven¬ 
dor  to  major  European  banks, 
which  are  now  using  them  in 
their  daily  work. 

Comparable  examples  could 
easily  be  found  in  any  country. 
Most  organizations  anywhere  in 
the  world  tend  to  regard  “safe” 
computer  systems  as  “military 
stuff.”  To  them,  computer  secu¬ 
rity  is  something  that  can  be  de¬ 
ferred  until  a  threat  becomes  ex¬ 
plicit.  Few  people  would  want  to 
be  customers  of  a  bank  that 
leaves  its  front  door  unlocked  all 
night,  but  that’s  not  far  different 
from  the  kind  of  protection  that 
most  organizations  provide  for 
their  own  data  and  that  of  their 
customers. 


Persson  is  a  software  engineer  at  Open 
Software  Foundation,  Inc.  in  Munich. 


might  be  encountered  in  han¬ 
dling  them. 

What  it  is  impossible  to  tell 
from  the  information  provided  is 
whether  there  is  actually  a  steel 
ball  in  the  box  with  a  diameter  of 
two  inches. 

The  point  is  that  statistics  can 
never  substitute  for  reality. 

Perhaps  the  average  soft¬ 
ware  module  can  be  pro¬ 
grammed  in  two  days,  but  there 
is  nothing  to  say  that  the  one  you 
will  work  on  next  won’t  require 
two  weeks.  Statistics  may  tell  us 
that  the  average  time  to  put  an 
engineering  change  into  the  pro¬ 
duction  line  is  three  days,  but 
that  doesn’t  mean  some  changes 
don’t  legitimately  take  three 
weeks. 

Statistics  may  tell  us  that  the 
employee  attrition  rate  is  one 
out  of  every  10  employees  per 
year.  But  the  fact  that  this  is  a 
statistic  should  not  make  it  ac¬ 
ceptable. 

Some  decisions  can  be  made 
using  the  generalities  of  statis¬ 
tics,  but  other  decisions  are  best 
made  by  understanding  the  spe¬ 
cifics  of  the  problem. 


Harrison  is  a  consultant  based  in 
Gainesville,  Fla. 


SEPTEMBER  23, 1991 


COMPUTERWORLD 


25 


SOFTWARE  AG  can  mean  the  difference  between 
an  educated  guess  and  an  informed  choice. 


Tough  decisions.  They  confront  you  at 
every  turn.  “How  can  we  compete  in  a  global 
marketplace?  What  strategic  direction  should 
we  take?  Which  hardware  and  software  combi¬ 
nation  will  serve  us  best?  And  how  can  we 
remain  open  to  new  technology  tomorrow  while 
protecting  our  existing  investments  today?” 

Answering  these  business  challenges  suc¬ 
cessfully  requires  complete  information  and  a 
clear  vision  for  the  future. 

For  more  than  21  years,  SOFTWARE  AG 
has  been  helping  thousands  of  organizations 
worldwide  achieve  their  goals,  serving  as  their 
strategic  partner  and  providing  powerful,  flexi¬ 
ble  solution-building  tools  and  services. 

Tools  like  ADABAS,  our  adaptable 
database  management  system,  which  handles 
the  most  complex  information  structures.  It  was 


rated  the  #1  choice  in  mainframe  RDBMSs  by 
Computerworld’s  Buyers  Scorecard,  with  the 
top  ranking  in  eight  of  1 5  categories  (including 
systems  availability/recovery,  effective  pro¬ 
gramming  tools  and  integration  of  CASE  tools) 
and  second  place  in  five  others.  What’s  more, 
97.5%  of  users  said  they’d  buy  the  product 
again!  Our  4th  generation  technology,  NATURAL, 
is  a  total  environment  for  developing  production 
systems,  supporting  Rapid  Application  Develop¬ 
ment  (RAD)  and  integrated  CASE  tools.  NATURAL 
offers  seamless  portability  across  different  plat¬ 
forms  (Apple®,  Digital®,  Hewlett-Packard®, 

IBM®,  Siemens®,  Sun®  and  WANG®,  to  mention  a 
few)  as  well  as  the  ability  to  optimize  for  each 
chosen  platform.  And  our  ENTIRE  client/server 
technology  is  helping  to  redefine  the  notion  of 
networked  computing,  letting  you  put  informa¬ 


tion  where  it  makes  the  most  sense.  And  helping 
you  get  technology  out  of  the  way  of  real  busi¬ 
ness  solutions. 

Don’t  face  another  major  decision  with  less 
than  the  full  story.  Talk  to  the  people  who  wrote 
the  book  on  flexible  information  system  products 
and  services.  Talk  to  SOFTWARE  AG. 

For  more  information  concerning  our  full 
line  of  information  management  solutions,  call 
1-800-843-9534.  (In  Virginia,  call  703-860- 
5050;  in  Canada,  call  519-622-0889.) 


Your  success  is  how 
we  measure  ours. 


c  1091  SOFTWARE  AC.  ADABAS  and  NATURAL  art'  registered  trademarks  and  ENTIRE  is  a  trademark  of  SOFTWARE  AG.  Buyers  Scorecard  ©  1991  by  CW  Publishing.  Inc..  Framingham.  MA  01701.  Reprinted  by  permission  from  Computerworld 
All  other  trademarks  are  property  of  their  respective  holders. 
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IBM  lures  database  vendors  to  DRDA 


COMMENTARY 

Johanna  Ambrosio 

An  open 
question 

IBM’s  recent 
announcement 
of  its  Open  En¬ 
terprise  strategy 
underscores 
some  of  the  cen¬ 
tral  issues  be¬ 
ing  faced  by  the  entire  industry: 
How  open  is  open,  and  how 
quickly  do  customers  want  to  get 
there? 

The  answer  is,  it  depends. 
Users,  like  vendors,  are  not  all 
starting  from  the  same  place, 
and  so  they  find  themselves  go¬ 
ing  at  different  speeds.  It’s  not 
unlike  any  other  new  technology 
—  some  IS  shops  embrace  a 
new  release  of  an  operating  sys¬ 
tem  right  away  because  they 
want  to  stay  current;  others 
would  rather  be  behind  the 
edge  a  bit  and  wait  for  any  bugs 
to  be  worked  out.  What’s  right 
for  one,  and  the  exact  implemen¬ 
tation  strategy  for  getting 
there,  is  not  necessarily  right  for 
all. 

These  different  views  of 
open  systems,  and  of  IBM’s  and 
other  vendors'  implementa¬ 
tions  of  open  systems,  can  be 
compared  to  the  glass  of  water 
that  some  see  as  half  full,  some 
as  half  empty. 

Many  users  are  piloting 
open  systems  —  mostly  Unix 
machines  —  as  a  way  to  get 
more  MIPS  for  their  dollars. 
These  folks  are  relatively  hap¬ 
py  having  a  number  of  suppliers 
to  choose  from,  which  is  pretty 
much  the  competitive  hardware 
situation  that  exists  today. 

A  smaller  number  of  cus¬ 
tomers  are  adopting  open  sys¬ 
tems  more  as  a  philosophy  of 

Conti n  ued  on  page  30 


BY  JEAN  S.  BOZMAN 
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When  IBM  announced  its  plan  to 
“Integrate  the  Enterprise”  on 
Sept.  11,  a  key  consideration 
was  gaining  the  cooperation  of 
independent  database  vendors 
whose  products  “own”  the  non- 
IBM  data. 

So  far,  nine  independent  ven¬ 
dors  have  agreed  to  make  then- 
products  compatible  with  IBM’s 
Distributed  Relational  Database 
Architecture  (DRDA),  but  more 
than  20  others  are  still  consider¬ 
ing  the  move,  sources  said. 

The  participating  vendors  in¬ 
clude  some  of  the  biggest  players 
in  the  database  industry:  Oracle 
Corp.,  Sybase,  Inc.,  Informix 
Software,  Inc.,  Computer  Asso¬ 
ciates  International,  Inc.,  Bor- 


BY  ROSEMARY  HAMILTON 

CW  STAFF 


IBM  will  put  its  own  Distributed 
Relational  Database  Architec¬ 
ture  (DRDA)  to  work  early  next 
year  when  an  initial  implementa¬ 
tion  of  it  is  shipped  with  its  pri¬ 
mary  relational  database  man¬ 
agement  systems. 

Earlier  this  month,  IBM  said 
it  would  begin  shipping  addition¬ 
al  distributed  capabilities  for 
DB2  in  March  1992.  The  distrib¬ 
uted  function  will  be  added  to 
DB2  Version  2.3,  which  was  an¬ 
nounced  last  year  and  will  begin 
shipping  next  month. 

DB2  communication 

When  this  additional  component 
becomes  available,  DB2  will  be 
able  to  talk  to  the  other  host 
RDBMSs  in  the  IBM  Systems 
Application  Architecture  (SAA) 


land  International,  Inc.,  Novell, 
Inc.,  Locus  Computing  Corp., 
Micro  Decisionware  and  Gupta 
Technologies,  Inc.  Notable  by  its 
absence,  however,  is  Ask  Com¬ 
puter  Systems,  Inc.,  which  owns 
the  Ingres  Corp.  relational  data¬ 
base  management  system. 

By  complying  with  DRDA 
standards,  a  vendor  can  write 
one  interface  and  gain  connectiv¬ 
ity  with  all  four  of  IBM’s  rela¬ 
tional  databases:  DB2,  SQL/DS, 
the  Application  System/400’s 
OS/400  database  and  OS/2  Data¬ 
base  Manager. 

Many  of  the  DRDA  program 
participants  already  had  some 
measure  of  connectivity  to 
IBM’s  relational  databases,  usu¬ 
ally  through  “gateways”  to  spe¬ 
cific  IBM  products.  “Even  with¬ 
out  DRDA,  we  were  committed 


environment,  including  SQL/DS 
and  the  OS/400  database  manag¬ 
er.  The  company  has  targeted 
that  same  time  frame  for  a  link  to 

The  lineup 

IBM’s  initial  DRDA 
implementation  is  the  remote 
unit  of  work  and  will  be 
delivered  for  connection  to 
various  IBM  platforms  in  1992 

Base  DB2  release  (2.3)  Oct  25,  ’91 
Other  DB2  databases  3/92 

VM  SQL/DS  3/92 

OS/400  database  manager  3/92 

OS/2  database  manager  for  3/^ 

Source:  IBM  CW  Chart:  Janell  Genovese 

the  OS/2  data  manager,  but  that 
development  is  dependent  on 
the  shipment  of  the  latest  OS/2, 
Version  2.0,  which  is  generally 
expected  to  begin  shipping  by 


to  providing  connections  to  each 
of  those  IBM  platforms,”  said 
Umang  Gupta,  chief  executive 
officer  of  Gupta  Technologies. 
“It’s  just  that  now,  IBM  is  doing 
more  of  the  work.” 

Oracle,  for  example,  already 
has  a  DB2  gateway  and  is  work¬ 
ing  on  gateways  to  other  IBM 
databases.  “We  have  the  specifi¬ 
cations,  and  if  we  wanted  to,  we 
could  go  blindly  forth  and  write 
our  own  code,”  said  John  Steen- 
sen,  vice  president  of  Oracle’s 
IBM  products  division.  “The  val¬ 
ue  for  us  will  be  working  closely 
with  IBM.  It  should  speed  up  the 
development  process.” 

Some  users  thought  IBM’s 
DRDA  program  could  simplify 
their  work  lives.  “Being  able  to 
distribute  a  remote  unit  of  work 
is  nothing  new,”  said  Jeff  Ferre, 


the  end  of  the  year. 

The  initial  DRDA  function  is  a 
remote  unit  of  work  capability.  It 
enables  a  user  working  in  one 
SAA  relational  database  to  read 
and  update  information  in  anoth¬ 
er  SAA  database  as  long  as  both 
support  DRDA. 

The  user  cannot  read  and  up¬ 
date  multiple  databases  at  the 
same  time.  But  after  a  read  and 
update  is  performed  on  one  data¬ 
base,  the  user  can  then  move  to 
another  database  and  perform 
the  same  set  of  functions. 

Previously,  IBM  provided 
what  is  known  as  like-to-like  dis¬ 
tributed  capabilities  for  DB2  us¬ 
ers  and  SQL/DS  users.  This  al¬ 
lowed  users  in  either  environ¬ 
ment  to  access  data  in  like 
databases. 

However,  the  users  were  not 
able  to  move  beyond  their  de¬ 
fined  database  environments. 


a  senior  database  manager  at 
General  Dynamics  Corp.  who 
uses  DB2,  Oracle  and  Ingres  re¬ 
lational  databases.  “But  I  could 
do  relational  joins  across  data¬ 
base  platforms  when  the  DRDA 


SOME  USERS 
thought  IBM’s 
DRDA  program 
could  simplify  their 
work  lives. 


standard  gets  to  the  level  of  a 
distributed  unit  of  work.”  Cur¬ 
rently,  General  Dynamics  pro¬ 
grammers  must  create  complex 
electronic  reports  to  shuttle  data 
from  one  database  to  another. 

At  Ingres,  Marilyn  Bohl,  vice 
president  of  engineering,  said 
last  week  that  the  firm  had  decid¬ 
ed  to  devote  its  limited  develop¬ 
ment  resources  to  supporting  its 
own  Ingres-to-DB2  gateways. 
While  not  ruling  out  eventual  co¬ 
operation  with  IBM’s  DRDA  ef¬ 
fort,  she  said  that  it  was  not  an 
immediate  priority. 

Ask/Ingres  is  part  of  the  SQL 
Access  Group,  which  is  working 
on  industry-standard  SQL  com¬ 
mands.  “At  this  point,  you  are 
not  getting  [network]  transpar¬ 
ency  with  DRDA,”  said  Bohl, 
who  previously  worked  at  IBM 
on  DB2  development.  “With  the 
Ingres  gateways,  you  get  trans¬ 
parent  access  to  multiple  data¬ 
base  systems,  including  Digital’s 
RDB  and  IBM’s  nonrelational 
IMS  database.” 

IBM  will  provide  the  nine 
vendors  with  DRDA  “test 
suites,”  benchmarks  and  techni¬ 
cal  support  to  “help  them  get  a 
jump  start  on  DRDA,”  said 
Thomas  Furey,  assistant  general 
manager  of  IBM’s  Santa  Teresa 
software  laboratory  located  near 
San  Jose,  Calif. 


Distribution  plan  begins  to  take  shape 

Initial  implementation  to  go  out  with  latest  release  of  relational  DBMS 


...  s,  ”  . 

’  ;  ‘ 


BIM  Spotlight 


BIM-VIO 


DBM 


®B  I  MOYLE  ASSOCIATES,  INC. 

5788  Lincoln  Drive 

Minneapolis,  MN  55436  Member  Independent  Computer  Consultants  Assn 


612-933-2885 

Fax  612-933-7764 


PROBLEMS:  The  DOS/VSE  Label  Area  is  a  performance  bottleneck. 
Slow  disk,  relative  to  CPU,  limits  performance. 

SOLUTION:  BIM-VIO-The  DOS/VSE  VIRTUAL’  Disk  Drive  and 

Resident  Label  Area  Product. 

BIM-VIO  creates  a  “Virtual”  Disk  Drive  in  the  VIO  area  of  DOS/VSE/SP.  Since  this  area  is  in 
virtual  storage,  references  to  it  are  satisfied  at  CPU  speeds  and  no  actual  disk  I/O  takes  place. 
The  net  result  is  a  potentially  significant  performance  improvement  of  programs  using  disk  files 
that  have  been  moved  to  this  area. 

A  built-in  feature  of  the  product  is  that  the  DOS/VSE  Label  Area  is  relocated  to  the  virtual  disk. 
This  area  is  one  of  the  most  frequently  accessed  in  most  DOS  sites,  so  moving  it  to  the  virtual 
disk  should  result  in  significant  performance  improvement  to  the  overall  system,  regardless 
of  any  other  specific  use  of  the  virtual  disk  capability. 

Call  for  full  documentation  or  free  30-day  trial.  Price:  $4600,  $2300/yr,  or  $230/mo. 

BIM  has  over  20  system  software  products  for  improving  productivity  and  use  of  DOS/VSE,  OS,  and  CICS,  and  also  performs 
systems  programming  consulting.  Marketing  agents  in  most  countries. 
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It’s  not  about  reaching  limits.  It’s  about  rising  above  them. 


Rising  to  todays 
challenges  takes  more 
than  yesterday’s  news.  You 
have  to  raise  your  computing 
capabilities  to  new  levels.  That’s 
what  OS/2®  was  created  to  do. 

Start  with  Presentation  Manager™ 
a  graphical,  friendly  interface  that’s  easy 
to  use.  Then  add  multitasking  instead  of 
slower,  less  dependable  task-switching.  With 
“crash"  protection,  if  one  OS/2  application 
fails,  others  remain  intact,  so  there’s  no  need  to 
reboot,  reconnect  or  reconfigure.  And  OS/2 
was  designed  with  networking  in  mind,  giv  ing 
you  easy  access  to  integrated  communications, 
database  and  LAN  solutions*  And  the  next 
version,  OS/2  2.0,  will  soon  oiler  even  more. 

OS/2  2.0  is  being  designed  to  he  easier  to 
install  as  well  as  provide  a  better  DOS  than  DOS, 
a  better  Windows™  than  Windows,  and  a  better 
OS/2  than  OS/2  operating  environment.  It’s  also 
being  designed  to  let  you  run  OS/2,  DOS  and 
Windows  applications  simultaneously,  w  it  li  more 
available  memory  and  access  to  a  broad  range 
of  applications  created  for  those  environments. 

In  fact,  even  the  price  is  an  innovation. 

Act  now  and  you  can  buy  OS/2  1.3  SE  for  just 
$99,  il  you  own  I BM  DOS**  If  not,  you  (‘an 
buy  OS/2  1.3  SE  at  the  new  low  price  of  $150. 
Either  way,  you’ll  be  eligible  to  get  an  upgrade 
to  OS/2  2.0  upon  release,  at  no  extra  charge. 

To  order  OS/2  1.3,  call  1  800  342-6672?  or 
contact  vour  IBM  Authorized  Remarketer  or 
IBM  marketing  representative.  Because  it’s 
time  to  stop  reaching  limits,  and  start  rising 
above  them. 


capabilities  **iBM  DOS  to  OS/2  upgrade  offer  is  good  through  12/31/91 

and  Presentation  Manager  is  a  trademark  of  Internationa)  Business  Machines  Corporation 
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D&B  envisions  place  in  relational  world 


BY  SALLY  CUSACK 
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FRAMINGHAM,  Mass.  —  Dun 
&  Bradstreet  Software  is  shift¬ 
ing  its  overall  software  strategy 
to  accommodate  a  fast  encroach¬ 
ing  world  built  on  relational  soft¬ 
ware  and  client/server  systems. 

Though  all  the  details  are  not 
ironed  out,  according  to  Bobby 
Cameron,  director  of  D&B  Soft¬ 
ware’s  client/server  business 
area,  the  company  had  already 
completed  much  of  the  neces¬ 
sary  work  on  a  relational  enter¬ 
prise  model  for  moving  its  user 
base  of  predominantly  IBM 
VSAM  customers  into  the  rela¬ 
tional  world. 

“Prior  to  this,  our  focus  was 
toward  host-based  terminals 
talking  with  IBM  DB2  applica¬ 
tions,”  Cameron  said,  adding 
that  the  shift  this  past  year  is  to 
expand  on  this  Systems  Applica¬ 
tion  Architecture  standards  base 
to  a  client/server  orientation. 

The  vendor  is  working  on 
“middleware”  software  prod¬ 
ucts,  which  will  reside  on  a  serv¬ 
er  to  convert  downloaded  VSAM 


files  to  relational  formats.  These 
can  then  be  accessed  by  SQL- 
based  products  on  personal  com¬ 
puter  or  workstation  client  plat¬ 
forms. 

This  strategy  will  allow  cus¬ 
tomers  to  simultaneously  em¬ 
brace  both  relational  and  client/ 
server  technology. 

Eventually  D&B  Software 
will  be  able  to  move  mainframe 
batch  jobs  onto  a  relational  data¬ 
base  management  system  enter¬ 
prise  model,  Cameron  said. 

Technical  push  ahead 

With  the  first  products  sched¬ 
uled  to  roll  out  the  door  about 
the  beginning  of  next  year,  the 
vendor  has  a  lot  of  technical 
ground  to  cover  in  a  relatively 
short  period  of  time. 

Cameron  said  the  middleware 
will  add  actual  data  structure 
from  the  mainframe  to  the  serv¬ 
er  platforms.  The  server  can  be 
any  type  of  Intel  Corp.  1486- 
based  system  or  a  midrange 
computer. 

Clare  Gillan,  manager  of  ap¬ 
plications  solutions  at  Interna¬ 
tional  Data  Corp.,  a  research 


D&B  Software’s  Cameron: 
Ready  for  the  relational  world 


firm  in  Framingham,  Mass.,  said 
much  of  the  vendor’s  success 
will  depend  on  how  well  it  con¬ 
veys  this  strategic  directional 
message  to  customers. 

“It  is  not  a  big  negative  that 
they  don’t  have  client/server  to¬ 
day  because  most  people  aren’t 
ready  for  that  yet,”  Gillan  said. 
“What  is  important  is  that  they 
maintain  the  confidence  of  their 
customer  base  during  transition¬ 
al  periods.” 


D&B  Software  is  facing  stiff 
competition  from  several  direc¬ 
tions  these  days,  Gillan  added. 
This  includes  Ross  Systems  in 
the  Digital  Equipment  Corp. 
VAX  world  and  Sap  America, 
Inc.  in  the  IBM  manufacturing 
market. 

So  far,  D&B  Software  cus¬ 
tomers  are  taking  a  wait-and-see 
stance  on  the  client/server  rela¬ 
tional  strategy  until  more  details 
are  available. 

“A  lot  of  what  [D&B  Soft¬ 
ware]  is  demonstrating  is  graphi¬ 
cal  user  interface  stuff,”  said 
Tom  Gallant,  systems  specialist 
at  Disney  Worldwide  Services, 
Inc.  in  Burbank,  Calif.  Disney  is 
currently  using  D&B  Software’s 
general  ledger,  accounts  payable 
and  purchase  order  products  in 
an  IBM  3090  environment. 

As  far  as  the  middleware 
pieces  of  the  strategy  puzzle  go, 
it’s  “mostly  speculation  at  this 
point  —  we  haven’t  seen  any 
products,”  Gallant  said,  adding 
that  Disney  is  not  looking  at 
moving  anything  off  the  main¬ 
frame  in  the  near  future. 

Carol  J.  Anderson,  vice  presi¬ 


dent  of  information  technology 
at  TTX  Co.  in  Chicago,  said  that 
while  the  firm  has  an  under¬ 
standing  of  D&B  Software’s 
general  client/server  direction, 
no  specifics  have  been  made 
available  at  this  point. 

Selling  the  strategy 

D&B  Software  is  taking  steps  to 
educate  customers  on  the  client/ 
server  model.  The  vendor  will 
soon  mail  out  white  papers  to 
customers  that  will  detail  D&B’s 
client/server  strategy  and  will  be 
sponsoring  forums  on  an  interna¬ 
tional  basis  starting  in  October. 

The  purpose  of  the  forums  is 
to  educate  customers  on  the 
benefits  of  client/server  archi¬ 
tecture,  a  company  spokesman 
said.  The  vendor  also  said  that 
directional  issues  will  be  ad¬ 
dressed  at  major  user  group 
meetings  this  fall. 

While  D&B  Software  is  work¬ 
ing  toward  the  client/server 
goal,  one  very  important  piece  of 
the  strategy  has  yet  to  be  deter¬ 
mined. 

According  to  Cameron,  the 
vendor  has  not  yet  selected  an 
operating  system  for  the  PC  lo¬ 
cal-area  network  portion  of  the 
platform.  “That  is  still  in  negoti¬ 
ation,”  he  said. 


IS  staff  challenged  by 
realtor's  dual  identity 


BY  MARYFRAN  JOHNSON 

CW  STAFF 


BOSTON  —  Whenever  Dennis 
Pybum  steps  out  of  his  office  on 
Rowes  Wharf,  he  carries  two 
business  cards. 

One  card  identifies  him  as 
vice  president  of  information 
systems  at  The  Beacon  Cos.;  the 
other  introduces  the  president  of 
Atlantic  Business  Systems,  Inc. 
(ABS). 

Will  the  real  Dennis  Pyburn 
please  stand  up? 

“We  all  have  dual  business 
cards  around  here,  actually,”  Py¬ 
burn  said  of  his  seven-person  in¬ 
formation  systems  staff,  which 
handles  all  computing  needs  for 
Beacon’s  $2  billion  worth  of  real 
estate  development,  construc¬ 
tion  and  property  management 
businesses. 

On  the  sidelines,  however, 
the  staff  moonlights  for  the 
fledgling,  6-month-old  ABS, 
which  offers  a  roster  of  planning, 
support,  facilities  management 
and  training  services  for  IBM 
Application  System/400s,  the 
older  IBM  System/34, 36  and  38 
line,  JD  Edwards  &  Co.  business 
software  and  personal  comput¬ 
ers. 

“We’re  looking  to  see  what 
business  comes  our  way.  But  the 
needs  of  The  Beacon  Cos.  do 
come  first,”  Pyburn  said.  “We 
really  do  strive  to  separate  the 
two  jobs  we  do,  even  though 


we’re  doing  it  all  with  the  same 
staff.  ABS  has  its  own  profit-and- 
loss  plan  and  its  own  financial 
goals.  We  want,  eventually,  to  be 
a  stand-alone  company.” 

This  unusual  state  of  affairs 
for  a  corporate  IS  division  is  both 
an  opportunity-knocks  response 
to  the  slowing  economy  and  an 
exploratory  trip  down  new  busi¬ 
ness  pathways  for  Beacon. 

“Some  of  the  business  just 
knocks  on  our  doors,  and  other  is 
word  of  mouth,”  Pybum  said. 
One  client,  for  example,  leased 
time  on  Beacon’s  AS/400  Model 
B60  for  employee  training,  with 
the  fee  split  between  Beacon  and 
ABS. 

Happy  customers 

The  Boston  office  of  Coopers  & 
Lybrand  recently  turned  to  Py¬ 
burn  and  his  staff  for  help  in  mi¬ 
grating  a  client’s  tax  information 
from  old  IBM  System/34  and 
System/36  systems  to  an  AS/ 
400,  then  downloading  the  infor¬ 
mation  to  a  PC-based  Lo¬ 
tus  Development  Corp.  1-2-3 
spreadsheet. 

“Everybody  said  you  should 
be  able  to  do  that,  but  I  certainly 
didn’t  have  the  expertise,”  said 
Nicholas  Iacuzio,  a  director  at 
Coopers  &  Lybrand’s  real  estate 
group.  “Dennis  and  his  company 
took  it,  analyzed  it  over  the 
weekend  and  wrote  the  pro¬ 
gram.  I  knew  he’d  done  enough 
applications  so  he  could  under¬ 


stand  what  I  was  looking  for  and 
do  it  quickly  and  effectively.” 

The  Beacon  Cos.,  employing 
4,000  in  Massachusetts  and  sev¬ 
eral  other  states,  include  Beacon 
Construction  Co., 

Beacon  Hotel  Corp. 
and  Beacon  Manage¬ 
ment  Co.  The  corpo¬ 
rate  IS  division,  part 
of  The  Beacon  Cos., 
is  responsible  for 
some  175  users  at 
the  home  office  and 
in  30  remote  sites, 
which  are  tapped 
into  the  AS/400  via  a 
wide-area  network. 

Pybum  joined  the 
company  in  1988 
with  a  mandate  to  overhaul  Bea¬ 
con’s  batch-oriented  IS  opera¬ 
tion,  which  then  relied  on  a  pair 
of  aging  IBM  System/36s.  In  the 
process,  he  employed  a  sweep  of 
current  IS  strategies:  upgrading, 


downsizing  and  outsourcing. 

“We’ve  reduced  our  IS  bud¬ 
get  40%  since  I  started;  we  have 
the  latest  technology  and  our 
capital  budget  is  down,”  Pybum 
said. 

Beacon  installed 
one  of  the  Boston  ar¬ 
ea’s  first  AS/400s 
three  years  ago, 
trimmed  its  IS  staff 
from  17  to  seven  and 
outsourced  the  com¬ 
pany  payroll  applica¬ 
tion  and  PC  training 
functions. 

The  IS  division 
also  undertook  a  ma¬ 
jor  software  migra¬ 
tion  from  in-house 
applications  to  core  financial 
packages  from  JD  Edwards  and 
is  now  migrating  to  JD  Edwards’ 
commercial  and  residential  prop¬ 
erty  management  software. 

Last  year,  Beacon  doubled  its 


disk  storage  capacity  and  auto¬ 
mated  the  data  center  with  the 
purchase  of  IPL  Systems,  Inc. 
cartridge  tapes,  removing  the 
need  to  have  an  employee  do 
nightly  backup. 

The  firm’s  increasingly  active 
users  now  write  their  own  re¬ 
ports  and  perform  other  pro¬ 
gramming  tasks  that  once  took 
weeks  to  accomplish  through 
central  office  processing,  Py¬ 
bum  noted. 

Managing  the  demands  on  the 
IS  staff  from  both  The  Beacon 
Cos.  and  the  handful  of  ABS  cli¬ 
ents  has  been  “situational”  so 
far,  Pybum  said.  “In  some  cases, 
we  have  had  to  turn  down  [po¬ 
tential]  jobs.” 

IBM  recently  granted  ABS 
the  status  of  business  partner, 
which  not  only  “makes  us  sound 
real”  but  also  opens  the  way  to 
IBM’s  educational  resources,  ac¬ 
cording  to  Pybum. 


Beacon’s  Pyburn 

juggles  two  roles 


Bull  HN  adds  five  models  to  DPS  line 


BY  SALLY  CUSACK 

CW  STAFF 


BILLERICA,  Mass.  —  Bull  HN 
Information  Systems,  Inc.  re¬ 
cently  extended  its  DPS  6000 
line  of  proprietary  minicomput¬ 
ers  by  adding  five  new  models. 

The  most  significant  feature 
of  the  DPS  6000/500  systems  is 
that  they  give  customers  the  op¬ 
tion  of  running  the  AT&T  Unix 
operating  system  concurrently 
with  Bull  applications  under 
GCOS6  via  an  Extended  Capabil¬ 
ity  Processor. 

According  to  Steve  Josselyn, 


a  senior  analyst  at  International 
Data  Corp.,  a  market  research 
firm  based  in  Framingham, 
Mass.,  the  machines  will  provide 
a  transition  for  customers  in  a 
GCOS  environment  by  allowing 
them  to  experiment  with  Unix 
applications. 

A  solid  effort 

Roy  McRee,  general  manager  at 
Graybar  Electric  Co.  in  St.  Lou¬ 
is,  has  seen  the  new  systems  and 
said  he  thinks  they  are  a  good, 
solid  product.  However,  Gray¬ 
bar  does  not  anticipate  using  the 
platforms  in  the  near  future, 


McRee  added. 

The  company,  a  longtime  Bull 
customer,  currently  has  21  DPS 
6  minicomputers  functioning  as 
nodes  on  an  X.25-based  net¬ 
work. 

Targeted  at  midsize  organiza¬ 
tions  and  departmental  applica¬ 
tions,  the  500  family  single-  and 
dual-processor  computers  sup¬ 
port  from  16  to  80  direct  users. 
Each  model  may  be  expanded  to 
accommodate  up  to  32M  bytes 
of  main  memory. 

The  500  family  is  available 
immediately,  with  prices  ranging 
from  $46,000  to  $137,195. 
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SQL  Solutions  opens  RMS  Gateway 


BURLINGTON,  Mass.  —  SQL  Solu¬ 
tions,  Inc.,  a  subsidiary  of  Sybase,  Inc.,  re¬ 
cently  swung  open  an  RMS  Gateway 
product  that  provides  interoperability  be¬ 
tween  Digital  Equipment  Corp.  RMS  flat 
files  and  the  major  relational  database 
management  systems. 

The  RMS  Gateway,  which  is  priced  be¬ 
tween  $22,000  and  $115,000,  depending 
on  VAX  size  and  configuration,  is  a  trans¬ 
lation  engine  that  enables  applications  to 
retrieve  and  update  information  transpar¬ 
ently  from  RMS  files  into  RDBMS  prod¬ 
ucts  from  a  variety  of  firms:  Sybase,  Ora¬ 
cle  Corp.,  DEC,  Informix  Software,  Inc. 
and  Ask  Computer  Systems,  Inc.’s  Ingres 


Products  Division. 

Analysts  said  the  product  is  similar  to 
Ingres’  full-function  RMS  gateway,  re¬ 
leased  18  months  ago,  which  enables  da¬ 
tabase  updates,  rewrites  and  full  SQL 
translation  between  RMS  files  and  the  In¬ 
gres  database.  In  addition,  DEC  offers  a 
retrieval-only  product  called  Rdb  Access 
for  RMS,  and  Oracle  has  an  RMS  gateway 
called  SQL  Connect  for  RMS. 

The  difference  with  SQL  Solutions’  ap¬ 
proach,  according  to  analysts,  lies  in  offer¬ 
ing  gateways  connecting  RMS  to  all  the 
major  database  vendors  rather  than  to 
only  a  few. 

MARYFRAN  JOHNSON 


Ambrosio 

CONTINUED  FROM  PAGE  27 

computing  to  allow  them  to  get  to  an  en¬ 
vironment  where  applications  are  porta¬ 
ble  and  where  all  their  computers  can 
communicate  with  one  another.  It  is  this 
second  group  that  is  pushing  hard  for 
vendors  to  be  as  completely  “open”  as 
possible  as  quickly  as  possible. 

One  can  certainly  understand  that  de¬ 
sire,  but  on  the  other  hand,  there  is  a 
quarter-century’s  worth  of  installed 
base  that  needs  to  be  brought  along.  The 
key  word  here  is  balance  —  measuring 
the  business  needs  of  one  group  of  users 
against  those  of  other  groups. 

Even  the  open  systems  user  groups 


Learn  to  build  systems  with 
LCASE  in  one  week. 


“The  tutorial  was  a  way  to  very  quickly 
become  familiar  with  the  IEF  and  see 
how  quickly  systems  can  be  built.  I  feel 
I  know  how  to  build  systems  using  the 
techniques  described." 

Roger  Strand 

Application  Development  Consultant 
First  Federal  Lincoln 


“The  tutorial  gave  me  the  information  I 
need  to  use  the  analysis,  design,  and 
construction  portions  of  the  IEF.  An 
excellent  tool . . .  very  consistent  with 
Information  Engineering  methodology.” 
Gary  S.  Idle 

Senior  Computer  Scientist 
Computer  Sciences  Corporation 

“The  tutorial  takes  you  through  the 
systems  development  life  cycle  very 
quickly  and  gives  you  an  overview  of 
the  entire  toolset.” 

David  A.  Egensperger 
Programmer  /  Analyst 
The  Lubrizol  Corporation 


Whatever’s  been  keeping  you  from 
getting  started  with  1-CASE,  chances 
are  we  just  fixed  it. 

We’ve  designed  our  new  IEF  Starter 
Kit  to  make  it  as  easy  as  possible  for 
you  to  evaluate  and  apply  our  inte¬ 
grated  CASE  product,  the  Informa¬ 
tion  Engineering  Facility™. 

New  tutorial  beta-tested  at 
more  than  100  companies. 

If  you  just  haven’t  been  able  to  find 
the  time,  we’ve  got  the  answer.  We 
believe  our  new  Rapid  Development 
Tutorial  is  a  breakthrough  in  CASE 
training  (see  comments  above).  We 
gave  it  the  broadest  possible  beta  test; 
more  than  100  companies  partici¬ 
pated.  Developers  were  able  to  learn 
to  build  systems  with  the  IEF  more 
quickly  than  ever  before — some  in  as 
few  as  five  days! 


“The  tutorial  was  very  comprehensive 
. . .  a  good  overview  of  analysis, 
design,  and  construction  with  the  IEF.” 

Mark  A.  Ferrill 
IE  Development  Coordinator 
PSI  Energy 


“It  is  a  good  tutorial ...  I  feel  comfort¬ 
able  with  this  software.  I  have  the  skills 
to  build  simple  systems.” 

Margaret  Kubaitis 
Research  Programmer 
University  of  Illinois 


“Instructions  were  very  explicit  which 
was  extremely  helpful  and  the  model 
we  created  was  easy  to  relate  to.” 

Michael  Young 
Programmer  /  Analyst 
Datacorp  Business  Systems,  Inc. 


Toolsets  build  working  systems  on 
OS/2™  PC  workstations. 

If  you  haven’t  been  convinced  that 
CASE  offers  enough  payback,  here’s  a 
chance  to  see  for  yourself.  Along  with 
the  tutorial,  the  kit  includes  our 
standard  OS/2  PC  analysis,  design  and 
construction  toolsets  as  well  as  testing 
and  code  generation  in  either  COBOL 
or  C.  (A  compiler  is  required  but  not 
included.)  These  are  the  same  types  of 
tools  now  being  used  successfully  at 
companies  like  J.C.  Penney,  Rolls 
Royce,  and  Sony. 

Developers  give  IEF  top  rating  in 
COMPUTERWORLD  study. 

If  you  couldn’t  decide  which  CASE 
products  to  investigate,  now  there’s 
even  more  hard  evidence  pointing  to 
the  IEF.  In  a  recent  user  study  by 


“It  is  a  very  well  put  together  tutorial  on 
how  to  construct  a  system  using  the 
IEF.  It  gives  one  the  basics  to  start 
getting  the  job  done.” 

K.  E.  Peacock 

Data  Administrator 

City  of  Saskatoon,  Saskatchewan 


“This  was  a  good  learning  experience 
. . .  well  written  . . .  easy  to  follow.  The 
tutorial  gave  me  a  taste  of  the  different 
capabilities  of  the  IEF  and  how  they  tie 
together  to  produce  systems.” 

Richard  L.  Duncan 
Database  Systems  Analyst 
PARS  Service 


“I  was  very  favorably  impressed.  The 
tutorial  gave  me  the  training  I  needed 
and  the  flexibility  to  do  it  on  weekends 
and  after  work.” 

Julie  B.  Dobbs 
Project  Manager 
The  Trane  Company 


$10,000. 

COMPUTERWORLD  magazine,  the 
IEF  outscored  all  other  I-CASE 
products.  If  you  missed  it,  we’ll  send 
you  a  copy. 

Special  introductory  offer — 
one-half  our  regular  price. 

If  price  has  been  your  problem,  we 
have  a  special  one  for  our  new  kit. 

At  $10,000  (limit  one  per  customer 
company)  it’s  about  one-half  the 
regular  price  of  IEF  OS/2  toolsets. 

If  you  want  to  order  our  new  IEF 
Starter  Kit,  or  if  you  want  more 
information,  call  800-527-3500. 

Texas  n? 
Instruments 


New  IEF™  “get  started”  price: 


1991  Texas  Instruments  Incorporated  All  rights  reserved 


Information  Engineering  Facility  and  IEF  are  trademarks  of  Texas  Instruments.  OS/2  is  a  trademark  of  International  Business  Machines. 
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that  have  been  sprouting  up  —  among 
them,  the  User  Alliance  for  Open  Sys¬ 
tems  and  the  so-called  “Group  of  10”  — 
do  not  speak  as  one  voice  for  the  entire 
user  community.  These  groups,  while 
certainly  helping  to  focus  the  discussions 
much  more  than  in  the  past,  have  differ¬ 
ent  constituencies  with  different  needs. 
Vendors  can’t  possibly  react  or  be  expect¬ 
ed  to  react  to  everyone’s  demands  at  the 
same  time. 

On  the  third  hand,  as  they  say  in  diplo¬ 
macy  classes,  it’s  easy  to  take  potshots  at 
individual  vendors’  open  systems  strate¬ 
gies,  especially  IBM’s.  The  “o”  word  is 
relatively  new  to  IBM’s  corporate  vo¬ 
cabulary,  and,  to  be  sure,  IBM  is  among 
the  last  of  the  big  vendors  to  embrace 
open  systems. 

Skeptics  abound,  especially  among 
the  open  systems  purists.  Some  espouse 
what  one  consultant  calls  the  “Darth 
Vader  view”  —  that  IBM  is  secretly 
working  against  open  systems  to  try  to 
retain  control  over  its  customers.  The  top 
IS  executive  at  a  national  retail  chain 
says,  “I’ll  believe  IBM  is  serious  about 
open  systems  when  open  systems  play  in 
their  proprietary  architectures  like  AD/ 
Cycle  and  Systemview.” 

Rikki  Kirzner,  an  analyst  at  Data- 
quest,  Inc.,  says,  “It’s  obvious  that  IBM 
wants  to  open  up  as  much  as  possible  but 
still  have  control.” 

To  be  fair,  users  and  others  have  sim¬ 
ilarly  questioned  the  commitment  of 
many  vendors,  including  Sun  Microsys¬ 
tems  and  Microsoft,  to  the  open  systems 
concept.  No  vendor  is  completely  above 
reproach  in  this  area. 

IBM  executives  acknowledge  the 
criticism.  “I  know  it’s  hard  to  believe  that 
a  leopard  becomes  a  tiger  overnight,” 
says  Mike  Saranga,  assistant  general 
manager  of  systems  structure  and  man¬ 
agement  for  IBM’s  Programming  Sys¬ 
tems  line  of  business  and  one  of  IBM’s 
open  systems  strategy  architects.  “You 
could  say  that  we’re  late  to  this  game, 
and  we  sold  against  the  open  systems 
market  for  many  years.  I  don’t  blame 
people  for  saying  those  kinds  of  things.” 

Still  other  observers  believe  IBM  is 
seriously  interested  in  opening  up  its  ar¬ 
chitecture  because  if  it  does  not,  it  will 
not  thrive  as  a  business  entity.  The  bot¬ 
tom  line,  they  say,  is  the  bottom  line; 

IBM  knows  that  if  it  does  not  fulfill  its  cus¬ 
tomers’  open  systems  needs,  some  oth¬ 
er  vendor  will. 

The  president  of  a  software  company 
that  works  closely  with  IBM’s  open  sys¬ 
tems  group  suggests  that  the  truth  lies 
somewhere  in  the  middle.  “IBM  is  really 
two  companies,”  he  says.  “One  group  is 
trying  to  make  its  open  systems  offerings 
as  attractive  as  possible  to  show  those 
MVS  guys  that  their  stuff  is  better.  The 
MVS  guys  are  enhancing  their  systems 
to  try  to  beat  the  brains  out  of  the  open- 
systems  group.”  Whichever  side  ulti¬ 
mately  wins,  this  software  executive  says, 
IBM  does  too. 

Robert  Ackerman,  a  managing  part¬ 
ner  at  Infoshare,  Inc.,  a  consultancy  in 
San  Francisco,  also  takes  a  more  centrist 
view.  “If  IBM  went  open  overnight,  it 
would  be  inconsistent  with  where  their 
customers  are.”  Users  and  IBM  have  to 
carefully  manage  the  transition  from 
proprietary  to  open,  Ackerman  says. 

“The  ship  of  IBM  will  take  a  while  to 
turn,  but  it  will  turn.” 


Ambrosio  is  Computerworld’s  Mid-Atlantic  senior 
correspondent. 
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Performance  monitors  to  be  enhanced 

Landmark  says  Navigraph  will  add  PC-style  functions  designed  to  increase  ease  of  use 


BY  GARY  H.  ANTHES 

CW  STAFF 


VIENNA,  Va.  —  Landmark  Systems 
Corp.  will  soon  unveil  a  product  it  said  will 
bring  IBM  mainframe  managers  the  ease- 
of-use  advantages  normally  associated 
with  personal  computers,  allowing  the 
managers  —  and  systems  programmers 
and  operators  —  to  combine,  display  and 
analyze  the  output  of  Landmark’s  five 
mainframe  performance  monitors. 

Navigraph,  currently  in  beta  testing  at 


several  sites,  comes  in  two  linked  compo¬ 
nents,  one  running  as  a  file  server  on  the 
mainframe  and  one  running  as  a  Windows 
application  on  one  or  more  IBM  Personal 
System/2s. 

The  mainframe  piece  downloads,  on 
request  or  automatically  once  a  minute, 
performance  data  from  CICS/MVS, 
CICS/VSE,  MVS,  DB2  and  VTAM  envi¬ 
ronments.  The  PC  component  can  graphi¬ 
cally  display  the  information,  allowing  us¬ 
ers  to  see  the  performance  of  the  whole 
machine  at  once. 


“If  you  have  a  CICS  transaction  ac¬ 
cessing  DB2  using  VSAM  [MVS],  you  can 
combine  data  from  all  three  monitors  to 
see  how  the  systems  interact,”  said  Ray¬ 
mond  A.  Brow,  Landmark’s  vice  presi¬ 
dent  for  MVS  products. 

“Seeing  everything  on  one  screen 
makes  it  a  lot  easier,”  said  Tom  Stanley, 
director  of  software  services  at  Fort 
Smith,  Ark. -based  Beverly  Enterprises, 
Inc.,  a  user  of  Landmark’s  monitors  for 
CICS,  MVS  and  DB2  and  a  beta-test  user 
of  Navigraph.  For  example,  he  said,  Navi- 


UI-ATLASr 
THE  DIFFERENCE 
BETWEEN 


WORKING 
AND  WORKING 
TOGETHER. 


UI-ATLAS,  UNIX  International’s  framework  for  open  computing,  is  the  key  information  system  strategy  for  success. 

UI-ATLAS  lets  you  manage  any  combination  of  computer  systems  with  more  efficiency,  economy,  and  simplicity  than  ever  before  possible. 
UI-ATLAS  allows  you  to  supplement  your  existing  corporate  computing  architecture,  or  migrate  to  an  open  system  at  minimum  cost. 
UI-ATLAS  protects  your  existing  investment  in  hardware,  software,  and  personnel. 

UI-ATLAS  Distributed  Computing  offers  today's  fullest  set  of  services  to  help  you  manage  networks 
of  proprietary  and  open  computing  systems. 

UI-ATLAS  Corporate  Hub  Computing  provides  transaction  management,  system  management,  and 
security  services  vital  to  a  successful  business. 

UI-ATLAS  Desktop  Computing  will  allow  every  user  to  access  the  power  of  your  network. 

UI-ATLAS  provides  a  path  to  the  future.  It  is  based  on  existing  and  emerging  standards  from  industry 
groups  throughout  the  world. 

Finally,  Ul-ATLAS  lets  you  buy  today  and  capture  the  next  generation  of  software  solutions  to  help 
meet  tomorrow's  challenges. 

For  more  information  about  how  our  more  than  240  members  use  UNIX®  System  V  Release  4  and  this 
framework  to  help  you  work  smarter  please  call . .  .1-800-848-6495  ext.  276. 

LHDC91  UNIX  IS  a  r^starea  trademark  of  USL  n  tfw  Ur»ted  States  and  other  caxttries 


graph  was  useful  in  diagnosing  a  CICS  re¬ 
sponse-time  problem  when  the  cause  of 
the  problem  was  in  DB2  or  MVS. 

Navigraph  comes  bundled  with  Rum¬ 
ba,  3270-emulation  software  from  Wall 
Data,  Inc.  “We  see  the  potential  of  PCs, 
but  much  of  our  customer  base  is  back  in 
the  old  3270  world,”  Brow  explained. 
“The  key  question  for  us  was  how  to  take 
the  old-line  technology  and  use  new  tools 
with  it.” 

Usable,  simple 

Brow  said  usability  and  simplicity  have 
been  central  elements  of  Landmark’s 
product  strategy  since  it  introduced  The 
Monitor  for  CICS  —  now  in  use  at  5,000 
sites  worldwide  —  seven  years  ago.  Navi¬ 
graph  complies  with  IBM’s  Common  User 
Access  standards,  so  it  can  be  used  with 
just  a  mouse,  without  commands  or  keys. 

Navigraph  plots  can  be  printed  or  their 
data  can  be  exported  to  spreadsheets  or 
word  processors.  In  addition  to  showing 
where  problems  exist,  Navigraph  was  de¬ 
signed  to  help  pinpoint  the  cause. 

However,  Stanley  said  he  hoped  fu¬ 
ture  versions  of  Navigraph  would  provide 
more  diagnostic  detail  or  lead  more  easily 
to  the  detailed  data  in  the  monitors  run¬ 
ning  on  the  mainframe.  “Right  now,  the 
product  gives  you  summary  information, 
good  for  upper  management  for  things 
like  capacity  planning.  But  if  our  CICS  re¬ 
sponse  time  is  running  at  five  seconds,  I’d 
like  to  know  what  transaction  is  running 
at  five  seconds.  It  would  be  nice  if  it  could 
just  pop  you  over  to  the  monitor  itself.” 

Although  Navigraph  is  intended  pri¬ 
marily  for  systems  programmers  and 
managers,  it  is  useful  for  operators  as 
well,  Brow  said.  Landmark’s  IBM  data 
center  has  it  set  up  to  continuously  dis¬ 
play  CICS  and  TSO  response  time  in  the 
form  of  big  dials  that  can  be  read  at  a 
glance.  If  the  dials  edge  toward  red  zones, 
perhaps  signaling  an  impending  system 
crash,  a  click  of  the  mouse  will  display 
more  detailed  diagnostic  data. 

The  mainframe  piece  of  Navigraph 
sells  for  about  $4,000  and  the  PC  compo¬ 
nent  is  priced  at  $1,000.  Navigraph  will 
be  generally  available  by  year’s  end. 


Viasoft  product 
retools  Cobol 

Viasoft,  Inc.  announced  general  availabil¬ 
ity  of  Via/Renaissance,  a  Cobol  re-engi¬ 
neering  tool  that  helps  users  restructure 
the  process  logic  of  an  application  as  well 
as  the  data. 

Via/Renaissance  is  based  on  decompo¬ 
sition  technology,  which  extracts  func¬ 
tions  from  an  existing  program,  said 
Frank  Hill,  a  Viasoft  product  manager. 

“It  extracts  all  the  Cobol  code  neces¬ 
sary  from  the  data  and  procedure  portions 
[of  the  program]  to  regenerate  a  stand¬ 
alone  Cobol  program,”  he  said. 

Hill  said  a  key  aspect  of  Via/Renais¬ 
sance  is  its  ability  to  extract  data  without 
intervention  from  the  programmer.  This 
helps  prevent  the  possibility  of  destabliz- 
ing  a  program,  he  added. 

The  software  will  be  offered  as  part  of 
the  company’s  Existing  Systems  Work¬ 
bench  product  line,  which  includes  tools 
for  analysis,  editing,  testing  and  re-engi¬ 
neering  of  Cobol  programs. 

Licenses  start  at  $48,000  for  an  IBM 
MVS  environment. 
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Applications 


EDA/SQL 


Infornialion  Builders,  Inc. 

M  VS  Sena 


For  years,  tools 

such  as  spreadsheets  and  report  generators 
have  increased  your  power  to  manage 
information.  Yet,  even  the  best  tools  are 
limited  by  their  ability  to  access  data  stored 
in  your  non-relational  and  relational  systems. 

The  exciting  breakthrough  is  here... 
Enterprise  Data  Access/SQL  (EDA/SQL), 
the  key  component  of  IBM’s  Information 
Warehouse  framework.  EDA/SQL  is  a  family 
of  client/server  products  that  works  together 
to  extend  the  reach  of  SQL-based  tools  and 
programs  for  accessing  both  new  data  and 
legacy  data  stored  in  IMS,  VSAM,  and  other 
non-relational  DBMSs  and  files.  EDA/SQL  is 
the  only  product  that  gives  you  a  uniform, 
relational  view  of  data,  regardless  of  how 
and  where  its  stored. 


From  spreadsheet  applications  to 
complex  business  systems,  EDA/SQL 
provides  the  power  and  flexibility  to 
support  virtually  any  SQL-based  application. 
Popular  tools  like  Lotus  1-2-3  and  QMF  - 
even  3GL  applications  -  can  use  native 
commands  and  syntax  to  access  over  45 
local  or  remote  proprietary  databases 
and  files. 

Now,  you  can  have  a  true  open  network 
architecture.  Integrate  new  and  existing 
hardware  and  network  configurations  with 
EDA/SQL’s  interlocking  communications 
components  that  support  most  major 
network  architectures.  You  can  design  the 
most  cost-effective  environment  of  inter¬ 
connecting  PCs,  workstations,  midrange  and 


Information 
Wa  rehouse 


mainframe  platforms. 

And  have  complete  control  over  the  data 
access  environment  with  centralized  security 
management,  on  local  . 

and  remote  servers.  _ _  r 

You  don't  have  to  wait  IBM 
for  a  miracle.  Now  your  v  <  / 
data  access  problems  can  ' v  ' 
be  solved.  Call  Information  Builders  today 


Information  Builders 

1250 
212- 


This  advertisement  refers  to  numerous  products  by  their  trade  names  in  most,  if  not  ail  cases,  these  designations  are  claimed  as  trademarks  or  registered  trademarks  by  their  respective  companies 


SYSTEMS  &  SOFTWARE 


NEW  PRODUCTS  —  HARDWARE 


Data  storage 

Clearpoint  Research  Corp.  has  an¬ 
nounced  add-in  memory  upgrades  for  the 
IBM  Application  System/400  Models 
D35andD45. 

The  IMME-D43  product  is  available  in 
32M-byte,  16M-byte  and  8M-byte  op¬ 
tions  on  a  single  board. 

Pricing  for  the  IMME-D43  ranges 
from  $2,950  to  $1 1 ,800. 

The  company  has  also  announced  the 
TSB-T03,  a  4mm  digital  audio  tape  back¬ 
up  solution  for  Digital  Equipment  Corp.’s 
VAXBI-based  systems.  It  supports  1. SG- 
byte  and  2G-byte  tapes  and  offers  an  op¬ 


tional  compression  feature. 

Pricing  for  the  host  adapter  with  a  sin¬ 
gle  4mm  drive  is  $14,500. 

Clearpoint  Research 
35  Parkwood  Drive 
Hopkinton,  Mass.  01748 
(508)435-2000 

American  Digital  Systems,  Inc.  has  an¬ 
nounced  Mastertape  4  Stacker,  a  4mm 
digital  audio  tape  (DAT)  stacker. 

The  product  operates  an  8-  or  16-cas¬ 
sette  magazine,  offering  up  to  96G  bytes 
of  backup  storage.  It  supports  Q-bus,  Uni¬ 
bus,  VAXBI  and  small  computer  systems 
interface-attached  hosts  and  features  ran¬ 
dom  and  sequential  modes. 


Pricing  for  the  4mm  DAT  stacker 
starts  at  $9,880. 

American  Digital  Systems 
490  Boston  Post  Road 
Sudbury,  Mass.  01776 
(508)443-7711 


Processors 

Concurrent  Computer  Corp.  has  begun 
shipments  of  its  Series  7000  line  of  real¬ 
time  systems. 

The  line  includes  single  and  multipro¬ 
cessor  computers  based  on  the  Motorola, 
Inc.  68040  chip.  Series  7000  systems  run 
the  company’s  RTU  Version  6.0  real¬ 
time  operating  system,  including  a  fre¬ 
quency-based  periodic  event  scheduler 
and  support  for  disk  mirroring. 


Pricing  for  the  systems  ranges  from 
$10,000  to  $29,900. 

Concurrent  Computer 
106  Apple  St. 

Tinton  Falls,  N.J.  07724 
(201)758-7000 


SOFTW A  RE 


Development  tools 

Interport  Software  Corp.  announced  its 
Intercase  Knowledgeware  Gateway,  an 
interface  between  the  company’s  Inter¬ 
case  Reverse  Engineering  Workbench 
product  and  Knowledgeware,  Inc.’s  com¬ 
puter-aided  software  engineering  tools. 

The  new  gateway  enables  software  en¬ 
gineers  to  load  existing  Cobol  applications 
automatically  into  Interport’s  repository, 
transferring  the  information  into  Know¬ 
ledgeware ’s  environment  for  documenta¬ 
tion,  maintenance  and  redevelopment. 

A  10-seat  license  is  priced  at 
$150,000,  including  installation,  training 
and  one  year  of  maintenance. 

Interport  Software 
Suite  700 

12150  E.  Monument  Drive 
Fairfax,  Va.  22033 
(703)385-1515 

Talarian  Corp.  has  released  Rtworks  Ver¬ 
sion  2.0,  a  real-time  software  develop¬ 
ment  tool  kit. 

Rtworks  helps  display  real-time  data  in 
effective  ways,  the  company  said.  Version 
2.0  offers  a  point-and-click  interface  for 
applications  development,  testing  and  de¬ 
bugging,  as  well  as  multiple  inheritance 
and  backward-chaining  features. 

Rtworks  runs  on  VMS  and  Unix  sys¬ 
tems.  The  complete  development  system 
is  priced  at  $28,000,  and  runtime  ver¬ 
sions  cost  $8,000. 

Talarian 
Suite  201 

1043  N.  Shoreline  Blvd. 

Mountain  View,  Calif.  94043 
(415)  965-8050 


Applications  packages 

Three  software  products  for  the  IBM  Ap¬ 
plication  System/400  platform  are  now 
available  from  Oak  Software,  Inc. 

Mini  word,  a  word  processor  package, 
includes  automatic  pagination,  a  78,000- 
word  spelling  dictionary  and  print  pre¬ 
view.  Miniword  costs  $  1 ,000. 

File21abel  ($199)  prints  labels  from 
any  AS/400  data  file.  Type21abel  ($99) 
allows  users  to  print  labels  directly  from 
screen  input. 

Oak  Software 
P.O.  Box  400 

Indian  Rocks  Beach,  Fla.  34635 
(813)596-0262 


Compilers 

SAS  Institute,  Inc.  has  upgraded  its  main¬ 
frame  C  language  compiler. 

Release  5.0  of  the  SAS/C  compiler  of¬ 
fers  enhancements  including  CICS  sup¬ 
port,  a  full-screen  debugger,  long  exter¬ 
nal  name  support  and  enhanced  I/O 
support. 

The  product  runs  on  IBM  MVS  and 
CMS  systems.  First-year  licensing  starts 
at  $4,200. 

SAS  Institute 
SAS  Campus  Drive 
Cary,  N.C.  27513 
(919)677-8000 


MODEM  MANAGER 

DO  THE  IMPOSSIBLE!  Responsibilities  Include 
configuring,  managing  and  monitoring  10,  100, 
1000  or  more  dial-up  modems  simultaneously. 
Must  be  able  to  diagnose  errors  and  correct  them 
immediately  -  without  supervision.  Must  report 
all  system  activity  clearly  and  concisely  on 
demand.  Expected  to  work  24  hours  a  day. 
No  vacation,  no  personal  days. 

AN  EQUAL  OPPORTUNITY  EMPLOYER 


YOU  NEED  THIS  PERSON.  Where  can  you  find  an  individual  who  will  take  full  responsibility  for 
every  aspect  of  your  modem  system?  And  keep  it  functioning  under  the  most  demanding 
conditions?  This  person  will  shorten  response  time,  boost  productivity  and  increase  the  R0I 
for  your  modem  system.  After  an  extensive  search,  you’ll  discover  that  the  most  qualified 
candidate  isn’t  a  person  at  all.  It’s  the  Total  Control  dial-up  modem  management  system 

from  U.S.  Robotics.  And  it’s  ready  to  work  for  you.  For  a  resume, 
simply  call  1  800  DIAL-USR.  IQ®Q0[1I@®[5]U@®[1I 

With  Auto  Response ™ 

The  modem  management  system  for  network  managers  who  have  better  things  to  do  than  manage  modems. 


U  S  Robotics.  8100  N  McCormick  Blvd  Skokie.  IL  60076  U.S  Robotics  and  Total  Control  are  trademarks  of  U.S  Robotics.  Inc. 


Iflobotics 

The  mwbgent  Choce  m  Data  Communications 
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PC  &  WORKSTATION  SHORTS 

Buyers  like 
local  firms 

Every  town  likes  to  cheer 
on  the  local  sports  team, 
but  does  this  same  re¬ 
gionalism  extend  to  per¬ 
sonal  computer  database 
software  companies?  Re¬ 
searchers  at  Computer 
Intelligence  in  San  Die¬ 
go  think  so,  saying  that 
software  companies  can 
also  enjoy  a  home  court 
advantage.  Bellevue, 
Wash.-based  Microrim, 
Inc.,  for  instance,  enjoys 
37%  penetration  of  Seat¬ 
tle  metropolitan-area  es¬ 
tablishments,  as  opposed 
to  12%  nationwide  pene¬ 
tration.  Similarly,  Con¬ 
necticut-based  Dataease 
International,  Inc., 
with  an  overall  U.S.  pene¬ 
tration  of  3%,  has  a  10% 
penetration  in  Hartford, 
Conn.,  and  an  8%  pene¬ 
tration  in  nearby  Provi¬ 
dence,  R.I. 

Borland  Internation¬ 
al,  Inc.  has  released  “The 
World  of  C  +  + ,”  a  tuto¬ 
rial  on  C+  +  program¬ 
ming.  The  offering  con¬ 
sists  of  two  one-hour 
videotapes,  a  150-page 
workbook  and  a  disk  con¬ 
taining  sample  source 
code.  According  to  the 
Scotts  Valley,  Calif. - 
based  company,  the  new 
tutorial  is  intended  for  C 
programmers  who  want  to 
learn  C  +  + . 


Waiting  game  irks 
Ashton-Tate  users 


At  the  top 

In  the  corporate  PC  database  software  sector,  Ashton-Tate  and 
Borland  remain  the  dominant  figures 

Percent  of  market  share 

By  tota]  number  of  instaUed  packages  at  U.S.  sites 
with  500  or  more  employees 


Ashton-Tate 
Dbase  III/III+ 


Ashton-Tate 
Dbase  IV 


Borland  i 
Paradox  1 


40% 


30% 


20% 


10% 


0% 


June  '90 


December  '90 


June  '91 


BY  JAMES  DALY 

CW  STAFF 


In  light  of  their  firm’s  recent 
buyout  of  Ashton-Tate  Corp., 
Borland  International,  Inc.  offi¬ 
cials  are  working  hard  to  assure 
their  newly  adopted  customers 
that  investments  in  the  Ashton¬ 
Tate  product  line  are  safe.  But 
that  has  not  stopped  some  adopt¬ 
ees  from  looking  for  alternatives 
to  promised  products  that  they 
suspect  may  never  arrive. 

Particularly  antsy  are  Ash¬ 
ton-Tate  users  waiting  for  Dbase 
IV  Version  1.1  Professional 
Compiler,  used  to  port  Dbase  ap¬ 
plications  to  a  variety  of  proces¬ 
sors  and  operating  systems. 
Ashton-Tate  officials  have  been 
mum  about  an  arrival  date  since 
the  announcement  three  years 
ago,  and  users  are  frustrated. 

“I  need  it,  and  I’m  ready  for 
it,  and  I’m  wondering  how  long 
they  want  us  to  wait,”  said  Jack 
Bradford,  a  programmer  at  the 
Minnesota  Department  of  Natu¬ 
ral  Resources  in  Minneapolis. 

Continuation  promised 

Borland  Chairman  Philippe  Kahn 
has  said  Borland  will  keep  both 
Ashton-Tate’s  Dbase  and  Bor¬ 
land’s  Paradox  database  prod¬ 
ucts  alive  as  they  take  both  sets 
of  customers  to  a  new  genera¬ 
tion  of  software  by  means  of  an 
object-oriented  Dbase  compiler. 

However,  users  say  they  can¬ 
not  base  future  business  on  ven¬ 
dor  promises.  To  satisfy  compil¬ 
er  needs,  some  Dbase  customers 


have  turned  to  competitors’ 
products,  including  Fox  Soft¬ 
ware,  Inc.’s  Foxbase  and  Nan¬ 
tucket  Corp.’s  Clipper  5.0  appli¬ 
cations  development  system. 
Both  are  actually  interpreters 
but  can  perform  compiler  duties. 

“Ashton-Tate  was  not  fulfill¬ 
ing  our  compiler  need,  so  we 
went  over  to  Clipper  and  use  it 
constantly,”  said  Marlaine  Hoff¬ 
man,  a  programmer/analyst  at 
the  Erie  County  Central  Police 
Services  Department  in  Buffalo, 
N.Y. 

Particularly  restless  are 
those  who  hung  tough  with  Ash¬ 
ton-Tate  during  the  gap  be¬ 
tween  the  release  of  the  bug-lad¬ 
en  Dbase  IV  Version  1.0  three 
years  ago  and  and  the  improved 
Version  1.1  two  years  later. 
They  feel  the  company  has  not 


BY  ELLIS  BOOKER 

CW  STAFF 


WHITE  PLAINS,  N.Y.  —  The 
client/server  portion  of  IBM’s 
document  imaging  line  snapped 
into  place  two  weeks  ago  with 
the  announcement  of  Image- 
plus/2. 

IBM  already  sells  autono¬ 
mous  imaging  products  for  its 
mainframes  under  MVS/ESA 
and  its  midrange  IBM  Applica¬ 
tion  System/400.  Even  the  IBM 
RISC  System/6000  is  in  the 
game,  with  a  system  developed 


Source:  Computer  Intelligence/Infocorp 

done  a  good  job  of  clearing  the  air 
about  the  mysterious  compiler. 
“I’m  sticking  with  Ashton-Tate 
because  the  other  [products] 
miss  the  mark,  but  I  just  wish 


by  IBM  equity  partner  Image 
Business  Systems  Corp.  for 
IBM’s  AIX  Unix  operating 
system. 

Nevertheless,  the  arrival  of 
the  local-area  network-based 
client/server  system  is  signifi¬ 
cant  news,  according  to  analysts, 
who  said  it  reflects  trends  in  the 
market. 

“There  are  lots  of  mainframe 
and  minicomputer  [imaging]  sys¬ 
tems,  and  a  lot  of  Unix  . . .  but 
there  aren’t  that  many  PC  LAN- 
based  [systems],”  said  Data- 
quest,  Inc.  analyst  Pamela  Blis. 


CW  Chart:  Michael  Siggins 

they’d  be  a  little  more  forthcom¬ 
ing  with  information  about  it,” 
said  Bill  Colman,  IS  director  at 
the  North  Carolina  Department 
Continued  on  page  42 


Yet  the  middle  ground  occu¬ 
pied  by  the  LAN-based  solutions 
has  become  the  most  active  part 
of  the  marketplace  over  the  past 
18  months,  Blis  noted. 

Price  strategy 

Clearly  aware  of  this  wind,  IBM 
has  priced  Imageplus/2  quite 
competitively,  analysts  pointed 
out. 

Other  observers,  however, 
believe  there  is  still  plenty  of 
kick  in  IBM’s  existing  products 
—  particularly,  its  midrange- 
Continued  on  page  40 


IBM  imaging  gets  client/server  spin 


Micro  Focus  brings  370  Assembler  to  the  PC! 


The  Micro  Focus  370  Assembler  is  a  tool  which  helps  maximize  the 
productivity  of  both  the  mainframe  Assembler  programmer  as  well 
as  the  COBOL  programmer  whose  application  calls  Assembler 
subroutines. 

Micro  Focus  370  Assembler  allows  PC  development  and  main¬ 
tenance  of  host  based  Assembler  and  mixed  COBOL/  370  Assembler 
applications  when  used  with  Micro  Focus  COBOL/2  Workbench. 
The  full  featured  Assembler  programming  environment  includes: 


□ 

Macro  Processor 

□ 

Assembler 

MICRO  FOCUS® 

□ 

Linkage  Editor 

A  Better  Way  of  Programming"' 

□ 

Run  Time  Facility 

□ 

Interactive  Debugging  Facility 

^  Rapid  Macro  processing  and  Assemblies 

^  Reduced  Host  dependency  and 
turnaround 

*§r  Reduced  development  time 

k§=  Interactive  370  Assembler  debugging 

Support  for  the  full  IBM  370  and  370  XA 
instruction  set 

ns*  Reduced  mainframe  resource  utilization 


For  more  information  about  the  Micro  Focus  370  Assembler 
or  about  other  Micro  Focus  products  call  1-800-872-6265 
or  415-856-4161. 
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Doubt  has  an  office.  Anxiety  has  a  key  to  the 
Ambition  and  a  lunch  date  with  Paranoia.  And  me, 
our  PBX  works  as  consistently  as  the  tides.  And  just  as 
who  just  happens  to  be  passing  by  my  office  at  this 
That  ring  is  a  chorus  of  thousands  of  AT&T  workers 
was  a  peerless  decision. ...”  And  as  the  phone  rings 
residual  value  in  the  industry.  Its  ready  to  grow  like 
maintenance  program  unequaled. ...”  But  Blame 
looking  for  some  other  doorway  to  darken.  Just  as 
asking  me  if  I  had  lunch  plans. 

The  ATM  DEFINITE  Communications  System.  A  buying  decision  supported  by  thousands  of  telecommunications  experts.  For  more  information  or  a  free  copy  of  THE  AT&T  CATALOG,  i 


washroom.  Insecurity  has  a  stack  of  messages  from 
I’m  staring  at  my  telephone  celebrating  the  fact  that 
I’m  doing  this  my  phone  rings,  and  I  say  to  Blame, 
time,  I  say,  “Blame,  you  know  what  that  ring  is? 
reminding  me  that  buying  their  DefINITY®  System 
again  I  say,  “Blame,  this  system  has  the  highest 
flowers  in  springtime  and  is  supported  by  a 
didn't  hear  this  last  part,  as  he  was  down  the  hall 
well  though,  it  was  Advancement  on  the  phone 


call  1  800  247-1212,  Ext.  120.  In  Canada,  call  1  800  387-6100. 


=  AT&T 

r  The  right  choice. 


Everyone  who  uses  a  PC  ought  to  back 
up  regularly.  But  most  people  don’t 
back  up  at  all. 

In  fact,  if  the  people  in  your 
company  are  like  those  at  most 
other  companies,  about  the  only  way 
you’re  going  to  get  regular  backups 
out  of  them  is  to  do  it  without  them. 

Guess  what? 

Now  you  can. 

Now  you  can  set  up  fully 
automatic,  unattended  baclaips  for 
every  PC  in  the  house. 

What’s  more,  you  can  easily 
customize  the  nature  and  timing  of 
each  one  to  suit  your  requirements. 

And  transform  a  simple,  effective 
company-wide  backup  policy  from 
fantasy  into  fact. 

All  you  need  is  Fastback  Plus  3-0. 

The  latest  version  of  the  world’s 
most  popular  backup  software  comes 
complete  with  a  backup  policy  of  its 
own — in  the  form  of  pre-designed 
scheduling  templates  —  that  you  can 
adapt  with  our  unique  Macro  Editor. 

What  makes  our  Macro  Editor 
unique? 

It  uses  plain  English  commands. 
Which  means  you  can  actually  use  it. 

Using  Fastback  Plus  on  your  PCs  is 
very  much  like  using  Fastback  Plus 
for  the  Macintosh®— same  interface, 
same  functionality. 

Same  backups,  even. 

That’s  right.  You  can  actually 
restore  a  Mac  file  directly  onto  a  PC, 
and  vice  versa. 

Nobody  else  can  do  that. 

But  then,  nobody  else  can  back  up 
more  than  3MB  per  minute  on  an  AT. 
Or  up  to  10MB  per  minute  on  a  ’386. 

And  no  other  program  is  backed  up 
by  our  vaunted  24-hour  toll-free 
technical  support. 

There’s  more.  So  pick  up  the  phone. 
Dial  1-800-926-4289  ext.  55. 

And  tell  everyone  to  stand  back. 
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Mac/Windows  survey  bucks  market  trend 


BY  PATRICIA  KEEFE 

CW  STAFF 


Information  systems  managers 
and  users  consistently  preferred 
the  Macintosh  in  a  series  of  com¬ 
parisons  with  interface  rival 
Windows  3.0,  according  to  blind 
studies  sponsored  by  Apple. 

The  study  results  fly  in  the 
face  of  conventional  wisdom, 
which  finds  Apple  Computer, 
Inc.  more  often  than  not  at  a 
competitive  disadvantage.  In  the 
past,  Apple’s  graphical  user  in¬ 
terface  edge  was  seriously  dulled 


Source:  Diagnostic  Research,  Inc. 

by  its  inability  to  connect  with 
the  rest  of  the  organization.  Ap¬ 
ple  has  since  made  great  strides 
in  addressing  that  issue,  only  to 
lose  some  of  its  graphical  edge  to 
products  such  as  Microsoft 
Corp.’s  Windows  3.0  and  OS/2. 

What  the  market  shows 

“The  proof  is  in  the  market,”  ob¬ 
served  Jesse  Berst,  editor  of  the 
“Windows  Watcher”  newslet¬ 
ter,  noting  the  vast  installed  base 
of  IBM  and  compatible  hard¬ 
ware.  A  random  scan  of  Fortune 
1,000  companies  turned  up 
some  typical  scenarios  in  mixed 
shops:  800  Macintoshes  out  of 
1,600  personal  computers  at  a 
pharmaceuticals  concern;  200 
Macintoshes  out  of  1,500  PCs  at 
a  heavy-equipment  manufactur¬ 
er;  1,500  Macintoshes  out  of 


12,000  PCs  at  another  drug 
company;  and  1,000  Macin¬ 
toshes  out  of  20,000  PCs  at  a 
large  utility. 

Clearly,  Macintoshes  are  be¬ 
ing  bought,  but  even  Apple  ad¬ 
mits  it  needs  to  sell  more.  So 
why  aren’t  more  information 
systems  managers  buying  the 
Macintosh?  “It’s  more  expen¬ 
sive,  it’s  proprietary  in  an  open 
world,  and  the  software  won’t 
run  on  the  platforms  already  on 
the  desk,”  Berst  said. 

“The  cost  of  a  Mac  is  twice 
that  for  a  [similar  PC  setup],” 


CW  Chart:  Janell  Genovese 

said  Nancy  McSharry,  a  soft¬ 
ware  analyst  at  International 
Data  Corp.  in  San  Francisco. 

System  cost  was  not  offered 
as  an  attribute  for  comparison  in 
the  study,  although  training, 
support  and  installation  costs 
were  measured. 

The  studies  were  conducted 
by  Los  Angeles-based  Diagnos¬ 
tic  Research,  Inc.,  which  inter¬ 
viewed  150  IS  managers  who 
met  the  following  criteria:  Their 
companies  owned  at  least  five 
Macintosh  systems  and  five  Win¬ 
dows  3.0  systems,  they  were 
personally  involved  in  PC  equip¬ 
ment  purchase  decisions,  and 
they  were  sufficiently  familiar 
with  both  systems  to  evaluate 
their  performance.  Both  sys¬ 
tems  were  rated  on  a  number  of 
attributes  on  a  10-point  scale. 


In  a  separate  study,  400  busi¬ 
ness  users  who  were  regular 
Macintosh  or  Windows  3.0  users 
—  averaging  at  least  five  hours 
of  PC  use  per  week  and  having 
used  the  operating  system  for 
three  months  or  more  —  were 
also  queried. 

Mirrored  responses 

A  summary  of  the  overall  find¬ 
ings  among  IS  managers  were 
for  the  most  part  mirrored  by 
the  user  responses: 

•  Customer  satisfaction: 
“Significantly”  more  satisfac¬ 
tion  with  the  Macintosh  and  its 
overall  performance. 

•  Performance:  A  higher  rat¬ 
ing  for  the  Macintosh’s  ability  to 
run  many  different  applications, 
its  speed  and  the  quality  of  its 
printed  output. 

•  Productivity:  A  “clear  edge” 
given  to  Macintoshes  over  PCs 
running  Wmdows  3.0  for  user 
productivity,  ease  of  use  and 
ease  of  learning  basic  operations 
and  new  applications. 

•  Connectivity:  A  consensus 
that  it  is  easier  to  set  up  a  small, 
homogeneous  local-area  net¬ 
work  with  Macintoshes  than 
with  PCs  running  Windows  3.0 
and  that  users  require  “signifi¬ 
cantly  less”  time  to  learn  to  use  a 
Macintosh  network. 

•  Administration  costs:  The 
Macintosh  received  “superior” 
ratings  for  ease  of  installing  peri¬ 
pherals,  ease  of  installing  and 
configuring  new  software  and 
upgrading  system  software. 

•  Training  costs:  Training 
time  per  novice  Macintosh  user 
was  found  to  be  approximately 
half  that  required  for  Wmdows 
3.0  users.  Also,  training  costs 
per  se,  as  well  as  the  number  of 
hours  of  support  per  user  per 
month  and  installation  costs, 
were  said  to  be  lower  on  the 
Macintosh. 

Berst,  who  has  used  both  plat¬ 
forms,  quickly  spotted  several 
holes  besides  system  costs. 
“Look  at  the  questions  they  left 
out.” 

Most  glaring,  he  said,  was  the 
network  question.  Macintoshes 
come  with  built-in  network 


adapters  and  should  be  easier  to 
hook  together  into  a  small  LAN, 
albeit  with  slower  file  transfer 
times,  he  said.  But  “it’s  harder  to 
connect  up  with  the  rest  of  the 
company.”  This  issue  was  not 
addressed. 

Berst  also  maintained  that  re¬ 
cent  reviews  of  Macintosh  and 


BY  JAMES  DALY 

CW  STAFF 


LOS  GATOS,  Calif.  —  Caere 
Corp.  and  Hewlett-Packard  Co. 
have  paired  up  to  produce  an  op¬ 
tical  character  recognition 
(OCR)  software  and  hardware 
package  that  dramatically  im¬ 
proves  the  recognition  and  reso¬ 
lution  of  colored,  stained  and 
poor-quality  documents. 

The  combination  links 
Caere’s  upgraded  Omnipage 
Professional  2.0  OCR  applica¬ 
tion  with  HP’s  Accupage  tech¬ 
nology,  which  employs  an  auto¬ 
matic  intensity  setting  feature  to 
level  out  areas  of  wildly  dissimi¬ 
lar  contrast. 

There  is,  however,  a  catch: 
Omnipage  Professional  2.0  is 
now  available  for  use  only  with 
Microsoft  Corp.’s  Windows  envi¬ 
ronment,  and  it  must  be  used  in 
conjunction  with  HP’s  Scanjet 
IIC  scanner  to  take  advantage  of 
Accupage.  An  Apple  Computer, 
Inc.  Macintosh  version  is  ex¬ 
pected  by  the  fourth  quarter,  at 
which  time  HP  will  begin  to  li¬ 
cense  the  Accupage  technology 
to  other  third-party  OCR  soft¬ 
ware  vendors,  product  manager 
Ben  Walker  said. 

OCR  packages  have  become 
popular  because  of  their  ability 
to  “read”  nearly  any  form  of 
printed  text  or  graphic  and  con¬ 
vert  it  into  electronic  data,  which 
can  then  be  stored  and  displayed. 
For  example,  a  lawyer  can  scan  a 
contract  needing  revision  direct¬ 
ly  into  a  personal  computer  and 


Wmdows  versions  of  the  same 
application  have  often  rated  the 
Wmdows  program  better. 

Berst  and  McSharry  agreed 
that  the  Macintosh  still  main¬ 
tains  an  edge  in  ease  of  use, 
learning  and  installations  but 
added  that  the  gap  is  narrowing. 
Apple’s  user-friendliness  reputa¬ 
tion  took  a  hit  with  the  recent 
“painful”  release  of  System  7.0, 
which  has  left  crashed  programs 
in  its  wake,  Berst  said. 


edit  it  immediately  rather  than 
wait  for  the  document  to  be  re¬ 
typed.  A  scientist  collecting  in¬ 
formation  can  scan  a  magazine 
article  directly  into  a  database. 

Scanning  packages  signal  a 
new  era  of  productivity.  “I’m 
one  of  those  nuts  who  gets  up  at 
5:30  in  the  morning  and  starts 
building  databases,”  said  Bruce 
Logan,  who  publishes  several 
neighborhood  publications  out  of 
the  New  York  offices  of  TV 
Shopper,  Inc.  An  OCR  scanner 
“is  like  having  a  secretary  avail¬ 
able  at  the  crack  of  dawn.” 

In  addition  to  Accupage, 
Omnipage  Professional  2.0  pro¬ 
vides  added  graphics-  and  text¬ 
scanning  capabilities  though  an 
enhanced  gray-scale  editor.  The 
feature  creates  black-and-white 
line  art  and  continuous-tone  im¬ 
ages  with  up  to  256  shades  of 
gray.  The  software  also  offers  an 
improved  set  of  editing  tools,  in¬ 
cluding  a  spell  checker,  a  find/re¬ 
place  feature  and  a  text  editor. 

Omnipage  also  guards  against 
user  sloppiness  with  a  feature 
that  recognizes  if  a  document 
has  been  inserted  upside-down 
and  continues  scanning  an  entire 
page. 

The  suggested  retail  price  of 
Omnipage  Professional  2.0  is 
$995.  Omnipage  Professional 
1.0  users  may  receive  a  software 
upgrade  for  $100,  while  Omni¬ 
Page  386  owners  can  upgrade 
for  $150.  The  HP  Scanjet  IIC 
lists  for  $2,195  for  the  IBM  PC 
model  and  $1,995  for  the  Macin¬ 
tosh  version. 


Time  and  money 

IS  managers  say  that  Microsoft  Windows  systems  are  more  costly  than 
Apple  Macintoshes  in  terms  of  installation  costs  and  training  time 
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Caere  and  HP  pair  scanning 
technologies  under  Windows 


XDB:  DB2  Development  on  your  PC. 


it  Saves. 


Why  use  expensive  mainframe  CPU  cycles 
for  development  that  could  be  done  faster 
and  easier  on  the  PC?  XDB-workbench  lets 
you  develop  and  test  COBOL  programs  with 
embedded  SOL  on  your  PC. 


^WEEK 


"The  cost-benefit  ratio  is 
_ _ tremendous.  PC  develop¬ 
ment  platforms— as  opposed  to  the  main¬ 
frame-offer  consistent  and  rapid  response, 
and  richer  tools  for  testing." 

Jim  Craves,  Ford  Motor  Company 


it  Works. 


If  your  application  runs  on  XDB-Workbench 
it  will  run  on  DB2.  No  compromise.  No 
expensive  application  recoding  needed.  The 
XDB-Workbench  provides  complete  DB2 
functionality  on  your  PC. 


C0MPUIERW0RID  SSSSS5* 

error  codes,  data  types,  and  semantics,  XDB  is 
an  excellent  DBMS  for  developing  DB2  applica¬ 
tions  on  a  PC." 

Richard  Finkelstein,  Performance  Computing 


X06  Systems  me  1991  XDB  n  a  registered  trademark  of  XD6  Systems  me  062  is  a  trademark  of  BW  Corp  Other  product  names  are  trademarks  or  registered  trademarks  of  their  respective  holders  PC  week  June  12  1989  Computerwcnd  December  17  1999  DBMS  January  1990 


It's  Proven. 


Over  10,000  XDB-workbench  installations 
are  offloading  DB2  development  to  the  PC. 
It  works  perfectly  with  both  Micro  Focus 
COBOL/2  workbench  and  Realia  COBOL  for 
complete  DB2  application  development. 


HEMS 


"It  runs  on  the  mainframe 
just  like  it  did  in  the  PC 
environment." 

Earl  Hoskins,  AT&T  | 


So  get  off  your  mainframe 
and  put  XDB  on  your  PC. 
Call  301-317-6800 


/, 


xdb 


XDB  Systems,  Inc. 
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IBM 

FROM  PAGE  35 

based  image  solutions. 

At  the  300  or  so  Imageplus 
sites  IBM  claims  worldwide,  the 
AS/400  is  leading  MVS/ESA  in¬ 
stallations  three  to  one,  estimat¬ 
ed  Scott  C.  McCready,  director 
of  imaging  systems  at  IDC/ 
Avante. 

McCready  said  he  expects  the 
AS/400  to  be  by  far  the  biggest 
seller  next  year,  with  potential 
sales  of  400  to  500  systems. 

“It  won’t  be  until  ’93  that  the 
OS/2  Presentation  Manager 
combination  will  outsell  the 
AS/400,”  McCready  speculated. 

In  addition,  McCready  argued 
that  the  markets  for  the  two 
products  are  not  interchange¬ 
able.  Imaging  on  the  AS/400,  he 
said,  is  suitable  for  production 

More  about 
Imageplus 

Imageplus/2  rims  on  an 
IBM  Token  Ring  LAN 
with  PS/2  servers  (Models 
80,  90  and  95)  and  work¬ 
stations  (Models  70,  90 
and  95).  A  single  PS/2 
Model  80,  90  or  95  can 
also  be  configured  as  a 
stand-alone  Imageplus/2 
workstation. 

A  10-user  Imageplus/2 
LAN  that  includes  hard¬ 
ware,  software,  a  laser 
printer,  a  document  scan¬ 
ner  and  one  of  Eastman 
Kodak  Co.’s  optical  juke¬ 
boxes,  introduced  two 
weeks  ago,  will  cost  about 
$250,000,  IBM  said. 

Kodak  and  IBM  jointly 
developed  the  application 
programming  interfaces 
for  the  product,  which  in¬ 
cludes  a  work-flow  man¬ 
agement  system  for  auto¬ 
mating  the  routing  of 
digitized  paper  documents 
among  users. 

IBM  also  released  two 
new  models  of  its  3995 
Optical  Library  Data- 
servers.  New  optical  disc 
jukeboxes  use  5V4-in. 
write-once  read-many  car¬ 
tridges  and  can  store  94G 
and  20G  bytes,  respective¬ 
ly.  Kodak,  likewise,  intro¬ 
duced  an  optical  server, 
the  Kodak  Automated 
Disk  Library  Model 
560/IP.  It  provides  access 
to  a  maximum  of  32G 
bytes  of  data. 

Imageplus/2  will  be 
available  in  December. 
Server  software  for  either 
the  LAN  or  the  stand¬ 
alone  system  is  priced  at 
$10,000.  The  price  to  im¬ 
age-enable  a  LAN-at- 
tached  workstation  is 
$1 ,500  per  seat,  IBM  said. 


applications  such  as  insurance 
claim  form  processing  where  a 
process  is  image-enabled. 

By  comparison,  “the  direc¬ 
tion  of  OS/2  Presentation  Man¬ 
ager  is  much  more  of  a  project 
automation  tool,”  he  said.  The 
LAN  product,  not  surprisingly, 
will  find  its  way  into  work  group 
environments,  where  the  final 
product  is  a  document. 

Imageplus/2  runs  on  a  variety 


of  IBM  Personal  System/2s,  act¬ 
ing  as  servers  and  clients,  and 
under  OS/2  Extended  Edition 
and  Presentation  Manager.  It  is 
Systems  Application  Architec¬ 
ture  (SAA)-compliant,  and  IBM 
has  said  it  has  no  plans  to  bring 
forth  a  DOS  or  Microsoft  Corp. 
Windows  implementation. 

For  McCready,  this  emphasis 
on  OS/2  is  interesting,  suggest¬ 
ing  that  IBM  may  in  fact  use  im¬ 


aging  applications  as  the  wedge 
to  demonstrate  to  the  market 
what  it  believes  to  be  the  techni¬ 
cal  merits  of  OS/2  over  DOS  and 
Windows. 

Compatibility  issue 

What  about  connecting  the  var¬ 
ied  versions  of  Imageplus  that 
run  on  three  different  platforms? 
Currently,  the  point  is  moot  be¬ 
cause  the  imaging  systems  can¬ 


not  even  exchange  documents, 
much  less  leverage  their  compli¬ 
ance  with  SAA. 

IBM  has  stated  its  intention 
to  provide  document  exchange 
and  other  features  among  its 
platforms. 

McCready  said  he  expects  the 
gateways  within  six  months, 
sooner  than  IBM’s  typical  two- 
year  time  frame  for  “statement 
of  direction”  products. 


Probably  the  biggest  fear  in  buying  a  personal 
computer  is  that  technology  will  improve  right 
after  you  buy  it.  Well,  now  you  have  nothing  to  be 
afraid  of. 

Introducing  The  Tandon  Option.  Perhaps 
the  last  computer  you  will  ever  buy.  Because 
The  Option  not  only  keeps  up  with  current 
and  future  technologies,  it  creates  a  whole  new 
technology  of  its  own. 

The  Option  is  a  truly  modular  system.  We 
designed  the  processor  in  a  cartridge,  so  in  less 


than  a  minute  you  can  convert  your  286  into 
a  386SX,  486SX,  486,  even  a  ?86,  when  it 
debuts.  And  you  can  change  processors  as  often 
as  you  like. 

But  technology  doesn’t  stop  with  the  processor 
speed,  so  we  made  the  hard  drive  modular 
as  well.  And  with  40,  110,  200,  and  400  MB 
IDE  hard  drives  and  beyond,  you’ll  have  no 
shortage  of  options  to  choose  from. 

And  it  doesn’t  stop  there. 

The  mainboard  will  hold  up  to  32MB  of  RAM. 
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Push  for  quality  pulls  in  multimedia 


Torrington  Co.  ’s  information  kiosk  meant  to  enhance  communications 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


TORRINGTON,  Conn.  —  The 
Torrington  Co.,  a  $1  billion  divi¬ 
sion  of  worldwide  Ingersoll- 
Rand  Co.,  decided  that  as  part  of 


its  internal  total  quality  manage¬ 
ment  program,  it  needed  to  im¬ 
prove  internal  communications. 
It  did  not  expect  to  use  a  multi- 
media  kiosk,  but  the  project  is 
now  in  pilot  stage  and  will  go  live 
division  wide  if  it  works. 


After  Torrington  manage¬ 
ment  asked  the  information  sys¬ 
tems  department  to  participate 
in  the  communications  project  in 
early  1990,  IS  proceeded  to  de¬ 
velop  an  application  that  dis¬ 
played  company  missives,  such 


as  updates  on  health  benefits,  on 
an  IBM  mainframe.  But,  said  En¬ 
rique  Crespo  Jr.,  Torrington’s 
corporate  manager  of  end-user 
computing,  “they  didn’t  use  it. 

“It  was  a  good  application  and 
successful  for  mainframe  users, 
but  we  wanted  to  communicate 
information  to  everyone  who 
didn’t  have  a  computer  in  the 
company,”  Crespo  said.  Non¬ 
mainframe  users  were  perplexed 


by  references  to  mainframe- 
specific  keys. 

Also,  Torrington  wanted  to 
reach  employees  who  do  not  use 
computers. 

New  beginning 

Torrington’s  IS  department 
went  back  to  the  drawing  board 
and  polled  a  dozen  or  so  users  on 
what  they  would  like  to  see  in  a 
system. 

The  users  specified  user- 
friendliness  as  their  main  objec¬ 
tive,  so  Torrington  decided  to 
try  a  multimedia  application  cen¬ 
tered  on  an  Apple  Computer, 
Inc.  Macintosh  II  with  8M  bytes 
of  random-access  memory  and  a 
60M-byte  hard  disk  drive. 

To  create  an  application  that 
allowed  people  to  touch  buttons 
on  the  screen  to  get  information, 
Torrington  programmers  built 
the  Torrington  Employee  An¬ 
nouncement  Package  (TEAP) 
using  Macromind,  Inc.’s  Direc¬ 
tor  package  and  developed  a  ki¬ 
osk-type  product  with  sound  and 
video  to  accompany  text.  TEAP 
has  color  and  uses  both  voice  and 
music.  The  device  currently 
does  not  use  a  compact  disc/ 
read-only  memory  drive. 

Torrington  piloted  the  single 


V 


This  is  the  one  after  that. 


And  because  the  disk  controllers,  I/O  interface, 
and  VGA  ports  are  built  into  the  mainboard,  there 
are  7  expansion  slots  available. 

Of  the  4  drive  bays,  3  are  accessible  from  the 
front  of  the  computer.  And  the  system  has  2  serial 
ports  and  one  parallel  port.  All  in  a  compact 
slimline  case. 

In  other  words,  The  Tandon  Option  is  a  system 
that  offers  you  all  the  technology  of  today,  and  the 
option  of  all  the  technology  of  tomorrow. 

There  now,  that  ought  to  hold  you  for  a  while. 


Tb  ORDER  DIRECT  OR 
FOR  YOUR  NEAREST  DEALER.  CALL: 

800-800-8850 

FAX  805-529-8408 


OPTION 

1  art  don 


USERS 

SPECIFIED 
user-friend¬ 
liness  as  their  main 
objective,  so 
Torrington  decided  to 
try  a  multimedia 
application. 


application  in  late  May  and  has 
moved  the  kiosk  into  different 
areas  in  its  headquarters  facili¬ 
ties  since  then.  Early  results  are 
encouraging,  Crespo  said. 

“It  enhances  our  communica¬ 
tion  abilities  within  the  compa¬ 
ny,  and  I  don’t  think  we  have  be¬ 
gun  to  scratch  the  surface,”  he 
said. 

User  approved 

More  importantly,  noncomputer 
users  who  have  seen  it  approve 
of  the  package’s  direction. 

“People  like  it.  The  big  thing 
is  figuring  out  how  to  keep  it  up 
to  date,”  Crespo  said. 

Ideally,  Torrington  will  tie 
the  multimedia  application  into 
its  mainframes  to  make  for  easy 
updating  of  information.  Cur¬ 
rently,  updating  any  part  of  the 
program  involves  going  in  and 
changing  the  information  by 
hand. 

For  now,  “there’s  a  lot  of  re¬ 
fining  we  have  to  do,”  Crespo 
said.  The  kiosk  is  back  in  IS, 
where  programmers  are  fixing 
bugs  and  adding  some  functions 
to  the  application. 

Crespo  said  it  was  unclear 
when,  or  whether,  Torrington 
would  roll  out  the  package  com¬ 
panywide. 
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Memory  manager  spells  relief  for  ‘RAM  cram’ 


BY  CHRISTOPHER  LINDQUIST 

CW  STAFF 


Losing  your  memory  is  a  terrible  thing, 
but  as  application  memory  requirements 
grow,  memory  restrictions  —  or  “RAM 
cram”  —  continue  to  plague  users. 

Network  drivers,  terminate-and-stay- 
resident  (TSR)  utilities  and  device  drivers 


cording  to  users. 

DMC  enhances  MS-DOS  5.0’s  memo¬ 
ry-freeing  capabilities  by  allowing  users 
to  load  and  unload  programs  from  conven¬ 
tional  —  up  to  640K  bytes  —  and  high  — 
640K  to  1M  bytes  —  memory  without  re¬ 
booting.  This  lets  users  load  memory-res¬ 
ident  programs  only  when  they  are  need¬ 
ed  and  remove  them  afterwards,  freeing 


portation  and  Highways  Engineering  Sys¬ 
tems.  He  added  that  the  program  can  be 
launched  from  batch  files  in  a  menuing 
system,  which  makes  it  convenient  to  use 
on  some  200  systems  in  his  department. 

The  sentiment  was  echoed  by  others. 
Paula  Wilson,  owner  of  consultancy  Paula 
Wilson  Associates  in  Morgan  Hill,  Calif., 
said  she  found  a  use  for  DMC  in  circum- 


DMC  can  remove  programs  in  two 
ways:  Programs  can  be  loaded  with  a  sub 
2K-byte  “bookmark,”  or  users  can  run 
RTSR,  a  utility  that  converts  device  driv¬ 
ers  and  TSRs  into  removable  TSRs. 

The  product  includes  RTSR;  a  point- 
and-click  interface;  Dynamic  Memory 
Map,  a  memory  diagnostic  tool;  and  a  full¬ 
screen  text  editor.  It  sells  for  $79.95. 

Database  traits 
move  to  CIM 

BY  KIM  S.  NASH 

CW  STAFF 


often  must  be  loaded  at  once  to  avoid 
time-consuming  reconfigurations  and  re¬ 
boots.  Dynamic  Memory  Control  (DMC), 
a  memory  management  product  from  Ad- 
lersparre  &  Associates  Consulting,  Inc.  in 
Victoria,  British  Columbia,  provides  a 
powerful  way  to  get  a  grip  on  memory,  ac- 


memory  for  other  applications. 

“I  can  dynamically  on  the  fly  load  a 
RAM  drive  in  the  batch  file  and  kick  it  out 
when  I  come  back  and  give  that  memory 
back  to  the  machine,”  said  A1 
Szczawinski,  senior  systems  technician  at 
the  British  Columbia  Ministry  of  Trans¬ 


venting  incompatibilities  between  a  piece 
of  hardware  and  memory-resident  soft¬ 
ware.  When  the  offending  board  is  called 
into  use,  all  resident  programs  are  re¬ 
moved.  “Using  DMC,  you  can  load  things 
and  then  unload  things,  and  it’s  totally 
transparent  to  the  end  user,”  she  said. 


The  IBM  LaserPrinter. 


Other  than  being 
25$  faster, 

with  a  smaller  footprint, 
and  powerful  options  like 
3  paper  input  sources, 

3 Si  times  the  paper  capacity, 
5  times  the  envelope  capacity, 
and  automatic  collating, 
it’s  a  lot  like  the 
HP  LaserJet  m. 


There  are  lots  of  features  that  distinguish  us  from  our  competition. 

See  the  IBM  LaserPrinter  at  your  dealer,  soon.  You  may  find  the  price  to  be  the  most  distinctive 
feature  of  all.  For  the  dealer  nearest  you,  call  1  800  IBM-2468,  ext.  874. 


Suddenly,  nothing  else  measures  up. 


A  product  of  Lexmark. 


^  are  manufactured  and  Ostnbuted  t>y  Lexmark  International.  Inc  under  fccense  from  International  Busatess  Macfxnes  Corporation  BM  ts  a  registered 

trademark  o i  International  Busmens  Mactaes  Corporation  HP  and  LaserJet  ■  are  registered  trademarks  o#  Hewlett-Packard  Corporation  £.1991  Lexmark  International.  Inc 


TUCSON,  Ariz.  —  Manufacturing  firms 
using  Sybase,  Inc.’s  flagship  relational  da¬ 
tabase  can  give  shop  floor  users  access  to 
such  Sybase  features  as  client/server  ar¬ 
chitecture  and  high-performance  on-line 
transaction  processing  with  a  new  manu¬ 
facturing  package  from  Interactive  Infor¬ 
mation  Systems,  Inc. 

The  18-year-old  company,  based  here, 
recently  announced  CIIM  on  Sybase,  a 
computer-integrated  manufacturing  ap¬ 
plication  built  with  Sybase  SQL  Server 
development  tools.  The  package,  priced 
between  $25,000  and  $800,000,  runs  on 
Unix,  DOS  and  OS/2  platforms. 

CIIM  stands  for  computer  interactive 
integrated  manufacturing,  a  kind  of  manu¬ 
facturing  software  that  is  more  advanced 
than  traditional  MRPII  applications,  said 
Jay  Sheridan,  vice  president  of  marketing 
at  the  company. 

Because  the  company  built  CIIM  on 
Sybase  with  Sybase  development  tools, 
the  program  is  reportedly  fully  integrated 
with  Sybase  SQL  Server.  Other  manufac¬ 
turing  packages  that  link  to  databases  do 
so  through  a  tacked-on  interface,  which 
does  not  let  the  packages  take  full  advan¬ 
tage  of  database  features,  Sheridan  said. 

“The  other  products  aren’t  as  in  sync 
with  the  database  because  they  have  to  go 
through  that  gateway,”  he  explained. 

CIIM  on  Sybase,  available  now,  is  simi¬ 
lar  to  CIIM  on  Oracle,  which  was  intro¬ 
duced  in  1986. 


Ashton-Tate 

CONTINUED  FROM  PAGE  35 

of  Agriculture  in  Raleigh,  N.C. 

Ashton-Tate  officials  have  been  mum 
as  to  the  reason  for  the  holdup,  but  some 
users  had  been  told  that  early  Microsoft 
Corp.  software  libraries  originally  target¬ 
ed  for  the  compiler  were  later  scrapped 
for  libraries  of  Ashton-Tate’s  design. 

Competitors  are  using  the  delivery 
schedule  uncertainties  to  drum  up  sales. 
Nantucket  President  Larry  Heimen- 
dinger  said  he  is  targeting  a  massive  ad 
campaign  at  Dbase  users  who  use  the 
product  for  an  applications  development 
environment,  something  Clipper  is  de¬ 
signed  specifically  for.  Although  he  said 
these  customers  account  for  only  about 
25%  of  all  Dbase  users,  that  number  could 
still  be  significant:  International  Data 
Corp.  estimates  that  there  are  approxi¬ 
mately  3.5  million  Dbase  users  —  about 
47%  of  the  total  database  market. 

Dave  Fulton,  president  of  Perrysburg, 
Ohio-based  Fox  Software,  is  also  planning 
an  offensive.  “You  can’t  let  an  opportuni¬ 
ty  like  this  go  by,”  he  said. 
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System  7.0:  Features  make  it  worth  the  wait 


Apple’s  System  7.0 
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Reviewer  evaluations  are  excerpts  from  articles.  Refer  to  actual  reviews  for  details.  User  and  analyst  ratings  are  based  on  telephone  survey. 
*Infoworld  score  based  on  l-to-10  ratings.  NC:  No  comment 


Technology  Analysis  —  A  roundup 
of  expert  opinions  about  new  prod¬ 
ucts.  Summary  written  by  New 
Products  Writer  Derek  Slater. 


Apple  Computer,  Inc.  reported  third-quarter  net  sales  of  $1.5  billion,  compared  with  $1.36  billion  for  the  same  period 
last  year.  The  company  reported  a  $53  million  net  loss  for  the  quarter,  compared  with  $119.7  million  net  income  last 
year.  The  loss  resulted  from  a  onetime  charge  of  $224  million  for  restructuring,  cost  reduction  and  other  activities. 
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Memory  management:  The  ad¬ 
dition  of  virtual  memory  capabilities  is 
more  a  necessity  than  a  luxury,  re¬ 
viewers  said,  because  of  System  7.0’s 
high  resource  requirements. 

Those  Macintosh  systems  with 
Motorola,  Inc.  68020  processors  will 
need  to  add  a  “Page  Memory  Manage¬ 
ment  Unit”  to  take  advantage  of  vir¬ 
tual  memory,  according  to  Infoworld. 
Compatibility:  Most  major  Macin¬ 
tosh  applications  run  under  System 
7.0  with  no  problem.  Some  fiddling 
with  file  configuration  may  be  neces¬ 
sary,  though,  and  both  the  Balloon 
Help  feature  and  Apple  Events  com¬ 
munications  require  applications  that 
are  System  7.0-sawy. 
Documentation:  Comprehensive 
manuals  are  included,  as  are  pam¬ 
phlets  on  how  to  install  the  system 
and  work  with  its  new  features.  Hy¬ 
perCard  tutorial  stacks  are  also 
shipped  with  System  7.0. 

Service  and  support:  Infoworld 
rated  Apple’s  toll-free  support  as  very 
good,  noting  that  technicians  were 
“knowledgeable  and  friendly.”  Live 
technical  assistance  is  available  from 
6  a.m.  to  5  p.m.  PST.  Recorded  sup¬ 
port  is  available  24  hours  a  day  and  is 
toll-free  for  the  first  90  days  after 
purchase. 

Value:  System  7.0  will  be  bundled 
with  all  new  Macintoshes.  A  single- 
user  upgrade  from  previous  versions 
of  Apple’s  system  software  costs 
$99;  group  kits  are  also  available. 

Because  of  its  ease  of  use,  memory 
and  file-sharing  features,  System  7.0 
can  dramatically  enhance  productivi¬ 
ty  on  the  Macintosh,  reviewers  said. 


Apple  Computer,  Inc.’s  Sys¬ 
tem  7.0  operating  system 
software  is  available  at  long 
last,  and,  according  to  re¬ 
viewers,  the  result  is  worth 
the  wait.  The  consensus  of  reviewers 
is  that  System  7.0  fulfills  the  indus¬ 
try’s  high  expectations. 

Key  additions  to  previous  capabili¬ 
ties  include  the  following:  Truetype 
font  support,  virtual  memory,  file 
sharing  and  multitasking.  “Apple 
Events,”  which  allows  applications  to 
share  data  by  “requesting”  data  from 
one  another,  is  another  welcome  fea¬ 
ture.  System  7.0  also  offers  enhanced 
networking  capabilities. 

Ease  of  use:  Intuitiveness  has  al¬ 
ways  been  a  selling  point  for  the  Mac¬ 
intosh,  but  System  7.0  makes  the  ma¬ 
chine’s  operation  even  easier. 
“Balloon  Help,”  for  those  applications 
that  support  it,  tags  any  desired  ob¬ 
ject  on  screen  with  a  comic  book-style 


“balloon”  full  of  information  on  how 
to  use  that  object. 

File  management:  File  selection 
is  easy  and  consistent,  regardless  of 
whether  users  are  working  in  Multi¬ 
finder  or  within  an  application,  ac¬ 
cording  to  Byte. 

The  “File  Share”  facility  lets  users 
exchange  files  and  folders  in  a  simple, 
effective  peer  arrangement.  A  more 
complex  method  of  sharing  files  is  the 
“Publish  and  Subscribe”  feature, 
which  automatically  updates  linked  or 
duplicate  files  when  a  key  file  is  al¬ 
tered.  Like  Balloon  Help,  Publish  and 
Subscribe  requires  specific  applica¬ 
tion  support. 
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Apple’s  System  7.0  offers  new  additions  such  as  Truetype  font  support, 
virtual  memory,  file  sharing  and  multitasking  capabilities 


Apple 

responds 

Comments  from  Steve  Gold¬ 
berg,  product  marketing  man¬ 
ager: 

Memory  management: 

Macintosh  users  tend  to  run  a 
couple  of  big  applications:  a 
graphics  program  and  a  word 
processor,  for  example.  If  they 
try  to  do  too  much  in  a  limited 
amount  of  memory,  then  they 
aren’t  going  to  be  happy  users. 
I’d  tell  them  to  buy  some  more 
[random-access  memory]. 

Overall,  we’re  very  happy 
with  the  size  of  System  7.0.  It 
does  take  up  about  4M  bytes  of 
disk  space,  but  hard  disk  space 
is  less  precious  than  RAM,  so 
that  was  less  of  a  priority. 
Compatibility:  What  I  have 
seen  and  heard  from  customers 
is  that  compatibility  is  very 
high.  Most  major  applications 
work. 

What  you  will  be  seeing  soon 
is  a  7.01  release  to  support  the 
new  hardware  that  has  been  ru¬ 
mored. 

Value:  We’re  not  trying  to 
hammer  a  lot  of  utilities  into 
the  program.  We  try  for  the  so¬ 
lution  that  will  please  80%  of 
the  users  and  leave  the  real 
niche  stuff  to  third-party  devel¬ 
opers. 


NEXT  WEEK 

►  Flash  your  panache!  Pre¬ 
sentation  graphics  software 
coverage  begins  with  analysis 
of  IBM’s  Hollywood  and  Micro¬ 
soft  Corp.’s  Pbwerpoint. 
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At  SunSoft,  we’re  there. 


Introducing  Solaris.™ 

Why  wait  for  some  yet-to-be-delivered  UNIX  knock-off  where 
networking  is  an  afterthought?  New  Technology  is  shipping  today.  It 
has  a  name:  Solaris.  The  industry’s  only  shrink-wrapped  distributed 
computing  solution. 


The  Solaris  CD  puts  distributed  computing  on  the  world's  most  popular  RISC  and  CISC  platforms. 

The  Killer  Environment 

The  1980s  was  the  decade  of  the  killer  application.  The  1990s  is  the 
decade  of  the  killer  environment.  Solaris  2.0.  Based  on  SunOS,  the 
most  widely  used  32-bit  operating  system,  it  incorporates  UNIX  SVR4 
and  adds  symmetric  multiprocessing  and  multithreading  to  turbo¬ 
charge  mission  critical  applications.  And  with  Solaris  ONC,  the 
network  is  the  computer.  More  than  one  million  users  have 
experienced  the  power  of  connecting  to  any  computer — IBM,  Apple, 
DEC,  HP. 

But  Solaris  doesn’t  stop  there.  It  integrates  the  robust  OpenWindows 
development  platform.  Empowering  developers  to  create  tomorrow’s 
distributed  applications  today.  Allowing  applications  to  interoperate — 
whether  they  are  in  the  office  next  door  or  across  the  continent.  Our 
present  is  their  future.  And  our  future  is  yours  today.  Solaris  integrates 
an  extraordinarily  powerful  framework  for  tomorrow’s  technologies 
that  we  call  Project  DOE — Distributed  Objects  Everywhere.  A  path  that 
painlessly  brings  you  to  the  future  of  computing.  With  Solaris,  objects 
are  closer  than  they  appear. 


So  easy,  it  can't  be  UNIX. 

Solaris:  SVR4. 32-bit.  Symmetric  multiprocessing.  Multithreading. 
Multitasking.  Multivendor  connectivity.  Virtual  memory.  Application 
interoperability.  Distributed  objects.  Imagine  this  power.  Uniting  the 
world’s  most  popular  SPARC  and  now  80x86  computers.  Imagine 
being  able  to  access  it — simply. 

Imagine  no  more.  Solaris  puts  all  network  resources  at  your  fingertips 
graphically  through  the  3D  OPEN  LOOK  desktop  metaphor.  Magnified 
Help — on-line  context-sensitive  hypertext  documentation —  acts  as 
your  personal  tutor.  And  Solaris  adds  DeskSet,  a  suite  of  15  workgroup 
productivity  applications  including  Multimedia  Mail  with  integrated 
voice  and  video  capabilities  and  Workgroup  Calendar  which  links 
groups  and  schedules  across  the  world. 

What’s  more,  Solaris  has  all  your  favorite  applications.  Lotus  1-2-3, 
Ashton-Tate  dBase,  WordPerfect,  Ventura  Publisher.  More  compatible 
solutions  than  any  other  32-bit  environment.  More  than  3600  in  all. 


Solaris  combines  3D  OPEN  LOOK  with  your  favorite  applications. 

To  get  there,  start  here. 

A  lot  of  companies  talk  about  making  distributed  computing  reality. 
Still  more  only  dream  about  it.  But  at  SunSoft,  we’ve  made  it  happen. 
So  if  you  want  to  hear  where  distributed  computing  is  going  in  the 
90s,  talk  to  some  other  manufacturers.  But  if  you  want  to  see  where  it 
is,  call  us.  1-800-227-9227 

Because  we’re  there. 

^SunSoft 

A  Sun  Microsystems  Company 
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NEW  PRODUCTS 


Software  utilities 


Softac  Corp.  has  created  K-U-I  (Key¬ 
board  User  Interface),  a  keyboard  utility 
for  Microsoft  Corp.’s  Windows  3.0. 

K-U-I  gives  users  keyboard  control  of 
Windows  3.0  via  hot  keys,  application 
aliases  and  a  command-line  interface. 

The  product  costs  $99.99. 

Softac 

23  Sunset  Road 
Winchester,  Mass.  01890 
(617)721-1010 

Funk  Software,  Inc.  has  announced  the 
availability  of  Formula  Editor  Version 
1.1,  an  add-in  utility  for  Lotus  Develop¬ 
ment  Corp.’s  1-2-3  spreadsheet. 

Formula  Editor  ($99.95)  writes,  edits 
and  debugs  formulas  in  spreadsheets  un¬ 
der  Releases  2  through  2.3  of  1-2-3. 

Funk  Software 
222  Third  St. 

Cambridge,  Mass.  02142 
(617)497-6339 

Xtree  Co.  has  announced  Version  2.5  of 
Xtreegold. 

The  hard  disk  management  utility  in¬ 
cludes  viewers  for  13  graphics  file  for¬ 
mats  with  256-color  support.  Other  en¬ 
hancements  are  speed  searches,  allowing 
the  user  to  jump  directly  to  a  specified  file 
or  directory  on  the  disk,  and  new  short¬ 
cuts  at  the  command  line. 

Pricing  is  set  at  $149.  Upgrades  cost 


$25,  including  shipping. 

The  company  has  also  announced  Viru- 
safe,  a  product  designed  to  eliminate 
known  and  unknown  viruses.  Virusafe 
costs  $99  or  $49.95  for  Xtreegold  users. 
Xtree 

4330  Santa  Fe  Road 

San  Luis  Obispo,  Calif.  93401 

(805)  541-0604 

Intex  Solutions,  Inc.  has  created  a  set  of 
templates  for  personal  computer-based 
spreadsheets. 

CFO  Spreadsheet  Applications  are 
compatible  with  spreadsheet  programs 
from  Lotus  Development  Corp.,  Micro¬ 
soft  Corp.  and  Borland  International,  Inc. 
The  four  modules  included  are  Cash  Man¬ 
agement,  Tax  Strategies,  Capital  Budget¬ 
ing  and  Advanced  Topics,  with  six  tem¬ 
plates  in  each  module.  They  are  designed 
to  assist  the  user  in  making  financial  deci¬ 
sions  quickly,  according  to  the  company. 

The  set  costs  $299.95  or  $99.95  per 
module. 

Intex  Solutions 
35  Highland  Circle 
Needham,  Mass.  02194 
(617)  449-6222 

Cadman  Corp.  has  upgraded  its  View¬ 
port-!-  software  package. 

Viewport-!-  Release  3.0  allows  users 
of  computer-aided  design  (CAD)  software 
to  view  customizable  CAD  drawings  in  a 
few  seconds,  the  company  said. 

It  also  adds  the  ability  to  view  scanned 


images  and  overlay  drawings  on  top  of  one 
another. 

The  price  ranges  from  $595  to  $795. 
Cadman 
Suite  215 

223  E.  Thousand  Oaks  Blvd. 
Thousand  Oaks,  Calif.  91360 
(805)371-0424 


Systems 

Falco  Data  Products,  Inc.  has  designed 
the  GT486/40,  a  small-footprint  graphics 
workstation. 

The  GT486/40  is  based  on  the  Intel 
Corp.  I486  processor,  boosted  from  33- 
MHz  to  40-MHz  clock  speed  with  a  pro¬ 
prietary  cooling  design.  It  will  be  upgra¬ 
dable  to  a  50-MHz  chip  upon  availability. 

The  base  configuration  offers  a  1,024- 
by  768-pixel  resolution  display,  1M  byte 
of  random-access  memory,  a  105M-byte 
hard  drive  and  256K  bytes  of  system 
cache.  It  is  priced  at  $2,909. 

Falco  Data  Products 
440  Potrero  Ave. 

Sunnyvale,  Calif.  94086 
(408)745-7123 

Tatung  Science  and  Technology,  Inc.,  a 
subsidiary  of  Tatung,  Inc.,  has  announced 
a  color  workstation  based  on  Scalable 
Processor  Architecture  technology. 

The  Micro  Compstation  20  offers  a  15- 
in.  color  monitor,  a  207M-byte  hard  drive 
and  8M  bytes  of  random-access  memory. 

It  is  priced  at  $4,990.  A  low-end  disk¬ 
less  model  is  also  available. 

Tatung  Science  and  Technology 
2060  Ringwood  Ave. 

San  Jose,  Calif.  95131 
(408)435-0140 


Software  applications 
packages 

Pyramid  Data,  Inc.  has  created  Power- 
leads,  a  contact  management  package  for 
Microsoft  Corp.’s  Windows  3.0. 

Powerleads  ($295)  integrates  a  rela¬ 
tional  database  for  tracking  clients  and 
calls,  the  company  said.  It  supports  Win¬ 
dows  3.0’s  Dynamic  Data  Exchange  for 
mail  merges  to  word  processors  from  Mi¬ 
crosoft  and  Lotus  Development  Corp. 
Pyramid  Data 
Suite  100 

1000  E.  William  St. 

Carson  City,  Nev.  89701 
(415)  726-1722 

Datasel  Software,  Inc.  has  announced  a 
contact  management  software  package, 
Datasel  Gold,  for  DOS  users. 

The  product  includes  a  reminder  func¬ 
tion  for  important  dates  and  phone  calls, 
as  well  as  automatic  dialing,  mailing  label 
creation,  duplication  checking  and  a  cus¬ 
tomizable  report  generator. 

Introductory  pricing,  which  is  available 
through  the  end  of  the  year,  is  $179. 
Datasel  Software 
Suite  260 

12780  High  Bluff  Drive 
San  Diego,  Calif.  92130 
(619)  793-2950 


Peripherals 

Philips  Consumer  Electronics  Co.  has  an¬ 
nounced  a  compact  disc/read-only  memo¬ 
ry  (CD-ROM)  device  that  combines  the 
ability  to  serve  as  a  CD-ROM  drive  for  a 
personal  computer  with  the  ability  to 
function  as  a  stand-alone  CD-ROM  audio 
player.  The  product,  released  as  the  Mag- 


navox  CDD461RS,  costs  $549  including 
bundled  software  and  interface  card. 

Philips  Consumer  Electronics 
One  Philips  Drive 
Knoxville,  Tenn.  37914 
(615)475-8869 

Radius,  Inc.  has  introduced  a  dual-orien¬ 
tation  display  for  personal  computers. 

The  Full-Page  Pivot  display,  combined 
with  the  SVGA  Multiview  adapter  card, 
can  be  rotated  90  degrees  for  both  verti¬ 
cal  and  horizontal  display  capability.  Res¬ 
olution  is  up  to  1,024  by  768  pixels,  with 
up  to  107Hz  refresh  rates,  256  colors  and 
0.28mm  dot  pitch.  The  SVGA  Multiview 
card  also  supports  IBM  Video  Graphics 
Array  multifrequency  displays. 

The  display  costs  $1,249,  and  the  card 
is  priced  at  $449. 

Radius 

1710  Fortune  Drive 
San  Jose,  Calif.  95131 
(408)434-1010 

Bell  Computer  Systems  has  announced 
the  Freedom  VGA,  an  IBM  Video  Graph¬ 
ics  Array  adapter  card  for  high-perfor¬ 
mance  video  applications. 

The  card  includes  1M  byte  of  random- 
access  memory  and  costs  $249.  Accord¬ 
ing  to  the  company,  it  is  the  fastest  VGA 
adapter  card  available. 

Bell  Computer  Systems 
6615  Valjean  Ave. 

Van  Nuys,  Calif.  91406 
(818)  909-3501 

Acumen  Computer  Systems,  Inc.  has  an¬ 
nounced  a  caching  controller  for  personal 
computers  running  disk-intensive  applica¬ 
tions.  The  Acucache  offers  16-bit  read 
and  write  caching.  It  includes  512K  bytes 
of  memory,  expandable  to  16M  bytes. 
Data  transfer  is  performed  at  3.3M  byte/ 
sec. 

The  card  costs  $895. 

Acumen  Computer  Systems 
12116  Severn  Way 
Riverside,  Calif.  92503 
(714)371-2992 


Development  tools 

Watcom  Group,  Inc.  has  begun  shipping 
its  C8. 5/386  Optimizing  Compiler  and 
Tools. 

The  32-bit  development  system  for 
DOS  and  Microsoft  Corp.’s  Windows  3.0 
features  a  royalty-free  32-bit  DOS  ex¬ 
tender.  A  development  kit  for  true  32-bit 
Windows  applications  and  dynamic  link  li¬ 
braries  is  also  included.  The  product  sup¬ 
ports  a  range  of  Intel  Corp.  processor- 
based  environments,  including  Windows 
and  32-bit  DOS  extenders. 

The  compiler  costs  $995.  A  limited¬ 
time  introductory  price  of  $795  is  offered. 
Watcom 
415  Phillip  St. 

Waterloo,  Ontario,  N2L  3X2 
(519)  886-3700 

Bytel  Corp.  has  released  Version  3.0  of 
Genifer. 

Genifer  ($395)  is  a  template-driven  ap¬ 
plications  generator  for  Ashton-Tate 
Corp.’s  Dbase.  Version  3.0  offers  a  new 
user  interface  with  windowing  capabili¬ 
ties,  a  built-in  screen  editor  and  support 
for  Nantucket  Corp.’s  Clipper  5.01  devel¬ 
opment  environment. 

Bytel 

1029  Solano  Ave. 

Berkeley,  Calif.  94706 
(415)527-1157 


NATIVE  AS400 

The  elusive  quality  sought  for  CICS  conversions 
can  be  yours  when  we 

CONVERT 

your 

CICS  COBOL 
NATIVE  AS400 

The  IBS  Neosynetics  conversion  case  tool  will  automatically: 
•  Convert  your  COBOL  source  code 

■  Create  external  DDS  definitions  for  screens  and 
data  bases. 

The  benefits  you  realize  are: 

■  Use  AS400  utilities  to  maintain  programs,  screens 
and  data  bases 

■  No  proprietary  run  time  modules  are  required. 

COMPLEX  PROBLEMS,  SIMPLE  SOLUTIONS 


IBS  NEOSYNETICS 


2625  Butterfield  Road,  Oakbrook,  IL  6052 


708/571-9100 

Office 


708/571-0723 

Fax 
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HAVING  A  DRASTIC  REACTION  TO 
BORLAND'S  ACQUISITION  OF  ASHTON-lAlE 


If  you're  disgusted  and  confused 
about  the  future  of  dBASE®  and  your 
hard-won  expertise,  we  aren’t 
surprised.  But  there's  no  need  to 
desert  the  herd.  Clipper*  5.0  meets 
your  dBASE  development  needs 
today,  with  a  clear  strategy  for 
expanding  your  capabilities  in  the 
years  to  come. 


Clipper  5.0  compiles  Clipper  and 
dBASE  code  today,  while  offering  a 
robust,  extensible  language  that 
builds  on  what  you  already  know.  Plus, 
you  get  big  bonuses  like  a  break¬ 
through  virtual  memory  manager, 
wide-open  architecture,  high- 
performance  networking  and  facilities 
to  support  modular  programming. 


You  don’t  have  to  turn  your  back 
on  dBASE  if  you  take  a  walk  to 
Clipper  5.0!  For  a  FREE  copy  of  our 
white  paper,  Clipper  5.0  for  dBASE 
Developers  and  the  name  of  your 
nearest  reseller,  call: 


800/521-1978  ext1020 


m  Nantucket 


The  Application  Development  Standard 
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Nightmare  Scenario  #1 

THE  UNDETECTED 
TIME  BOMB. 


The  biggest  networking  disasters  always  start  small. 


The  problems  tend  to 
begin  when  you  need 
to  grow. 

Suddenly,  the  computer 
network  that  worked  so  well 

doesn’t  seem 


THINGS  THEY 
DONT  TELL  YOU 
AT  NOVELL 
PRESENTATIONS 


HOW  TO  CHOOSE 
THE  RIGHT 
'  NETWORKING 
SYSTEM 


to  work  at  all. 

You  have 
to  hire  more 
network 
administra¬ 
tors.  Spend 
more  mon¬ 
ey.  Retrain. 
Reconfigure. 

And  ev¬ 
ery  time  you 
grow,  even  a  little  bit,  your  net¬ 
work  gets  harder  to  manage, 
harder  to  use,  and  harder  to  fund. 


B  A  N 


V  A  N 


Send  for  this  free  booklet 
full  of  hard,  comparative 
information. 


Switching  over  to 
VINES  isn’t  just 
smart,  it’s  easy. 


It’s  a  question  of  architec¬ 
ture.  A  network  like  Novell’s 
NetWare  is  not  an  integrated 
system.  Adding  new  users  of 
services  means  having  to 
update  user  profiles,  retrain 
employees,  and  troubleshoot 
connectivity  problems. 

Banyan’s  architecture  is 
designed  to  grow  effortlessly. 
(Ease  of  growth  is  why  we’re 
the  leader  in  true  enterprise¬ 
wide  pc  networking.) 

Whether  you’re  growing 


from  10  users  to  100  or  even 
10,000,  your  Banyan  VINES' 
architecture  stays  the  same. 

Even  if  your  network 
grows  to  span  continents,  the 
cost  of  managing  the  network 
will  be  kept  to  a  minimum. 

VINES  can  save  you  a  for¬ 
tune.  That’s  indisputable. 

What’s  more,  VINES’ 
open,  standards- 
based  architecture 
lets  you  adopt  whatever 
new  products  come  along- 
whether  it’s  one  of  today’s 
powerful  new  “super  servers” 
or  some  of  the  thousands  of 
network-based  applications 
available  for  VINES. 

Whatever  your  specific  re- 
quirements-Global  Naming, 
Security,  WAN  interconnec¬ 
tion,  Global  Administration, 
Multi-processing,  or  Multi¬ 
lingual  capability-Banyan  can 
deliver  immediately.  Now. 


Easy,  economical 
growth  must  be 
planned  in.  It  can’t 
be  tacked  on. 


You  don’t  have  to  scrap 
the  network  you  have  now  in 
order  to  switch  to  VINES.  We 
can  make  your  transition  sim¬ 
ple  and  inexpensive. 

Get  the  facts.  We’ve  pre¬ 
pared  a  booklet,  “THINGS 


THEY  DON’T  TELL  YOU 
AT  NOVELL  PRESENTA¬ 
TIONS.”  You’ll  find  it  a  use¬ 
ful  source  of  comparative 
information. 

More  than  a  million  peo¬ 
ple  now  use  Banyan  VINES, 
in  operations  ranging  from  a 
handful  of  users  to  the  world’s 
largest  pc-based  global  net¬ 
works. 

The  more  you  know,  the 
more  you  will  want 
Banyan.  We  can  simplify 
the  use  and  management  of 
your  distributed  network. 


Call  1-800-828-2404 
for  a  free  brochure. 


r 


Please  send  this  coupon  to:  B  ANY  AN,  cw  1 
120  Handers  Road,  Westboro,  MA  01581 

1-800-828-2404 
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Networking.  Without  Limits." 


NETWORKING 


Challengers  rise  to  Internet 


BY  GARY  H.  ANTHES 

CW  STAFF 

The  U.S.  leads  Europe  and  Japan 
in  the  development  of  high¬ 
speed  data  networks  for  re¬ 
search  and  education,  but  Eu¬ 
rope  and  Japan  have  projects  and 
plans  under  way  that  are  aimed 
at  closing  the  gap,  according  to  a 
recent  study  from  the  U.S.  Gen¬ 
eral  Accounting  Office  (GAO). 

The  GAO  said  that  Europe 
and  Japan  are  closely  watching 
the  progress  of  the  U.S.’s 
emerging  National  Research  and 
Education  Network  (NREN)  — 
whose  creation  was  approved 
two  weeks  ago  by  the  U.S.  Sen¬ 
ate  —  and  that  a  gigabit-per-sec- 
ond  pan-European  network  pat¬ 
terned  after  it  is  a  possibility. 
Barriers  to  the  deployment  of 
such  a  network  in  either  region 
are  more  financial,  political  and 
organizational  than  technical,  ac¬ 
cording  to  the  study. 

Regional  and  wide-area  net¬ 
works  in  the  U.S.  operate  at  T1 
speeds  (1.544M  bit/sec.)  in  the 
U.S.  and  at  El  speeds  (2.048M 
bit/sec.)  in  some  European  coun¬ 
tries.  In  Japan,  most  networks 
are  in  the  kilobits-per-second 
range.  But  the  GAO  said  de¬ 
mands  for  speeds  of  45M  bit/sec. 
(T3)  to  1G  bit/sec.  are  being 
heard  in  all  three  regions,  partic¬ 
ularly  from  the  research  and 
education  communities.  Where 
the  higher  speed  nets  exist,  they 
are  fueling  demand  for  products 


and  services  to  support  applica¬ 
tions  such  as  distributed  data¬ 
base  access,  large  file  transfer 
and  graphics  transmission. 

“I  see  the  Europeans  saying 
they’re  mad  as  hell  at  the  U.S. 
for  getting  ahead,  and  they’re 
saying  they’re  going  to  catch 
up,”  said  Dan  Lynch,  president 
of  Mountain  View,  Calif. -based 
Interop,  Inc.,  an  educational  ser¬ 
vices  company  that  specializes  in 
networked  computing.  “The 
Japanese  are  just  silent.  They’ve 
gone  to  sleep.” 

European  connection 

Last  week,  three  of  Europe’s 
four  big  computer  companies, 
Groupe  Bull  in  France,  Siemens 
Nixdorf  Informationssysteme 
AG  in  Germany  and  Ing.  C.  Oli¬ 
vetti  &  Co.  in  Italy,  announced 
they  plan  to  jointly  build  a  trans- 
European  computer  network 
called  the  European  Nervous 
System. 

The  companies  gave  few  de¬ 
tails  but  said  they  would  work  for 
“the  definition  and  support  of 
common  methodologies  and 
tools  for  software  development 
based  on  open  systems  and  stan¬ 
dards.” 

However,  morning  may  be 
dawning  for  the  Japanese,  who 
are  pinning  their  hopes  on  wide 
deployment  of  fiber-optic  lines. 
Japan  announced  it  would  invest 
some  $250  billion  over  25  years 
to  bring  broadband  Integrated 
Services  Digital  Network  to 


homes  and  businesses  via  fiber¬ 
optic  cables.  Provided  by  Nippon 
Telegraph  and  Telephone  Corp. 
(NTT),  the  cables  will  move 
voice,  data  and  video  between 
people  and  computers. 

According  to  the  GAO,  the 
NTT  network  will  support  ad¬ 
vanced  services  such  as  three-di¬ 
mensional  video,  automatic 
translation  services,  portable 
“pocket  phones”  and  “visual 
phones”  with  picture  quality 
comparable  to  that  of  television. 

NTT  plans  to  fund  the  project 
from  its  own  operating  revenue, 
not  from  government  sources. 
However,  the  GAO  pointed  out 
Continued  on  page  55 


Longer  reach 

The  world’s  research  and  education  networks  are 
growing  in  size  and  capability,  with  European  and 
Japanese  networks  trying  to  match  those  in  the  U.S. 

U.S. 

Internet  —  Connects  500,000  computers  on  5,000  networks  in  33 
countries.  Government-funded  national  backbones  and  publicly  and 
privately  funded  regional  nets  move  electronic  mail  and  files  at  T1 
(1.544M  bit/sec.)  speeds. 

National  Research  and  Education  Network  —  In  early  stages  of 
research,  it  will  move  data  at  speeds  of  1G  to  3G  bit/sec. 

Europe 

National  networks  operate  at  speeds  between  64K  and  2M  bit/sec. 
Pan-European  networks  operate  between  4.8K  and  64K  bit/sec. 

Japan 

Most  networks  operate  at  192K  bit/sec.  or  less.  Government-funded 
Science  Information  Network,  with  T1  backbone,  directly  links  135 
universities. 

Japan  plans  to  spend  $250  billion  to  equip  businesses  and  homes  with 
broadband  ISDN  by  the  year  2015. 


Source:  U.S.  General  Accounting  Office 
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IBM  moves  to  establish 
open  systems  control 


BY  ELISABETH  HORWITT 

CW  STAFF 

NEW  YORK  —  Part  and  parcel 
with  IBM’s  “open  mainframe” 
announcements  earlier  this 
month  were  networking  prod¬ 
ucts  and  services  designed  to  put 
IBM  —  and  its  mainframes  —  in 
the  driver’s  seat  when  it  comes 
to  integrating  customers’  multi¬ 
vendor  enterprise  systems. 

By  positioning  its  mainframes 
and  services  as  pivot  points  for 


multivendor  enterprise  integra¬ 
tion,  IBM  hopes  “not  to  lose  con¬ 
trol  of  being  keeper  and  manager 
of  systems  functions  and  re¬ 
sources,”  said  Doug  Underhill, 
assistant  vice  president  of  tech¬ 
nical  services  at  CSX  Corp. 

However,  even  with  the  re¬ 
cent  announcements,  IBM’s  cur¬ 
rent  solutions  to  users’  multi¬ 
vendor  integration  problems  are 
far  from  turnkey,  Underhill  indi¬ 
cated.  “They  remain  fairly  nebu¬ 
lous  and  still  require  consider¬ 


able  planning  and  in  some  cases 
rearchitecting,”  he  emphasized. 

The  general  intent  behind 
IBM’s  announcements  is  to  help 
users  collect,  manage,  share  and 
access  information  in  any  format 
on  both  IBM  and  non-IBM  sys¬ 
tems,  across  the  enterprise,  said 
IBM  network  management  di¬ 
rector  William  Warner. 

One  major  new  way  that  IBM 
proposes  to  do  this  is  by  provid¬ 
ing  one-stop  shopping  for  enter¬ 
prise  integration  and  manage¬ 
ment,  Warner  said. 

A  new  offering  called  Net  Ex¬ 
tra  is  a  packaged  combination  of 
products  and  services  to  help  us¬ 
ers  integrate  whatever  mixture 
of  IBM  and  non-IBM  equipment 
Continued  on  page  53 


Oxford  presses  wireless  LAN  into  service 


ONSITE 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


CARY,  N.C.  —  Wireless  net¬ 
working  has  become  the  founda¬ 
tion  of  the  Oxford  University 
Press’  distribution  operations. 
Over  the  past  six  months,  the 
worldwide  publisher  of  such 
scholarly  works  as  The  Oxford 
English  Dictionary  has  phased  in 
radio-frequency  technology 
where  a  cabled  network  is  im¬ 
possible:  in  the  warehouse. 

MIS  director  Randy  Roch  ex¬ 
plained  that  the  company  is  gain¬ 
ing  a  twofold  benefit  by  using 
wireless  terminals  on  free-roam¬ 
ing  lift  trucks  coupled  with  scan¬ 
ning  technology  to  fill  and  track 
orders  from  among  Oxford’s 
15,000  titles  and  6  million 
stocked  books.  He  said  the  pub¬ 
lisher  is  charting  stepped-up  pro¬ 
ductivity  in  turning  orders 
around,  and  knowledgeable 
workers  in  inventory  planning, 


accounting  and  sales 
departments  are  mak¬ 
ing  better,  quicker  deci¬ 
sions  because  of  access 
to  inventory  informa¬ 
tion  in  the  corporate  da¬ 
tabase  that  is  now  up¬ 
dated  in  real  time. 

What  was  once  day- 
old  database  informa¬ 
tion  entered  in  batch 
mode  from  two  storage 
areas  has  turned  into 
real-time  information 
because  of  Transmis¬ 
sion  Control  Protocol/ 

Internet  Protocol 
(TCP/IP)  support  re¬ 
cently  added  to  Oxford’s  wire¬ 
less  equipment  from  LXE,  Inc.  in 
Norcross,  Ga. 

Oxford  runs  a  Digital  Equip¬ 
ment  Corp.  VAX/VMS  host, 
which  speaks  proprietary  Dec- 
net  protocols.  Oxford  added  Ul- 
trix,  DEC’s  version  of  the  Unix 
operating  system,  to  the  VAX  as 
a  “translator”  between  Decnet 
and  TCP/IP  because  Ultrix  uses 


Wireless  equipment  links  the  warehouse  with 
the  corporate  host 

TCP/IP  protocols  to  communi¬ 
cate.  Now  the  roving  wireless 
terminals  can  communicate  di¬ 
rectly  to  the  host. 

“This  means  that  your  LXE 
equipment  can  communicate 
with  what  you  have  out  there  — 
provided  you  have  the  correct  in¬ 
terface,”  explained  Joanna 
Wolfe,  technical  support  super¬ 
visor  at  Oxford. 


In  the  warehouse,  the  auto¬ 
mated  process  streamlines  the 
picking  process  and 
“frees  up  MIS  and  the 
warehouse  group  from 
manual  tracking,”  Roch 
explained.  Before  the 
wireless  network, 
workers  would  fill  or¬ 
ders  by  reading  a  paper 
invoice,  locating  a  sin¬ 
gle  order,  then  “run¬ 
ning  to  a  terminal  and 
keying  in  a  confirma¬ 
tion,”  he  said.  If  there 
were  not  enough  books 
in  stock  in  the  main 
warehouse,  the  invoice 
would  then  be  sent  on 
to  the  bulk  warehouse 
to  be  completed  and  the 
process  repeated. 

“Now,  the  order  goes  to  both 
places  at  the  same  time.  We’ve 
drastically  reduced  errors  by 
eliminating  the  hand-keying  by 
scanning  bar  codes  on  the  book 
bin,”  Roch  said.  A  direct  link 
from  the  terminal  to  a  label  cen¬ 
ter  on  each  truck  prints  the  ship¬ 
ping  label  on  the  spot. 

Roch  noted  that  he  has  re¬ 


duced  his  50-person  warehouse 
staff  by  five  people,  and  the  staff 
spends  less  time  tracking  prob¬ 
lems.  “Our  volume  has  increased 
dramatically,  and  the  new  proce¬ 
dures  allow  us  to  handle  it  with¬ 
out  increasing  staff,”  he  said. 

LXE  terminals,  which  can  be 
handheld  or  secured  to  mobile 
equipment,  communicate  to  an 
antenna  network  located  in  the 
rafters  of  a  facility.  The  antenna 
network  is  hard-wired  to  an  in¬ 
terface  that  acts  as  a  terminal 
server,  which  manages  the  mes¬ 
sage  flow  between  the  host  com¬ 
puter  and  the  wireless  terminal 
network.  The  terminal  server 
taps  into  Oxford’s  corporate 
Ethernet  backbone. 

Wolfe  said  that  while  Oxford’s 
business  offices,  one-eighth  of  a 
mile  away  from  the  warehouse, 
“can  pick  up  the  signal  and  do 
work”  on  the  wireless  network, 
she  currently  does  not  see  an  ap¬ 
plication  for  bringing  wireless 
media  into  the  mainstream  busi¬ 
ness  network.  The  main  reason, 
she  said,  is  that  the  office  is  fairly 
new  and  "we  had  the  luxury  of 
cabling  it  from  the  ground  up.” 
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It’s  really  quite  easy  Just  look  for  PCs  that 
have  a  genuine  Intel  microprocessor  inside. 
Either  the  Intel386™  Intel386  SX,  Intel386  SL, 
Intel486™  or  Intel486  SX  microprocessor. 

Intel  is  the  world’s  leader  in  microprocessor 
design  and  development.  In  fact,  Intel  introduced 
the  very  first  microprocessor.  So  with  Intel  inside, 
you  know  you’ve  got  unquestioned  compatibility 
and  unparalleled  quality  And  you’ll  know  you ’re 


getting  the  very  best  PC  technology 

So  look  for  the  Intel  Inside  symbol  on  ads  for 
leading  PCs.  Or  call  800-548-4725  for  more  informa¬ 
tion.  It’ll  show  you’ve  got  an  eye  for  spotting  the  best. 

iny. 

The  Computer  Inside.™ 


Intei386,  Intel486  and  the  Intel  Inside  logo  are  trademarks  of  Intel  Corporation.  All  rights  reserved.  ©1991  Intel  Corporation. 


Hewlett-Packard 
cleans  up  in 


Mini  sweepstakes! 

-Computerworld 


Another  pat  on  the  back  for 
HP 3000 buyers. 


In  Computerworld ’s  Buyers’ 
Scorecard,  the  clear  winner  is 
Hewlett-Packard.  According  to 
the  survey:  “The  (HP  3000)  sys¬ 
tem  captured  the  highest  rating 
in  13  of  15  categories. . 

It  went  on  to  say:  “While  HP 
garnered  its  highest  ratings  in  the 
categories  of  availability,  future 
growth  and  compatibility,  users 
also  gave  it  very  high  marks  in 
programming  capability  and 
interfacing  with  other  vendors’ 


systems  . . .  The  system  also 
topped  the  category  of  availability 
of  third-party  applications!’ 

There’s  more.  A  study  by  the 
Sierra  Group  demonstrates  that 
the  HP 3000  has  the  lowest  Cost 
of  Ownership  among  the  leading 
minicomputer  companies? 

And  in  the  latest  Datapro  User 
Survey,  the  HP  3000  achieved 
the  best  overall  record  among 
industry  leaders  for  customer 


support  satisfaction.  For  the 
eighth  straight  year. 

For  copies  of  these  survey  results 
and  other  reports,  call  1-800- 
637-7740,  Ext.  2685.  And  we’ll 
give  you  even  more  reasons  why 
you  should  go  with  a  winner. 

Who I  HEWLETT 
& LTJt  PACKARD 

‘Computerworld,  9/24/90.  ‘The  Sierra  Group,  1990. 

©  1991  Hewlett-Packard  Company 
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and  software  they  have. 

The  offering  includes  pre-installation 
planning,  installation,  tailoring,  on-site 
customer  training  and  “expanded  sup¬ 
port”  for  multivendor  network  manage¬ 
ment  installations  based  on  IBM’s  Net- 
view,  the  vendor  said. 

The  first  product  within  this  offering, 
Netview  Graphics  and  Automation,  is  de¬ 
signed  to  integrate  IBM  Systems  Net¬ 
work  Architecture  networks  only,  ac¬ 
cording  to  IBM  spokesman  Jon  Judge. 

Net  Extra  combines  the  above  offering 
with  a  second  product  called  Netview 
Multi- Vendor  Operation  Offering.  Sched¬ 
uled  for  shipment  Jan.  31  and  priced  at 
$150,000,  this  new  offering  will  be  the 
foundation  for  Netview-based  multiven¬ 
dor  network  management  systems  that 
IBM  will  design,  install  and  support  for 
Net  Extra  customers,  the  vendor  said. 

Net  Extra  is  similar  to  IBM’s  Solution- 
pac  offerings,  which  are  “basically  canned 
C  list”  programs  to  get  users  started  on 
developing  Netview-based  applications, 
CSX’s  Underhill  said.  Customers  do,  in¬ 
deed,  need  help  in  figuring  out  how  to 
make  use  of  Netview’s  increasing  versa¬ 
tility,  and  that  help  must  go  beyond  in¬ 
structions  on  how  to  interpret  the  alerts 
the  system  gets  from  multivendor  de¬ 
vices,  he  added. 

Further  goals 

IBM  also  aims  to  provide  users  with  “end- 
to-end  network  support”  via  the  main¬ 
frame,  Warner  said.  To  do  this,  the  ven¬ 
dor  expanded  its  existing  Workstation 
Data  Save  Facility  to  support  Sun  Micro¬ 
systems,  Inc.  SunOS  and  Apple  Comput¬ 
er,  Inc.  Macintosh  workstations.  The  fa¬ 
cility  allows  a  VM  to  be  programmed  to 
back  up  a  variety  of  workstations  auto¬ 
matically  and  at  specified  intervals. 

IBM  also  aims  to  extend  its  System- 
view  platform  to  provide  end-to-end  net¬ 
work  support,  Warner  said. 

A  new  product  called  Systemview 
Automated  Operations  Expert  is  said  to 
allow  users  to  incorporate  formalized  pro¬ 
cedures  and  policies  for  responding  to 
common  systems  and  network  events  in 
an  expert  system.  Automated  applica¬ 
tions  based  on  Netview  can  then  use  the 
rules  as  the  basis  for  responding  automat¬ 
ically  to  such  events,  Warner  said. 

For  example,  rules  can  be  provided  for 
determining  the  most  probable  cause  of 
an  event  and  taking  action  that  minimizes 
impact  to  high-priority  systems. 

Finally,  IBM  intends  to  provide  users 
with  an  “integrated  set”  of  management 
applications  that  share  a  “common  look 
and  feel”  through  common  Systemview 
specifications,  Warner  said. 

IBM  announced  SAA  Common  User 
Access  1991,  a  new  version  of  the  user  in¬ 
terface  protocol  said  to  provide  more 
icons  as  well  as  easier  end-user  navigation 
across  Systemview  applications. 

Sometime  in  the  fourth  quarter,  IBM 
plans  to  announce  the  data  structure  for 
Systemview,  based  on  Open  Systems  In¬ 
terconnect  guidelines  for  managed  ob¬ 
jects,  the  vendor  said. 

IBM  also  expanded  its  Callpath  strate¬ 
gy  for  linking  its  host  systems  to  private 
branch  exchange  switches.  It  announced 
Callpath  versions  for  CICS/MVS  and 
CICS/VSE  and  for  Personal  System/2 
workstations  running  OS/2  Extended  or 
DOS  and  Microsoft  Windows  3.0. 

SEPTEMBER  23, 1991 


DEC  releases  details  of  telephony  gear 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


MAYNARD,  Mass.  —  Digital  Equipment 
Corp.  recently  provided  details  about  its 
new  integrated  call  center  platform  [CW, 
Sept.  9],  which  builds  on  the  company’s 
existing  Computer  Integrated  Telephony 
(CIT)  product. 

CIT  is  DEC’s  implementation  of  com¬ 
puter-assisted  telephony  technology, 
which  allows  companies  to  blend  voice 
telephone  calls  with  computer-based  data 
applications  in  various  ways  to  step  up 
productivity  and  customer  service.  Insur¬ 


ance  claims  processing  and  telemarketing 
workers  are  common  users  of  the  tech¬ 
nology,  as  they  need  quick  access  to  cus¬ 
tomer  information  while  on  phone  calls 
with  customers. 

DEC’s  Callcenterplus  is  a  platform  of 
products,  applications  and  integration 
services  that  create  a  call  center  environ¬ 
ment.  It  blends  a  new  version  of  CIT  — 
Version  3.0  —  with  other  DEC  and  third- 
party  applications,  such  as  fax,  voice  digi¬ 
tization,  text-to-speech  synthesis,  voice 
mail  and  interactive  caller  access  to  com¬ 
puter  database  information. 

Version  3.0  adds  DEC  Ultrix  platforms 


and  telephone  switches  from  AT&T, 
Ericsson,  Inc.  and  IBM’s  Rolm  Systems 
Co.  to  the  DEC  VMS  computers  and 
Northern  Telecom,  Inc.,  Mitel  Corp.  and 
Siemens  AG  telephone  switches  already 
interacting  in  the  call  center. 

DEC  said  Callcenterplus  components 
are  available  as  individual  modules  or  as 
an  integrated  set. 

The  firm  also  said  it  will  customize  ap¬ 
plications  for  the  user  and  provide  sys¬ 
tems  integration,  including  project  de¬ 
sign,  planning,  implementation,  support, 
management  and  maintenance.  Callcen¬ 
terplus  is  reportedly  available  now. 
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After  10  years, 
Charlie  and  IRMA  are  more 
compatible  than  ever. 


THE  FIRST  IN  PC-TO-MAINFRAME  CONNECTIVITY.  AND  STILL  THE  BEST. 


When  IRMA™  was  first  introduced  to 
Charlie  ten  years  ago,  PC-to-mainframe  con¬ 
nectivity  was  invented.  Today,  DCA®  remains 
the  industry  leader,  offering  the  most 
comprehensive  range  of  3270  connectivity 
products  available. 

We’re  the  only  company  that  offers  3270 
workstation  software  for  DOS,  Windows T“ 
Mac™  and  OS/2®.  All  with  a  similarity  in  user 
interface  that  significantly  reduces  training 
time  and  support  costs.  Plus  our  software 
supports  a  variety  of  connection  types,  so  as 
your  enterprise  network  evolves,  your  soft¬ 
ware  doesn’t  have  to  be  replaced. 


If  you  need  to  connect  to  an  IBM®  host 
from  NETBIOS,  Novell®  IPX/SPX,  LAN  Man¬ 
ager  or  AppleTalk®  LANs,  only  DCA  does  it 
all.  And  with  IRMALAN™/EP  and  DCA/ 
Microsoft®  Select™  Comm  Server,  your  LAN- 
based  DOS,  Windows,  Mac  and  OS/2 
workstations  can  all  access  the  host. 

Be  assured,  the  company  that  was  first 
to  give  you  the  state-of-the-art  hardware  you 
need,  continues  with  products  like  IRMA  3® 
Convertible  and  MacIRMA®  for  direct  con¬ 
nections  and  IRMAtrac™  and  MacIRMAtrac™ 
for  token  ring. 

And  to  make  sure  all  your  PC  connec¬ 


tivity  needs  are  covered,  DCA  offers  the 
CROSSTALK®  line  of  award-winning  com¬ 
munications  products  for  PC-to-PC  and  non- 
IBM  host  connectivity. 

For  more  information  or  your  choice 
of  demo  diskettes,  call  1 -800- 348- DCA -1 
extension  81E.  Ask  about  our  Migration 
Assistance  Program.  It  lets  you  cost  effect¬ 
ively  migrate  your  existing  applications  to 
new  DCA  technology-so  your  original  invest¬ 
ment  is  always  protected. 

DGA 


C 1991  Digital  Comm  unicat  ions  Associates.  Inc  All  nghts  reserved  DCA.  IRMA  3,  Mat  IRMA  and  CROSSTALK  are  registered  trademarks  and  IRMA,  1RMALAN,  Select,  IRMAtrac,  and  MacIRMAtrac  are  trademarks  of  Digital  Communications  Associates,  Inc. 

Software  Digest  is  a  registered  trademark  of  N'STL,  Inc  All  other  brand  and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  owners 
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DEC  Pathworks  PC  products 
pave  way  to  more  flexibility 


BY  JIM  NASH 

CW  STAFF 


Support  for  Digital  Equipment  Corp.’s 
Pathworks  personal  computer  network¬ 
ing  product  line  is  coalescing.  Evidence 
can  be  found  in  the  number  of  software 
vendors  accommodating  Pathworks  in 
their  own  networking  tools. 

The  end  result  for  network  managers 
is  the  flexibility  to  use  management  and 
security  tools  from  a  powerhouse  such  as 


DEC  with  niche  products  from  smaller 
players. 

“DEC  is  trying  to  coexist”  with  the 
rest  of  the  networking  world,  said  Bob 
Herwick,  an  analyst  at  Hambrecht  & 
Quist,  Inc.  in  San  Francisco.  At  the  same 
time,  Herwick  said,  the  firm  is  willing  to 
let  other  vendors  fill  holes  in  its  product 
line. 

Both  Forest  Computer,  Inc.  and  Dun  & 
Bradstreet  Software  recently  announced 
support  for  Pathworks.  A  family  of  appli¬ 


cations  based  on  Microsoft  Corp.’s  LAN 
Manager  network  operating  system, 
Pathworks  connects  operating  systems 
such  as  Unix  and  Novell,  Inc.’s  Netware 
to  DEC’S  VMS  networking  services. 

Okemos,  Mich.-based  Forest  recently 
updated  its  Connection  System  gateway. 
The  product  now  links  IBM  and  DEC 
hosts  with  Pathworks-,  Unix-  and  IBM- 
based  workstations  as  well  as  Telnet  and 
DEC  Local  Area  Transport  terminal  serv¬ 
ers. 

D&B  Software,  based  in  Framingham, 
Mass.,  said  this  month  that  it  is  folding 
Pathworks  support  into  PC  Link,  its  PC- 
to-host  software.  John  Holes,  vice  presi¬ 
dent  at  D&B  Software’s  DEC  business 
unit,  said  he  wanted  to  hold  on  to  custom¬ 
ers  who  might  standardize  on  Pathworks 


for  all  their  connectivity  to  VAXs.  Holes 
said  the  company  has  also  added  pull¬ 
down  menus  to  its  program.  PC  Link 
costs  $  10,000  and  is  currently  shipping. 

The  market  for  Pathworks  is  “slowly 
coming  together,”  said  Jim  Laurie,  man¬ 
ager  of  business  applications  at  Western 
Digital,  Inc.  “Initially,  Pathworks  was  not 
a  high-performance  product”  when  it  was 
introduced  about  two  years  ago,  he  said. 
“But  they  have  improved  the  heck  out  of 
it.” 

Laurie,  who  is  a  Pathworks  user,  said 
information  systems  managers  are  install¬ 
ing  Pathworks  for  its  low-level,  communi¬ 
cations  protocol  features  but  are  looking 
to  products  such  as  D&B  Software’s  prod¬ 
ucts  for  more  sophisticated  file-transport 
duties. 


Internet 
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that  the  Japanese  government  owns  two- 
thirds  of  NTT. 

According  to  the  GAO,  “If  the  fiber¬ 
optic  cable  is  to  be  funded  out  of  NTT’s 
operating  revenues,  the  plan  may  proceed 
only  to  the  extent  that  consumers  will  pay 
for  the  services. 

However,  according  to  the  NTT  rep¬ 
resentative,  possibly  the  least  developed 
part  of  the  project  plan  is  the  extent  to 
which  actual  customer  needs  have  been 
defined. 

“Europeans  have  some  homework  to 
do  as  well.  There,  cross-border  data  com¬ 
munications  are  slow  —  at  or  below  64K 
bit/sec.  —  and  are  generally  limited  to  the 
specialized  needs  of  specific  groups.” 

The  GAO  said  a  European  user  associ¬ 
ation  told  it  that  a  2M  bit/sec.  pan-Euro¬ 
pean  network  capable  of  supporting  mul¬ 
tiple  protocols  is  needed  immediately. 
That  would  just  support  existing  applica¬ 
tions  and  would  need  to  be  expanded 
quickly  to  38M  bit/sec.  to  support  super- 


THE  U.S.  SHOULD  not 
view  developments 
overseas  as  competing 
with  efforts  at  home. 


computer  modeling  and  multimedia  con¬ 
ferencing,  European  officials  said. 

According  to  Lynch,  the  U.S.  should 
not  view  developments  overseas  as  com¬ 
peting  with  efforts  at  home.  Instead,  all 
parties  should  work  together  to  build  a  gi¬ 
ant  Internet  patterned  after  the  global 
voice  network.  That  will  occur  by  the  end 
of  the  century,  after  three  or  four  more 
product  release  cycles,  Lynch  said.  “We 
should  help  Europe  and  Japan  simply  by 
getting  them  to  join  the  Internet.” 

While  it  will  someday  be  technically 
feasible  to  link  all  computers  in  the  world, 
national  authorities  need  to  shift  regula¬ 
tory  philosophies  from  those  that  are  sus¬ 
picious  of  global  data  communications  to 
those  that  support  it,  Lynch  said. 

The  GAO  said  issues  of  funding,  priva¬ 
cy,  management  and  technology  have  to 
be  resolved  before  the  gigabit  NREN  is 
fully  deployed:  “Currently,  no  single  enti¬ 
ty  within  the  federal  establishment,  high¬ 
er  education  or  industry  is  capable  of  en¬ 
suring  the  reliable  and  timely  introduction 
of  improved  networking  services,  tech¬ 
nology  and  capacity.” 


Think 

Of  It  As 

AFree 

Mainframe. 
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UNIX 


DATABASE 


Which  UNIX®  RDBMS  did 
Hewlett-Packard®,  IBM®,  Unisys®, 

Data  General®,  AT&T®,  Sun®,  and  Sequent® 
choose  to  demonstrate  the  power  of 
their  latest  UNIX  Systems? 


IDC  Study  on  UNIX  OLTP 

UNIX  On-Line  Transaction 
Processing  at  Multi-User  UNIX  Sites 
(January  1991)  states  that  some 
47.4%  of  sites  running  commercial 
applications  on  multi-user  UNIX 
systems  are  running  OLTP.  The 
study  reports  that  Informix  is  in  use 
at  more  sites  than  any  other  DBMS 
for  UNIX  OLTP  applications. 


About  the  TPC 

The  Transaction  Processing 
Performance  Council  (TPC)  was 
founded  in  1 988  to  define 
transaction  processing  benchmarks 
and  to  provide  performance  data  to 
the  industry.  Today,  40  hardware 
and  software  vendors,  including 
AT&T,  Bull,  Sybase,  Data 
General,  DEC,  ASK/Ingres, 
Fujitsu,  IBM,  Informix,  Hewlett- 
Packard,  NCR,  Olivetti,  Oracle, 
Pyramid,  Sequent,  Siemens,  Sun, 
and  Unisys  are  members. 


Informix. 


Within  the  past  five  months,  every  one  of  these  companies  selected  and  used 
the  INFORMIX-OnLine  database  server  to  demonstrate  to  their  customers  the 
power  of  their  latest  UNIX  systems.  No  other  UNIX  database  product  has 
been  this  extensively  benchmarked — because  nothing  shows  performance 
like  OnLine. 

New  TPC  Benchmarks  Used 

In  each  case,  the  Transaction  Processing  Performance  Council’s  rigorous  TPC  A 
and  TPC  B  benchmarks — the  new  standard  for  comparing  system  and  database 
performance — were  used  to  highlight  OLTP  performance  and  database 


INFORMIX-OnLine  Database  Server 

OnLine  was  built  for  speed. ..and  that’s 
what  it  delivers.  Developed  entirely  on 
UNIX,  the  OnLine  server  turns  in 
optimum  performance  on  every  popular 
UNIX  architecture— including  symmetric 
multiprocessors,  RISC,  and  CISC. 


throughput. 

The  Number  1  Choice  for  UNIX  OLTP 

Informix  is  the  number  one  UNIX  OLTP  choice.  A  January  1991  International 
Data  Corporation  (IDC)  study  shows  that  when  it  comes  to  UNIX  OLTP 
applications,  Informix  products  are  installed  at  more  than  twice  as  many  multi-user 
UNIX  sites  as  our  closest  competitor.  It’s  independent  confirmation  that  thou¬ 
sands  of  companies  worldwide  rely  on  Informix-based  OLTP  solutions  every  day. 

A  Decade  of  Innovation 

Informix  has  been  a  UNIX  RDBMS  technology  leader  for  over  10  years. 
Continuous  innovation  has  resulted  in  advanced  application  development 
languages,  distributed  client/server  computing,  gateways  to  other  computing 
environments,  and  multimedia  flexibility  you  can  take  advantage  of  today. 

Find  Out  More 

We’d  like  to  send  you  benchmark  specifics — and  information  about  how 
Informix  products  can  meet  your  data  management  needs. 

Call  us  toll  free:  1“800_688"IFIVIX,  GXt.2. 


U  INFORMIX 


Data  management  for 
open  systems. 


TPl  vs.  TPC  Benchmarks 

The  TPl  benchmark  is  no  longer  the 
accepted  benchmark  for  measuring 
database  performance.  The  new  TPC 
tests  establish  more  complete, 
thorough  specifications  than  TPl, 
leading  to  more  objective,  verifiable 
results  for  comparing  performance 
between  hardware  systems  and  software 
products.  TPC  Benchmark  A 
measures  OLTP  processing 
performance.  TPC  Benchmark  B — 
similiar  to  a  batch  test — focuses  on 
database  throughput. 


©  Copyright  1991,  Informix  Software,  Inc.  Informix  is  a  registered  trademark  of  Informix  Software,  Inc.  All  other  names  indicated  by  ®  or  ™  are  registered  trademarks  or  trademarks  of  their  respective  manufacturer. 


NETWORKING 


DEC  deals  multivendor  retail  system 

Decartian  allows  integration  of  diverse  systems  such  asPOS  and  head-office  applications 


BY  ELLIS  BOOKER 

CW  STAFF 


MAYNARD,  Mass.  —  Modem  super¬ 
markets  and  department  stores  are 
stocked  with  numerous  computer  sys¬ 
tems,  handling  everything  from  inventory 
tracking  to  point-of-sale  (POS)  activity. 
However,  from  a  systems  standpoint, 
these  high-tech  stores  can  still  look  like  a 
chaotic  flea  market,  frustrating  retailers 
that  want  to  integrate  and  manage  their 
diverse  computing  platforms. 


Earlier  this  month,  Digital  Equipment 
Corp.  announced  Decartian,  which  stands 
for  DEC  Advantage  for  Retailers 
Through  Integrated  Applications  and 
Networks.  DEC  calls  the  new  product  a 
comprehensive  solution  enabling  retail¬ 
ers  to  integrate  POS  and  head-office  sys¬ 
tems. 

Easy  access  for  all 

Based  on  the  DEC  VAX,  Decartian  is  said 
to  allow  a  retailer  to  access  applications 
on  diverse  systems.  It  is  also  expected  to 


pave  the  way  for  future  POS  devices  and 
interfaces. 

The  system  works  by  imposing  a  com¬ 
mon  embedded  data  format  on  all  devices. 
Data  from  POS  systems,  regardless  of 
protocol,  is  converted  to  the  common  for¬ 
mat  by  Decartian.  This  information  can 
then  be  shared  or  accessed  by  multiple 
systems,  either  at  the  store  or  at  the  re¬ 
tailer’s  home  office. 

In  addition  to  DEC  computer  systems, 
Decartian  can  network  systems  from  var¬ 
ious  vendors,  including  IBM,  ICL  and  Sie¬ 


mens  Nixdorf  Information  Systems,  Inc. 
DEC  also  promises  future  connections  to 
new  platforms  such  as  NCR  Corp.  and  Fu¬ 
jitsu  Ltd. 

To  ensure  reliable  reporting,  the  DEC 
system  automatically  flags  faulty  POS 
systems  and  communications  links,  ac¬ 
cording  to  the  company.  A  Help  desk  fea¬ 
ture  analysis  activity  of  the  store’s  sys¬ 
tems  provides  statistical  information  on 
network  performance. 

Pricing  for  the  system  depends  on  the 
complexity  of  the  installation  and  the  type 
of  computer  hardware  and  networks  be¬ 
ing  used. 

A  small  system,  including  the  Help 
desk  feature,  hardware,  software,  docu¬ 
mentation  and  associated  services,  costs 
less  than  $75,000,  according  to  the  firm. 


NETWORK  SHORTS 

Proginet  tests 
technology 

A  service  bureau  for  developing 
and  testing  data  communications 
technology  for  IBM  mainframes 
has  been  announced  by  Proginet 
Corp.  Proginet  Service  reported¬ 
ly  offers  Systems  Network  Archi¬ 
tecture  and  Open  Systems  Inter¬ 
connect  software  packages  from 
IBM  and  third  parties. 

Local-area  network  equipment 
company  Fibermux  Corp.  recent¬ 
ly  licensed  Madge  Networks, 
Inc.’s  Token  Ring  bridging  tech¬ 
nology  to  develop  a  module  for  its 
Crossbow  intelligent  wiring  center. 
Fibermux  said  it  expects  its  Token 
Ring  bridging  module  to  be  avail¬ 
able  early  next  year. 

Evemet  Systems,  Inc.,  a  net¬ 
work  systems  integrator,  said  it  has 
reached  an  agreement  with  Lotus 
Development  Corp.  to  resell 
Notes,  a  group  communications 
product  for  networked  personal 
computers.  Evemet  said  it  will 
provide  installation,  support,  con¬ 
sultation  and  training  to  Notes 
customers  as  well  as  have  a  certified 
Lotus  Notes  engineer  available  in 
each  of  its  20  branch  locations 
throughout  the  U.S. 

A  joint  effort  to  develop  and  mar¬ 
ket  wireless  point-of-sale  systems  is 
reportedly  under  way  between 
bar-code  scanner  maker  Symbol 
Technologies,  Inc.  and  retail 
systems  software  supplier  Post 
Software  International,  Inc. 
Under  the  marketing  agreement, 
Post  Software  will  offer  custom¬ 
ized  software  for  use  with  Symbol 
laser  scanners  and  portable  data 
terminals,  including  products  with 
integrated  radio  frequency  capa¬ 
bilities. 

International  cabling  specialist 
Anixter  Bros.,  Inc.  has  reported¬ 
ly  signed  up  to  distribute  Altair, 
the  Motorola  Radio-Telephone 
Systems  Group’s  wireless,  Eth¬ 
ernet-compatible  LAN. 


Think  Of  It 
As  A  Million 
Dollars  In 
The  Bank. 
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KODAK  KAR  Ha  inframe  System 

Data  Retrieval 


VENDOR  NAME 
/ UMENT  DATE 

I  Matches  *> 


HESTER 

/jUCHER  » 
C0A128 
1 2345b 


7/7/5  is  the  end  of  compromise  in 
document  management.  A  merger 
of  solutions,  so  you  can  use  the  combi¬ 
nation  that's  best  for  you.  With 
software  to  make  it  all  work  together. 

Kodak  can  provide  media- independent 
systems  with  open  architecture, 
and  the  software  you'll  need,  so  you 
can  choose  the  best  solutions  for 
the  job,  and  evolve  as  technology  and 
your  needs  change.  And  your 
current  investment  is  protected  all  the 
while.  Many  Kodak  products  have 
modular  design  that  lets  you  migrate , 
even  to  different  media.  Indeed, 
the  ability  to  merge  media  within  one 
device,  to  migrate  from  one  to  another, 
is  the  guiding  principle  behind  the 
KODAK  IMACELINK  Product  and 
KODAK  OPT  I  STAR  Product  families. 

Kodak  also  offers  a  complete 
and  growing  array  of  imaging  solutions 
for  customer  service,  office  operations, 
records  management  and  the  computer 
room.  For  imaging  solutions  to  your 
business  needs,  by  all  means  talk  to 
your  local  Kodak  office,  or  an 
authorized  Kodak  representative.  Or 
call  1  800  445-6325,  Ext.  350. 


by  Programart  Corporation 


Reply  Card 

□  Yes,  I’d  like  to  know  more  about  STROBE.  My  areas  of  interest  are: 

□  DB2  □  CICS 

□  IMS  □  Batch 

□  Cobol  □  PL/1 

I  need  more  information  My  data  center  is  an  MVS  environment 

□  Product  Literature  Q  Yes  □  No 

□  Have  a  rep  call  me 
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NETWORKING 


NEW  PRODUCTS 


Customer-premises 

equipment 

Network  Products  Corp.  has  created 
ACS2/SA,  a  low-cost  dedicated  communi¬ 
cations  server  for  Arcnet  local-area  net¬ 
work  users. 

ACS2/SA  is  intended  for  use  with  high¬ 
speed  modems.  It  offers  password-pro¬ 
tected  supervisory  functions  and  can  be 
managed  from  any  personal  computer  on 
the  network.  It  includes  flash  read-only 
memory-based,  upgradable  software. 

The  unit  costs  $995. 

Network  Products 
1440  W.  Colorado  Blvd. 

Pasadena,  Calif.  91105 
(818)  441-6504 

AT&T  Paradyne  has  designed  a  data  ser¬ 
vice  unit/channel  service  unit  that  can  be 
upgraded  to  a  full  T1  multiplexer. 

The  Acculink  731  is  intended  for  high¬ 
speed  data  transmission,  mainframe 
channel  extension  and  videoconferencing 
applications,  the  company  said.  It  offers 
T1  connectivity  for  up  to  four  synchro¬ 
nous  devices.  It  is  supported  by  the  firm’s 
Comsphere  6800  network  management 
system. 

The  product  costs  $5,300. 

AT&T  Paradyne 
8545  126th  Ave.  N. 

Largo,  Fla.  34649 
(813)530-2000 

Network  management 

Fairchild  Data  Corp.  has  developed  a  very 
small-aperture  terminal  network  man¬ 
agement  system. 

The  NMS2000  provides  remote  ac¬ 
cess  and  monitoring  via  site  polling.  It  in¬ 
cludes  network  control  features  and  Mi¬ 
crosoft  Corp.’s  Windows  3.0  graphics  for 
ease  of  use,  the  firm  said. 

Pricing  starts  at  $25,000. 

Fairchild  Data 
350  N.  Hayden  Road 
Scottsdale,  Ariz.  85257 
(602)949-1155 

Gateways,  bridges, 

routers 


speed  file  transfer,  the  company  said.  It 
uses  a  Synchronous  Data  Link  Control  or 
Token  Ring  connection. 

The  software  costs  $850  per  copy. 

Systems  Center 
1800  Alexander  Bell  Drive 
Reston,  Va.  22901 
(703)  264-8000 

Local-area  networking 
software 

Automation  Software  Consultants,  Inc. 
has  released  Version  1.1  of  the  Network 
C  Library  for  Novell,  Inc.’s  Netware. 

The  Library  comprises  more  than  300 
C  language  functions  for  applications  de¬ 


velopment.  It  offers  access  to  Netware 
services  such  as  accounting  and  file  man¬ 
agement.  Version  1.1  adds  IPX  function 
calls  and  support  for  Borland  Internation¬ 
al,  Inc.’s  Turbo  C+  +  compiler. 

Pricing  is  set  at  $245;  source  code  is 
offered  for  an  additional  $325.  Upgrades 
cost  $20. 

Automation  Software  Consultants 
8188  S.  State  Route  48 
Mainville,  Ohio  45039 
(513)677-0842 

Local-area  networking 
hardware 

Andrew  Corp.  has  introduced  a  copper  re¬ 
peater  for  extending  4M  byte/sec.  and 
16M  byte/sec.  Token  Ring  networks. 


The  TRR  8416  Copper  Repeater 
($1,295)  supports  unshielded  twisted¬ 
pair  wiring  with  RJ11  and  RJ45  connec¬ 
tors.  A  version  supporting  shielded  twist¬ 
ed-pair  wiring  with  IBM  data  connectors 
($  1,345)  is  also  available. 

The  company  has  also  announced  a 
transparent  wiring  hub  for  connecting 
twin-axial  devices  over  coaxial  wiring. 

The  Superstar/400C  connects  coaxial 
devices  to  IBM  Application  System/400s 
and  other  midrange  systems  and  control¬ 
lers. 

A  single-port  model  costs  $695,  while 
a  dual-port  version  costs  $  1 ,395. 

Andrew  Corp. 

10500  W.  153rd  St. 

Orland  Park,  Ill.  60462 
(708)  349-3300 


WhenYtu Think 
Of  Application 
Performance, 
Think  Of 


Cisco  Systems,  Inc.  has  announced  links 
for  its  terminal  servers  to  communicate 
over  serial  lines  with  remote  X  Window 
System  terminals  made  by  Network  Com¬ 
puting  Devices,  Inc.  (NCD). 

Building  NCD’s  Xremote  software  di¬ 
rectly  into  the  terminal  servers  elimi¬ 
nates  the  need  for  a  dedicated  modem  on  a 
networked  host,  Cisco  reported. 

The  Xremote  feature  will  be  a  stan¬ 
dard  feature  on  new  servers.  A  free  up¬ 
grade  is  offered  to  users  in  Cisco’s  soft¬ 
ware  maintenance  program. 

Cisco  Systems 
1525  O’Brien  Drive 
Menlo  Park,  Calif.  94025 
(415)326-1941 

Micro-to-host 

Systems  Center,  Inc.  has  added  NDM-PC 
for  OS/2  to  its  Network  Datamover  line  of 
microcomputer-to-host  communications 
products. 

NDM-PC  for  OS/2  automates  data 
transfer  between  personal  computers  and 
mainframes.  It  uses  data  compression  and 
a  program-to-program  protocol  for  high- 


You  know  that  application  per¬ 
formance  can  affect  your  company’s 
productivity,  efficiency  and  even 
its  bottom  line.  But  did  you  know 
there’s  a  product  to  help  you 
manage,  measure  and  control  it? 

It’s  called  STROBE®  by 
Programart  Corporation.  And  it’s 
helping  companies  improve  mission- 
critical  application  performance  by 
as  much  as  50%. 

STROBE  can  quickly  examine 
any  MVS  application,  and  has 
optional  features  for  CICS,  IMS, 
DB2,  and  other  subsystems.  The 
resulting  information  allows  you 
to  substantially  reduce  response 
time  and  to  greatly  improve  batch 
processing  schedules. 


by  Programart  Corporation 


STROBE  can  even  tell  you  the 
specific  line  of  code  that’s  causing 
the  problem. 

Tne  result:  you  get  higherper¬ 
forming  applications  everywhere  in 
your  company,  from  on-line  trans¬ 
actions  to  overnight  batch  runs. 
That  helps  your  people  work  more 
productively.  Lets  you  reallocate 
resources  to  service  new  applica¬ 
tions.  And  allows  STROBE  to  pay 
for  itself  in  a  matter  of  months. 

Call  617-661-3020,  or  send  the 
coupon  for  our  free  White  Paper, 
“Implementing  an  Application 
Tuning  Policy.”  With  STROBE, 
you  don’t  have  to  just  think  about 
application  performance.  You  can 
do  something  about  it. 


Free  White  Paper 


;  □  Please  send  me  a  copy  of  “Implementing  an 

•  Application  Tuning  Policy” 

|  case  histories  describing  ho\ 

•  STROBE  has  improved  app 
!  cation  performance. 

I  □  Tell  me  about  STROBE 

•  seminars  in  my  area. 

!  □  Have  a  representative  con 

•  me  immediately. 

•  Name _ 

!  Title _ 

I  Company _ 

•  Address _ 

•  City - 

!  State _ ZIP _  . 

I  Telephone - CW92391  \ 

'  Mail  to:  Programart  Corporation,  124  Mt.  Auburn,  " 
!  Cambridge,  MA  02138.  Or  fax  to:  (6171 868-6069  • 

©  1991.  STROBE  is  a  registered  trademark  of  Programart  Corporation. 
IBM,  CICS,  MVS.  IMS  and  DB2  arc  registered  trademarks  of 
International  Business  Machines  Corporation 
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Network  tall 

buildings  in  a 
single  bound. 


With  Chipcoms  ONline™  System 
Concentrator  you  can  connect  a  tall  build¬ 
ing  or  a  far-flung  campus  with  a  seamless, 
unified  and  totally  reliable  network. 

A  network  that  is  truly  self-healing, 
and  capable  of  surviving  multiple  faults, 
from  broken  cable  to  failed  modules  or 
power  supplies. 

The  ONline  Concentrator  is  an  intelli¬ 
gent  wiring  hub  that  handles  all  media, 
including  coax,  fiber  and  twisted  pair.  Its 
TriChannel  "  architecture  lets  you  configure 
up  to  three  networks  on  each  hub  in  any 
combination  of  Ethernet,  Token  Ring 
and  FDDI. 

Other  network  management  systems 
merely  allow  you  to  perform  an  autopsy 
after  your  network  has  died.  Chipcoms 


new  Network  Control  System  does 
much  more:  It  provides  instant  CPR 
to  keep  your  network  alive  by  autoim 
tically  rerouting  itself  around  a  failed 
component.  And  it  lets  you  reassign, 
balance  and  reconfigure  without 
setting  foot  in  a  wiring  closet. 

Using  Chipcoms  ONline 
System  Concentrator  as 
your  network  platform, 
you  can  build  a  network 
with  the  reliability,  flexi¬ 
bility  and  manageability 
necessary  to  take  it  into 
the  21st  Century. 

And  just  think  what 
a  super  hero  that  will 
make  you. 


BECOME  A  HERO. 

Learn  how  to  conquer  the  major  causes  of  network 
failures.  For  your  free  copy  call  1-800-228-9930. 
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MANAGER’S  JOURNAL 


MANAGEMENT  SHORTS 

Nominees 

sought 

Ouellette  &  Associates 
Consulting,  Inc.  is  accept¬ 
ing  nominations  for  its 
fourth  annual  Developing  the 
Human  Side  of  Technology 
Award.  The  award  recognizes 
leadership  in  integrating 
people,  processes  and  com¬ 
puter  technology  as  well  as 
using  technology  as  a  tool  for 
positive  change. 

The  deadline  for  nomina¬ 
tions  is  Oct.  18.  Papers 
should  be  sent  to  the  firm  at 
#66, 40  South  River  Road, 
Bedford,  N.H.  03110.  The 
fax  number  is  (603)  623- 
4052. 

Lester  Marcus,  coordina¬ 
tor  for  the  New  York  /New 
Jersey  AIX  Users  Group, 
has  been  named  user  envoy  to 
IBM  for  the  group.  In  this 
new  position,  Marcus  will  be 
the  focal  point  for  AIX  users 
in  the  greater  New  York  area 
seeking  expanded  access  to 
IBM  information. 

Marcus  is  a  technical 
marketing  director  at  Prince¬ 
ton  Information  Ltd.  in 
Princeton,  NJ. 

Guaranty  Federal  Sav¬ 
ings  Bank  in  Dallas  has  re¬ 
newed  its  outsourcing  con¬ 
tract  with  Systematics 
Information  Services,  Inc.  in 
Little  Rock,  Ark.,  through 
1997.  Guaranty  Federal  has 
been  a  Systematics  client 
since  1987. 

A  smaller  financial  insti¬ 
tution,  Terre  Haute  First 
National  Bank  in  Terre 
Haute,  Ind.,  also  renewed  an 
outsourcing  pact  with  Sys¬ 
tematics. 

The  bank  has  been  a  Sys¬ 
tematics  client  since  1976. 

Before  you  sign  with  an  area 
recruiter,  know  that  compa¬ 
nies  file  44%  of  available 
data  processing  jobs  with 
those  agencies,  while  the 
majority  are  posted  internally 
or  advertised  in  help  wanted 
sections,  according  to  a  re¬ 
cent  survey  by  Romac  & 
Associates.  In  its  survey  of 
human  resource  heads  at 
141  U.S.  companies,  the 
Portland,  Maine-based 
placement  service  also  found 
that  temporary  work  more 
often  leads  to  a  full-time  posi¬ 
tion  than  do  job  fairs  for  re¬ 
cent  college  graduates. 


The  modem  art  of  systems  rebuild 

Allan  Ditchfield  jumped  to  Progressive  fora  redesign  challenge  with  a  customer  focus 


Jack  Van  Antwerp 

Progressive’s  combination  of  corporate  culture  and  IS-building  challenges 
attracted  Ditchfield  to  the  high-risk  insurance  world 


BY  CAROL  HILDEBRAND 

CW  STAFF 


Allan  Ditchfield  says  one  of  the 
things  that  first  tempted  him 
over  to  The  Progressive 
Corp.  was  the  chance  to  com¬ 
pletely  redesign  systems  at  a 
company  growing  15%  annually.  But 
the  Friday  afternoon  massages 
couldn’t  have  hurt,  either. 

"I  feel  like  an  overcooked  piece  of 
spaghetti,  but  it’s  a  wonderful  way  to 
relax  and  reduce  stress,”  Ditchfield 
says,  citing  the  free  massage  service  as 
an  example  of  the  ways  Progressive 
motivates  its  employees. 

It  took  a  lot  more  than  a  little  hot  oil 
and  a  few  slaps  on  the  back  to  lure  MCI 
Communications  Corp.’s  former  chief 
information  officer  away,  however. 
Ditchfield  made  waves  last  March 
when  he  left  the  telecommunications 
giant  to  become  CIO  at  Progressive,  an 
auto  insurance  firm  based  in  the  Cleve¬ 
land  suburb  of  Mayfield  Heights,  Ohio. 
Progressive  mines  a  highly  profitable 
niche  of  high-risk  insurance,  such  as 
drivers  with  a  drunk  driving  charge  on 
their  records. 

Ditchfield’s  tenure  at  MCI  included 
being  rated  the  most  effective  user  of 
information  systems  in  the  Computer- 
world  Premier  100  for  two  years  run¬ 
ning.  With  such  a  track  record,  he  says, 
many  have  thought  his  decision  to 
switch  both  jobs  and  industries  to  be  a 
surprising  one,  to  say  the  least. 

There  were  a  couple  of  built-in 
strikes  against  the  move  at  the  begin¬ 
ning,  Ditchfield  says.  First,  the  loca¬ 
tion:  “Why  come  to  Cleveland?  I  al¬ 
ready  know  what  snow  is  from  growing 


up  in  Boston.”  And  second,  the  insur¬ 
ance  industry:  “I  hated  it  as  much  as 
anybody  else  did.” 

Beyond  these  obstacles,  however, 
Ditchfield  says  Progressive  offered  a 
combination  of  corporate  culture  and 
IS-building  challenges  that  got  his  feet 
itchy  enough  to  jump  ship.  Although  he 
now  commands  an  IS  staff  less  than 
one-third  the  size  of  that  at  MCI,  along 
with  a  commensurately  slimmer  bud¬ 


get,  he  is  responsible  for  designing  a 
new  IS  architecture  that  can  handle 
rapid  growth  —  and  getting  it  in  place 
as  quickly  as  possible. 

Progressive’s  corporate  strategy 
was  completely  stripped  to  the  bone 
and  rewritten  as  the  company  has  fo¬ 
cused  more  on  customer  data,  accord¬ 
ing  to  Bruce  Marlow,  Progressive’s 
chief  operating  officer.  Progressive’s 
Continued  on  page  63 


‘Developing’  the  new  IS  structure 


BY  JAMES  DALY 

CW  STAFF 


If  the  efficiency  of  your  informa¬ 
tion  systems  organization  some¬ 
times  reminds  you  of  spaghetti 
code,  why  not  try  to  redesign  it 
as  if  it  were  a  system? 

That  is  the  theory  behind  the  “In¬ 
frastructure  Engineering”  plan  devel¬ 
oped  by  Axis  Systems  International, 
Inc.,  a  consulting  firm  in  New  York. 
Axis,  which  specializes  in  systems  de¬ 
velopment  methodologies  and  comput¬ 
er-aided  software  engineering  ap¬ 
proaches,  has  applied  such  thinking  to 
the  IS  organization  —  complete  with 
entity  relationship  diagrams  of  the  IS 
infrastructure. 

“Technological  leaps  are  not  an  end 
unto  themselves,”  said  Stuart  Scott,  a 
consultant  at  Axis.  “Investments  in  ex¬ 
pensive  new  technology  are  too  often 
wasted  without  commensurate  invest¬ 
ments  in  the  IS  infrastructure.” 

The  Infrastructure  Engineering 


methodology  is  a  three-phase  blueprint 
that  may,  at  first  blush,  seem  like  plain 
common  sense.  “We’ve  got  lots  of  IS 
people  who  are  technical  wizards  but 
don’t  have  any  concept  of  how  to  run  an 
organization  or  how  their  department 
fits  into  the  big  picture,”  Scott  said. 

Step  by  step 

The  step-by-step  strategy  proceeds  as 
follows: 

•  Phase  One:  Assess  the  current  IS  in¬ 
frastructure.  Be  honest.  Define  not 
only  what  is  done  in  theory  but  also 
what  is  done  in  practice. 

•  Phase  Two:  Spell  out  what  you  want 
to  accomplish.  Compare  the  skill  levels 
of  key  IS  personnel  with  the  objectives. 
Shore  up  weak  areas.  Switching  per¬ 
sonnel  or  rearranging  organizational 
roles  may  help. 

•  Phase  Three:  Follow  the  plan  devel¬ 
oped  in  Phase  Two.  Many  companies 
complete  the  first  two  phases  but  never 
implement  the  plan — just  as  many  sys¬ 
tems  revamp  projects  are  stalled  before 


coding  begins.  Strike  quickly  while 
there  is  momentum  behind  the  effort.  A 
delay  is  a  sure  sign  that  implementation 
is  unlikely. 

Those  who  have  used  the  Infra¬ 
structure  Engineering  concepts  are 
positive  about  its  flexibility  and  ability 
to  handle  large  problems.  “We  used  to 
try  to  wrap  our  arms  around  the  whole 
situation  at  once,  but  this  way  we  were 
able  to  chop  the  larger  problem  into 
smaller  parts  and  adapt  our  plan  as 
needed,”  said  Tom  McGowen,  a  vice- 
president  at  New  York  Life  Insurance 
Co.,  which  used  the  plan  in  a  revamp  of 
its  applications  development  organiza¬ 
tion. 

Finally,  each  IS  shop  should  strive 
for  a  process  of  continual  refinement  of 
its  initial  plan.  A  useful  target  would  be 
to  become  15%  more  productive  each 
year,  Scott  said.  This  seemingly  mod¬ 
est  goal  adds  up  to  major  long-term  re¬ 
sults.  Like  the  ancient  Chinese  proverb 
says:  A  journey  of  a  thousand  miles 
must  begin  with  a  single  step. 


SEPTEMBER  23, 1991 


COMPUTERWORLD 


61 


MANAGER’S  JOURNAL 


COMMENTARY 

Clinton  Wilder 

A  distant 
IS  mirror 

jT  San  Francisco  is  blessed 
with  many  secondhand 
bookstores,  places 
where  one  can  easily  let 
jl  the  minutes  melt  into 
hours  during  a  literary 
treasure  hunt.  In  one  re¬ 
cent  visit  to  such  an  establishment,  a  book 
titled  The  Computer  Age  —  And  Its  Po¬ 
tential  for  Management  caught  my  eye. 
When  I  discovered  that  the  original  sale 
price  of  this  hardcover  book  was  $3.95, 1 
became  very  intrigued. 

The  book,  written  by  editors  of  For¬ 
tune  magazine,  was  published  in  1965. 

On  the  cover,  a  group  of  executives  is 
shown  sitting  in  a  conference  room  where 
a  bar  graph  is  projected  on  the  front  wall. 
The  jacket  copy  explains,  “Headquarters 
of  the  computerized  corporation  may 
someday  look  like  this.  Managers  make 
decisions  by  interrogating  an  instructed 
computer,  which  flashes  back  its  answers, 
in  color  and  often  in  chart  form,  on  a 
screen  wall.” 

Thinking  it  would  be  fun  to  see  what 
kind  of  oddball  notions  about  the  Comput¬ 
er  Age  these  observers  had  back  in  those 
salad  days,  I  bought  the  book.  When  I 
started  perusing  it,  however,  I  was  sur¬ 
prised  to  find  that  perhaps  things  haven’t 
changed  all  that  much  in  the  past  two  and 
a  half  decades. 

Consider  the  following  passage: 

“Some  corporations,  though  loath  to 
discuss  the  effects  of  the  computer  for 
quotation,  regard  the  displacement  of 
middle  management  as  a  harder  and  more 
persistent  problem  than  the  displace¬ 
ment  of  line  employees,  and  farsighted 
ones  are  thinking  in  terms  of  manage¬ 
ment  retraining  programs.” 

And  think  about  this  quote  from  Rich¬ 
ard  Gilbert,  then  the  “head  systems  man” 
at  Mead  Corp.: 

“We  have  coordinated  the  divisions  in 
systems  work  and  in  equipment  pur¬ 
chases;  everything  ties  in  with  the  total 
system.  We  are  thus  able  to  centralize 
corporate  planning  functions  ...  but  if 
there  is  a  power  failure  or  flood,  the  mill 
manager  must  have  the  flexibility  to  take 
action  as  he  sees  best.” 

Say,  didn’t  I  read  something  like  that 
in  Ernest  von  Simson’s  “Centrally  Decen¬ 
tralized  IS  Organization”  article  last 
year  in  The  Harvard  Business  Review ? 

It  is  certainly  no  secret  that  informa¬ 
tion  technology  is  changing  at  a  much 
faster  rate  than  the  organizations  that 
are  using  it.  Yet  it  was  still  striking  to  me 
how  many  issues  surrounding  business 
computing  in  1965  still  ring  true  today. 
How  do  we  get  information  to  the  man¬ 
agers  who  need  it  when  they  need  it?  Who 
should  be  empowered  to  make  decisions 
at  what  levels?  How  are  computers  chang¬ 
ing  the  nature  of  the  work  we  do? 

All  this  with  nary  a  mention  of  PCs  — 
let  alone  graphical  user  interfaces,  client/ 
server  models,  LANs,  palmtop  comput¬ 
ers  or  even  re-engineering. 

It  has  been  said  over  and  over  again, 
but  examining  this  dusty  26-year-old  vol¬ 
ume  proved  it  one  more  time:  The  tech¬ 


nology  itself  is  not  strategic  —  only  the 
information  that  it  processes  and  distrib¬ 
utes  is.  And  when  incompatible  systems, 
ancient  embedded  Cobol  applications 
and  purely  technical  IS  managers  rule  the 
roost,  the  technology  actually  becomes 
an  impediment  to  the  things  corporations 
must  be  to  gain  strategic  advantage: 
flexible,  responsive,  fast  on  their  feet. 

Many  say  downsizing  is  the  answer. 

As  Metropolitan  Life  IS  chief  Dan  Cavan- 
agh  pointed  out  in  these  pages  some 
weeks  ago,  moving  from  a  minicomputer- 
to  PC-based  environment  raises  all  kinds 
of  questions  about  network  security,  data 
ownership  and  a  host  of  other  issues. 
Downsizing,  like  outsourcing,  is  not  a  sim¬ 
ple  panacea,  but  an  alternative  way  of 
doing  things  that  brings  its  own  set  of 


management  challenges.  Whether  it  is 
right  or  wrong  for  an  organization  proba¬ 
bly  depends  more  on  how  the  choice  is 
managed  than  on  what  choice  is  actually 
made. 

While  much  of  The  Computer  Age 
has  a  familiar  ring,  its  authors  predicted 
greater  things  for  the  IS  professional 
than  most  have  been  able  to  achieve  in  ris¬ 
ing  to  the  very  top  rung  of  the  corporate 
ladder. 

“The  higher  order  of  systems  and 
computer  people  should  be  in  an  even  bet¬ 
ter  position  to  know  about  the  business 
than  lawyers  and  treasurers  were,”  the 
book  said. 

Unfortunately,  business  executives 
of  the  ’90s  do  not  agree  with  this  state¬ 
ment.  Among  200  top  executives  sur¬ 


veyed  by  Computerworld  earlier  this 
year,  71%  said  it  was  either  “not  very 
likely”  or  “not  likely  at  all”  that  their  firm 
would  be  headed  by  someone  coming  out 
of  IS. 

Perhaps  it  is  a  bit  reassuring,  in  a  sea 
of  constant  technological  and  economic 
change,  to  realize  that  our  organizations 
have  not  undergone  as  much  change  in 
the  past  25  years  as  we  might  have 
thought.  Then  again,  perhaps  that  does 
not  speak  so  highly  of  those  organiza¬ 
tions,  and  it  is  time  to  redouble  efforts  to 
take  full  advantage  of  1990s  technology 
—  an  advantage  that  can  only  be  gained 
by  organizational  change. 


Wilder  is  Computerworld’ s  senior  editor,  manage¬ 
ment. 
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Announcing  a  design  so  reliable,  it’ll 
have  the  competition  running  in  circles; 
the  virtually  straight  paper  path 
of  the  new  IBM  Personal  Printer 
Series  II  dot  matrix  printers. 

Starting  with  a  simpler,  no-U- 
tum  paper  path,  they’re 
■ ' V  engineered  from  the 
NO  \  inside  out  for  smooth, 
U-TURN  >  worry-free  paper  handling. 

Four-part  forms  glide 


through  PPS  II  24-pin 
models  easily.  Even  six-part 
forms  can’t  faze  the  9-pin 
models.  Labels  and 
thick  paper  stocks  feed 
straight  and  true,  too. 

You  get  front, 
bottom  and  rear  paper 
paths,  designed  for  easy 


loading.  And  tractors  that  switch  from  pull 
to  push  in  seconds,  for  rip-and-run  efficiency. 


IBM  is  a  registered  trademark  of  International  Business  Machines  Corporation  in  the  U.S.  and/or  other  countries,  used  under  license,  ©  1991  Lexmark  International.  Inc. 
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CONTINUED  FROM  PAGE  61 

present  system  cannot  handle  the  Firm’s 
new  business  thrust,  he  adds. 

“It’s  not  enough  to  know  that  these 
types  of  policies  had  $8,000  of  losses  on 
them,’’  he  says.  “We  want  to  know,  ‘Was 
that  an  intersection  accident?  Did  it  hap¬ 
pen  at  2  a.m.?’  —  just  a  lot  more  informa¬ 
tion  about  the  customer.” 

The  company’s  search  for  an  IS  chief 
went  on  for  almost  a  year  after  former  Se¬ 
nior  Vice  President  of  IS  Rex  Woolf  de¬ 
parted  for  a  consulting  career  in  May 
1990.  The  search  was  a  big  challenge  be¬ 
cause  the  company  was  looking  for  an  IS 
leader  to  work  at  a  peer  level  with  senior 


management. 

“We  knew  there  was  this  major  prob¬ 
lem  to  be  addressed,”  Marlow  says.  “The 
focus  on  the  customer  has  profound  impli¬ 
cations  for  how  we  design  the  architec¬ 
ture  for  our  systems.  That’s  one  of  the 
reasons  we  wanted  to  get  a  senior  execu¬ 
tive.” 

Woolf  and  other  executives  were  re¬ 
sponsible  for  a  Five-year,  $28  million 
claims  processing  improvement  project 
dubbed  Pacman,  or  Progressive’s  Auto¬ 
mated  Claim  Management.  Pacman  was 
the  First  result  of  Progressive’s  effort  to 
get  into  better  contact  with  the  customer. 
The  immediate  response  segment  of  the 
project  features  an  adjuster  on  call  24 
hours  a  day,  working  out  of  roving  vans 
stocked  with  Compaq  Computer  Corp. 


personal  computers  and  modem  links. 
Payment  can  often  be  issued  at  the  acci¬ 
dent  scene. 

Ditchfield’s  challenge  is  to  bring  the 
rest  of  the  company’s  systems  up  to  par 
with  its  claims  system.  He  is  concentrat¬ 
ing  on  what  he  calls  “customer  delight,” 
or  making  the  policy  issuance,  billing  and 
other  client-oriented  IS  segments  as  flexi¬ 
ble  and  responsive  as  possible.  “People 
might  say,  ‘Well,  claims  is  world  class,’ 
but  if  somebody  is  having  trouble  getting 
a  policy  written  with  us,  what  good  is 
claims?”  he  says. 

Getting  feedback  from  those  on  the 
front  lines  is  vital  to  building  systems  re¬ 
flecting  the  true  needs  of  clients.  Since  his 
arrival,  Ditchfield  has  picked  up  dotted- 
line  relationships  with  the  sales  and  cus- 


For  about  the  same  price 
as  the  competition,  PPS II 
9-pin  models  deliver  320  CPS 
in  FastDraft,  65  CPS  in  NLQ 
and  four  built-in  fonts.  24-pin 
models  boast  200  CPS  FastDraft, 

60  CPS  LQ  and  eight  fonts.  And 
every  PPS  II  has  a  two-year  limited  warranty. 

Call  1  800  IBM-2468,  ext.  836  for  your  nearest 
dealer,  and  see  the  new  IBM  PPS  II  dot  matrix  printers 
When  it  comes  to  reliability,  we’ve  dotted  every  i 


IBM  PPS  II  printers 
are  designed  and  distributed 
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tcaner  service  functions. 

Progressive,  with  16  highly  decentral¬ 
ized  operating  divisions,  uses  Ditchfield  to 
represent  those  two  groups  at  the  corpo¬ 
rate  operating  committee,  helping  to  for¬ 
mulate  strategy  in  those  areas.  Besides 
the  claims  staff,  he  says,  sales  and  cus¬ 
tomer  service  have  the  biggest  amount  of 
interaction  with  policyholders.  “I  abso¬ 
lutely  know  it  will  make  my  IS  function 
customer-focused,”  he  says. 

Faster  service  targeted 

One  area  of  concentration  for  the  IS  divi¬ 
sion  is  policy  issuance.  Progressive  sells 
policies  through  a  network  of  50,000  in¬ 
dependent  agents,  and  Ditchfield  says  he 
would  like  to  give  those  agents  with  com¬ 
puters  instant  access  to  such  things  as 
verification  of  a  car’s  vehicle  identifica¬ 
tion  number.  The  ultimate  aim  is  to  allow 
a  customer  to  walk  out  of  an  agent’s  door 
with  a  policy  in  hand.  The  IS  staff  is  cur¬ 
rently  working  on  seven-day,  24-hour 
customer  data  availability  for  agents. 

Progressive’s  plan  to  branch  out  into 
the  standard  auto  insurance  market  also 
factors  into  the  IS  group’s  long-term 
plans.  The  architecture  has  to  handle  a 
much  larger  amount  of  data  as  the  compa¬ 
ny  moves  into  standard  auto,  as  well  as  to 
link  data  on  a  customer  with  more  than 
one  policy. 

Ditchfield  has  already  made  his  pres¬ 
ence  felt,  according  to  Marlow.  The  IS  de¬ 
partment  budget  and  planning  review  was 
just  completed  and  was  easily  the  best  yet 
for  the  IS  staff,  he  says. 

“They  prepared  on  the  important  busi¬ 
ness  issues  and  presented  them  in  a  way 
that  somebody  outside  IS  can  have  some 
idea  of  what  the  topic  is,”  he  says.  “We 
have  to  attribute  that  completely  to  the 
leadership.” 

Marlow  says  that  Ditchfield  ran  into  a 
bit  of  corporate  culture  shock  in  his  early 
days  at  Progressive.  The  insurer  has  a 
looser  management  style  than  MCI’s 
command-and-control  structure.  “For 
the  first  couple  of  weeks,  I  think  he  was 
wondering  when  we  were  going  to  come 
down  and  check  his  underwear  size,”  he 
says. 


Donuts! 


One  of  Allan  Ditchfield’s 
best-known  MCI  idiosyn- 
cracies  materialized  at 
Progressive  almost  as  fast 
as  it  takes  to  dunk  a 
raised  cruller  into  a  morning  cup  of 
java. 

“Donuts  with  Ditch”  —  a  ses¬ 
sion  in  Ditchfield’s  office  in  which  he 
provides  the  breakfast  goodies  and 
his  staff  supplies  the  brainstorming 
—  was  an  instant  hit  at  his  new  digs 
at  Progressive. 

Sometimes  a  particular  work 
group  might  be  invited  to  hash  over 
new  ideas  while  gobbling,  and  some¬ 
times  it  is  whoever  drops  in. 

The  idea  seems  to  have  caught  on 
fast.  One  of  the  first  things  that 
Ditchfield’s  staff  did,  Chief  Operat¬ 
ing  Officer  Bruce  Marlow  said,  was 
present  him  with  a  token  of  their  es¬ 
teem:  a  potted  tree  festooned  with  a 
large  variety  of  his  trademark  nosh. 

CAROL  HILDEBRAND 
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CALENDAR 


CD-ROM  Expo.  Washington,  D.C.,  Oct.  15-17  —  Con¬ 
tact:  World  Expo  Corp.,  Framingham,  Mass.  (508)  820- 
8123. 


Northwest  Systems  Conference.  Portland,  Ore., 
Oct.  16-18  —  Contact:  Lisa  Lee,  Association  for  Systems 
Management,  Portland,  Ore.  (503)  243-6238. 


The  next  meeting  of  Guide  International,  the  midrange  to  large  systems  IBM  user 
group,  will  be  held  Nov.  17-22  in  New  Orleans. 

With  the  theme  “Building  Solutions  for  Tomorrow  .  . .  Today,”  Guide  ’91  will  fea¬ 
ture  more  than  1,200  technical  and  management  sessions  in  IS  management  issues,  ap¬ 
plications  development,  business  applications,  telecommunications,  database  and  sys¬ 
tems  software. 

For  more  information  or  to  register,  contact  Guide  headquarters  in  Chicago  at  (312) 


644-6610. 


OCT.  13-19 


Universe  Symposium.  Denver,  Oct.  13-15  —  Contact: 
Vivian  Levin,  Universe  Symposium,  Yardley,  Pa.  (215) 
743-2985. 

Creating  the  Business-Responsive  IT  Organiza¬ 
tion.  London,  Oct.  14-16  —  Contact:  United  Communica¬ 
tions  Group,  Rockville,  Md.  (301)  816-8950. 


Technetron  '91  /Pace  '91 .  Boston,  Oct.  14-17  —  Con¬ 
tact:  U.S.  Society  of  Wang  Users,  Chicago,  Ill.  (708)  652- 
3888. 


Operations  and  Systems  Management  Forum. 

Grapevine,  Texas,  Oct.  15-16  —  Contact:  Megan  Senete, 
New  Science  Associates,  Inc.,  Southport,  Conn.  (203)  259- 
1661. 


Communications  Managers  Association  (CMA) 
Telecom  ’91.  New  York,  Oct.  15-17  —  Contact:  CMA, 
Bemardsville,  N  J.  (908)  766-3824. 

Networld  '91.  Dallas,  Oct.  15-17  —  Contact:  Mark  A. 
Haviland,  Bruno  Bleinheim,  Inc.,  Englewood  Cliffs,  NJ. 
(201)569-8542. 

1 1  th  Annual  Eastern  American  NCR  Users  Con¬ 
ference.  Atlantic  City,  Oct.  16-18  —  Contact:  Frank 
Whalon,  Tinius  Olsen  Testing  Machines,  Willow  Grove,  Pa. 
(215)675-7104. 

EIS  '91  /Canada.  Toronto,  Oct.  16-18  —  Contact:  Emi¬ 
ly  Thomas,  The  EIS  Registrar,  Newton,  Mass.  (617)  964- 
4555. 

Consulting:  Building  IS  Partnerships.  Cambridge, 
Mass.,  Oct.  16-18  —  Contact:  Mette  Skillings,  CSC  Index 
Institute,  Cambridge,  Mass.  (617)  499-1874. 


Educom  '91 .  San  Diego,  Oct.  16-19  —  Contact:  Andrea 
Fagin,  Educom,  Washington,  D.C.  (202)  872-4200. 

IPO/ISO  Meeting.  Houston,  Oct.  16-25  —  Contact:  Na¬ 
tional  Computer  Graphics  Association,  Fairfax,  Va.  (703) 
698-9600. 

Strategic  Data  Management  Forum.  Grapevine, 
Texas,  Oct.  17-18  —  Contact:  Megan  Senete,  New  Science 
Associates,  Inc. ,  Southport,  Conn.  (203)  259-1661. 

International  Society  for  Hybrid  Microelectronics 
(ISHM)  Symposium.  San  Francisco,  Oct.  19-21  —  Con¬ 
tact:  ISHM  Meetings  Department,  Reston.  Va.  (703)  471- 
0066. 


OCT.  20-26 


Sixth  Annual  Strategic  Issues  Conference.  Cam¬ 
bridge,  Mass.,  Oct.  21-22  —  Contact:  Decision  Support 
Technology,  Inc.,  Cambridge,  Mass.  (617)  354-6400. 

Comdex/Fall  ’91.  Las  Vegas,  Oct.  21-25  —  Contact: 
The  Interface  Group,  Needham,  Mass.  (617)  449-6600. 

Knowledgeshare  '91.  Orlando,  Fla.,  Oct  20-24  — 
Contact:  AI  Corp.,  Waltham,  Mass.  (617)  891-6500. 

APICS  International  Conference  and  Exposition. 

Seattle,  Oct.  20-25  —  Contact:  APICS  Meetings  Registra¬ 
tion,  Falls  Church,  Va.  (703)  237-8585. 

Rebuilding  for  Software  Automation  with  the  4 
R’s  of  CASE.  Atlanta,  Oct.  21-23  —  Contact:  Extended 
Intelligence,  Inc.,  Chicago,  Ill.  (312)  346-7090. 

Alex.  Brown  &  Sons,  Inc.  12th  Annual  Technol¬ 
ogy  Seminar.  Baltimore,  Oct.  21-23  —  Contact:  Lorri 
Bresnick,  Alex.  Brown  &  Sons,  Baltimore,  Md.  (301)  727- 
1700. 

Systems  '91 .  Munich,  Germany,  Oct.  21-26  —  Contact: 
Gerald  Kallman,  Kallman  Associates,  Ridgewood,  NJ. 
(201)652-7070. 

Cimdex.  Detroit,  Oct.  22-24  —  Contact:  Dan  Belmont, 
Cahners  Exposition  Group,  Stamford,  Conn.  (203)  352- 
8372. 

Enhanced  Network  Service  Customer  Premises 
Equipment:  Defining  the  Future.  Nashville,  Oct.  24- 
25  —  Contact:  Research  First  Consulting,  Inc.,  Birming¬ 
ham,  Ala.  (919)  687-0908. 

EDI  User  Group  Meeting.  Atlanta,  Oct.  24-25  —  Con¬ 
tact:  Uniform  Code  Council,  Dayton,  Ohio  (513)  435- 
3870. 

13th  Annual  Computer  Law  Institute.  New  York, 
Oct.  24-25  —  Contact:  Practising  Law  Institute,  New  York, 
N.Y.  (212)  765-5700. 

Lasers  in  Graphics/Electronic  Design  in  Print 
(LIG/EDP).  Tarpon  Springs,  Fla.,  Oct.  26-31  —  Contact: 
LIG/EDP,  Vista,  Calif.  (619)  758-9460. 


OCT.  27-NOV.  2 


Repository  AD/Cyde  International  Users  Group. 

Chicago,  Oct.  27-30  —  Contact:  Repository  AD/Cyde  In¬ 
ternational  Users  Group  Headquarters,  Chicago,  Ill.  (312) 
527-6666. 

Building  the  HRM  Data  Model.  Arlington,  Va.,  Oct. 
28  —  Contact:  Association  of  Human  Resource  Systems 
Professionals,  Dallas,  Texas  (214)  661-3727. 

The  Hammer  Re-engineering  Conference.  Boston, 
Oct.  28-30  —  Contact:  Hammer  Forum,  Cambridge,  Mass. 
(617)354-5555. 

Electronic  Messaging  '91:  Taking  Care  of  Busi¬ 
ness.  New  Orleans,  Oct.  28-30  —  Contact:  Electronic 
Mail  Association,  Arlington,  Va.  (703)  875-8620. 

CMC  '91  and  A/E/C  Systems.  Nashville,  Oct.  28-31 

—  Contact:  Kelly  Baxter,  A/E/C  Systems,  Chadds  Ford,  Pa. 
(215)444-9583. 

Symposium  '91 .  Lake  Buena  Vista,  Fla.,  Oct.  28-Nov.  1 

—  Contact:  Ashley  Pearce,  Gartner  Group,  Stamford, 
Conn.  (203)  967-6757. 

1991  Marketing  Conference.  New  York,  Oct.  29-30 

—  Contact:  The  Conference  Board,  New  York,  N.Y.  (212) 
339-0290. 

Unix  Expo  International.  New  York,  Oct.  30-Nov.  1 

—  Contact:  National  Blenheim  Expositions,  New  York, 
N.Y.  (212)  391-91 11. 


The  Best  Just  Got  Better. 


Since  its  debut  in  1986,  PC  EXPO  in 
Chicago  has  been  hailed  as  the  best 
computer  trade  show  serving  today's 
fast-growing  Midwest  market.  This 
year,  PC  EXPO  will  prove  that  even 
the  best  can  get  better. 

For  starters,  look  at  the  numbers. 
Over  250  leading  microcomputer 
manufacturers  will  headline  the 
show.  Thousands  of  new  products 
and  services  will  be  demonstrated  on 


the  show  floor.  And  an  anticipated 
20,000  of  the  industry’s  largest  cor¬ 
porate  volume  buyers  and  resellers 
will  make  it  their  business  to  shop 
PC  EXPO  in  Chicago. 

What’s  more,  an  expanded  Conference 
Program  and  Windows/PM  Pavilion, 
plus  a  variety  of  special  presentations 
and  corporate  events  have  all  been 
added  for  1991. 


From  November  19-21,  you  can  see 
for  yourself  why  the  best  computer 
show  to  ever  hit  the  Midwest  is  now 
better  than  ever. 

Call  today  for  more  information. 
1-800-444-EXPO  or  201-569-8542. 

PC  EXPO  in  Chicago 

November  19-21,  1991 
McCormick  Place  North 
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Knock,  knock — it’s  IS  calling 


These  days ,  pressures  from  tight  budgets  and  outsourcers 
mean  that  IS  managers  must  have  a  little  sales  savvy . .  .or  else 


Steven  Lewis 


Kaman’s  Smith  asks  questions  to  ensure  IS  projects  are  relevant 


BY  ARIELLE  EMMETT 

oseph  Larizza  says  his  job  these  days  is 
“pure  selling.”  A  vice  president  at  Service 
America  Corp.,  a  $1  billion  food  services  and 
vending  machine  company,  Larizza  spends 
much  of  his  day  speaking  one-on-one  with 
the  company  president  and  senior  vice  pres¬ 
idents,  as  well  as  with  operations  manage¬ 
ment,  regional  vice  presidents  and  district 
managers. 

What’s  unusual  is  that  Larizza  is  not  a 
marketing  or  sales  executive 
but  the  vice  president  of  MIS  at 
the  Stamford,  Conn.,  firm. 

When  he’s  done  selling  man¬ 
agement  on  a  new  plan  to  com¬ 
puterize  old-fashioned  paper- 
based  accounting  systems,  he’ll 
move  on  to  talk  with  end  users. 

“You’ve  got  to  make  sales  calls 
on  your  users,  whether  daily  or 
weekly,”  he  says,  “and  under¬ 
stand  what  their  needs  and  re¬ 
quirements  are.  You’ve  got  to 
see  if  you  can  formulate  ideas 
with  them.” 

Larizza  is  a  good  example  of  what  is  quickly  be¬ 
coming  a  must-have  information  systems  skill  to¬ 
day:  sales  and  marketing  ability.  Increased  compe¬ 
tition  for  corporate  funding  and  the  need  to  more 
closely  align  technology  initiatives  with  business 
goals  have  made  the  ability  to  successfully  market 
IS  projects  inside  the  corporation  a  necessity. 

Unlike  the  go-go  1980s,  when  technology  proj¬ 
ects  were  often  easily  approved  by  technology-shy 
executives,  IS  professionals  now  must  justify 


Emmett  is  a  free-lance  writer  based  in  Hewitt,  NJ. 


themselves  in  ways  unimagin¬ 
able  only  a  few  years  ago. 

“Our  mission  in  life  is  one  of 
selling  our  ideas  and  our  systems 
to  line  operations,”  declares 
Thomas  J.  O’Toole,  director  of 
communications  systems  at 
Pittsburgh-based  Westinghouse 
Electric  Corp.’s  Communica¬ 
tions  Division. 

One  major  reason  for  the  new 
emphasis  on  internal  marketing 
is  a  growing  expectation  by  cor¬ 
porate  management  that  IS  de¬ 
velop  applications  that  will  pro¬ 
vide  competitive  breakthroughs 
and  make  money. 

Another  factor,  notes  L.  Paul 
Ouellette,  president  of  Ouellette 
&  Associates  Consulting,  Inc.,  is 
that  the  way  in  which  corpora¬ 
tions  deploy  technology  has 
changed  drastically  over  the  last 
five  years.  “The  whole  ball  game 
has  changed  in  terms  of  power, 
management  and  ownership  of 
what  was  traditionally  IS,”  says 
Ouellette,  whose  Bedford,  N.H., 
consulting  firm  offers  a  seminar 
called  “Marketing  the  Value  of  IS  Internally.” 

As  a  result,  Ouellette  continues,  IS  can  no  long¬ 
er  see  itself  as  a  “pocket  of  expertise.”  Because 
they  must  now  compete  with  outsourcing  vendors, 
many  IS  groups  need  to  “start  behaving  as  an  inde¬ 
pendent  consulting  organization.”  This  means  ac¬ 
tively  marketing  services,  creating  an  awareness 
of  the  value  of  IS  and  learning  a  broad  range  of 
skills  in  consulting,  communications  and  negotia¬ 
tion,  says  Ouellette,  who  is  the  author  of  a  new 
book  on  the  subject. 

The  new  breed  of  IS  manager  understands  the 
necessity  of  making  money  and 
promotes  technology  accord¬ 
ingly,  says  Hugh  McDonald,  a 
consultant  at  International 
Computers  Ltd.  (ICL),  an  infor¬ 
mation  technology  company 
based  in  the  UK. 

Novel  approaches 

All  of  these  recessionary  reali¬ 
ties  are  starting  to  produce  cre¬ 
ative  new  approaches  to  pro¬ 
moting  technology. 

At  Metropolitan  Life  Insur¬ 
ance  Co.  in  New  York,  for  example,  key  decision 
makers  are  courted  with  seminars  and  summer 
reading  lists,  one-on-one  meetings  and  dynamic 
presentations. 

“There  have  been  a  fair  number  of  questions 
raised  about  the  return  on  investment  in  technol¬ 
ogy,”  says  Robert  Flast,  Met  Life’s  vice  president 
of  IS.  “In  the  past,  the  thinking  was,  ‘Do  the  same 
thing  better.’  Now,  maybe  the  thinking  is,  ‘Either 
don’t  do  it  at  all,  or  do  something  different.’  ” 

To  lobby  for  projects,  Flast  makes  sure  informa¬ 
tion  is  available  to  every  manager  who  can  help 

Continued  on  page  66 


OUR  MISSION  IN 
life  is  one  of 
selling  our  ideas 
and  our  systems  to  line 
operations.” 

THOMAS  J.  O’TOOLE 
WESTINGHOUSE  ELECTRIC 


KEY  POINTS 

►Heavy  competition  for 
corporate  funding  and  the 
growing  popularity  of 
outsourcing  are  making 
sales  acumen  key  for  IS 
managers. 

►Smart  IS  chiefs  are 
learning  the  value  of  inter¬ 
nal  marketing  and  are 
brushing  up  on  consulting, 
communication,  negotia¬ 
tion  and  promotional  skills. 

►At  Metropolitan  Life 
Insurance  Co.,  key  deci¬ 
sion  makers  are  made 
more  technology-aware 
through  a  wide  range  of 
educational  offerings  (see 
story  page  68). 

►Despite  a  growing 
awareness  of  the  impor¬ 
tance  of  internal  sales  and 
marketing,  consultants 
say  IS  managers  must  de¬ 
velop  a  better  understand¬ 
ing  of  their  corporations’ 
culture. 

►Back-scratching  and 
bartering  can  be  powerful 
tools  for  building  influ¬ 
ence,  according  to  the  au¬ 
thors  of  Influence  With¬ 
out  Authority  (see  story 
page  67). 

►QUOTABLE: 

" Every  IS  depart¬ 
ment  is  a  PR  firm.  ” 

L.  Paul  Ouellette 
Ouelette  &  Associates 
Consulting,  Inc. 
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Continued  from  page  65 
out,  “from  CEOs  to  project  man¬ 
agers  to  the  systems  organiza¬ 
tion.”  Ultimately,  he  said,  IS  will 
survive  only  if  it  adapts  to  the 
money-making,  competitive 
heartbeat  of  business. 

At  Kaman  Aerospace  in 
Bloomfield,  Conn.,  MIS  director 
Eugene  M.  Smith  uses  what 
could  be  described  as  a  “Socratic 
hammerhead”  approach  to  make 
sure  that  the  IS  projects  he’s 
promoting  are  relevant  to  the 
business:  Ask  pointed  questions 
about  business  goals  while  chip¬ 
ping  away  management  assump¬ 
tions  and  misapprehensions 
about  technology. 

For  example,  Smith  spent  the 
past  year  asking  questions  about 
Kaman’s  business  objectives. 
His  inquiry  included  interviews 
with  top  executives  and  more 
than  40  middle  managers  about 
Kaman’s  strategic  priorities. 

“I  asked  crucial  questions 
such  as,  ‘What  kinds  of  strate¬ 
gies  do  we  want  to  employ  to 
compete?’  ”  Smith  says.  “As  I 
posed  the  questions,  I  showed 
where  they  bounced  against  the 


Wheel  of  fortunes 

IS  groups  need  to  look  at  the  10  areas  below  to 
make  internal  marketing  plans  fly 


Source:  Ouellette  &  Associates  Consulting.  Inc. 

existing  [IS  strategic]  plan.” 

Apparently,  the  approach 
worked:  Kaman  business  man¬ 
agement  refocused  on  needed  IS 
applications  and  made  a  new 
schedule  of  priorities,  Smith 
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Rate  your  IS  marketing  skill 

We  have  a  realistic,  long-range  plan  for  assessing  and 
meeting  our  client  goals. 

We  easily  find  excellent  instructors  and  speakers,  develop 
new  workbook  materials  and  design  new  brochures. 

We  know  our  position  in  the  corporation,  and  we  have 
established  ourselves  well  enough  to  ward  off  competitors 
(internal  and  external). 

Our  IS  marketing  communications  materials  (printed  and 
unprinted)  are  tops. 

We  consistently  test  our  marketing  ideas  (meaningful, 
measurable,  projectable  quantities)  and  programs,  always 
trying  to  improve  our  position  with  a  new  approach. 

Our  services  offer  top-quality,  exclusive  features 
distinguishing  us  from  other  IS  service  centers. 

We  track  our  clients’  technology  use  and  technology 
awareness  and  use  this  information  to  bring  improved 
services  to  our  clients. 

We  have  developed  a  profile  of  our  clients  with  all  of  their 
important  characteristics  (e.g.,  application,  life  cycle,  size, 
job  function,  resources,  benefits  sought,  problems,  client 
status,  loyalty  status,  decision  process,  attitude  and 
sensitivity)  and  update  it  regularly. 

We  have  seriously  considered  several  forms  of  marketing 
communications  (e.g.,  user  coordinators,  external 
publications,  management  reporting,  newsletters)  to  make 
our  clients  aware  of  our  value-added  services. 

We  have  tested  to  determine  how  price-sensitive  our 
services  and  markets  are  with  our  prospects  and  clients. 

We  are  acutely  aware  of  the  latest  and  most  successful 
approaches  for  marketing  the  IS  organization  internally. 

We  know  our  numbers  (e.g.,  opportunity,  marketing, 
variable  and  overhead  costs;  break-even  points;  the 
relationship  between  costs),  and  we  use  those  numbers  for 
planning  our  IS  marketing  strategy. 

We  have  a  consistent  and  thorough  system  for  eliciting 
information,  as  well  as  suggestions  and  evaluations,  from 
all  of  our  clients. 

We  have  an  IS  professional  development  curriculum  that 
consistently  produces  top-notch  marketing-  and 
client-oriented  professionals. 


The  score 

Marketing  is  an  unknown  in  your  organization. 

Marketing  plays  a  minor  role. 

Marketing  is  recognized,  but  it  is  not  a  force. 

Marketing  is  taken  seriously.  A  formal  marketing  plan  is 
advised. 

Marketing  know-how  is  evident.  IS  is  recognized  as  an 
integral  business  asset. 


Ouellette  &  Associates  Consulting.  Inc. 


CW  Chart:  Janell  Genovese 


CW  Chart:  Michael  Sipcins 

says.  Within  three  months,  a 
quality-control  group  composed 
of  representatives  from  each 
functional  branch  of  the  compa¬ 
ny  developed  a  new  IS  plan. 
Smith  was  appointed  liaison  be¬ 
tween  the  committee  and  execu¬ 
tive  management. 

“The  parochial  barriers  that 
were  in  place  were  dropped,” 
Smith  says.  “Rather  than  vested 
interests,  [it  was]  what  was  best 
for  Kaman  Aerospace.  ’  ’ 

If  selling  IS  projects  is  easy, 
Larizza  says,  it’s  because  an  IS 
manager  has  done  some  re¬ 
sourceful  thinking.  He  says  the 
first  step  in  this  thinking  process 
is  to  assess  a  firm’s  “readiness 
mode.” 

He  adds,  “You  have  to  look  at 
the  organization  and  [see  wheth¬ 
er]  it’s  in  a  strictly  maintenance 
mode  or  is  in  a  mode  of  develop¬ 
ing  new  systems.” 

Teamwork  theme 

A  common  theme  that  runs 
through  the  suggestions  of  many 
IS  managers  is  teaming  with  end 
users. 

Selling  a  technology  idea  is  a 
bit  like  fishing,  says  John  Serf  ass, 
a  former  personal  computer  and 
communications  network  man¬ 
ager  at  Preferred  Health  Care, 
Inc.  and  now  president  of  Pre¬ 
ferred  Systems,  Inc.,  a  spin-off 
software  and  networking  compa¬ 
ny  in  Wilton,  Conn. 

To  be  successful,  Serfass 
says,  you  must  plop  a  worm  in 
the  water,  wait  for  an  interested 
crowd  to  gather,  then  reel  in. 
“That’s  the  key  —  the  fact  that 
it’s  not  just  my  idea  but  every¬ 
body’s  idea,”  he  explains. 

Serfass  isn’t  telling  fish  sto¬ 
ries.  While  creating  a  $2.5  mil¬ 
lion,  350-node  local-area  net¬ 
work,  Serfass’  team  decided  the 
best  strategy  was  to  focus  on 
creating  desire  for  an  electronic 
mail  system. 

“Rather  than  ram  the  system 
through  the  company,”  Serfass 
recalls,  the  group  decided  to  pro¬ 
mote  the  fact  that  E-mail  would 
be  offered.  Once  the  benefit  to 
the  company  was  established, 


business  managers  signed  on, 
and  the  idea  gained  momentum, 
he  says.  Today,  the  system  han¬ 
dles  1.5  million  messages  a  day, 
he  adds. 

“Rarely  do  you  come  up  with 
a  good  idea  by  yourself  first,” 
Serfass  says.  “An  idea  is  usually 
not  complete  until  you  talk  to 
someone  else,  take  criticism  and 
compliments  and  meld  [different 
managers’]  ideas  with  your 
own.” 

The  moral?  “Be  sure  that  ev¬ 
eryone  who’s  affected  by  the  IS 
idea  has  a  vested  interest  in  it,” 
he  advises.  “It  means  one-on- 
one  sessions,  really  brainstorm¬ 
ing  sessions,  and  it  touches  all  ar¬ 
eas  of  the  enterprise.” 

Selling  users  first  is  “the  best 
way”  to  gain  acceptance  for  an 
idea,  Larizza  agrees.  While  Lar¬ 
izza  says  his  job  at  Service  Amer¬ 
ica  has  been  made  easier  because 
top  management  supports  com¬ 
puterization  of  manual  proce¬ 
dures,  user  support  is  nonethe¬ 
less  key. 

IS  managers  generally  agree 
that  finding  an  executive  “cham¬ 
pion”  is  a  key  step  in  selling  an 


several  different  strategies  to 
communicate  IS  ideas  across  the 
company. 

For  example,  instead  of  pro¬ 
posing  a  broad  revamping  of 
technologies,  Flast  gave  short, 
focused  presentations  last  sum¬ 
mer  on  a  handful  of  key  projects. 
The  result  was  the  recent  adop¬ 
tion  of  a  high-value,  high-visibili- 
ty  artificial  intelligence  system. 

Westinghouse  Electric’s 
O’Toole  also  believes  in  an  envi¬ 
ronmental  approach.  “It’s  very 
difficult  to  sell  technology  these 
days,”  he  says.  As  a  result,  what 
“we’re  trying  to  do  is  look  at 
things  more  on  an  applications 
basis ...  to  align  ourselves  to  the 
individual  lines  of  business.” 
That  kind  of  shift  makes  sense, 
O’Toole  adds,  because  individual 
business  units  are  increasingly 
driving  the  company’s  direction. 

More  to  come 

Despite  such  new  tactics,  con¬ 
sultants  say  that  most  IS  groups 
have  a  long  way  to  go  before 
they  become  anything  close  to 
slick  marketers. 

G.  Evans  Bruner,  president  of 


The  action  funnel 

Asking  specific,  focused  questions  helps  turn  good 
ideas  into  workable  plans 


Source:  Ouellette  &  Associates  Consulting,  Inc.  CW  Chart:  Michael  Siggins 


idea.  In  fact,  they  say  that  identi¬ 
fying  a  friendly  executive  is  half 
the  battle. 

“Once  they  have  been  identi¬ 
fied,”  Serfass  says,  “you  want  to 
be  sure  that  they  see  tangible 
progress  quickly.  You  have  to 
ensure  that  you  have  the  re¬ 
sources  ready  to  be  able  to  re¬ 
spond  quickly  to  any  suggestion 
they  may  have.” 

Insiders  give  immediate  feed¬ 
back  and  help  modify  a  systems 
proposal  before  it  becomes  gen¬ 
eral  knowledge  within  the  com¬ 
pany,  managers  say. 

Intense  management  educa¬ 
tion  is  a  must,  Flast  says,  espe¬ 
cially  training  that  instills  aware¬ 
ness  of  technology  issues  and 
business  opportunities  (see  sto¬ 
ry  page  68). 

Flast,  a  former  head  of  tech¬ 
nology  strategy  at  American  Ex¬ 
press  Co.,  spent  his  first  six 
months  at  Met  Life  “aggressive¬ 
ly  making  time  to  see  as  many 
people  as  possible.”  He  also  used 


Bruner  Consulting  Associates, 
Inc.,  an  IS  consultancy  in  Bridge¬ 
port,  Conn.,  says  IS  must  do  a 
much  better  job  of  understand¬ 
ing  the  cultural  nuances  of  both 
corporate  departments  and  man¬ 
agement  teams  if  it  is  going  to 
succeed  in  selling  technology 
ideas. 

ICL’s  McDonald  adds  that  IS 
has  a  long  way  to  go  to  overcome 
what  he  terms  the  “boiler-house 
syndrome.”  He  says,  “Top  man¬ 
agement  sees  IS  as  some  sort  of 
boiler  house  where  a  bunch  of 
weird  techies  go  screwing 
around.”  A  group  with  such  an 
image  lacks  sales  credibility,  he 
adds. 

Ouellette  says  IS  people  need 
to  rise  above  the  daily  grind  and 
start  thinking  about  “what  the 
audience  is  and  how  to  put  a 
strategy  in  place.” 

Only  when  IS  realizes  that 
“everyone  is  a  PR  firm,”  Oul- 
lette  says,  will  powerful  sales  ef¬ 
forts  be  possible.  • 
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Lack  clout?  Barter  smarter 

Co-author  of  Influence  Without  Authority  says  IS  managers 
can  advance  their  causes  by  learning  to  trade 


How  do  you  get  your  ideas 
accepted  and  projects 
rolling  when  you  have  no 
official  “pull” with  heads 
of  other  departments  or 
the  top  executive?  Instead  of  wasting 
time  on  power  games,  try  adopting 
more  of  a  service  attitude,  advise  Al¬ 
lan  R.  Cohen  and  David  L.  Brad¬ 
ford,  authors  of  Influence  Without 
Authority  (John  Wiley  &  Sons,  Inc., 
1990). 

In  the  book,  the  pair  says  that 
back-scratching  and  bartering  can 
be  powerful  tools  for  building  influ¬ 
ence.  Cohen,  dean  of  the  School  of 
Management  at  Babson  College  in 
Wellesley,  Mass.,  and  Bradford,  a 
professor  of  management  at  Stan¬ 
ford  University  in  Stanford,  Calif, 
say  working  closely  with  peers  in  oth¬ 
er  departments  makes  especially 
good  sense  for  information  systems 
managers,  whose  tradition  has  been 
one  of  isolation. 

Also  the  authors  of  Managing  for 
Excellence,  Cohen  and  Bradford 
run  seminars  and  consult  with 
leading  Fortune  500  companies  on 
organizational  issues.  Computer- 
world  sent  free-lance  writer  Glenn 
Rifkin  to  ask  Cohen  what  else  IS  can 
do  to  increase  its  influence. 

QAre  there  occasions  when 
it’s  appropriate  for  an  IS  per¬ 
son  to  play  hardball? 

I’d  say  just  the  opposite.  One  of 
the  fundamental  problems  IS  peo¬ 
ple  have  these  days  is  that  they  still 
think  in  terms  of  power.  And  that  has 
blinded  them  to  distributed  process¬ 
ing,  to  supporting  people  who  want 
PCs,  to  figuring  out  how  to  enhance 
the  capacity  of  managers  to  make  the 
decisions  and  get  the  information  in¬ 
stead  of  controlling  it  all. 

The  surest  way  to  lose  power  and 
influence  is  to  try  to  hang  on  to  it  by 
controlling  everything. 

QSo  how  can  someone  who  is 
technically  oriented,  and 
possibly  introverted,  gain  influ¬ 
ence  within  a  corporation? 

People  get  influence  by  figuring 
out  what’s  important  to  other 
people  and  what  others  need  to  get 
their  work  done.  Then  they  figure  out 
their  own  needs  and,  in  essence, 
make  a  trade. 

Q  That’s  fine,  except  histori¬ 
cally,  IS  has  had  an  isola¬ 
tionist  and  sometimes  adversari¬ 
al  role  with  others  in  the 
organization. 

One  starting  place  is  to  get  out 
and  ask  people,  ‘How  are  we  do¬ 


ing,  and  how  can  we  do  it  better?’  A 
number  of  IS  people  just  don’t  ask. 
And  when  they  are  told,  unsolicited, 
they  get  defensive. 

Also,  the  IS  person  has  to  be  very 
good  at  sticking  with  the  manager 
who  doesn’t  want  to  give  the  time  up 
front  to  define  the  parameters  of  what 
he  needs.  That’s  part  of  the  job  — 
coming  back  to  managers  and  saying: 
‘If  I  respond  to  the  request  you  give 
me,  you  won’t  be  satisfied,  and  here’s 
why,’  rather  than  just  saying,  ‘OK, 
it’s  what  you  asked  for.’ 

QAre  there  alliances  that  an 
IS  person  should  pursue 
within  the  organization,  such  as 
with  the  chief  financial  officer 
or  the  chief  operating  officer? 

It  varies  from  organization  to  or¬ 
ganization.  You  should  have  alli¬ 
ances  with  everybody.  Having  friends 
is  one  way  to  get  influence,  but  it’s 
not  the  only  way.  Having  enemies, 
however,  almost  guarantees  that  you 
won’t.  The  problem  with  the  concept 
of  winning  friends  and  influencing 
people  as  it  came  from  Dale  Carnegie 
is  that  it  had  a  very  manipulative  tone. 
You  insincerely  pretended  interest  to 
make  people  think  you  liked  them. 

Q  What’s  the  alternative? 

A  If  you  can  figure  out  where  tech¬ 
nology  offers  your  company  the 


highest  payoff,  then  the  functions 
most  centrally  involved  with  that  are 
probably  the  natural  allies  to  start 
with.  For  example,  if  having  a  market¬ 
ing  intelligence  system  is  going  to 
give  your  company  competitive  ad¬ 
vantage,  the  marketing  manager  is  a 
natural  ally.  But  you  can’t  make  one 
strategic  alliance  and  ignore  others. 

Q  Suppose  a  new  IS  manager 
comes  into  a  situation  in 
which  his  predecessor  has  left  a 
trail  of  tears,  false  promises  and 
failed  projects? 

It’s  not  hard  to  repair  the  dam¬ 
age.  Just  think:  How  can  I  do 
something  that  will  show  immediate 
results  so  they  get  the  sense  that  this 
is  a  different  kind  of  organization? 

The  starting  point  is  to  go  out  to 
people  and  say,  ‘I  get  the  sense  that 
you  are  not  happy  with  what  was  done 
before.  I  need  to  understand  how  this 
organization  screwed  up,  what  it  is 
that  would  help  you  do  your  work,  how 
I’ll  know  whether  we’re  doing  better 
and  whether  we  can  agree  on  any  indi¬ 
cators  that  make  sense  so  that  we’ll 
be  able  to  monitor  it  together.’ 

QWhat  about  a  case  in  which 
the  IS  manager  has  every¬ 
one  except  the  chief  executive 
officer  buying  into  a  huge  proj¬ 
ect?  How  do  you  get  him  to  come 
on  board? 


A  I’d  start  by  making  sure  that  ev¬ 
eryone  who  has  bought  into  the 
idea  knows  that  everyone  else  has 
bought  in.  They  are  more  likely  to 
stand  up  to  the  CEO  collectively  than 
individually. 

You've  got  to  perform  a  very  care¬ 
ful  diagnosis  on  the  CEO.  What  are 
the  hooks  that  will  get  him  to  pay  at¬ 
tention?  What  does  he  care  about? 

QIS  people  often  find  them¬ 
selves  confronted  with  CEOs 
focused  only  on  return  on  invest¬ 
ment  and  payback.  How  do  you 
influence  a  CEO  like  that? 

If  you’re  in  an  organization  where 
payback  or  financial  measures 
are  what  people  look  at  first,  then  ev¬ 
ery  proposal  should  have  those  mea¬ 
sures  attached  to  it. 

But  there  are  lots  of  technology  in¬ 
vestments  that  yield  bigger  payoffs 
from  intangibles  than  from  tangibles. 
So  now  the  question  is,  how  do  you 
turn  intangible  stuff  into  things  that 
are  hard-nosed  and  useful? 

There  are  ways  to  do  it.  You  can  go 
around  to  internal  users  and  say,  ‘If 
we  can  turn  around  reports  in  a  day  in¬ 
stead  of  a  week,  what  would  that  let 
you  do  differently?  What  kinds  of  deci¬ 
sions  could  you  make?  How  would  you 
go  about  doing  your  business  differ¬ 
ently?’ 

A  QWhat  happens  to  the  IS  man¬ 
ager  who  refuses  to  change? 

I  once  observed  an  IS  manager  in 
an  executive  committee  meeting 
who  essentially  opted  out  of  all  dis¬ 
cussions  that  didn’t  involve  comput¬ 
ers.  The  executive  group  would  talk 
about  how  to  deal  with  new  competi¬ 
tion,  about  the  acquisition  of  a  major 
competitor  and  what  that  might  do  or 
how  to  get  new  products  through  the 
pipeline  faster.  And  the  IS  manager 
would  just  sit  and  look  out  the  win¬ 
dow.  Pretty  soon,  people  treated  him 
as  a  lightweight. 

Q  There’s  also  another  danger 
because  technology  has 
evolved  so  much  that  in  many 
cases,  users  don’t  even  need  IS 
people  any  more. 

That’s  right.  Smart  information 
managers  say  to  themselves, 
‘There  is  still  going  to  be  a  very  valu¬ 
able  role  for  me  and  my  people.  We 
need  to  help  the  company  explore 
what  can  be  distributed  and  what 
needs  to  be  central.  We're  going  to 
need  to  figure  out  what  software  is 
useful,  what  you  can  buy  off  the  shelf.’ 

The  kiss  of  death  for  IS  managers 
is  to  try  to  hold  on  to  power  and  use  it 
on  people.  • 
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Points  for  would-be  IS  marketers  to  ponder 


“It’s  easier  to  discover  deficien¬ 
cy  than  to  see  value.”  —  Hegel 


being  an  object  of  utility.”  — 
Karl  Marx 

“You  need  not  hang  up  the  ivy 
branch  over  the  wine  that  will 
sell.”  —  Publius  Syrus,  Maxim 
968 


‘Nothing  can  have  value  without  “I  will  buy  with  you,  sell  with 


you,  talk  with  you,  walk  with 
you,  and  so  following.”  — 
Shakespeare,  The  Merchant  of 
Venice,  I-iii,  34 

“The  buyer  needs  a  hundred 
eyes,  the  seller  not  one.”  — 
George  Herbert,  Jacula  Pru- 
dentum  (1651),  No.  390 


“His  name  was  George  F.  Bab¬ 
bitt,  and  he  was  nimble  in  the 
calling  of  selling  houses  for  more 
than  people  could  afford  to  pay.” 
—  Sinclair  Lewis,  Babbitt 

“Buying  and  selling  is  essentially 
antisocial.”  —  Edward  Bellamy, 
Looking  Backward,  2000-1887 


Trojan  horses, 
hackers, 
file  corruption, 
worms, 

natural  disasters  - 

just  when  you  think  you’ve  done  every¬ 
thing  to  protect  your  computer  resources,  the 
attack  begins. 

But  don’t  despair.  You  can  defend  your 
computer  network  from  unauthorized  access  and 
disruption  with  the  new  techniques  you’ll  learn 
from  The  Computer  Security  Seminar  Series. 

In  this  intensive  half-day  course, 
you’ll  learn  from  industry  experts 
and  case  studies  how  to  protect 
against  viruses  and  hackers  and  plan 
for  disaster  recovery.  And  you 
leave  with  presentation  materials, 

Computers  Under  Attack,  edited  hy 
Peter  Denning,  Computer  Viruses 
( ADAPSO)  and  Computers  at  Risk 
(National  Research  Council). 


THE 

COMPUTER 

SECURITY 

SEMINAR 

SERIES 


The  Seminar  will  be  presented  in  these  12  cities: 

10/8  Phoenix  10/29  Chicago  11/7  Boston 

10/21  Atlanta  10/30  Minneapolis  11/8  New  York 

10/22  Los  Angeles  11/4  Houston  11/15  San  Francisco 

10/25  Detroit  11/6  Philadelphia  1 1/18  Washington  1X2 

The  Computer  Security  Seminar  Series 
is  sponsored  by  ACM/SIGSAC,  ADAPSO, 
American  Express,  Computerworld  and 
Ernst  &  Young  to  prepare  for  Computer  Security 
Day  on  December  2. 

The  Seminar  is  only  $195.00  per  partici¬ 
pant  including  a  luncheon  ($175.00 
for  ACM  and  ADAPSO  members). 
That’s  a  small  price  to  pay  to  avoid 
some  very  expensive  problems.  But 
registration  is  limited.  So  call  today 
for  registration  information. 


800-524-4023 

(In  Maryland,  301-662-8087) 


Top-notch 

teaching 

tips 


As  if  wearing  a  salesper¬ 
son’s  hat  wasn’t  enough, 
Met  Life’s  IS  chief  also 
wears  a  teacher’s  cap. 

Robert  Flast,  vice  pres¬ 
ident  of  IS  at  the  New  York 
insurer,  says  he  loathes 
the  common  belief  that 
trying  to  teach  business 
managers  about  technol¬ 
ogy  is  a  waste  of  time. 

To  support  technology 
marketing  efforts,  Flast 
uses  a  number  of  educa¬ 
tional  techniques.  One  is 
called  “competitive  tech¬ 
nology  watch  assess¬ 
ments.”  With  this  ap¬ 
proach,  senior  managers 
are  able  to  see  how  com¬ 
petitors  can  be  tracked  by 
looking  at  information 
from  many  sources. 

Once  ideas  are  formed, 
Flast  disseminates  them 
via  the  aggressive  use  of 
outside  speakers.  Senior 
managers  attend  seminars 
that  focus  on  the  business 
aspects  of  particular  tech¬ 
nologies. 

“For  a  broader  base  of 
executives,  get  well-re¬ 
garded  speakers  such  as 
Amo  Penzias,  James  Brian 
Quinn  or  Michael  Scott 
Morton  two  or  three  times 
a  year,”  he  says. 

Met  Life  also  publishes 
an  in-house  journal,  Per¬ 
spectives  on  Technology, 
compiles  a  list  of  book  ab¬ 
stracts  for  management 
use  and  lends  the  books. 

When  a  key  manager 
reads  an  important  book 
that  may  lead  to  a  decision 
about  technology,  Flast 
says,  it  represents  a  “tiny 
victory”  that  can  have 
enormous  implications. 

Such  tactics  can  go  a 
long  way  toward  giving 
new  IS  ideas  legitimacy 
because  they  endorse  a  so¬ 
lution  to  a  problem  in 
which  they  have  no  stake, 
says  John  Sifonis,  a  vice 
president  at  Temple, 
Barker  and  Sloane,  Inc. 

To  Flast,  it’s  simply  the 
right  thing  to  do.  “Even 
though  [IS  and  business] 
cultures  are  different, 
there  is  a  high  degree  of 
respect  for  the  business 
leaders  within  the  compa¬ 
ny,”  he  says,  “that  ex¬ 
tends  to  their  capacity,  tol¬ 
erance  and  interest  in 
learning  more  about  tech¬ 
nology  opportunities.” 
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Software  piecework 

Modular  development  and  delivery  of  complex  applications  gives  users 
needed  functionality  sooner  and  enhances  learning  and  productivity 


BYW.  BURRY  FOSS 

oftware  productivity  has 
become  one  of  the  leading 
concerns  of  American 
business.  The  pressure  on 
the  information  systems 
department  to  deliver 
new  and  often  very  com¬ 
plex  applications  is  be¬ 
coming  more  intense  as 
businesses  change  rapidly 
and  competition  sharpens  in  ev¬ 
ery  industry. 

The  slow  delivery  times  and 
uncertain  quality  of  delivered 
software  is  worrisome.  Most 
companies  can  quote  examples 
of  systems  development  projects 
that  never  seem  to  end  and 
whose  costs  increase  many 
times  over  original  estimates. 
Studies  of  large  software  devel¬ 
opment  projects  have  revealed 
that  the  original  scope  of  work 
can  expand  up  to  50%  as  new  re¬ 
quirements  are  uncovered  and 
software  defects  removed. 
These  problems  can  cause  sig¬ 
nificant  schedule  overruns. 

Runaway  projects  are  a 
source  of  concern  for  IS  manag¬ 
ers  and  their  customers.  They 


destroy  the  reputation  of  IS, 
frustrate  customers  and  alienate 
senior  management. 

Old  habits  die  hard 

If  systems  development  staffs 
are  ever  going  to  catch  up  and 
keep  pace  with  business  require¬ 
ments,  they  must  change  the 
way  they  think  about  software 
projects.  The  traditional  idea 
that  computer  applications  must 
be  built  in  a  single 
mammoth  develop¬ 
mental  push  is  ham¬ 
pering  real  progress. 

The  fact  is  that 
software  systems  are 
not  monoliths.  Even 
though  systems  are 
built  as  if  all  the 


Foss  is  president  of  Gellman,  Hayward, 
Inc.,  a  Stamford,  Conn.-based  manage¬ 
ment  consulting  firm  specializing  in  in¬ 
formation  technology. 


pieces  were 
put  in  place  si¬ 
multaneously, 
a  closer  look  re¬ 
veals  that  they  con¬ 
sist  of  multiple  mod¬ 
ules,  which  can  be 
delivered  in  pieces. 

Delivering  software  function¬ 
ality  to  customers  early,  often 
and  in  a  piecemeal  fashion  gives 
users  needed  functionality  soon¬ 
er  and  enhances  learning  and 
productivity  in  an  organization. 
Such  a  process  accelerates  the 
developer’s  understanding  of  the 
business  and  the  user’s  ability  to 
learn  to  apply  the  enabling  tech¬ 
nology  effectively. 


Mark  Fisher 


When  the  focus  of  developers 
is  on  a  clearly  specified  modular 
component  and  a  delivery  date, 
the  scope  of  work  is  reduced.  Be¬ 
cause  working  with  one  small 
part  of  the  project  is  less  com¬ 
plex,  IS  staffers  can  take  the 
time  to  understand  business  re¬ 
quirements  and  meet  customer 
expectations.  For  the  user,  deal¬ 
ing  with  smaller  parts  of  a  larger 
system  and  participating  in  its 
development  make  learning 
the  new  technology  less 
daunting. 

IS  and  user  learn¬ 
ing  is  thus  accel¬ 
erated,  and 
both  groups 
become  more 
productive. 

Development  and  deliv¬ 
ery  of  subsequent  pieces 
of  the  system  get  easier 
because  the  develop¬ 
ment  team  has  studied 
user  feedback  from  the 
initial  release  and  can  de¬ 
liver  what  is  needed  and 
expected.  Hence,  development 
staff  does  less  rework,  and  costs 
are  reduced  from  20%  to  50%. 

Early  delivery  creates  a  sense 
of  accomplishment  and  well-be¬ 
ing  in  both  customers  and  proj¬ 
ect  teams  and  increases  the  mo¬ 
tivation  to  continue  the  process. 

Get  out  of  ruts 

The  old  way  of  doing  things  is 
detrimental  to  learning  and  pro¬ 
ductivity. 

When  information  systems 
are  delivered  all  at  once,  pro¬ 
ductivity  increases  do  not 
show  up  until  the  end  of  the 
project  —  sometimes  years 
into  the  future.  At  that  point, 
when  confronted  with  the  real 
rate  of  progress  of  the  project,  a 
company  may  have  to  deal  with 
the  unpleasant  surprise  of  being 
behind  schedule. 

With  shorter  delivery  cycles, 
actual  productivity  is  visible  ear¬ 


ly  and  consistently.  Moreover, 
because  of  the  effort  needed  to 
meet  customer  demands  at  de¬ 
livery  time,  a  complete  under¬ 
standing  of  the  software  require¬ 
ment  takes  place,  accelerating 
the  learning  process. 

Extending  a  delivery  date  is 
also  ill-advised.  An  MIT  study 
found  that  if  a  schedule  is  length¬ 
ened,  work  expands  to  fill  the  ex¬ 
tra  time.  Thus,  productivity  de¬ 
creases. 

Creating  more  and  shorter 
deadlines  focused  on  functiona¬ 
lity  useful  to  the  customer 
should  keep  the  development 
staff  working  up  to  capacity. 
Those  deadlines  should  be  well- 
planned  and  tied  to  logical  breaks 
and  module  separations.  Other¬ 
wise,  the  company  will  end  up 
with  poor-quality  software  and  a 
demoralized  project  team. 

A  prescription  for  change 

How  can  the  development  staff 
go  about  breaking  large  applica¬ 
tions  into  manageable  pieces? 
The  following  steps  are  crucial: 

•  Prepare  a  data  architecture 
that  can  be  modularized  around 
subject  area  databases.  This  per¬ 
mits  construction  of  manageable 
pieces  even  within  highly  inte¬ 
grated  applications. 

With  a  properly  planned  data 
architecture,  systems  can  be  de¬ 
livered  in  meaningful  units  de¬ 
signed  to  meet  individual  busi¬ 
ness  needs  while  following  the 
integration  strategy  in  a  data 
Continued  on  page  70 


•  Less  rework  means  20%  to  50%  savings 
•  How  to  break  applications  into  pieces 

•  Clearing  up  development  misconceptions 
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IN  DEPTH:  SOFTWARE  PIECEWORK 


Long-held  beliefs  slow  effective  development 


The  idea  of  developing  software  in  manageable  pieces  and 
implementing  it  in  a  series  of  deliverables  is  not  new.  Soft¬ 
ware  vendors  have  been  delivering  their  products  in  re¬ 
leases  for  years.  However,  the  idea  that  business  systems 
should  be  delivered  this  way  is  new.  To  gain  acceptance  of 
this  new  process,  IS  must  eradicate  its  long-standing  misconcep¬ 
tions  that  protect  the  status  quo  —  systems  delivered  in  their  en¬ 
tirety  at  the  expense  of  learning. 

Systems  development  groups  have  these  misconceptions: 

•  Customers  prefer  only  one  implementation  activity  at  a 
time.  In  reality,  if  a  project  is  designed  to  deliver  key  system 
functions  in  a  planned  sequence  the  customer  agrees  on,  more  than 
one  implementation  becomes  acceptable  to  him.  What  customer 
wouldn’t  accept  more  than  one  implementation  activity  if  he  could 
obtain  one  of  two  key  components  in  six  months  instead  of  waiting 
a  year  for  both? 

•  More  than  one  incremental  delivery  adds  steps  to  the  im¬ 
plementation  process  and  increases  the  cost  of  implemen¬ 
tation.  In  reality,  the  learning  accelerations  that  occur  by  imple¬ 
menting  a  smaller,  focused  set  of  functions  speed  delivery  of  later 
releases  and  compensate  for  the  multiple  training,  conversion  and 
implementation  activities  that  happen  with  each  delivery. 

For  example,  a  retail  company  refined  its  basic  processes  of 
training,  conversion,  acceptance  and  cutover  as  part  of  the  installa¬ 
tion  of  the  payroll  portion  of  its  new  personnel  system.  The  overall 
personnel  system  was  delivered  later  using  the  same  processes  and 
was  installed  in  significantly  less  time. 

The  development  staff  must  be  careful  about  delivering  in  too 
many  steps,  however.  Delivering  too  often  will  add  cost  to  the  im¬ 


plementation  and  will  take  away  the  benefits  of  learning  accelera¬ 
tion.  Incremental  deliveries  must  be  chosen  with  care. 

•  Customers  will  only  be  satisfied  with  complete,  onetime 
delivery.  Developers  seldom  stop  to  ask  the  customer  if  it  may  be 
more  useful  to  receive  part  of  the  system  as  a  first  implementation. 
More  often  than  not,  users  would  be  happy  with  earlier  than  ex¬ 
pected  partial  delivery  of  needed  resources. 

•  Systems  development  methodologies  are  always  benefi¬ 
cial.  Some  systems  development  methodologies  were  developed  in 
the  early  1970s  to  gain  control  of  the  creative  process.  But  these 
methods  recommend  a  monolithic  and  highly  structured  series  of 
steps  that  follow  a  sequential  means  of  design  and  development. 

Phased  development  with  management  checkpoints  at  each 
stage  had  management  appeal  when  introduced  because  expensive 
coding  was  not  started  until  specifications  were  approved,  and  de¬ 
sign  was  not  begun  until  requirements  were  identified. 

Unfortunately,  the  linear  nature  of  many  systems  development 
methodologies  stifles  learning.  It  is  only  when  a  development  team 
can  reiterate  the  process  through  the  development  stages,  refine 
the  product  as  it  emerges  and  learn  how  to  meet  the  customer  need 
that  satisfactory  systems  result. 

•  Deadlines  are  sacred.  Developers  live  in  fear  of  having  to  re¬ 
shape  a  project  to  better  meet  customer  needs  under  the  pressure 
of  deadlines.  However,  deadlines  are  often  artificially  imposed  by 
managers  to  create  a  sense  of  urgency  rather  than  to  set  realistic 
parameters  for  delivery  to  customers.  Deadlines  are  important,  but 
they  should  be  set  by  the  project  team.  They  should  be  viewed  as  a 
series  of  achievable  goals.  In  this  way,  making  a  deadline  creates  a 
sense  of  accomplishment  that  contributes  to  productivity. 


Continued  from  page  69 
plan.  The  creation  of  subject 
area  databases  organizes  data 
into  manageable  units.  Data¬ 
bases  and  the  integrated  sys¬ 
tems  that  use  the  data  can  be  im¬ 
plemented  one  at  a  time. 

One  company,  for  example, 
developed  a  data  architecture 
plan  that  identified  data  entities 
and  index  keys  for  most  of  its 
business  processes.  It  then  be¬ 
gan  to  build  applications  support¬ 
ing  the  marketing  function  be¬ 
cause  of  a  critical  need  in  that 
area.  At  the  same  time,  the  data 
plan  was  used  as  a  blueprint  for 
systems  supporting  distribution 
and  transportation. 

Although  the  systems  ac¬ 
cessed  common  data  entities, 
there  wasn’t  any  confusion  be¬ 
cause  the  plan  showed  how  the 
data  was  to  be  collected  and 
maintained  in  only  one  of  the 
many  applications  using  it. 

It  is  important  to  implement 
databases  first  because  they  are 
the  heart  of  an  information  sys¬ 
tem.  Once  databases  are  creat¬ 
ed,  edited  and  maintained,  other 
functions  using  the  data  can  be 
delivered  one  piece  at  a  time. 

•  Design  the  development  proj¬ 
ect  so  the  end  product  is  deliv¬ 
ered  in  releases.  Releases  should 
match  the  business  need  and  cus¬ 
tomer  “attention  span”  —  the 
time  interval  between  deliveries 
tolerable  to  a  customer.  Systems 
analysts  can  gauge  the  custom¬ 
er’s  attention  span  by  his  reac¬ 
tion  to  previous  project  delivery 
times  and  his  level  of  satisfaction 
with  accelerated  delivery. 

The  typical  attention  span  for 
most  systems  development  proj¬ 
ects  varies  between  three  and 


12  months.  Customers  that  are 
in  volatile  businesses  or  that 
have  had  a  poor  working  rela¬ 
tionship  with  the  IS  department 
usually  have  short  attention 
spans.  Customers  that  have  had 
a  positive  technology  experience 
or  have  received  satisfactory  IS 
service  typically  have  longer  at¬ 
tention  spans. 

The  attention  span  in  one 
governmental  organization,  for 
example,  was  short.  So  IS  deliv¬ 


ered  a  municipal  taxation  system 
in  a  series  of  releases  over  six 
months,  starting  with  the  pro¬ 
duction  of  assessment  forms  and 
followed  by  data  collection  func¬ 
tions  and  then  assessment  no¬ 
tices.  Because  software  delivery 
was  matched  to  the  business  cy¬ 
cle,  the  components  were  there 
when  field  inspectors  and  tax¬ 
ation  authorities  were  ready  to 
use  them. 

•  Use  modern  development  soft¬ 


ware,  such  as  computer-aided 
software  engineering  (CASE) 
tools,  prototyping  aids  and  appli¬ 
cation  generators.  Such  proto¬ 
typing  methods  help  make  the 
logical  separations  in  a  large 
project  more  visible  for  planning 
purposes.  CASE  tools  with  data 
planning  capability  are  helpful  in 
identifying  modular  subject  ar¬ 
eas  that  may  lend  themselves  to 
stand-alone  implementation  as 
part  of  a  release  sequence. 


Using  prototyping  methods 
as  part  of  the  design  process  also 
helps  accelerate  learning.  Appli¬ 
cation  generators  and  CASE 
tools  with  screen-painting  facili¬ 
ties  make  it  possible  to  show  the 
application  design  to  the  custom¬ 
er  interactively  as  the  design 
evolves.  IS  can  use  this  early 
feedback  to  ensure  the  design  is 
correct. 

Moreover,  because  the  tools 
Continued  on  page  74 


Rethinking  the  project  development  cycle 

Segmenting  its  project  helped  energy  firm  speed  software  delivery  by  40% 


BY  W.  BURRY  FOSS 

In  1990,  managers  at  a  Houston- 
based  energy  company  knew 
they  had  to  accelerate  the  deliv¬ 
ery  of  oil  and  gas  production  and 
marketing  applications.  The  ap¬ 
plications  were  large,  ranging  in 
cost  from  $3  million  to  more 
than  $30  million  each. 


Competitive  market  pres¬ 
sures  and  an  increase  in  the  de¬ 
mand  for  government  reporting 
made  the  company’s  two-  to 
three-year  development  cycles 
intolerable.  Business  changes 
were  forcing  the  company  to  re¬ 
design  and  do  significant  mainte¬ 
nance  before  the  systems  were 
completed.  As  a  result,  users 


were  unable  to  respond  ade¬ 
quately  to  business  changes. 

At  the  time,  systems  were  de¬ 
veloped  according  to  a  standard 
phased  development  cycle,  be¬ 
ginning  with  a  business  case, 
then  proceeding  to  require¬ 
ments  identification,  specifica¬ 
tion,  design,  construction  and 
implementation.  Senior  manag¬ 
ers  in  the  systems  division  want¬ 
ed  a  change.  They  zeroed  in  on 
accelerating  the  systems  devel¬ 
opment  cycle. 

In  one  project,  for  example, 
IS  was  developing  a  system  de¬ 
signed  to  speed  the  collection 
and  validation  of  gas  revenue  al¬ 
locations.  This  system  was  part 
of  a  gas  accounting  replacement 
program.  The  application  had 
reached  the  end  of  its  specifica¬ 
tion  stage  after  a  year  of  work, 
and  implementation  was  planned 
for  the  following  year.  At  the 
start  of  construction,  the  project 
team  set  a  goal  to  deliver  about 
40%  of  the  functionality  to  six 
gas  plants.  The  system  would  ul¬ 
timately  be  installed  in  60  plants. 

The  early  delivery  took  place 
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in  four  months.  The  remaining 
functionality  was  then  installed 
in  all  60  gas  plants  three  months 
later  —  a  five-month  accelera¬ 
tion  of  the  original  schedule. 

What  accounts  for  the  dra¬ 
matic  acceleration?  One  reason 
is  high  motivation  on  the  part  of 
team  members  and  customers. 

More  importantly,  customers 
and  developers  learned  how  to 
deliver  key  subsystems 
quickly  because  they 
were  focused  on  only 
part  of  the  whole  sys¬ 
tem.  In  the  gas  ac¬ 
counting  case,  they 
were  delivering  to  six 
carefully  chosen  plant 
managers  who  were  helpful 
in  making  sure  the  initial  system 
was  implemented  smoothly. 

By  thinking  differently  about 
the  development  process,  the 
gas  accounting  project  team  also 
greatly  enhanced  the  quality  of 
the  product.  By  working  with  us¬ 
ers,  IS  found  that  the  on-line 
screens  associated  with  data  en¬ 
try,  processing  and  inquiry  could 
be  developed  from  a  common 
template.  This  reduced  the  num¬ 
ber  of  screens.  Once  the  tem¬ 
plate  was  tested,  other  screens 
could  be  replicated  quickly. 

It  was  then  a  straightforward 


process  to  implement  the  re¬ 
maining  functionality  into  all  of 
the  gas  plants  in  three  months. 

But  the  entire  project  did  not 
go  smoothly,  mainly  because  the 
project  team  implemented  the 
acceleration  process  after  the 
project  was  already  a  year  old. 

First  of  all,  the  project  team 
found  that  data  that  was  to  be 
converted  was  inaccurate  and 
had  to  be  edited  and  veri¬ 
fied.  Although  unantici¬ 
pated,  this  work  was 
completed  within  the 
original  time  frame. 

Furthermore,  be¬ 
cause  the  team  had 
used  conventional,  lin¬ 
ear  methods  to  prepare  ap¬ 
plication  specifications  —  docu¬ 
menting  processing  and  informa¬ 
tion  requirements  and 
conducting  customer  reviews  of 
the  documented  designs  —  re¬ 
work  was  needed. 

These  methods  had  not  un¬ 
covered  certain  hidden  require¬ 
ments,  which  emerged  only 
when  construction  was  greatly 
advanced. 

Hence,  although  the  delivery 
schedule  was  accelerated  by 
more  than  40%,  costs  were  not 
reduced  in  the  same  proportion 
because  of  the  rework.  • 
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Now  they’re  calling  it  a  non-programmable  terminal.  Which 
might  make  you  think  technology  has  simply  passed  it  by. 

At  SAS  Institute,  we  see  things  a  little  differently.  After 
all,  your  mainframe — and  the  thousands  of  terminals 
attached  to  it — are  the  backbone  of  your  business.  Not  to 
mention  your  largest  single  investment  in  computing.  And 
we  just  don’t  think  you  should  have  to  replace  that  invest¬ 
ment  to  enjoy  the  interactivity  of  a  PC  environment. 

Just  get  the  SAS4  System  of  software. 

Bring  the  Individual  Productivity 
of  a  PC  to  Your  Mainframe. 

Only  the  world’s  leading  applications  system  could  bring  the 
look  and  feel  of  SAA/CUA  to  your  mainframe.. .and  breathe 
new  life  into  your  3270  terminals.  Just  point  and  shoot  to 
gain  total  control  over  your  strategic  data-driven  tasks:  data 
access,  management,  analysis,  and  presentation. 

Pull-down  menus  and  pop-up  windows  make  it  more 
intuitive  than  ever  to  take  advantage  of  the  SAS  System’s 
wide  range  of  applications — from  report  writing  and 
graphics  to  decision  support  and  applications  development. 


Let  the  SAS  System  point  the  way  to  greater  produc¬ 
tivity  on  your  mainframe... on  your  minicomputers  and 
UNIX®-based  workstations... and  on  your  PCs  running  OS/2' 
and  MS-DOS!  Wherever  you  choose  to  run  the  SAS  System, 
you’ll  get  fast-and-friendly  software  backed  by  expert 
technical  support,  consulting  services,  documentation, 
and  training. 

All  from  SAS  Institute  Inc.,  one  of  the  world’s  most 
respected  names  in  software.  For  a  SAS  System  executive 
summary,  plus  details  about  how  you  can  receive  the 
SAS  System  for  a  free  trial,  give  us  a  call  at  919-677-8200. 

In  Canada,  call  416-443-9811 . 

8  8 1  a  SAS  Institute  Inc. 
a  f  |  a  Software  Sales  Department 
a  81  8  SAS  Campus  Drive  □  Cary,  NC  27513 
J  S  iS®  Phone  919-677-8200  □  Fax  919-677-8123 

SAS  is  a  registered  trademark  of  SAS  Institute  Ine.  UNIX  is  a  registered  trademark  of 
AT&T.  SAA  and  OS/2  are  registered  trademarks  of  IBM  Corp.  MS-DOS  is  a  registered 
trademark  of  Microsoft  Corp. 

‘Computer  Intelligence,  La  Jolla,  CA. 

Copyright  ©  1990  by  SAS  Institute  Inc.  Printed  in  the  USA. 


Trade  in  your  old  Apple11  and  COMPAQ." 
Trade  up  to  PS/2." 


Thanks  to  IBM,  your  old  Apple  and  COMPAQ 
computers — even  your  IBM  computers — can  do 
more  for  you  now  than  ever  before. 

Through  December  31,  you  can  redeem  specific 
COMPAQ  and  Apple  models,  such  as  the  DESKPRO 
286e  and  Macintosh®  SE,  for  up  to  $1,250  toward 
the  purchase  of  the  latest  generation  of  IBM  PS/2s, 
including  i386~  SX  and  i486"  SX  models.  So  PS/2 
computers  have  never  been  more  affordable. 

For  example,  if  you  trade  in  your  DESKPRO 
286c  with  a  color  monitor,  you  can  get  up  to  $850 
toward  the  purchase  of  the  worlds  best-selling  386  SX 


personal  computer,  IBM’s  PS/2  Model  55  SX. 

If  you  already  own  an  IBM  computer,  there’s 
never  been  a  better  time  to  upgrade.  Because  you 
can  also  trade  in  specific  IBM  PS/2  and  PC  models 
toward  IBM’s  newest  PS/2s.Then  you’ll  know  what 
people  have  known  for  years — an  IBM  computer 
retains  its  value  exceptionally  well. 

And  now  more  than  ever,  you’ll  realize  the 
redeeming  value  of  an  Apple  or  COMPAQ  computer: 
it  can  help  you  buy  a  PS/2.  Contact  your  IBM 
Authorized  Remarketer  or  (‘all  1  800  272-3438, 
ext.  386  for  the  remarketer  nearest  vou. 


IBM  and  PS/2  are  registered  trademarks  ot  International  Business  Machines  Corporation  386  and  486  are  trademarks  of  Intel  Corp 
All  other  products  are  trademarks  of  their  respective  companies  ©1991  IBM  Corp. 


have  some  redeeming  value. 
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have  the  ability  to  simulate  the  look  and 
feel  of  the  final  system,  the  customer  can 
provide  his  approval  in  the  context  of  a 
functioning  system. 

One  distribution  company,  for  exam¬ 
ple,  completed  an  order  entry  subsystem 
as  part  of  a  major  inventory  management 
system  in  half  the  time  of  conventional  de¬ 
velopment. 

The  IS  staff  developed  a  structured  de¬ 
sign  using  data-flow  diagramming  and,  at 
the  same  time,  developed  a  prototype  of 
the  on-line  system. 

The  data-flow  analysis  provided  a  com¬ 
pleteness  and  consistency  check,  and  the 
prototype  shaped  the  design  from  a  cus¬ 
tomer  point  of  view.  The  prototype  in¬ 
cluded  menus,  screen  flows,  data  entry 


and  editing  procedures  and  inquiry  dis¬ 
plays.  Literals  were  used  for  data  repre¬ 
sentation  until  a  skeleton  database  was 
able  to  provide  actual  data  to  the  screens 
in  the  prototype. 

With  this  visual  approach,  the  custom¬ 
er  was  able  to  see  the  externals  of  the  sys¬ 
tem  and  provide  feedback  on  data  presen¬ 
tation,  edit  rules  and  logic  flows. 

•  Consider  delivery  to  a  subset  of  end  us¬ 
ers  with  high  readiness  —  those  willing  to 
work  with  a  first  delivery.  System  compo¬ 
nents  supporting  self-contained  subject 
areas  can  often  be  delivered  discretely. 

At  one  company,  IS  delivered  the  pur¬ 
chase  order  subsystem  of  a  large  inven¬ 
tory  management  system  first  to  provide 
needed  support  to  a  newly  centralized 
group  of  buyers  willing  to  work  with  it. 


Later,  less  urgent  components  such  as 
requisition  planning,  links  to  vendor  sys¬ 
tems  and  product  catalogs  were  imple¬ 
mented. 

•  Capture  the  experience  from  each  deliv¬ 
ery  and  transfer  the  knowledge  to  teams 
that  creatively  explore  methods  of  accel¬ 
erating  learning. 

•  Use  common  systems  components 
(preferably  objects)  whenever  possible  to 
take  advantage  of  reusability  and  to  im¬ 
prove  quality. 

•  Reduce  rework  by  implementing  quality 
assurance  techniques,  and  learn  from 
them.  The  same  principles  can  be  used  to 
accelerate  results  from  these  methods  by 
increasing  the  pace  of  learning. 

When  technology  is  delivered  early 
and  frequently,  customers  derive  an  earli¬ 


Now  you've  Got  Connections 


Stay  on  top  of  the  changing  imaging  industry  with  AIIM, 
the  Association  tor  Information  and  Image  Manage¬ 
ment.  We're  dedicated  to  the  advancement  of  electronic 
and  micrographic  document  storage,  retrieval  and 
management ...  and  to  the  advancement  of  our 
members  through  educational  programs  like  these: 

Electronic  Image  Management 
System  Implementors  Workshop 

October  7-8,  1991 
Chicago 

Designed  to  help  computer  professionals  better 
understand  the  major  technical  issues  of  EIM  system 
design,  implementation,  and  administration. 

Executive  Seminar  on  Electronic  Image  Management 

October  9,  1991 
Chicago 

Detailed  reviews  for  executives  and  senior  managers 
on  how  imaging  is  offering  a  strategic  and  competitive 
advantage.  It  is  presented  by  leading  industry 
analysts  and  Fortune  500  executives. 


User  Forum  West:  User  Forum  East: 

November  4-5, 1 991  November  1 1  -1 2, 1 991 

San  Francisco  Boston 

End  users  of  document  management  to  systems  meet 
and  learn  from  colleagues  representing  diverse 
industries  and  applications. 

1992  AIIM  Show  and  Conference 

Your  Imaging  Connection 
June  22-25,  1992 
Anaheim 

The  premiere  event  in  the  industry  covering  the 
spectrum  of  leading-edge  document  imaging 
technologies  and  system  solutions.  Over  290  exhibitors 
and  75  educational  sessions. 

For  more  information  about  AIIM  or  any  of  these 
educational  programs,  call  us  at  1  (301)  587-8202, 
fax  us  at  1  (301 )  587-271 1 ,  or  mail  your  request  to 
AIIM  Education  Department,  1 1 00  Wayne  Avenue, 

Suite  1 1 00,  Silver  Spring,  MD,  2091 0-5699. 
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er  business  benefit  and  get  relief  from  the 
business  pressures  that  develop  in  the  ab¬ 
sence  of  the  system. 

If  a  customer  receives  even  part  of  a 
system  in  five  months  instead  of  a  year, 
then  his  motivation  for  the  application  in¬ 
creases.  The  satisfaction  of  seeing  some 
usable  functionality  improves  the  custom¬ 
er’s  confidence  in  the  development  team 
and  renews  his  commitment  to  the  proj¬ 
ect. 

An  increase  in  customer  motivation  is 
contagious,  resulting  in  increased  project 
team  productivity.  The  early  delivery 
represented  by  the  first  release  increases 
the  pace  of  the  project,  causing  the  pro¬ 
ductivity  increases  to  appear  sooner. 

Thus,  the  cycle  of  increased  pace/in¬ 
creased  customer  satisfaction/increased 
productivity/increased  pace  is  positively 
reinforced. 

The  resulting  process  keeps  produc¬ 
tivity  and  the  delivery  pace  elevated.  • 

Even  pros 
make  mistakes 

Problems  in  the  software 
development  process  are 
not  unique  to  the  in-house 
IS  department.  Poor  inter¬ 
action  with  users  and  the 
drawbacks  of  wholesale  systems  de¬ 
velopment  and  delivery  can  affect 
software  contractors  as  well. 

A  pipeline  firm  had  prepared  a 
preliminary  requirements  document 
for  a  $2  million  real-time  product 
flow  tracking  system.  The  docu¬ 
ment  was  not  sufficient  to  specify 
the  real  information  needs  of  the 
system,  nor  did  the  software  con¬ 
tractor  have  the  skills  to  elicit  miss¬ 
ing  requirements  from  the  custom¬ 
er.  The  contractor  proceeded  to 
develop  design 
specifications 
in  writing, 
acknowledg¬ 
ing  gaps  ex¬ 
isted. 

The  cus¬ 
tomer  did  not 
understand 
how  the  material- 

flow  processes  were  linked  in  the 
specification  and  was  unable  to  visu¬ 
alize  the  overall  scope  of  the  applica¬ 
tion.  During  meetings,  the  customer 
and  contractor  identified  more  than 
70  issues  that  required  resolution 
before  a  complete  specification 
could  be  prepared. 

In  addition  to  the  specification 
problem,  the  contractor  insisted  on 
delivering  the  system  as  a  whole, 
even  though  the  system  contained 
modular  subsystems  that  could  have 
been  delivered  individually. 

The  project  team  prepared  de¬ 
tailed  specifications  for  the  entire 
system  without  testing  them  with 
the  customer  until  complete.  Inev¬ 
itably,  they  had  to  be  reworked. 

The  diffusion  of  effort  in  dealing 
with  the  whole  system  rather  than 
manageable  pieces  of  it,  combined 
with  the  lack  of  a  coherent  specifica¬ 
tion  that  the  customer  could  ap¬ 
prove,  caused  the  one-year  deadline 
to  slip  by  a  year. 
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Novell  on  track  to  be  first  $1B  LAN  firm 


^  Novell  heading  toward 
Cvwy  Billionaire’s  Row 

IS  directors  interviewed  by  Computerworld 
flagged  several  issues  that  could  speed  the 
networking  player  or  cause  it  to  stumble  as  it 
heads  past  the  $600  million  post  toward  the 
$1  billion  barrier  —  depending  on  how 
Novell  deals  with  its  customers 


SERVICE 


For  example,  cleaning  up  existing  print  server  problems. 


SUPPORT 


Making  progress  —  but  don’t  stop  now. 


ARROGANCE 


Listen  to  end  users  and  do  as  they  say. 


FOCUS 


Avoid  adventures  in  distracting  market  areas. 

CW  Chart:  Michael  Siggins 


HP  still  reluctant  to  cede  loner  status 


Syn’d  against,  not  sinning 

►  A  California  Superior  Court 
jury  earlier  this  month  ruled  in 
favor  of  Sematech  in  a  breach 
of  contract  suit  filed  by  Syn 
Labs,  Inc.,  formerly  of  Sunny¬ 
vale,  Calif.  Syn  Labs  had 
charged  the  semiconductor  re¬ 
search  consortium  with  breach 
of  contract  and  misappropria¬ 
tion  of  trade  secrets. 

Bell  honored 

►  Industry  veteran  Gordon 
Bell  went  to  Washington,  D.C., 
last  week  to  receive  the  Na¬ 
tional  Medal  of  Technology 
from  President  Bush.  Bell,  who 
is  credited  as  the  architect  of 
some  50  computers,  including 
Digital  Equipment  Corp.’s 
flagship  VAX,  follows  a  blue- 
ribbon  list  of  predecessors  into 
what  has  been  described  as  the 
Hall  of  Fame  for  technological 
excellence:  The  National  Med¬ 
al  has  gone  to  the  likes  of  Gordon 
Moore,  Stevens  Jobs  and  Woz- 
niak,  David  Packard  and  the  late 
Robert  Noyce. 

Taking  stake 

►  Kyocera  Corp.,  a  $3  bil¬ 
lion  technology  company  based 
in  Japan,  took  a  10-year,  $4.5 
million  equity  stake  in  Tyngs- 
boro,  Mass.-based  imaging 
company  Laserdata,  Inc.  earli¬ 
er  this  month.  Kyocera  plans  to 
market  Laserdata  imaging  prod¬ 
ucts  internationally. 

Read  this  deal  Rite 

►  Read-Rite  Corp.  earlier 
this  month  filed  its  initial  public 
offering  with  the  Securities  and 
Exchange  Commission.  The  Mil¬ 
pitas,  Calif.-based  maker  of  disk 
drive  recording  heads  said  it 
plans  to  offer  4.4  million  shares 
—  4.1  million  of  which  are  newly 
issued  —  at  a  price  between 
$11  and  $13  per  share. 


BY  JIM  NASH 

CW  STAFF 


If  any  revenue  number  in  busi¬ 
ness  is  magic,  it  is  $1  billion  — 
the  dollar  sign  of  a  company’s 
“arrival.” 

Huzzahs  greeted  Microsoft 
Corp.’s  arrival  as  a  true  industry 
power  last  year,  when  it  became 
the  first  personal  computer  soft¬ 
ware  maker  to  record  $1  billion 
in  net  sales. 

Now  Novell,  Inc.  is  racing  — 
with  little  competition  —  to  be 
the  first  PC  networking  compa¬ 
ny  to  reach  that  same  milestone. 
According  to  several  computer- 
industry  observers,  the  Provo, 
Utah-based  firm  could  top  $1  bil- 


BY  J.  A.  SAVAGE 

CW  STAFF 


CUPERTINO,  Calif.  —  Hew¬ 
lett-Packard  Co.  burst  free  from 
the  solitariness  of  the  propri¬ 
etary  mind-set  in  the  late  1980s. 
Yet  while  other  companies  swirl 
around  it  forming  major  partner¬ 
ships  —  IBM  and  Apple  Comput¬ 
er,  Inc.,  for  example  —  or  con¬ 
figuring  consortia  such  as  the 
Advanced  Computing  Environ¬ 
ment,  HP  still  appears  to  be  a 
loner  in  the  reduced  instruction 
set  computing  (RISC)  market. 

Lew  Platt,  head  of  HP’s  com¬ 
puting  business  since  last  Octo¬ 
ber,  is  trying  to  change  that  — 
on  HP’s  terms. 

Platt,  executive  vice  presi¬ 
dent  of  HP’s  Computer  Systems 
Organization,  pledged  a  faster 
moving  company  with  more  low- 
end  product  offerings  and  an  ag¬ 
gressive  marketing  organization 
to  match.  Furthermore,  he  pre¬ 
dicted  more  cooperation  with 
other  vendors  on  basic  software 
challenges  such  as  object-orient¬ 
ed  computing,  and  he  promised 


lion  in  less  than  two  years.  The 
chief  debate  seems  to  be  wheth¬ 
er  that  event  will  be  an  indication 
of  Novell’s  prowess  or  a  road 
map  of  the  unusual  opportunities 
it  has  in  the  market  today. 

Conservative  math  on  No¬ 
vell’s  part  indicates  it  will  pull  in 
$600  million  in  sales  for  the  fiscal 
year  ending  Oct.  31.  “It  is  fair  to 
expect  us  to  have  20%  to  30% 
growth  year  to  year  for  the  fore¬ 
seeable  future,”  said  Peter 
Troop,  head  of  Novell’s  investor 
relations  department.  If  his  pro¬ 
jection  is  on  the  mark,  that  puts 
Novell  over  the  fence  as  early  as 
October  1993. 

IS  directors  interviewed  by 
Continued  on  page  76 


HP’s  own  consortium. 

HP  and  Sun  Microsystems, 
Inc.  already  have  a  level  of 
agreement  on  communications 
protocols  for  object-oriented 
programming,  which  they  have 
jointly  submitted  to  the  Object 
Management  Group  for  stan¬ 
dardization.  But  other  compa¬ 
nies,  particularly  Apple  and  IBM, 
are  cooperating  to  develop  a 
high-level,  object-oriented  envi¬ 


ronment  for  future  software.  Ac¬ 
cording  to  Platt,  HP,  still  the  lon¬ 
er,  is  working  internally  on  such 
a  project. 

While  nearly  all  the  other 
RISC  vendors  have  their  own 
consortia  to  help  garner  soft¬ 
ware  ports  and  push  hardware, 
HP  appears  to  be  watching  from 
the  sidelines.  Platt  said  the  firm 
does,  in  fact,  plan  to  join  the  ac¬ 
tion,  but  he  would  not  say  when. 


Platt  did  not  reveal  the  identi¬ 
ties  of  HP’s  prospective  part¬ 
ners.  However,  sources  within 
the  company  have  indicated  that 
Samsung  Electronics,  Hitachi 
Ltd.  and  fault-tolerant  computer 
manufacturer  Sequoia  Systems, 
Inc.  —  all  current  HP  licensees 
—  are  likely  bets. 

After  several  reorganizations 
in  the  last  few  years,  HP  seems 
to  have  hit  on  a  structure  that 
works.  Platt  said  the  firm  is  able 
to  get  more  products  out  faster 
because  “a  lot  of  decisions  that 
were  made  above  me  a  year  ago 
are  now  made  below  me  by  peo¬ 
ple  more  knowledgeable  of  the 
details.” 

HP  credits  the  new,  faster 
moving  method  of  decision-mak¬ 
ing  as  enabling  it  to  pounce  on 
the  workstation  market  with  its 
HP  9000  Series  700  workstation 
this  past  March. 

Nevertheless,  Platt  admitted 
to  frustration  over  the  fact  that 
HP,  high-gear  hardware  and  effi¬ 
cient  decision-making  notwith¬ 
standing,  is  still  saddled  with  a 
reputation  for  underwhelming 
marketing.  “Once  you  get  a  rep¬ 
utation,  it  takes  forever  to 
change  it,”  he  said. 


Platt:  ‘Once  you  get  a  reputation,  it  takes  forever  to  change  it’ 


Fujitsu’s  Gemmell  to  U.S.: 
It’s  time  to  face  the  facts 


BY  NELL  MARGOLIS 

CW  STAFF 


CAMBRIDGE,  Mass.  —  Six¬ 
teenth  century  philosophers 
Montaigne  and  Bacon,  the  Duke 
of  Wellington,  Henry  David  Tho- 
reau  and  FDR  never  knowingly 
addressed  the  globalization  of 
the  computer  industry.  But  each 
of  them  made  the  key  point  we 
are  in  danger  of  missing  when  it 


comes  to  foreign  investment  in 
U.S.  companies:  “We  have  noth¬ 
ing  to  fear  but  fear  itself.” 

That  was  the  message  Fujitsu 
America,  Inc.  Senior  Vice  Presi¬ 
dent  Arthur  J.  Gemmell  took  to 
the  Harvard  Business  School  last 
week.  Misled  by  inflated  rhetoric 
and  lacking  in  facts,  Gemmell 
said,  many  in  the  U.S.  fear  that 
foreign  nations  —  in  particular, 
Japan  —  are  “just  willy-nilly  tak¬ 


ing  over  all  our  companies.”  Not 
true,  he  said. 

“According  to  the  U.S.  De¬ 
partment  of  Commerce,  Japa¬ 
nese  investment  in  the  U.S.  last 
year  totaled  about  $84  billion, 
which  pales  in  comparison  to  the 
British  investment  of  $108  bil¬ 
lion  or  the  [European  Economic 
Communityj’s  investment  of 
$108  billion,”  Gemmell  said.  To¬ 
tal  foreign  investment  is  esti¬ 
mated  at  a  mere  5%  of  overall 
U.S.  assets,  he  added. 

While  the  percentage  of  for¬ 
eign  investment  is  less  than  we 
fear,  Gemmell  said,  the  true  val¬ 
ue  of  that  investment  is  greater 


than  most  of  us  dream.  Citing 
government  economists,  he 
pointed  out  that  foreign  inves¬ 
tors  currently  employ  some  4.5 
million  U.S.  workers  and  pay 
them  more  than  $130  billion  in 
wages  and  salary. 

What’s  more,  he  said,  foreign- 
owned  firms  account  for  approxi¬ 
mately  20%  of  U.S.  exports  — 
“a  figure  policymakers  ought  to 
remember  when  calling  for 
curbs  on  foreign  investment 
while,  at  the  same  time,  clamor¬ 
ing  for  enhanced  exports  in  or¬ 
der  to  reduce  the  trade  deficit.” 

If  our  views  of  foreign  invest¬ 
ment  have  been  perverted  by 


fear,  Gemmell  said,  some  of  the 
fault  lies  with  firms  whose  early 
forays  into  the  U.S.  market  have 
been  ill  thought  out,  as  were  the 
efforts  of  some  of  the  many  U.S. 
firms  that  flocked  into  foreign 
markets  in  the  1 960s. 

Gemmell  offered  six  guiding 
principals  to  companies  that 
wish  to  be  successful  foreign  in¬ 
vestors:  Hire  local  workers;  ex¬ 
change  technology;  integrate 
into  the  local  community  beyond 
pure  business  dealings;  locate  in 
geographical  areas  that  are  most 
likely  to  give  rise  to  mutual  bene¬ 
fit;  use  local  suppliers;  and  invest 
in  complete  operations. 
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CONTINUED  FROM  PAGE  75 

Computertvorld  during  the  past  several 
months  noted  that  Novell’s  actions  in  four 
key  areas  —  service,  support,  attitude 
and  focus  —  could  either  speed  or  retard 
the  firm’s  progress  toward  the  $1  billion 
mark  (see  chart  page  75).  Customers, 
several  of  the  IS  directors  said,  will  keep 
tabs  on  the  vendor’s  willingness  and  abili¬ 
ty  to  balance  with  service  any  weaknesses 
it  shows  in  technology  —  for  instance, 
with  its  print  servers,  which  users  are 
complaining  about. 

On  the  support  side,  moves  such  as  No¬ 
vell’s  recent  spearheading  of  a  multi  ven¬ 
dor  support  alliance  show  it  is  headed  in 


the  right  direction,  several  users  said. 

Arrogance  has  proven  a  trap  for  many 
a  firm  on  an  upward  trajectory.  Novell  can 
best  skirt  the  trap  by  listening  to  its  cus¬ 
tomers  and  acting  on  what  it  hears,  sever¬ 
al  users  agreed. 

Finally,  several  said  they 
feared  the  vendor’s  focus 
might  become  fragmented. 

Meanwhile,  Novell  is  bob¬ 
bing  along  with  the  network¬ 
ing  market,  which  is  estimat¬ 
ed  to  grow  at  an  approximate 
14%  annually  over  the  next 
five  years,  according  to  Nan¬ 
cy  McSharry,  an  analyst  at  International 
Data  Corp.,  a  market  research  firm  based 
in  Framingham,  Mass.  Overseas  sales 
alone  are  providing  healthy  sales  in¬ 


creases  for  many  networking  firms.  “It’s 
interesting  that  the  [networking]  industry 
has  grown  large  enough  to  support  a  com¬ 
pany  of  that  size,”  said  David  Fair  dough, 
an  EDS  systems  engineering  manager  at 
General  Motors  Corp.  in  Dal¬ 
las. 

David  Langlais,  director  of 
product  marketing  at  The 
Wollongong  Group,  predicted 
Novell  would  hit  $1  billion  in 
the  next  12  to  18  months,  in 
part  because  of  overseas 
sales.  “What  that  shows  is 
that  people  are  buying  a  hell 
of  a  lot  of  networking  products”  in  gener¬ 
al,  Langlais  said.  Wollongong,  in  Palo 
Alto,  Calif.,  sells  networking  products 
that  compete  with  but  can  also  coexist 


Master  the  power  of 


with  Novell  systems  on  the  same  net¬ 
works.  “That’s  the  same  old  Novell 
[Netware  2]”  that  is  selling,  Langlais  ex¬ 
plained.  “They’re  just  getting  better  at 
marketing  overseas.  If  Netware  3  takes 
off. .  ” 

However,  Novell  owes  almost  as  much 
to  other  factors:  an  emerging  aversion  to 
Microsoft’s  LAN  Manager  network  oper¬ 
ating  system,  3Com  Corp.’s  withdrawal 
last  year  from  the  local-area  networking 
market  and  the  endorsement  of  Novell’s 
Netware  operating  system  by  IBM. 

Cecilia  Branca  to,  a  financial  analyst  at 
Oppenheimer  &  Co.  in  New  York,  said  a 
recent  survey  she  conducted  of  150  large 
companies  revealed  a  “dramatic”  shift 
away  from  Microsoft’s  LAN  Manager 
network  operating  system  as  a  future  op¬ 
tion.  That  reluctance  has  strongly  tainted 
LAN  Manager-based  LAN  Server  from 
IBM  and  3  + Open  from  3Com,  Brancato 
said;  3  + Open  is  being  folded  back  into 
LAN  Manager. 

“This  is  an  unusual  window  of  opportu¬ 
nity  for  Novell  to  gain  market  share  from 
an  already  strong  position,”  she  said.  In¬ 
ternational  Data  Corp.  analyst  Lee  Doyle 
estimated  that  Novell,  with  900,000 
Netware  licenses  out,  already  has  53%  of 
the  world’s  networks  in  the  bag. 

Brancato  predicted  Novell  will  hit  $1 
billion  in  fiscal  year  1 993. 

Richard  Retin,  senior  technical  analyst 
at  Wells  Fargo  Bank  NA  in  San  Francisco, 
agreed  that  Novell  is  facing  “less  credible 
competition.”  But  it  is  also  building  its 
base  of  support  programs  that  will  be  ever 
more  critical  for  wooing  new  customers 
and  keeping  them  on  board.  Retin  cited 
Novell’s  ringleader  role  in  the  Technical 
Support  Alliance  formed  this  year  by  lead¬ 
ing  names  in  personal  computing. 

Fairclough  agreed.  “I  don’t  know  if  I 
would  make  a  big  deal  over  $1  billion.  No¬ 
vell’s  been  around  for  a  while.  It  seems  to 
be  making  the  right  moves.” 

“The  good  thing  about  Novell  is,  they 
are  a  software  and  services  company,” 
said  John  McLaughlin,  manager  of  the 
McDonalds  Corp.  premises-area  network 
in  Oak  Brook,  Ill.  Beyond  product  devel¬ 
opment  spending  —  now  set  at  about 
12.5%  of  net  sales,  according  to  Novell  — 
“all  they  have  to  do  is  maintain  support,” 
McLaughlin  explained. 


‘7/7  a  time  of  turbulence  and  change,  it  is  more  true 
than  ever  that  knowledge  is  power  -  Sir  Francis  Bacon 


Turbulence  is  a  way  of  life  for  the  networking 
and  data  communications  professional  today. 
Keeping  pace  with  evolving  technologies  — 
while  staying  one  step  ahead  of  your 
competition  —  demands  timely  information 
and  continuing  education. 

That's  one  reason  the  ComNet  Conference 
&  Exposition  can  be  the  key  to  unlocking 
the  power  of  your  network.  In  addition: 

•  Over  70  sessions  in  10  timely  tracks  will 
teach  you  how  to  take  control  of  the  newest 
breakthroughs  and  integrate  them  into  your 
current  system. 

•  A  broad  range  of  in-depth  tutorials  and 
"hands-on  "  technical  workshops  will  teach 
you  how  to  leverage  your  existing 
capabilities. 

•  An  in-depth  executive  symposium  focuses 
on  the  critical  skills  and  strategies  needed  by 
the  chief  netw  orking  officer. 


•  There’s  a  special  Keynote  Address  by 

Dr.  George  Heilmeier,  CEO,  Bellcore. 

•  Plus,  FREE  admission  to  ComNet’s 
innovative  exhibits  —  where  hundreds 
of  leading  manufacturers  and  suppliers 
announce  their  new  products  every  year. 
Over  500  exhibiting  companies  in  all! 


Harness  the  power  of  your  network. 

Get  the  knowledge  you  need  today  to  drive 
tomorrow’s  technologies.  For  your  complete 
ComNet  conference  program  and  for  a  FREE 
“exhibits-only”  admission  ticket,  mail  the 
coupon  below,  or  FAX  to  508-872-8237. 

For  additional  information  call  TOLL-FREE: 
1-800-225-4698  (or  508-879-6700). 


ComNet:  Where  your  networking  solutions  BEGIN! 

| - 

□  YES!  I  want  to  master  the  power  of  my  network. 

Send  me  a  complete  conference  program. 

□  Send  me  a  FREE  "exhibits-only"  admission  ticket. 

D  Please  send  information  about  exhibiting. 

i  Name__ _  Title _ 

.  Company _ _ 

1  Address _ _ 

City _ State . 

Telephone _  Fax _ 

Mail  to  ComNet.  P.O.  Box  9107.  Framingham.  MA  01701-9107.  Or  FAX  to  508-872-8237. 


1 


ComNet 

January  27-31,  1992  •Washington,  D.C. 


Zip  _ 


Ur  r  AX  to  508-872-8237.  CW-1  | 

ComNet*  is  produced  by  World  Expo  Corporation,  an  International  Data  Group  Company. 


Proxy  fighter 
sells  Ask  shares 

MOUNTAIN  VIEW,  Calif.  —  James  T. 
Lennane,  who  launched  a  proxy  fight  last 
year  to  gain  seats  on  the  board  of  Ask 
Computer  Systems,  Inc.,  has  sold  shares 
in  the  firm,  Ask  confirmed  last  week. 

Last  October,  Lennane  tried  to  parlay 
his  sizable  stake  in  Ask  into  some  measure 
of  control  over  the  firm,  which  acquired 
database  maker  Ingres  Corp.  that  month. 
Lennane  opposed  the  Ingres  merger. 

Lennane,  a  Florida  resident  who  made 
a  fortune  by  founding  System  Integra¬ 
tors,  Inc.  in  Sacramento,  Calif.,  owned 
9.7%  of  Ask  shares  in  October  1990.  Last 
week,  he  sold  about  1.5  million  shares  at 
$10.25  a  share,  Ask  said.  Lennane  could 
not  be  reached  for  comment,  but  he  re¬ 
portedly  made  a  profit  on  the  sale  and  held 
on  to  1 ,000  Ask  shares.  Ask  had  no  official 
comment,  but  a  spokeswoman  said,  “We 
were  aware  he  was  contemplating  the 
sale  of  his  shares.  ” 
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19.  Chief  Information  Officer/Vice  President/ Asst. 

VP  IS/MIS/DP  Management 

21.  Dir./Mgr  MIS  Services,  Information  Center 

22.  Dir  /Mgr.  Tech  Planning,  Adm.  Svcs.,  Data  Comm. 
Network  Sys.  Mgmt;  Dir./Mgr  PC  Resources 

23.  Dir./Mgr.  Sys.  Development,  Sys.  Architecture 

31.  Mgrs.,  Supvr.  of  Programming,  Software  Dev 

32.  Programmers,  Software  Developers 
60.  Sys.  Integrators/VARs/Consulting  Mgt. 

OTHER  COMPANY  MANAGEMENT 

1 1 .  President,  Owner/Partner,  General  Mgr 

12.  Vice  President,  Asst.  VP 

13.  Treasurer,  Controller.  Financial  Officer 
41.  Engineering,  Scientific,  R&D,  Tech.  Mgt. 

51.  Safes  &  Mktg.  Management 


BUSINESS/INDUSTRY  (Circle  one) 

1 0.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medicine/Law/Education 
40.  Wholesale/RetailATrade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public  Utilities/ 
Transportation 

70.  Mining/Construction/Petroleum/Refinlng/Agric. 
80.  Manufacturer  of  Computers,  Computer-Related 


OTHER  PROFESSIONALS 

70.  Medical,  Legal,  Accounting  Mgt. 

80.  Educator,  Journalists,  Librarians,  Students 

90.  Others - 

(Please  specify) 

COMPUTER  INVOLVEMENT  (Circle  all  that  apply) 

T ypes  of  equipment  with  which  you  are  personally  involved 
either  as  a  user,  vendor,  or  consultant. 

A.  Mainframes/Superminis 

B.  Minicomputers/Small  Business  Computers 

C.  Microcomputers/Desktops 

D.  Communications  Systems 

E.  Local  Area  Networks 

F.  No  Computer  Involvement 


80.  Manufacturer  of  Comp 
Systems  or  Peripherals 
85.  System  Integrators,  VARs,  Computer  Service 
Bureaus,  Software  Planning  &  Consulting  Services 
90.  Computer/Penpheral  Dealer/Distr./Retailer 

75.  User:  Other - 

95.  Vendor:  Other - 
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I  use  Computerworld 
as  a  barometer. .  .to  tell 
me  when  a  product  or 
technology  is  becoming 
a  viable  tool.55 


Roger  A.  Peterson 

Director  of  Information  Systems 

Kawasaki  Motors  Corporation 

“I  can’t  remember  when  I  didn’t  read  Computerworld. 
It’s  been  at  least  ten  years  now. 

“It’s  the  one  place  I  can  go  every  week  to  find  out  the 
most  current  information  on  technologies  or  applications 
that  Kawasaki  might  want  to  pursue. .  .like  relational 
databases,  E-Mail,  and  that  sort  of  thing. 

“It  gives  me  a  reading  on  what  real  people  are  doing 
out  there. .  .so  I  know  if  I’m  onto  something  that’s 
leading  edge  and  that  has  proven  business  applications. 

“When  I  get  Computerworld ,  I  don’t  just  let  it  sit.  I 
open  it  up  and  scan  the  table  of  contents  to  quickly 
find  the  articles  I  want  to  read.  And  sometimes  I’ll  flag 
a  story  I  know  somebody  else  on  the  staff  will  be 
interested  in,  attach  a  little  post-it  note,  and  send  it  on. 

“I  think  Computerworld  is  one  of  the  more  recognized 
industry  magazines,  which  means  that  it  automatically 
draws  from  a  more  qualified  base  of  writers  and 
analysts.  They’ve  got  quality  and  depth  in  the  entire 
breadth  of  areas  they  cover. .  .from  PC  to  mainframe. 

It’s  well  written,  it’s  authoritative,  and  it  offers  a 
considerable  degree  of  technical  knowledge. 

“I  would  say  that  anybody  who’s  managing  technology 
simply  has  to  have  his  or  her  own  copy.  It’s  the  best 
way  to  stay  on  top  of  what’s  new  and  what’s  breaking 
in  the  industry.  That’s  why  I’m  first  on  our  routing  list!” 

Be  the  first  in  your  company  to  get  Computerworld. 
Order  your  own  copy  now  and  you  ’ll  receive  51 
information-packed  issues.  Plus  you’ll  get  our 
special  bonus  publication  The  Premier  100,  an 
annual  profile  of  the  top  companies  using 
information  systems  technology.  Just  use  the 
postage-paid  subscription  card  bound  into  this 
issue.  Why  wait? 
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Vendors  to  assess  options  m  Eastern  Europe 


BY  GERHARD  RAINER 

IDG  NEWS  SERVICE 


VIENNA  —  In  the  name  of  downsizing, 
more  than  20,000  obsolete  midrange  and 
mainframe  computers  in  Eastern  Europe 
will  be  replaced  by  new  models  within  the 
next  five  years,  according  to  Steven 
Frantzen,  an  analyst  at  market  research 
group  International  Data  Corp.  (IDC)  and 
co-organizer  of  IDC’s  Eastern  Europe 
Conference,  which  will  be  held  here  on 
Oct.  17  and  18. 

But  there  is  a  sharp  contrast  between 
future  great  expectations  and  a  current 
Eastern  European  market  marked  by  eco¬ 
nomic  devastation  and  business  mores 
that  are  hard  put  to  keep  pace  with  politi¬ 
cal  change.  The  disparity  could  make  cor¬ 
porate  venturing  in  the  new  frontier  a 
risky  proposition  for  the  unwary  corpo¬ 
rate  venturer. 


eral,  however,  low-end  personal  comput¬ 
ers,  networks  and  Unix  will  top  the 
purchase  lists,  according  to  Frantzen. 

Unix  and  local-area  networks  are  mak¬ 
ing  headway  in  both  Hungary  and  Czecho¬ 
slovakia,  the  latter  of  which  enjoyed  a  PC 
boom  in  1989  and  1990,  Frantzen  said.  A 
shortage  of  foreign  currency  and  increas¬ 
ing  competition  are  current  drawbacks  in 
Czechoslovakia.  On  the  plus  side,  the  lev¬ 
el  of  professional  skills  is  very  high. 

Compared  with  other  Eastern  Europe¬ 
an  countries,  Hungary  has  the  most  de¬ 
veloped  data  processing  market  in  terms 
of  training,  distribution  and  services.  It 
also  reports  constant  growth  rates.  How¬ 


ever,  Hungary  also  has  the  greatest  per 
capita  debt  in  Europe  —  $21  billion  — 
and  a  strong  inflation  rate. 

The  Soviet  Union  is  the  largest  single 
market  in  the  East.  In  1990,  it  accounted 
for  about  half  of  the  $1.12  billion  worth  of 
U.S.  hardware  deliveries  to  Eastern  Eu¬ 
rope,  according  to  IDC. 

Local  approach 

Setting  up  locally  is  important,  Frantzen 
said.  “Now  is  the  time  to  form  local  teams 
and  educate  local  management,”  he  said, 
adding  that  marketing  and  advertising 
must  not  be  forgotten. 

Meanwhile,  according  to  reports  in  the 


Proceed  with  caution 

Frantzen’s  advice  to  vendors  rwith  East¬ 
ern  European  ambitions  is  t6  be  patient 
and  aware  of  the  long-term  perspectives 
and  risks  involved. 

The  business  potential  for  high-tech 
companies  in  Eastern  Europe  cannot  be 
assessed  without  analyzing  regional  dif¬ 
ferences  in  each  country,  he  said.  In  gen- 


British  financial  press,  Western  computer 
makers  including  IBM,  Germany’s  Sie- 
mens-Nixdorf  Informationssysteme  AG 
and  UK-based  ICL  are  jockeying  for  posi¬ 
tion  in  Eastern  Europe  after  the  collapse 
of  local  computer  manufacturing.  ICL  said 
that  in  a  break  with  its  accepted  business 
practices,  it  intends  to  market  in  Poland 
and  Czechoslovakia  its  own  Series  39  ma¬ 
chines  and  mainframe  computers  built  by 
its  Japanese  parent,  Fujitsu  Ltd. 

According  to  the  firm,  the  decision  to 
sell  Fujitsu  mainframes  was  a  local  re¬ 
sponse  to  Eastern  European  market  con¬ 
ditions  and  would  not  be  repeated  else¬ 
where. 

Rainer  writes  for  Computerwelt  Oes- 
terreich,  an  IDG  Communications  Aus¬ 
trian  publication. 


Siemens’  woes 
could  worsen 


IDG  NEWS  SERVICE 

PARIS  —  As  anticipated,  this  year’s  fi¬ 
nancial  results  at  Germany’s  Siemens- 
Nixdorf  Informationssysteme  AG  will  suf¬ 
fer  severely  from  integration  costs  of 
about  $287.3  million.  The  computer 
group  released  the  news  earlier  this 
month,  according  to  a  report  last  week  in 
the  British  financial  press. 

Siemens-Nixdorf  refused  to  comment 
on  reports  by  German  business  weekly 
magazine  Wirtschaftswoche  that  it  was 
also  heading  for  a  $287.3  million  opera¬ 
tional  loss. 

The  company  said  that  at  the  half-year 
mark,  overall  revenue  was  down  17% 
from  that  reported  in  the  previous  year’s 
corresponding  period.  However,  it  added, 
by  the  end  of  August,  sales  were  lagging 
only  5%  behind  the  comparable  figure  for 
1989-1990.  Also,  orders  were  up  5% 
from  the  previous  year’s  figure. 

The  Wirtschaftswoche  report  also  cast 
doubts  on  the  future  of  two  of  the  firm’s 
factories  and  said  that  Siemens-Nixdorf 
might  be  about  to  launch  a  bid  for  German 
software  house  SAP.  Siemens-Nixdorf 
dismissed  both  suggestions. 

Analysts  said  operating  losses  of  about 
$287.3  million  seemed  “reasonable”  in 
light  of  the  $218  million  loss  reported  for 
the  first  six  months  of  1 99 1 . 

The  firm  has  found  the  going  hard 
since  it  was  formed  in  January  1990, 
when  Siemens  took  over  Nixdorf  to  save 
it  from  collapse.  Nine  months  ago,  finance 
director  Karl-Hermann  Baumann  said  he 
hoped  Siemens-Nixdorf  would  break  even 
this  year  after  an  operating  loss  of  $460 
million  in  1989-1990.  In  March,  the  firm 
acknowledged  that  a  break-even  point 
would  not  in  fact  be  reached  this  year. 
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EXECUTIVE  CORNER 

Systemhouse  makes  West  Coast  move 


John  M.  Bean  has  been  named  vice 
president  and  general  manager  of  Otta¬ 
wa-based  systems  integrator  SHL  Sys¬ 
temhouse,  Inc.’s  newly  established  Pa¬ 
cific  Northwest  operations,  based  in 
Vancouver,  British  Columbia.  Bean 
comes  to  Systemhouse  after  15  years  at 
Arthur  Andersen  &  Co.,  most  recently  as 
a  partner  at  Chicago-based  Andersen 
Consulting.  His  appointment  and  the 
establishment  of  the  operations  he  will 
head  up  mark  the  first  step  in  System- 
house’s  Pacific  Rim  strategy,  according 
to  Systemhouse  Chairman  John  Olt- 
man. 


Xetel  Corp.  Chairman 
Kozo  Sato  recently  named 
Richard  N.  Winter  presi¬ 
dent  and  chief  operating  offi¬ 
cer  of  the  Austin,  Texas- 
based  company.  Xetel,  a 
subsidiary  of  San  Francisco-based  Rohm 
Corp.,  provides  performance-enhancing 
components  to  OEMs. 

Wang  Laboratories,  Inc.  appointed 
Richard  A.  Nortz  to  the  newly  created 
post  of  senior  vice  president  of  customer 
relations.  Nortz,  who  joins  Wang  after  an 
18-year  stint  at  Digital  Equipment 


Corp.,  will  be  responsible  for  worldwide 
service  and  support  in  the  firm’s  three 
recently  formed  business  units:  Wang  In¬ 
formation  Systems,  Office  2000  Sys¬ 
tems  and  Personal  Computer  Systems. 

Beaverton,  Ore.-based  Central  Point 
Software,  Inc.  President  Corey  Smith 
has  assumed  the  additional  title  and  re¬ 
sponsibilities  of  chief  executive  officer. 
The  change  will  allow  founder,  chairman 
and  former  CEO  Mike  Brown  to  focus  on 
technology  development  as  Central 
Point’s  chief  technical  officer,  the  compa¬ 
ny  said. 

Richard  M.  Haddrill,  a  partner  in  the  in¬ 
ternational  accounting  and  consulting 
firm  Ernst  &  Young,  has  been  named 


to  the  newly  created  position  of  executive 
vice  president  of  finance  and  administra¬ 
tion  and  chief  financial  officer  at  Atlanta- 
based  Knowledgeware,  Inc.  Haddrill 
will  be  responsible  for  the  company’s  ac¬ 
counting,  treasury,  financial  planning 
and  information  systems  functions. 

Boston  Technology  earlier  this 
month  announced  that  David  S.  Gergacz 
has  been  named  president  and  COO. 
Gergacz,  who  will  report  to  CEO  Greg 
Carr,  previously  served  as  president  and 
COO  of  U.S.  Sprint  Communications 
Co.’s  Network  Systems  Division,  presid¬ 
ing  over  the  Sprint  operating  unit’s  two- 
year  growth  from  a  $10  million  start-up 
to  a  $500  million  business  based  in  Wake¬ 
field,  Mass. 


IT  TAKES  BILLIONS  OF  DOLLARS  TO  BE  SELF-RELIANT.  AS  ONE 


INTERNATIONAL 


OF  THE  TOP  TWENTY  CORPORATIONS  IN  THE  WORLD,  WE  HAVE 


INVESTED  IN  PC,  SEMICONDUCTOR,  AND  RELATED  TECHNOLOGIES 


SO  WE  CAN  BETTER  CONTROL  QUALITY  AND  COSTS  ACROSS  THE 


BOARD.  THIS  EQUIPS  US  TO  DESIGN,  DEVELOP  AND  DELIVER 


THE  ULTIMATE  HIGH-PERFORMANCE,  HIGH-VALUE  SOLUTIONS. 
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Shift  into  software 


►  Japanese  giant  Fujitsu  Ltd.  earlier 
this  month  invested  an  undisclosed  sum  in 
return  for  a  40%  stake  in  Australian  soft¬ 
ware  maker  Softway  Pty.  Ltd.  The  in¬ 
vestment,  Fujitsu’s  first  in  a  foreign  soft¬ 
ware  firm,  makes  Fujitsu  Softway’s 
largest  shareholder.  The  two  companies 
plan  to  jointly  develop  Unix  systems. 


Rumor  mill 


►  German  steel  and  engineering  firm 
Mannesmann  AG  has  denied  that  it  is 
mounting  a  bid  for  UK-based  Racal 
Electronics  PLC,  the  defense,  security 
and  communications  business  units  that 
will  remain  after  the  breakup  of  Britain’s 
Racal  Telecom.  In  the  days  before  the 
denial,  Racal  Electronics’  shares  rose 
sharply  on  rumors  that  a  bidder  was  eye¬ 
ing  the  group,  whose  stock  officially  start¬ 
ed  trading  last  week. 


Ups  and  downs 


►  Matsushita  Electric  Industrial  Co. 
said  sales  for  the  Osaka-based  firm  and  its 
subsidiaries  rose  12%  to  $12.8  billion  in 
the  first  quarter  of  the  current  fiscal  year, 
ended  June  30.  But  quarterly  net  income 
fell  34%  to  $277  million,  compared  with 
the  $58.3  billion  profit  logged  in  Matsu¬ 
shita’s  comparable  quarter  last  year. 


Nordic  blues 


►  Norway’s  troubled  computer  maker 
Norsk  Data  A/S  last  week  posted 
heavier-than-expected  losses  for  the 
first  half  of  the  current  fiscal  year.  A 
$34.8  million  operating  loss  exceeded 
analysts’  predictions  of  losses  in  the  $15 
million  range.  Norsk  Data’s  revenue 
plummeted  28%  to  $144  million  for  the 
first  six  months  of  1991.  Chief  Executive 
Officer  Erik  Engebretsen  announced  a 
major  restructuring  of  the  firm,  includ¬ 
ing  a  500-person  layoff. 


Svelter  Mentor 


►  Prompted  by  the  corporate  restruc¬ 
turing  of  its  U.S.-based  parent,  Mentor 
Graphics  Corp.,  Mentor  Graphics 
Hong  Kong  is  closing  down  its  local 
sales  activity  after  six  years  of  operation, 
according  to  a  report  in  the  Hong  Kong 
business  press.  Beaverton,  Ore. -based 
Mentor’s  recently  announced  streamlin¬ 
ing  is  the  first  work  force  reduction  in 
the  firm’s  10-year  history. 


COMPUTER  CAREERS 


IS  staffs  can  win  when  outsourcers  are  employers 


Part  II  of  a  two-part  series  that 
focuses  on  outsourcing  and  the 
impact  it  has  on  IScareers. 


BY  EMILY  LEINFUSS 

SPECIAL  TO  CW 


Information  systems  em¬ 
ployees  may  cringe  at  the 
thought  of  being  told  their 
department  has  been  out¬ 
sourced  and  they  now  work 
for  the  outsourcer.  But  savvy 
professionals  can  turn  such  a 
switch  into  a  land  of  opportunity. 

First,  they  must  master  the 
obstacles.  IS  employees  will  have 
to  prove  themselves  to  a  new  set 
of  peers  and  management.  They 
must  become  accustomed  to  a 
different  corporate  culture  and 
cope  with  an  increased  amount  of 
stress. 

The  main  reason  that  careers 
can  be  bolstered  at  an  outsourc¬ 
ing  vendor  is  that  the  firm’s  core 
business  is  information  technol¬ 
ogy.  Therefore,  the  company 
courts  and  rewards  technical 
know-how,  relies  on  technology 
for  its  bottom  line  and  has  far 
more  job  moves  available  within 
the  organization. 

In  addition,  most  outsourcing 
companies  deal  with  a  wide  scope 
of  businesses  and  technical  spe¬ 
cialties,  ranging  from  computer- 
aided  design  and  manufacturing 
to  robotics  and  computer-aided 


software  engineering. 

If  employees  have  a  specific 
technical  interest,  they  can  cross 
over  to  their  most  desired  area, 
says  Lynne  Scott,  manager  of 
transitions  for  several  strategic 
business  units  at  Electronic  Data 
Systems  Corp.  in  Dallas. 

“Theoretically,  the  sky’s  the 
limit  [at  an  outsourcing  vendor],” 
says  Perry  Harris,  a  senior  ana¬ 
lyst  at  The  Yankee  Group  in  Bos¬ 
ton. 

Just  ask  Ray  Brecker,  who 
moved  over  to  Digital  Equipment 
Corp.  in  Rochester,  N.Y.,  after 
working  for  1 7  years  for  Eastman 
Kodak  Co.  Brecker,  currently  the 
manager  for  virtual  network  ser¬ 
vices  at  DEC,  has  since  been  in¬ 
volved  with  several  projects  for 
companies  other  than  Kodak,  has 
assumed  management  and  bud¬ 
get  responsibilities  and  has  even 
taken  over  senior  management 
positions  for  short  periods. 

Another  advantage  for  em¬ 
ployees  who  have  moved  to  an 
outsourcing  vendor  is  that  ca¬ 
reers  open  up  horizontally  and 
vertically,  says  Caroline  Spear, 
international  marketing  manager 
of  operations  support  services  at 
DEC  in  Stow,  Mass. 

Vertically,  careers  can  expand 
because  there  are  many  types  of 
senior  positions,  and  top  manag¬ 
ers  often  have  technical  back¬ 
grounds.  Horizontally,  an  IS  pro¬ 


fessional  can  move  in  many 
directions  at  a  company  whose 
main  business  is  technology. 
Some  examples  are  consulting, 
research  and  development,  prod¬ 
uct  development  and  product 
management,  Spear  says. 

Outsourcing  vendors  also 
generally  offer  extensive  educa¬ 
tion  programs  to  employees.  This 
not  only  allows  the  transitioned 
employee  to  keep  current  with 
technology,  but  it 
also  provides 
many  avenues  for 
career  changes. 

“If  an  employee 
has  an  interest  in 
switching  over  to 
other  technical 
areas,  we  proba¬ 
bly  have  all  levels 
of  educaton  in 
that  arena,”  Scott 
says. 

Vaughn  Hovey,  director  of 
corporate  date  center  services  at 
Kodak,  says  he  knows  at  least  six 
Kodak  employees  who  gained  in¬ 
creased  responsibilities  and  were 
given  extensive  training  and  edu¬ 
cation  after  moving  to  IBM. 
Some  of  the  training  included 
management  issues,  such  as  con¬ 
flict  management,  relationship 
management,  project  manage¬ 
ment  and  extensive  quality  lead¬ 
ership  training,  he  says. 

But  making  the  switch  to  an 


outsourcer  takes  some  adjust¬ 
ment,  and  some  employees  won’t 
even  make  it  to  the  outsourcing 
team.  “Often,  deadwood  is  elimi¬ 
nated,”  Harris  says.  “But  if  you 
are  good,  you  shouldn’t  worry.” 

Life  at  an  outsourcer  can  be 
more  stressful,  says  Mike  Wil¬ 
liams,  chief  financial  officer  at 
The  Houston  Chronicle  and  for¬ 
mer  executive  vice  president  at 
First  City  Bank  Corp.  in  Hous¬ 
ton.  Williams 
helped  manage  an 
outsourcing 
agreement  with 
EDS  for  First 
City.  He  says  that 
while  the  lower 
level  IS  employees 
who  moved  over 
to  EDS  found 
their  career  hori¬ 
zons  opened, they 
also  felt  that  the  outsourcing 
vendor’s  environment  was  more 
demanding.  “There  is  a  dog-eat- 
dog  aspect  in  working  for  these 
companies,”  he  says. 

Williams  adds  that  a  large,  na¬ 
tional  company  is  not  as  secure 
an  environment  as  a  smaller  firm. 

“In  the  case  of  First  City,  you 
went  from  a  paternalistic  organi¬ 
zation  into  a  company  that  views 
you  simply  as  a  resource  to  be 
rented,  moved  and  manipulated 
around,”  he  says. 

IS  professionals  also  have  to 


deal  with  the  issues  of  divided 
loyalties  and  changing  relation¬ 
ships  when  they  transition  over 
to  an  outsourcing  vendor. 

Peer-to-customer  shift 

For  example,  when  Brecker 
made  the  move  to  DEC,  he  didn’t 
even  change  his  desk.  All  of  a  sud¬ 
den,  he  was  a  supplier  of  services 
to  his  former  peers.  “I  had  to 
learn  to  treat  the  customer  as  a 
customer  and  not  as  fellow  em¬ 
ployees,”  he  says.  One  trick  he 
learned  was  to  put  on  a  suit  coat 
when  it  was  time  to  interact  with 
Kodak  employees  to  show  that  he 
was  a  provider  of  services. 

Another  downside  to  out¬ 
sourcing  is  that  IS  professionals 
could  experience  dislocation.  In 
most  cases,  the  outsourcer  tries 
to  employ  people  in  the  same  geo¬ 
graphic  area,  but  sometimes  it  is 
just  not  possible. 

“The  high-tech  people  and 
journeyman  programmers  do 
pretty  well  as  a  result  of  out¬ 
sourcing,”  says  Larry  L.  Bet- 
singer,  executive  vice  president 
at  UJB  Financial  Corp.  in  New¬ 
ark,  N.J.,  and  former  chief  infor¬ 
mation  officer  at  Meritor  Savings 
Bank  in  Philadelphia. 

“But  in  the  long  run,  they  all 
get  disaccommodated  in  one  way 
or  another.  Outsourcers  can 
move  them  at  their  whim,”  Bet- 
singer  says. 


Leinfuss  is  a  free-lance  writer  based  in 
Sarasota,  Fla. 


ALASKA 


AS/400 

Programmer/Analyst 


Come  and  experience  the  Alaskan  life  style  in  beautiful  Kodiak, 
Alaska.  Kodiak  Island  is  located  in  the  Gulf  of  Alaska  and  receives 
the  Japanese  Current  which  helps  keep  Kodiak  wet.  warm  and 
beautiful.  We  are  known  as  the  Emerald  Isle  home  of  the  great  Ko¬ 
diak  Bear.  By  day  enjoy  the  esteem  of  being  a  programmer/ana¬ 
lyst  for  the  local  government.  By  night  enjoy  the  truly  unique 
Alaskan  life  style.  Kodiak  offers  you  the  arts  with  one  of  the  few 
outdoor  theaters  in  the  USA.  Also  the  local  arts  council  and  other 
groups  use  the  facilities  of  a  new  modem  auditorium/theater,  one 
of  the  finest  in  Alaska.  Kodiak  has  one  of  the  few  golf  courses  in 
Alaska,  and  is  a  mecca  for  sporting  activities.  On  weekends  experi¬ 
ence  the  truly  great  Alaskan  Wilderness,  wildlife  abound.  Alaska 
the  Last  Frontier!  The  Great  Alaska  outdoors  is  awaiting  you.  All 
it  takes  is  4  years  programming  experience  with  1  year  on  a  IBM 
AS/400  using  RPC.  Must  have  knowledge  of  municipal  computer 
Applications  and  accounting  procedures.  Have  the  ability  and  ex¬ 
perience  to  direct  large  projects.  Supervise  a  programming  staff. 
Knowledge  of  School  District  CIMS  software  is  a  plus.  We  offer  a 
starting  salary  of  $43,555  -  $46,904  D.O.E.  with  a  liberal  benefit 
package  which  includes  PERS,  Health.  Dental  And  Vision  paid  for 
employees.  Send  your  resume  with  salary  history  to:  Kodiak  Is¬ 
land  Borough,  Personnel  Office,  710  Mill  Bay  Road,  KODIAK 
AK  99615.  Closing  Date  10-11-91.  E.O.E. 


Don ’t  let  this  once  in  a  lifetime 

opportunity  pass  you  by. 


CONSULTING  OPPORTUNITIES 


1991  Conference 


ACAPULCQ 

This  is  your  chance  to  learn  how  t 
to  improve  your  business  and  ~^*"i 
meet  with  other  computer  contracing 
business  owners  and  discuss  the 
burning  issues  of  the  90's!  Learn  and 
network  in  a  luxury  setting  at 
recessionary  prices. 

JA/ed.,  Oct.  23  to  Sat.,  Oct.  26,  1991 
Acapulco  Princess  Hotel 


For  more  info,  call: 

(800)  880-1240 

1 


National  Association  of  Computer 
Consultant  Businesses 


CONTRACT  ASSIGNMENTS 


IBM  Insurance  or 
Financial  PROGRAMMERS 

contract  or  permanent  client  staffing  needs  in  Boston  or 
Portland,  Maine. 


-  COBOL/CICS/VSAM 

-  EXCELERATOR/COBOL/CICS 

-  ASSEMBLER/COBOL/MVS 

-  DB2/C0B0L/CICS 
-SNA  TECH  WRITERS 

-  SOFTWARE  WRITERS 


-  IDMS/ADSO 

-  DB2/TELON 

-  STRATUS/PL  1 

- AS400/COBOL 
•  0S2/LAN 


ULTRIX  or  BERKELEY  UNIX  SOFTWARE  and 
DEVICE  CERTIFICATION  ENGINEERS 

contract  assignments  in  128  area  of  Boston. 

-  Device  Drivers  -  Utllltles/Commands 

-  Fluent  Users 

AXTRA  CORPORATION 
505  Middlesex  Tpke.  Billerica.  Ma  01821 
Tel:  508-663-7300  Fax:  508-671-0103 


AXTRA 


TO  $60,000 

DB2  and  CASE  TOOL 
TRAINING  AVAILABLE 


Now  is  the  time  to  enhance  your  career  in  a  highly 
professional  environment  with  long  term  leading  edge 
technology  assignments 

We  seek  Professionals  with  at  least  two  years 
experience  with  any  of  the  following  skills 

•  IMS  DB/DC  •  IDMS/ADSO  •  MANTIS/SUPRA 

•  DB2/SQL  •  ORACLE  •  ADABAS/NATURAL 

•C/UNIX  •  CICS  •  COBOL  PL/ 1 


For  consideration  send  resume  or  call 


n 

□ 


TP  TECHNOLOGY  CONSULTING,  INC 


2020  Meidmger  Tower,  Louisville,  KY  40201 
Y\f  <502>  589-3110  FAX  (502)  589-3101 

MemOer  NIACC8 


PROFESSIONAL 


11  CONSULTING  NETWORK  | 

SAN  FRANCISCO  BAY  AREA 

CONTRACTS  FOR  IMMEDIATE  ACTION 

INGRES  Programmer/Analysts,  DB  Analysts 

AS-400  Programmer/Analysts 

MacApp  Programmer/Analysts 

PeopleSoft  Programmer/Analyst 

RDBMS  DB2,  INGRES,  ORACLE 


595  Market  Street,  Suite  1400 
San  Francisco,  Ca  94105 
(415)  777-4321  •  Fax  777-8632 


Contract  Placement  Professionals 
"We're  Looking  For  You" 

Currently  staffing  more  than  100  offices 
in  cities  nationwide 

If  you  have  a  proven  track  record  in  the 
placement  of  MIS  or  CADD  Professionals, 
send  us  your  resume  in  confidence  today! 

vynicorce’ 

temporary  services 

301  Yamato  Road  Suite  4160,  Boca  Raton,  FL  33431 


CsYNON 
Oief/iew 
M  FOCUS 
DB2 
O  ACMS 
U  DECWndws 

LDB  Evaluatn 
ORACLE 
T  DB2  DBA 
A  TELON 
M  MUMPS 
Ns  AS  MVS 
tGDDM 
•  PICK 
S  PARADOX 

COMSYS 

Atlanta,  Colorado  Springs, 
Research  Triangle, 
Phoenix  &  Washington,  DC 


NACCB  Member 
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COMPUTER  CAREERS 


Demand  for  database 
managers  intensifies 


terpersonal  communications 
skills  are  most  often  required. 

“This  is  because  a  data  ana¬ 
lyst  must  understand  a  user’s 
perspective  and  what  the  data 
means  to  the  user,”  she  explains. 


BY  JULIA  KING 

SPECIAL  TO  CW 


As  more  organizations 
grasp  the  strategic  val¬ 
ue  of  information,  the 
need  for  qualified  data¬ 
base  administrators  is 
mushrooming.  In  some  regions, 
the  demand  far  outstrips  the  sup¬ 
ply  of  qualified  information  sys¬ 
tems  professionals. 

As  larger  firms  expand  the 
number  and  kinds  of  database 
management  systems  on  which 
they  rely,  job  opportunities  will 
multiply,  making  qualified  data¬ 
base  administrators  among  the 
most  sought  after  IS  workers  in 
today’s  marketplace. 

Clearly,  this  should  come  as 
good  news  to  technically  orient¬ 
ed  IS  professionals,  who  as  data¬ 
base  administrators  can  get 
starting  salaries  of  $50,000  for 
maintaining  the  integrity,  consis¬ 
tency  and  accuracy  of  what  many 
companies  regard  as  their  most 
valuable  corporate  asset. 

High  salaries 

Database  administrators  can 
command  higher  salaries  be¬ 
cause  companies  place  broad  de¬ 
mands  on  those  employees,  says 
A1  Flournoy,  a  senior  database 
administrator  at  M.  W.  Kellogg 
Co.,  a  Houston-based  engineer¬ 
ing  and  construction  firm. 

By  giving  its  database  admin¬ 
istrators  $50, 000-plus  salaries, 


Kellogg  is  paying  for  custodial 
care  of  the  very  heart  of  its  oper¬ 
ations,  says  David  Lee,  Kellogg’s 
manager  of  database  technology. 

Kellogg’s  database  adminis¬ 
trators  are  also  responsible  for 
ensuring  data  integrity,  testing 
and  tuning  database  perfor¬ 
mance,  training  users  in  data¬ 
base  standards  and  assuring  the 
quality  of  all  database-related  ap¬ 
plications. 

At  other  companies,  this  list  of 
responsibilities 
continues,  espe¬ 
cially  if  the  em¬ 
ployer  is  among 
the  increasing 
number  of  firms 
that  are  combin¬ 
ing  the  traditional 
functions  of  a  da¬ 
tabase  adminis¬ 
trator  with  those 
of  a  data  analyst 
or  data  modeler  who  deals  with 
logical  data  issues. 

One  such  employer  is  Hous¬ 
ton-based  Mitchell  Energy  and 
Development  Corp.,  where 
Jo  Ann  Gartland,  a  former  appli¬ 
cations  developer,  performs  both 
jobs  in  the  company’s  100-per¬ 
son  IS  department. 

On  the  database  administra¬ 
tor  side,  Gartland  says  her  re¬ 
sponsibilities  are  similar  to  those 
of  a  database  administrator  at 
Kellogg  and  require  expert  tech¬ 
nical  skills.  As  a  data  analyst, 
however,  she  said  she  finds  her  in¬ 


Personality  a  plus 

Even  at  companies  where  data¬ 
base  administrator  and  data  ana¬ 
lyst  positions  remain  separate, 
recruiters  and  managers  stress 
the  critical  importance  of  a  data¬ 
base  administrator’s  interper¬ 
sonal  communications  skills. 

“We  can  have  the  brightest 
person  who  produces  the  best  da¬ 
tabases,  but  if  he  or  she  can’t 
communicate  and  get  along  with 
the  staff,  their  whole  purpose  is 
defeated,”  says 
Donald  Holbrook, 
technical  pro¬ 

gramming  man¬ 
ager  at  Atlanta- 
based  Colonial 
Pipeline  Co. 

To  fulfill  this 
requirement,  Co¬ 
lonial  has  tapped 
in-house  pro¬ 

grammers  and 
systems  support  staff  members 
with  good  communications  skills 
and  then  trained  them  internally. 
But  this  solution  has  its  trade¬ 
offs,  chief  of  which,  Holbrook 
says,  is  that  the  most  technically 
competent  person  is  not  always 
hired. 

“In  fact,  if  we  lost  our  current 
database  administrators  and  we 
didn’t  have  a  company  policy  of 
hiring  from  within,  I’d  be  tempt¬ 
ed  to  go  out  and  look  on  the  mar¬ 
ket  for  replacements,”  Holbrook 
says.  In  doing  so,  he  says,  he 
could  hire  people  with  a  track  re¬ 


cord  in  the  kinds  of  DBMSs  that 
Colonial  employs  in  its  operation. 

One  of  Colonial’s  systems  is 
Oracle  Corp.’s  Oracle  relational 
database,  the  No.  1  system  for 
which  companies  seek  skilled  da¬ 
tabase  administrators,  according 
to  Suzanne  Fairlie,  president  of 
Prosearch,  Inc.,  a  Philadelphia- 
based  recruitment  firm. 

After  Oracle,  database  ad¬ 
ministrators  skilled  in 
IBM’s  DB2  and  Soft¬ 
ware  AG  of  North 
America’s  Adabas  are 
most  in  demand,  Fairlie 
says. 

In  Philadelphia,  for 
example,  “there  is  not 
enough  Oracle  talent  to 
go  around,  but  nobody 
wants  to  pay  relocation  fees,  so 
companies  are  hiring  people  with 
[Ask  Computer  Systems,  Inc.’s] 
Ingres  and  other  experience,  and 
then  training  them,”  Fairlie  says. 
Typically,  she  adds,  a  100-per¬ 
son  IS  department  will  have  three 
database  administrators  on  staff. 

Specialists  preferred 

Ideally,  database  managers  say 
they  would  much  prefer  to  hire  a 
database  administrator  with  ex¬ 
perience  in  their  firm’s  particu¬ 
lar  type  of  DBMS.  But  given 
what  appears  to  be  a  shortfall  of 
experienced  database  adminis¬ 
trators,  most  realize  this  may  be 
impossible.  As  a  result,  they  will 
frequently  hire  a  candidate  with  a 
general  background  in  database 
technology. 

“Most  companies  want  expe¬ 
rience  in  whatever  DBMS  they 
have,”  Gartland  says.  “But  be¬ 
cause  database  administrators 
are  in  demand,  the  next  best 


thing  is  someone  with  an  overall 
knowledge  of  database  theory.  If 
you  learn  one,  you  can  learn  any 
other  one.  The  fundamentals 
don’t  change.  What  changes  is 
the  way  the  DBMS  stores  data.” 

One  caveat  for  IS  profession¬ 
als:  Not  all  companies  advertise 
specifically  for  a  database  admin¬ 
istrator,  even  though  they  seek 
someone  who  will  perform  a  da¬ 


tabase  administrator’s  functions. 

“Every  company  is  approach¬ 
ing  the  role  of  database  adminis¬ 
trator  a  little  differently,  and 
there  is  every  variation  of  job  de¬ 
scription  for  this  role,”  Fairlie 
says,  adding  that  prospective  da¬ 
tabase  administrators  may  want 
to  respond  to  advertisements 
that  do  not  include  any  mention 
of  a  database  administrator  yet 
describe  a  database  administra¬ 
tor’s  functions. 

Any  way  you  look  at  it,  Flour¬ 
noy  says,  qualified  database  ad¬ 
ministrators  are  a  rare  breed. 

“Database  administrators  are 
people  who  are  curious,  tena¬ 
cious  and  self-assured  by  nature 
rather  than  by  training,”  he  ex¬ 
plains.  “Not  everybody  has  these 
traits,  and  not  everyone  who 
starts  out  to  be  a  database  ad¬ 
ministrator  can  do  it  well.” 


King  is  a  free-lance  technology  writer 
based  in  Ridley  Park,  Pa. 


ANY  WAY  YOU  look  at 
it,  qualified  database 
administrators  are  a 
rare  breed. 


ATLANTA 

SOUTHEAST 

(404)  447-8773 

Opportunities 
Contract  or  Permanent 


BRANNON 

TULLY 


kS 


Atlanta’s  Premier  Firm 
Benefits  and  401k  Plan! 

SUN/C/UNIX/MS-DOS 

TANDEM-TAL/CASE 

AS400/DEC/ACMS 

DB2/0RACLE/INGRES 

Brannon  A  Tully.  Inc. 


FllTli.'  v.  11  'I-  lii'Fll  lTrl 


Noroross,  GA  30071 
404-447-8773 
404-729-9803  Fax# 
Member  NACCB 


HUMAN  SERVICES 
SYSTEMS  PROFESSIONALS 


An  exceptional  compensation  package  and  outstanding 
opportunity  for  growth  are  awaiting  the  dynamic,  ex¬ 
perienced  people  who  join  our  growing  consulting  firm. 

Candidates  should  have  experience  with  human  ser¬ 
vices  systems  including  welfare  and/or  child  support  en¬ 
forcement  applications.  Experience  with  ADABAS/ 
NATURAL  or  DB2  is  a  plus. 

To  explore  these  immediate  oppor¬ 
tunities,  please  send  resume  to: 
NETWORK  SOLUTIONS,  Inc. 

20  Catamore  Blvd., 
Network  E.  Providence,  Rl  02914, 
Solutions,  Inc  Attn:  Dawn  Radican. 


MT 


SVIMirEL 

UNIX:  PROFESSIONAL  SERVICES  MARKETING 

SYNTEL  is  a  professional  services  firm  headquartered  in  Troy,  Ml.  We 
place  a  high  value  on  client  satisfaction,  professionalism,  ethics  and  ser¬ 
vice  quality.  Due  to  the  dramatic  growth  in  our  UNIX  services,  we  need 
to  strengthen  our  marketing  and  support  team: 

DIVISION 
MANAGER 

ACCOUNT 
EXECUTIVES 


10+  years  experience,  extensive  knowl¬ 
edge  of  the  US.  and  international  UNIX 
scenario,  proven  sales,  marketing  and 
management  experience.  Will  meet  ag¬ 
gressive  targets. 


3+  years  UNIX  technical  and  marketing 
experience,  ability  to  sell  a  variety  of 
T&M,  turnkey  and  off-site  services  to 
hardware,  software  and  Fortune  500 
companies,  and  ability  to  support  profes¬ 
sionals.  Will  develop  high  quality  relation¬ 
ships  and  alliances. 

JOIN  A  LEADER  AND  INNOVATOR.  Send  your  resume,  with  compen¬ 
sation  history,  in  confidence  to: 

Arlene  Pauli 
SYNTEL,  INC. 

5700  Crooks  Road,  Troy,  Ml  48098 


Phone:  313-828-3290 
Fax:313-828-1017 


Life  Insurance  System  Consultants 

We  have  immediate  openings  for 
technical  consultants  experienced  in 
any  of  the  following: 

□  DOCUMERGE 

□  VANTAGE  □  LIFE/70 

□  CYBERTEK  □  LIFE-COMM 

SAGE  CONSULTING  SERVICES 

Call:  713/688-9909  or  FAX:  713/956-7172 


General  Consulting  Opportunities 


•  DG  INFOS  CQCS 

•  CLIENT/SERVER  DBMS 

•  AS400  RPG  III 

•  NOVELL  LAN  CNE 


ORACLE 
DB2 

IDMS/ADSO 
COBOL/CICS 

ICS  Consulting  Services  Inc. 

2050  North  Loop  West,  Suite  201 
Houston,  Texas  77018 
Call:  713/956-9400  or  FAX:  713/956-7172 


CA& AZ 
CONTRACTS 


P,  Murphy  a  Auoclotes.  Inc. 

4405  RIVERSIDE  DR.,  SUITE  100 
BURBANK,  CA  91 505 
(818)841-2002  (714)552-0506 
FAX:  (818)  841-2122 

Member  NACCB 


RECRUIT  THE  BEST! 

Place  your  ad  in  regional  or 
national  editions  of  Comput- 
erworld’s  Computer  Careers 
section.  For  more  informa¬ 
tion,  call  Lisa  McGrath  at 
800-343-6474  (in  MA,  508- 
879-0700). 


$75,000  to  $150,000 

IEF  CASE  CONSULTANTS 

(ISP,  BAA,  BSD,  CONSTRUCTION,  TRAINERS) 
OS/2,  Tandem,  GUI  would  be  a  + 

National  Client  Base,  Minimum  Travel,  Long  Term  Assignments, 
Ongoing  Needs,  Full  Project  Development  &  Outsourcing. 

Fax  or  call  CHRISTOPHER, 

LOGAN/BRITTON 


9330  LBJ  Freeway 
Suite  900 
Dallas,  TX  75243 
214-437-9661 
FAX  214-437-9663 


3300  S.  Gessner 
Suite  150 

Houston,  TX  77063 
713-780-0736 
FAX  713-780-9677 


DATA  SERVICES  MANAGER 

DMCA  DIRECT,  a  national,  full-service  direct  marketing  company  located 
in  St.  Louis,  needs  an  individual  to  manage  the  daily  production  of  Direct 
Marketing  applications  through  a  "State  of  the  Art"computer  facility. 

Position  requires: 

•  Experience  in  Direct  Mail  production,  list  processing,  DataBase 
applications  and  computer  operations. 

•  Knowledge  of  Group  1  software  and  laser  printers  a  must. 

•  Four  years  Data  Processing  Management  experience  in  a  service 
bureau  environment. 

•  Excellent  administrative  and  interpersonal  skills  and  a  "take- 
charge"  attitude. 

We  are  an  expanding  company  offering  an  excellent  growth  opportunity 
for  the  right  individual.  We  provide  an  excellent  compensation  and  bene¬ 
fit  program.  Send  cover  letter,  resume  and  salary  history  in  confidence  to: 

D.  Nersesian  OPS 
DMCA  DIRECT 
One  Corporate  Woods  Drive 
Bridgeton,  MO  63044EOE  M/F 
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ATLANTA  HIGH  TECH  CAREER  FAIR 


Participating 

AGS/Information 

CE  Consulting 

Companies 

Services 

American  Software 

Services 

Georgia  Pacific 

Analysts  International 

Holiday  Inns  of 

Atlanta  Croup  Systems 

America 

CAP  Gemini  America 

Keane,  Inc 

Coca-Cola  USA 

Life  of  Georgia 

Computer  Management 

National  Data 

Science 

Corporation 

Computer  Task  Croup 

Prentice-Hall 

CONSULTED  Inc 

Professional 

Crawford  &  Co 

Software 

Dun  &  Bradstreet 

Sales  Technologies 

Electromagnetic 

US  Sprint 

Sciences 

TLANTA 

IGH-TECH 

AREER 

AIR 


Mon.  &  Tues.,  Oct.  7  &  8 
Embassy  Suites  Perimeter 
1030  Crown  Pointe  Pkwy. 
Mon.  11:30  a.m  -  2:00  p.m., 
4:00  p.m.  -  7:30  p.m. 
Tues.  9:00  a.m.  -  1:00  p.m. 
Free  to  Applicants 


Positions 

Offered 

INFORMATION  SYSTEMS 

ENGINEERING/TELECOMMUNICATIONS 

TECHNICAL  SALES/MARKETING 

If  unable  to  attend,  please  send  resumes  to 

AGACS,  PO.  Box  2404,  Lilburn,  GA  30247 

Co-Sponsored  b\:THE  SOUTHEASTERN  EMPLOYMENT  NETWORK  AND  COMPUTERWORLD 

Coca-Cola  USA 
makes  a  CASE  for  Quality. 

Coca-Cola  USA,  the  domestic  division  of  the 
world’s  leading  soft  drink  company,  has  begun 
it’s  carefully  planned  migration  to  DB2.  We’ve 
chosen  Texas  Instrument’s  IEF  CASE  environ¬ 
ment,  and  have  begun  the  development  of  our 
Enterprise  Model.  We  need  quality  information 
systems  professionals  to  aid  in  our  mission. 

IEF  CASE  CONSULTANTS  -  Specialists 
experienced  in  the  hands  on  implementation  of 
IEF  CASE  methodology  in  a  large  scale  IBM 
environment. 

QUALITY  ASSURANCE  ANALYSTS  -  Full  Life 
Cycle  experienced  QA  Analysts  to  play  a  critical 
role  in  our  conversion. 

SENIOR  DATA  ANALYSTS  -  Experienced  full¬ 
time  E/R  Modelers,  Logical  Database  designers. 

DATABASE  ADMINISTRATORS  -  Experienced 
in  DB2  physical  DB  design. 

All  positions  are  located  in  Atlanta,  Georgia, 
home  of  the  worldwide  headquarters  of  the 
Coca-Cola  Company  and  the  1996  Olympic 
Games.  Coca-Cola  USA  offers  the  opportunity 
to  join  a  community  of  great  people,  attractive 
neighborhoods  and  affordable  living  and  to 
work  with  great  people  in  a  challenging  and 
stimulating  work  environment.  If  you  are 
interested  in  advancing  your  career  with  the 
industry  leader,  visit  us  at  the  Atlanta  High 
Tech  Career  Fair,  or  send  your  resume  in 
confidence  to:  Coca-Cola  USA,  Dept.  SP923, 
P.O.  Drawer  1734,  Atlanta,  GA  30301.  An 
Equal  Opportunity  Employer. 


A( 


a  Off  AGSI  has  outstanding 

■TOA  opportunities  for  high 

munm  in,  energy,  enthusiastic  data 

processing  professionals. 

Whether  you  are  a  seasoned  consultant  or  considering 
contracting  as  a  career  change,  AGSI  could  be  your 
avenue  to  success!  At  AGSI,  our  motto  is  'A  QUEST 
FOR  THE  BEST -  in  our  staff,  our  clients  and  mostly 
in  our  consultants. 

•  IDMS/ADSO  •  DB2/CICS/ COBOL  •  M&D 
MILLENNIUM  •  DECA'AX/COBOL  •  MV’S 
SYSTEMS  PROGRAMMERS  •  IDEAL/ 
DATACOM  •  BUSINESS  BASIC 
PROGRAMMERS  •  NOVELL  SUPPORT 
•  AS/400  RPG  •  IBM  Sy  stems  Analysts 

Vi  c  a  .m t  to  hear  from  wxj  sxn  AGSI  offers  a  variety  *4 
employment  -tatus .  .sir  full  time  employees  receive  an 
- diem  s ompenwt k 41  package  which  include-  medical, 
dental  and  life  insurance.  Call  .Hit  recruiters  or  -end  your 

resume  t.  Atlanta  Group  Systems,  Inc.,  2971  Flowers 
Road  South.  Suite  275,  Atlanta.  GA  30341.  (404) 
455-7781,  (800)  788-2474.  FAX:  (404)  451-5163. 


THIS 
SPACE 
FOR  HIRE 

Call  today 
to  place  your 
recruitment  ad. 

800-343-6474 
in  MA,  508/879-0700 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING  WORKS 


Computerworld  gives  you  only  qualified  computer  profes¬ 
sionals. 

Unlike  the  readers  of  Sunday  or  daily  newspapers,  every 
Computerworld  reader  is  an  experienced  computer  profes¬ 
sional.  In  fact,  the  majority  of  ComputerworkTs  audience 
has  experience  beyond  three  years.  What’s  more,  some  sub¬ 
scribers  have  been  reading  Computerworld  ever  since  its 
first  issue  in  1967.  Simply  put,  Computerworld  delivers  far 
more  than  just  job  candidates  -  it  delivers  qualified  job  candi¬ 
dates. 


Years  in  Current  Job  Function 
Reported  by  Computerworld’s 
Audience  of  629,204 


More  than  3  years 


More  than  5  years 


More  than  8  years 


More  than  12  years 


78% 


60% 


46% 


28% 


SOURCE:  Skill  Survey  of  Computerworld's Audience,  May  1989. 


To  place  your  ad  regionally  or  nationally,  call  John  Corrigan,  Vice 
President/Classified  Advertising,  at  800/343-6474  (in  MA, 
508/879-0700). 

COMPUTER  CAJHEERS 
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COMPUTERWORLD 

W  here  qualified  candidates  look.  Every  week. 
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ATLANTA 


URGENT  NEEDS  FOR 


MSA  &  M&D 

USA  FI  NT 

8RP/A 

T0  42K 

P/A 

FWnown*d  Sue  Co  TO  40K 

P/A 

SckdUMr 

T0  38K 

USA  G/L 

MGR 

8«rvfc*Corp 

T0  45K 

USAHRtS 

SR  P/A 

HeMtiCare 

T0  42K 

P/A 

Fortjn*  260  Gorp 

T0  38K 

lUDFlN-L 

P/A 

Fortune  300  Ccrp 

T0  38K 

SR  P/A 

McwCorpHQ 

TO  44K 

P/A'* 

F  250  MFG  Ccrp 

T0  42K 

P/A* 

Mffitor  Vendor 

TO40K 

1SJ 

QUEST  SYSTEMS  INC. 

3  Corporate  Square 

Sul  1*210 

»  - -  GA  VWJO 

(404)  636-3000 
lax:  (404)  634-6313 

PROGRAMMER/ 
ANALYST  POSITIONS 

SYSTEMS 

PROGRAMMERS 

With  at  least  3  years  experience  in 

*  IMS  DB/DC,  DL1  *  CICS 

*  NATURAL  *  ADABASE 

*  PL1  COBOL 

*  DB2/SQL  *  TANDEM 

*  VM/MVS  RPGII/III 

•VAX/VMS  *  IDMS/ADS/O 

*  FOCUS  *  C  LANGUAGE 

Please  Send  Resume  to: 


Management 
Solutions,  Inc. 

1416  South 
Third  Street, 
Louisville,  KY 
40208 


MSI 


502-634-1387 


CONSULTANTS 
SHOULD  CONSULT 

MIM 

Great  Consulting  Assignments 
and  Full  Time  Opportunities 
Please  send  resume  &  call: 

Mimi  Simon  Assoc 

90  West  St.  Suite  1105,  NYC  10006 

(212)406-1705 
FAX  (212)  406-1768 


D.P.  PROFESSIONALS 
&  CONSULTANTS 

$35,000  -  $75,000+ 

Do  YOU  have  Technical  or 
Functional  Experience  with  ANY  of 
these  Software  Products/Vendors  ? 


M&D 

MSA 

Walker 

SAP 

Oracle 

DB2 

AS -400 


JD  Edwards 
Software  2000 
PeopleS  oft 
Teserract 
CASE 

SQL/Windows 

Client/Server 


Join  the  Exciting  field  of  Consulting. 
T op  Salaries  &  Benefits  are  avaibble 
m  MOST  MAJOR  CITIES  ! 

RUSH  Resume:  DCT,  INC  PO  Box 
I  0426  Tampa.  FL  33679-0426. 
Or  FAX  to:  (813)  839-5912 


When  you  compare 
costs  and 

the  people  reached, 
Computerworld  is 
the  best 
newspaper  for 
recruiting 

qualified  computer 
professionals. 

Place  your  ads  today! 

Call  toll-free 
800-343-6474 

Or  in  Mass 
(508)  879-0700 


Data  Processing 

IS  PROFESSIONALS 

Opportunities  abound  in 
the  Southeast  for  talented, 
experienced  (3  years  mini¬ 
mum)  Programmers,  Se¬ 
nior  PA’s  and  DBA's.  Join 
our  talented  staff  and 
work  in  state-of-the-art  en¬ 
vironments  on  challenging 
projects.  Current  opportu¬ 
nities  for  ‘91  include: 

*  COBOL,  CICS,  MS,  DB2 

*  VAX,  Fortran,  Ingres  SQL 

*  CICS,  DB2,  CSP 

*  D62,  APS,  COBOL 

*  Natural,  Adabas,  DB2 

*  VAX,  Oracle,  Fortran, 

SOL  Forms  3.0 

*  HP9000,  Transact 

We  offer  excellent  com¬ 
pensation,  relocation  as¬ 
sistance,  full  benefit  pack¬ 
age  and  education  reim¬ 
bursement.  Send  your  re¬ 
sume  TODAY! 


AMERICAN 

COMPUTER 

PROFESSIONALS 

140  Stoneridge  Drive 
Suite  350 

Columbia,  SC  29210 
800-933-9227 
Fax  803-779-1955 

equal  opportunity  employer 


CONTRACT 

ASSIGNMENTS 

PA,  NJ,  &  DEL 

•  CSP 

•  Sybase 

•  MSA 

•  SAS,  Clinical 

•  ASI 

•  Smalltalk 

•  Tesseract 

•  Focus 

•  IDMS/Focus 
.  VAX,  Cobol 

•  I.E.W.  OR  I.E.F. 

•  Banyan/Vines 

•  Ingres  or  Oracle 

•  DB2/Data  Modeling 

•  Data  Modeling/ 
Benefits 

•  Additional 
Information  on  our 
Computer  Bulletin 
Board  301-977-3041 


DEVON  CONSULTING 

435  Devon  Park  Drive 
Suite  410, 

Wayne,  PA  19087 

Phone#:215-964-2700 
Fax#:21 5-964-2708 

Member  NACCB 


NY/NJ/PA/CT/FL/DC 

CONSULTING 

OPPORTUNITIES 

Immediate  F/T  and  Comutting 
Positions  Available: 

TANDEM 

GUARDIAN,  SCOBOL, 
PATHWAY  or  INTERNALS 
MENLO,  EXPRESSWAY 

UNIX/C/SYBASE 
BANYAN/NOVELL 
ADABAS/NATURAL 
DB2/IMS(DB-DC)/CICS 
HONEYWELL 
AS400/RPG/COBOL 
LANCASTER  SYSTEMS,  INC. 

1600  Harrison  Avenue 
Mamaroneck,  NY  10643 
(914)  698-6869 

Princeton,  NJ  08540 
(609)  497-4918 
FAX  (914)  698-5556 


INFORMATION  RESOURCES 


YOU'RE  PROMOTABLE 
AND  YOU'VE  PROVEN  rT. 

If  you've  spent  the  last  few  years 
moving  up  in  your  profession,  there's 
only  one  place  left  to  go.  Sea-Land. 

Our  information  capabilities  represent 
the  most  advanced  technology  in  the 
entire  world.  If  you  are  an  Information 
Resources  professional  who  shares  our 
vision  and  commitment  to  excellence, 
you  may  qualify  for  our  current  opening 
in  ElizaDeth,  NJ. 


PROJECT  LEADER 


The  position  of  Project  Leader  involves 
the  application  and  supervision 
of  efforts  for  Customer  Workstation 
projects.  Responsibilities  include 
systems  analysis  and  design,  codin 
testing,  documentation,  support  of  P1 
programs  and  project  development.  As 
the  end-user's  principal  contact,  the 
successful  candidate  will  assure 
adherence  to  systems  development 
methodology  and  prepare  and  deliver 
formal  presentations. 

To  qualify  for  the  position,  you  must 
have  5-7  years  data  processing 
experience  with  PC  applications 
including  Microsoft  'C',  MS-DOS  and 
front-ending  mainframe  transactions 
with  a  PC.  A  BS  in  Computer  Science  is 
required;  knowledge  of  VT100 
Communications  and  BTRIEVE  is 
preferred. 

For  immediate,  confidential 
consideration,  please  send  your  resume, 
including  salary  requirements,  to  Sea- 
Land  Service,  Inc.,  Attn:  Human 
Resources,  Dept.  CW923,  P.O.  BOX 
1050BP,  Elizabeth,  NJ  07207.  We  are  an 
equal  opportunity  employer  M/F/H/V. 

Sea^Land 

OUR  COMMITMENT  RUNS  DEEP. 


THE  SOUTH  CAROLINA  ELECTRIC  AND  GAS  COM¬ 
PANY  is  seeking  an  experienced  and  highly  motivated 
Programmer  Analyst  in  support  of  the  V.  C.  Summer  Nu¬ 
clear  Station. 


PROGRAMMER  ANALYST 

You’ll  be  responsible  for  the  analysis,  design  develop¬ 
ment  and  implementation  of  a  wide  variety  of  station 
support  applications. 

We  require  a  bachelor's  degree  in  Computer  Science  or 
equivalent  experience  with  2+  years  experience  in  FOR- 
TRAN/SOL/INGRES/V AX/VMS  along  with  full  software 
cycle  experience. 


We  offer  attractive  salaries,  comprehensive  benefits,  and 
the  potential  for  professional  growth.  If  you’re  ready  for 
the  technical  challenge  in  a  stimulating  professional  envi¬ 
ronment,  send  your  resume  including  salary  history  to: 

W.  H. Johnson 

SOUTH  CAROLINA  ELECTRIC  &  GAS  COMPANY 
P.  0.  Box  88 
Jenkinsville,  SC  29065 

Equal  Opportunity  Employer. 


%  ■ 


MIS  EXCLUSIVES 


PROJECT  MANAGERS  -  PROG/ANALYSTS 
SYSTEMS  ADMINISTRATORS 

Our  clients  in  N.Y.  and  N.J.  have  retained  us  to 
recruit  several  experienced  fast  tracked  pro¬ 
fessionals.  Candidates  must  have  strong  proj¬ 
ect  life  cycle  development  in  a  manufacturing 
environment  and  be  degreed  with  multi-plat¬ 
form,  ie;  DEC/VAX,  IBM  mainframe,  AS/400/ 
RPGIII  and  Sun  workstations  with  UNIX  operat¬ 
ing  systems.  Please  phone  or  send  resume  in 
strictest  confidence  to  Dept,  cw/9/91 


j.b.  homer 


Associates,  Inc 

EXECUTIVE  RECRUITERS,  SINCE  1976  SPECIALIZING 
IN  DATA  PROCESSING,  FINANCE  AND  HUMAN  RESOURCES 

521  Fifth  Avenue,  New  York,  NY  10175  ■ 

212-697-3300  EOE  M/F  q 


TTO  SERVICES,  INC. 

INFORMATION  SERVICES 
DEPARTMENT 

TW  Services,  Inc.,  a  leader  in  the  food  service  industry,  is  seeking 
experienced,  highly  motivated  personnel  to  join  our  IS  Systems  Develop¬ 
ment  Staff. 

SENIOR  PROGRAMMER  ANALYSTS,  SYSTEMS  ANALYSTS  - 

Qualified  candidates  will  have  a  college  degree  with  a  minimum  of  3  to 
5  years  experience  using  a  structured  methodology  in  a  DOS/VSE 
environment  utilizing  COBOL  as  a  primary  language.  Experience  in  any 
of  the  following  areas  will  be  beneficial:  RAMIS  or  similar  4  G.L., 
QUICKJOB,  U.F.O.,  McCormack  and  Dodge  General  Ledger  System, 
and/or  Relational  Database  design. 

These  positions  are  located  in  TW  Services'  Spartanburg,  SC  location. 
Subsidiaries  include:  Canteen,  Denny's,  and  Spartan  Food  Systems. 

For  consideration,  please  send  your  resume,  including  salary  require¬ 
ments  in  confidence  to: 

Personnel  Department  /  MB 

TW  SERVICES,  INC. 

203  E.  Main  St. 

SPARTANBURG,  SC  29319-0001 

An  Equal  Opportunity  Employer 

I  f 
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CAREER  OPPORTUNITY 


IRM  Analyst  (Data  Administration) 


The  Bank  of  New  York,  an  organization  committed  to  quality  banking  through 
state-of-the-art  technology,  currently  has  an  outstanding  career  opportunity  avail¬ 
able  for  a  Data  Administration  Professional. 

Requirements  include  2-4  years  experience  in  data  modeling,  I  -3  years  experience 
in  general  data  administration  and  excellent  verbal  and  written  communication 
skills  (ability  to  lead  large  group  discussions  with  high  level  Bank  personnel). 

Knowledge  of  DB2/SQL  and  BACHMAN  data  modeling  software  preferred,  along 
with  relational  data  base  experience. 


THE 

BANK  OF 
NEW 
YORK 


We  offer  excellent  salary  and  benefits  pack¬ 
ages  including  profit  sharing.  Qualified  can¬ 
didates  should  send  their  resume,  including 
salary  history  and  requirements,  to: 

Florian  C.  Wasiak 
101  Barclay  St.,  1-E 
New  York,  NY  10286 

Equal  Opportunity  Employer 


A  Terrific 
Opportunity 


Computer  Consulting  Group,  has 
immediate  openings  on  its  consul¬ 
ting  staff  for  talented  Programmer/ 
Analysts  with  2  or  more  years 
experience.  Excellent  salary  & 
benefits.  We're  especially  seeking: 

•  DB-2 

•  METAPHOR 

•  IMS  DB/DC 

•  ACMS 
•CICS 

• ORACLE 

•  INGRES/RDB 

Computer 

Consulting 

Group 


Contract  Professional  Services 

Servicing  the  Research 
Triangle  Park  and  the 
Southeast  area. 

4109  Wake  Forest  Rd 
Suite  307 
Raleigh.  NC  27609 

1-800-222-1273 
FAX  (803)738-9123 

Member  NACCB 


INFORMATION  SYSTEMS  SECURITY  OFFICER 

Up  to  $54,704  annually 
(Plus  Excellent  Benefits) 

THE  ENVIRONMENT:  The  Office  of  Management  Services 
(OMS),  one  of  the  most  progressive  data  processing  centers  in 
the  U.S.,  is  recruiting  for  an  individual  to  administer  tne  County's 
information  systems  security  programs.  This  includes  computer 
systems  (data  integrity,  access  control  and  availability),  communi¬ 
cations  networks,  telephone  systems  and  emergency  dispatch¬ 
ing.  OMS  provides  a  state-of-the-art  environment  which  includes 
IBM  3090  hardware  executing  MVS/XA  -  ESA  JES2  with  IMS 
DB/DC  and  DB2. 

THE  REQUIREMENTS:  Two  years  of  experience  adminis 
tering  a  computer  system  data  security  program  and  3  years  of 
professional  level  data  processing  experience  in  an  IBM  3090- 
200  or  larger  installation  using  MVS  and  IMS  with  significant  tele¬ 
processing  (on-line)  applications.  Experience  with  RACF  is  highly 
desirable.  PLUS  30  semester  units  of  college  coursework  in  data 
processing  or  computer  science. 

THE  LOCATION:  San  Bernardino  County  provides  affordable 
housing  with  diverse  recreational  opportunities.  Mountain  re¬ 
sorts,  desert  and  beach  communities,  and  cultural  attractions  are 
all  within  a  short  travel  time. 

Qualified  candidates  must  apply  immediately,  but  no  later  than 
October  4,  1991.  County  applications  must  be  used;  resumes  will 
not  be  accepted.  For  applications  and  information,  contact 

San  Bernardino  County  Human  Resources 
157  W.  Fifth  Street 
San  Bernardino,  CA  92415-0440 
(714)  387-8304 
EOE  m/f/h 
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You've 
done 
witti&uB 


Florida 


m 


tong 
| enough! 


Metro  Information  Services,  an  Inc.  500  company  for  si* 
consecutive  years,  offers  challenging  and  rewarding 
opportunities  in  Tampa  and  Orlando.  Our  benefits 
include  401 K,  Medical/Dental,  cash  profit  sharing  bonus 
and  the  use  of  a  condo  in  the  mountains  for  vacation.  If 
you  are  a  Programmer  or  Systems  Analyst  with  two  years 
or  more  experience  using  one  of  the  skills  listed  below: 
CICS  AS/400  VAX/VMS 

DB2  IDEAL  ADABAS/NATURAL 

IMS  DB/DC  IDMS/ADSO  TELON 

ASSEMBLER  HOGAN  FOCUS 

Please  call,  fax  or  mail  your  resume  to: 

Information  Services,  Brenda  Pitisci 

5300  West  Cypress,  Suite  285,  Tampa,  FL  33607 

Fax  813/286-1011  Phone  813/289-6955 

_ An  Equal  Opportunity  Employer  M/F _ 


ORACLE 


Rapidly  expanding  company  is  looking  for  a  program¬ 
mer.  Using  leading  edge  technology  on  an  IBM  RS / 
6000,  this  professional  will  join  our  team  in  developing 
software  to  support  the  automated  fueling  industry. 

Position  requires  one  year  Oracle  experience.  C/UNIX 
experience  is  helpful. 

If  you  are  interested  in  a  challenging  opportunity,  send 
resume  and  salary  history  to: 

International  Automated  Energy  Systems,  Inc. 

Department  of  Human  Resources 
P.O.  Box  413038 
Naples,  Florida  33941-3038 

Equal  Opportunity  Employer 


INTERNATIONAL 


AUTOmATED 


the  Gateway  to 

Your  Consulting  Career' 

The  best  kept  secret  outside  oftown  is  no  secret  to 
professionals  who  want  quality  of  life  in  addition  to  quality 
work.  America’s  'most  livable  city*  is  also  the  most 
strategically-located  top  business  and  financial  center  in 
the  country,  which  means  better  opportunity  for  us  and 
foryou!  Gateway  Resources,  Inc.,  located  in  a  suburb  of 
Pittsburgh,  PA,  needs  experienced  Systems, 

Programming,  Communications  and  Software 
Engineering  professionals  for  both  long  and  short-term 
assignments.  Providing  superior  consultant  services  has 
been  our  gateway  to  success ...  why  not  make  us  yours? 

For  further  information  give  us  a  call  or  fax  or  send  your 
resume  to:  Paul  Topolosky,  President 

Gateway  Resources  Inc. 

1050  Saxonburg  Blvd. 

Glenshaw,  PA  15116 

(412)487-4660  FAX  (412)  487-6989 


Analysts/  Programmers 
Consultants 
Software  Engineers 

CLEVELAND  PHILADELPHIA 


PSI 


BUFFALO 


ROCHESTER 


•  SNOBOL 

•  COBOL  IMS  DB2.0CS 

•  RPG  m.  RPG  400,  AS/400 

•  DG  SYSTEMS  PROGRAMMER 

•  FOCUS 

•  C++,  SUN,  ORACLE 

•  VAX.  INGRES 

•  EM,  EF.  EXCEL  ERATOR 

Professional  Support,  Inc. 
500  Hclrndale  Raid,  Suite  100 
Rochester.  NY  14609 
(716)654-7800 


SYSTEM  ANALYST 
PROGRAMMER 

New  York  L.I.  based  company 
seeks  qualified  professional  with 
CS  MIS  degree  and  5  years  mm 
dedcated  worn  expertise  in  SQL 
based  RDBMS  (SYBASE).  4  GL 
(UNIFY  ACCELL)  and  C  language 
n  the  UNIX  5  SUNOS  OPEN  LOOK 
GUI  X-wmdow  based  enwonment 
Individual  wi  design,  prototype  and 
mpiement  new  custom  software 
appteabon  with  packaged  software 
on  X-termnal  based  SUN  server 
LAN.  Pnor  exp  must  include  the 
aoaty  to  nstal  configure  hard¬ 
ware  software  and  comprehen¬ 
sively  admrxster  a  Unix  based  sys¬ 
tem  Candidate  must  be  fluent  n 
Engksh  and  have  the  tfxflty  to  ef¬ 
fectively  oomrmncate  w  endusers 
Position  wi  requre  occassional  oft- 
signt  work  witfwi  the  New  York 
area  Send  resune  salary  reajre- 
ments  with  cover  to  SYSTEMS 
ANALYST  PROGRAMMER  P.O 
Box  610,  Great  Neck.  NY  11022 


Every  week 
Computerworld 
delivers 
more  qualified 
job  candidates 
than  any  other 
newspaper. 


That’s  why  more  companies  place  more  re¬ 
cruitment  advertising  in  Computerworld  than  in 
any  other  specialized  business  newspaper. 

To  place  your  ad,  call  Lisa  McGrath  at  800-343- 
6474  (in  MA,  508-879-0700). 


Weekly.  Regional.  National. 
And  it  works. 


An  IDG  Communications  Publication 
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IEF/DB2  PROGRAMMER  ANA¬ 
LYST  required.  Responsible  for 
IEF/0B2  applications  to  perform 
information  gathenng.  entity 
analysis,  function  analysis,  inter¬ 
action  analysis,  process  and  de¬ 
sign  planning,  DB2  database  de¬ 
sign.  construction,  testing  and 
production  implementation  of  all 
business  requirements  for  project 
in  a  mainframe  environment.  Re¬ 
sponsible  for  quality  and  perfor¬ 
mance  assurance  of  DB2  calls 
generated  by  IEF,  coded  within  an 
application  or  submitted  online  in 
QMF.  utilize  DB2  from  applica¬ 
tions.  database,  and  system  ad¬ 
ministration  perspectives;  utilize 
DB2  tools  QMF  and  Spufi  as  well 
as  IMS  and  COBOL.  Applicants  re¬ 
quired  to  have  a  Bachelors  De¬ 
gree  or  its  Equivalent  In  Comput¬ 
ers.  Math,  or  Engineering  with  at 
least  two  years  DB2.  QMF,  CO¬ 
BOL  and  Spufi  experience  in  a 
Mainframe  environment.  Must 
have  DB2  experience  in  applica¬ 
tion,  database  and  system  ad¬ 
ministration  areas.  Must  have  at 
least  6  months  experience  with  IE 
CASE  tools  IEF  or  TELON.  Must 
have  proof  of  legal  authority  to 
wori<  in  the  United  States.  Annual 
salary  will  be  $42,000  per  year 
for  a  40  hour  work  week.  Addi¬ 
tional  salary  up  to  $46,000  may 
be  paid  if  education  and  experi¬ 
ence  warrant.  Interested  appli¬ 
cants  apply  at  the  Texas  Employ¬ 
ment  Commission,  Dallas,  Texas, 
or  send  resume  to  the  Texas  Em¬ 
ployment  Commission,  Austin,  TX 
78778-0001,  J.O.  Number 
6421848  This  advertisement 
was  paid  by  an  equal  opportunity 
employment  employer. 


Senior  Manufacturing  Engineer  re¬ 
sponsible  for  performing  analysis, 
design,  development,  implementa¬ 
tion  of  manufacturing  plans,  pro¬ 
cesses  &  products  of  varied 
scope  &  complexity  with  an  em¬ 
phasis  on  optical  media  technol¬ 
ogy  &  computer  information  sys¬ 
tems.  Plan,  coordinate,  implement 
processes  to  increase  productivity 
&  reduce  costs  as  related  to  sys¬ 
tems.  equipment,  tools,  methods, 
processes,  procedures  &  material 
forms,  utilizing  manufacturing  re¬ 
sources  planning,  computer  inte¬ 
grated  planning,  modeling  &  simu¬ 
lation  knowledge.  Develop  mate¬ 
rial  specifications  to  support  Pur¬ 
chasing  &  Manufacturing  of  new 
products.  Provide  technical  sup¬ 
port  and  leadership  on  new  &  ex¬ 
isting  technologies.  Evaluate  op¬ 
portunities  for  optical  media  tech¬ 
nology  transfers  from  the  industry. 
Develop,  implement,  coordinate 
Quality  Control  plans.  Measure  & 
monitor  the  quality  characteristics 
of  optical  media  by  implementing 
statistical  process  control.  Re¬ 
quirements  for  this  position  are: 
Master's  of  Science  in  Industrial 
Engineering  with  a  background  in 
Quality  Control,  Statistical  Pro¬ 
cess  Control,  Simulation  &  Model¬ 
ing,  Optical  Media  Technology, 
Computer  Information  Systems, 
Computer  Integrated  Manufactur¬ 
ing  &  Manufacturing  Resource 
Planning.  Salary;  $41,100.80  per 
year.  40hr/wk.  8:15am-5pm.  No 
exp  req.  If  you  are  interested  in  & 
qualified  for  the  above  position, 
please  forward  two  (2)  copies  of 
your  resume  to:  Job  Order 
#1936,  PO  Box  8968,  Boston, 
MA  02114.  EOE. 


IEF  SYSTEMS  ENGINEER  re¬ 
quired.  Responsible  for  facilitating 
the  different  stages  of  the  Infor¬ 
mation  Engineering  (IE)  and  Infor¬ 
mation  Engineering  Facility  (IEF) 
including  information  gathering, 
entity  analysis,  function  analysis, 
interaction  analysis,  process  and 
procedure  logic  design,  dialog  de¬ 
sign,  screen  design,  technical  de¬ 
sign  planning,  construction,  test¬ 
ing  and  production  implementa¬ 
tion  of  all  business  requirements. 
Hands-on  use  of  IEF  and  CASE 
(Computer  Aided  Software  Engi¬ 
neering)  tools  to  perform  data 
modeling  and  interaction  analysis 
over  the  entire  life  cycle  of  the  IE 
from  initial  analysis  to  final  imple¬ 
mentation.  Applicants  required  to 
have  a  Bachelors  Degree  or  its 
Equivalent  in  Computers,  Math,  or 
Engineering  with  at  least  one  year 
expenence  performing  substan¬ 
tially  the  same  job  duties  de- 
scnbed  above  Must  have  proof  of 
legal  authority  to  work  in  the 
United  States  Annual  salary  will 
be  $39,000  per  year  for  a  40  hour 
work  week.  Additional  salary  up 
to  $45,000  may  be  paid  if  educa¬ 
tion  and  experience  warrant.  Inter¬ 
ested  applicants  apply  at  the 
Texas  Employment  Commission, 
Dallas,  TX,  or  send  resume  to  the 
Texas  Employment  Commission. 
Austin,  TX  78778-0001,  J.O. 
Number  6421849.  This  advertise¬ 
ment  paid  by  an  equal  opportunity 
employment  employer. 


Programmer  Analyst,  40  hrs/wk., 
9:00am  -  5:00pm.  $31 ,160/yr  De¬ 
sign,  develop,  implement  and  test  a 
wide  range  of  scientific/technical 


software  for  environmental  research 
laboratory.  Software  design  for  data 
acquisition.  Tools:  ETHERNET.  Mi- 
croVAX,  Fortran  Master  of  Science 
in  Computer  Science  as  wen  as  2 
years  expenence  as  a  Programmer 
Analyst  or  as  a  Programmer  re¬ 
quired.  Completion  of  coursework 
would  be  acceptable  in  lieu  of  a 
Masters  in  Computer  Science.  Pre¬ 
vious  expenence  must  include  use 
of  Fortran  and  Ethernet  with  mini¬ 
computers.  Graduate  coursework 
must  include:  Mathematical  Meth¬ 
ods;  Numerical  Analysis,  Distributed 
Systems  Must  have  proof  of  legal 
authority  to  work  permanently  in  the 
US  Send  resume  to:  ILLINOIS  DE¬ 
PARTMENT  OF  EMPLOYMENT 
SECURITY,  401  South  State  Street 
-  3  South,  Chicago,  ISnots  60605, 
Attention  Len  Soksa  Reference 
#V-IL  2933-B,  NO  CALLS,  AN  EM¬ 
PLOYER  PAID  AD. 


Why  WTW? 


Because  You're  The  Best 

Wesson,  Taylor,  Wells 

one  of  the  nation' s  premiere 
software  consulting  firms  - 
has  challenging  careers 
across  the  country  for  top 
programmer/analysts  with 
application  development 
expertise 

DEC  VAX,  SMARTSTAR 
Rdb  or  Oracle 

Send  resume  immediately 
or  call: 

Wesson,  Tsylor,  Wells 

P.0  Box  3046 

Valley  Forge,  PA  19484-3046 
Robert  G  Thomas 

1-800-833-2895 


WTW 

software: 

CONSULTING 

SERVICES 


An  i  quai 

Opportunity 

Employer 


- -k _ 

IEF  SOFTWARE  ENGINEER  re¬ 
quired.  Information  Engineering 
(IE)  applications  to  accomplish 
information  gathering,  entity 
analysis,  function  analysis,  inter¬ 
action  analysis,  process  and 
procedure  logic  design,  dialog 
design,  screen  design,  technical 
design  planning,  construction, 
testing  and  production  imple¬ 
mentation  of  all  business  re¬ 
quirements  for  project.  Software 
design  using  COBOL,  COBOL  II, 
MicroFocus  COBOL,  DB2  and 
IMS.  Utilize  IEF  or  TELON  CASE 
(Computer  Aided  Software  Engi¬ 
neering)  tools  to  perform  data 
modeling  and  interaction  analy¬ 
sis.  Applicants  required  to  have 
a  Bachelors  Degree  or  its  equiv¬ 
alent  in  Computers,  Math,  or  En¬ 
gineering  with  at  least  two  years 
experience  in  the  job  duties  de¬ 
scribed  above.  Applicants  must 
have  proof  of  legal  authority  to 
work  in  the  United  States.  An¬ 
nual  salary  will  be  $39,000.00 
per  year  for  a  40  hour  work 
week.  Additional  salary  up  to 
$45,000.00  may  be  paid  if  edu¬ 
cation  and  experience  warrant. 
Interested  applicants  apply  at 
the  Texas  Employment  Commis¬ 
sion,  Dallas,  Texas,  or  send  re¬ 
sume  to  the  Texas  Employment 
Commission,  Austin,  Texas 
78778-0001,  J.O.  Number 
6421847.  This  advertisement 
was  paid  by  an  equal  opportu¬ 
nity  employment  employer. 


Manufacturing  Engineer  responsi¬ 
ble  for  research,  development,  im¬ 
plementation,  programming  &  de¬ 
bugging  of  simulation  models  in 
VLSI  manufacturing  environment 
with  emphasis  on  cluster  tool  mod¬ 
els  &  clustered  fabrication.  Duties 
include  data  collection,  documenta¬ 
tion,  flow  charting,  building  &  veri¬ 
fying  dynamic  models,  static  mod¬ 
eling  on  20/20  &  presentation  soft¬ 
ware  all  running  on  VAX/VMS  op¬ 
erating  system.  Validate  using  sta¬ 
tistical  modeling.  Use  model  out¬ 
puts  to  perform  analysis  of  cycle 
times,  WIP  control,  throughput, 
productivity  improvements  &  yield 
enhancement.  Requirements  for 
this  position  are:  Master's  of  Sci¬ 
ence  in  Computer  Systems  Engi¬ 
neering  or  Industrial  Engineering 
with  a  background  in  electronic  en¬ 
gineering,  simulation  in  manufactur¬ 
ing,  C  programming  language, 
VAX/VMS,  Computer  Aided  De¬ 
sign/Computer  Aided  Manufactur¬ 
ing  (CAD/CAM)  &  VLSI  fabrication. 
Salary:  $38,168.00  per  year.  40 
hr/wk.  8:15am-5pm.  No  exp.  req.  If 
you  are  interested  in  &  qualified  for 
the  above  position,  please  forward 
two  (2)  copies  of  your  resume  to: 
Job  Order  #1952,  PO  Box  8968, 
Boston,  MA,  02114.  EOE. 


Western 
Opportunities 
to  $80,000 


Opportunities  in  the  West  and  Na¬ 
tionwide.  200  affiliates.  Our  tech¬ 
nically  advanced  clients  need: 

•  Programmer  Analysts 

•  Systems  Analysts 

•  Systems  Programmers 

•  DBAs 

•  Software  Engineers 

Experience  needed  in: 
MVS/CICS/COBOL  VAX 

Banking  Macintosh/68000 
RPG  III  Graphics 

DB2  Windows 

IMS  Op.  Sys.  Internals 

IDMS  OS/2 

Larry  Wade  &  Assoc. 

4350  Executive  Dr.,  Suite  215 
San  Diego,  CA  92121 
619-455-9233 
FAX:  619-455-9841 


ADABAS/ 

NATURAL 

Needed: 

DBAs 

Programmer/Analysts 

Programmers 

Automated 

Information 

Technologies 

800-755-4555 

Fax:  804-932-4216 


Knowledge  Engineer 

Develops  parametric  and  knowledge 
based  artificial  intelligence  (AI)  systems 
for  design,  product  and  manufacturing 
engineering  and  commercial  business 
applications.  Using  artificial  intelligence 
technologies  executes  Systems  Life  Cycle 
(SLC)  methodology  in  determining  require¬ 
ments  of  customer  by  performing  project 
feasibility  studies  and  developing  technical 
proposals;  develops  Al  systems  by  defining 
requirements,  analyzing,  designing,  coding, 
selecting  hard  ware/ software  tools,  testing/ 
validation;  implements,  maintains/enhances, 
integrates  AI  systems;  designs  and  imple¬ 
ments  user  training  programs;  and  overall 
project  management. 

Education  Required:  Master  of  Science 
in  Electrical  or  Mechanical  Engineering  or 
Computer  Science  with  thesis  work  in 
Artificial  Intelligence  using  KEE  and  LISP 
and  academic  course  work  must  include 
3  credit  hours  in  artificial  intelligence  and 
heuristic  programming;  software  engineer¬ 
ing;  design  and  analysis  of  computer  algo¬ 
rithms;  and  engineering  algorithms. 

Experience  Required:  3  years  as  a 
Programmer/ Analyst  and  must  include 
designing  system  architecture  using  struc¬ 
tured  methodologies  for  software  devel¬ 
opment;  designing  and  conducting  user 
training;  developing  technical  proposals 
including  time/cost  estimates;  system  inte¬ 
gration  including  selection  of  hardware 
and  software  and  linking  of  the  hardware, 
software,  subsystems  and  data  bases. 

The  minimum  working  hours  are  40 
hours  per  week,  with  a  starting  salary  of 
$37,800  per  year.  This  ad  is  employer  paid. 

Please  send  resume  in  confidence  to: 
Michigan  Employment  Security 
Commission,  7310  Woodward  Avenue, 
Room  415,  Detroit,  Michigan  48202. 
Reference  No.  61491 . 

An  Equal  Opportunity  Employer  M/F/V/H 


COMPUTER  PROGRAM  SPE¬ 
CIALIST  -  Development/design  of 
programs/systems  for  processing 
and  analysis  of  specific  data  col¬ 
lected  via  telephonic  interviews, 
using  specialized  software.  Spe¬ 
cific  duties  include  implementa¬ 
tion  and  update  of  new  software 
modules,  establishment  and 
maintenance  of  standard  struc¬ 
tures  and  guidelines  for  pro¬ 
grams,  supervision  of  writing  of 
specifications  for  programs,  writ¬ 
ing  logic  for  programs,  writing 
and  adapting  programs  as  neces¬ 
sary,  training  and  supervision  of 
subordinate  staff,  writing  utility 
programs  and  adapting  customer 
provided  questionnaires  to  proper 
computer  format.  Must  under¬ 
stand  Q.S.L.  (Questionnaire 
Specification  Language)  and 
R.M.L.  (Research  Machine  Lan¬ 
guage)  B  A.  in  Computer  Sci¬ 
ence  or  Mathematics,  plus  two 
years  experience  as  Program 
Specialist  or  three  years  com¬ 
puter  programming.  Basic  hours 
M-F  8:30-5  but  must  be  on  call  at 
other  times.  Salary  $40,000/yr. 
Send  resumes  to:  Job  Services  of 
Florida,  105  East  Broward  Blvd., 
Ft.  Lauderdale,  FL  33301,  Att: 
Job  Order  #FL  0469076 


SOFTWARE 

OPPORTUNITIES 

713/488-7961 

Let  our  national  award  winning 
computer  specialists  assist  you  in 
your  search.  We  have  over  300  af¬ 
filiated  offices  around  the  country 
ready  to  work  for  you! 

SYSTEMS  SOFTWARE  S80K  ♦ 
AS/400.  S/38  P/A  TO  $40K 

LIFE  INSURANCE  TO  $60K 

DB2  ANALYSTS  TOS60K  + 

IDMS,  IMS  OR  ADABAS  TO  S50K 
P/A  (COBOL  OR  ALC)  TO  S40K 
MVS  OR  VM  INTERNALS  $  OPEN 
ACF/VTAM/NCP  TO  S50K 

COBOL/CICS  TO  S40K 

UNIX  INTERNALS  TOS60K  + 
UNIX/C  TO  S55K 

COBOL/DB2  OR  IMS  TO  S48K 
EDP  AUDITOR  $  OPEN 

ROBERT  SHIELDS  & 
ASSOCIATES 

P.O.  Box  890723,  Dept.  C 
Houston,  TX  77289-0723 


Software 

Writers 

COMSYS  has 
openings  for 
writers/editors 
w/3  +  yrs.  exp. 
documenting 
IBM  systems 
w/the  following: 
VM,  MVS 
AS/400 
OS/2,  DOS 
Text  Editing  Os  a  + 

COMSYS 


NACCB  Member 


COUIPUTERPEDPLE 


Permanent  &  consulting 
opportunities  both  hourly  and 
salaried  nationwide.  We  can 
provide  a  high  level  of 
professional  representation  to 
individuals  with  skills  in  the 
following  areas. 

C/UNIX 

Oracle  &  SYBASE 
DBAs  &  Programmers 

Colleen  $40-$90K 


FAX:  713/486-1496 


TANDEM 


COBOL,  PATHWAY, TAL, 
SCOBOL.C,  SQL, X.  25 


STRATUS 


PL1,  COBOL,  C.ON/2 
Fulltime/Consulting  Positions 
available  in  Ihe  US/ABROAD 
VAX  MUMPS  ORACLE  IBM 


STRATEM 
COMPUTERS  INC. 


Call  Irwin 
800-582-JOBS 
FAX  (212)967-4205 

124  W.  30th  St.  Suite  #302 
New  York,  N.Y.10001 


IBM  MAINFRAME/DATABASE 

CICS,  IDMS/ADS0,  IMS  (Telon 
a  plus),  DB2,  ADABAS 

Noreen  $30-$55K 

SYSTEMS  38/AS  400 

RPG  III,  COBOL,  BPCS,  SYN0N 

Kara  $30 -$60K 

TELECOMMUNICATIONS 

PS/2,  OS/2,  VTAM/NCP, 
NETVIEW,  C,  UNIX,  TCP/IP. 
DEC-TELECOM,  EDI,  CICS, 

SNA,  FDDI 

Paul  S.  $45-$75K 

*  Resume  not  required 


CALL:  1-800-955-9695 
FAX  RESUME:  1-716-883-0776 


Call  1-800-848-0040,  ext.  226 


Just  pick  up  the  phone  and  dial  our  toll- 
free  number.  Instantly,  you'll  get  in  touch 
with  the  hottest  job  openings  in  just  about 
every  discipline  in  the  computer  field. 

There’s  absolutely  no  cost  to  you. 

Whether  you  want  to  learn  about  positions 
in  your  local  metropolitan  area.. .or  in  any 
other  part  of  the  country. ..our  free  hotline  is 
a  great  way  to  easily  assess  the  current 
job  market. 

The  Computer  Job  Hotline  is  updated 
weekly  with  many  different  kinds  of 
openings. ..in  many  different  areas.  You 
can  get  detailed  job  opening  information  at 
any  professional  level  in  any  area  you 
would  like  to  explore. 

Our  hotline  is  open  from  8:30am-5:30pm.  If 
you're  an  experienced  computer  profes¬ 
sional,  call  today.  It  just  might  be  the  best 
career  move  you  could  make. 

Call  1-800-848-0040,  ext  226 

Equal  Opportunity  Employer  Source  M/F/H. 


If  you're  seeking  career  rewards. . . 
we  can  help  you  get  there. 


Does  your  career  measure  up  to  your  expectations?  At  AGS,  we  can 
help  you  achieve  your  expectations  by  offering  you  competitive 
compensation,  relocation  assistance  and  rewarding  career 
opportunities.  Our  Upstate  New  York  branch  is  currently  seeking 
individuals  with  a  college  degree  and  2+  years  experience  in  the 
following  areas: 

•  SQL/DS  DBA  •  PL/1,  DB2,  P/A  s 

•  VSE  Systems  •  VM  Systems 

•  C,  OS/2,  PM  •  CSP,  DB2 


Similar  opportunities  exist  in  our  50  branch  offices.  Wherever  your 
career  with  AGS  takes  you,  you  will  receive  benefits  which  include 
medical  and  dental  coverage,  tuition  reimbursement,  a  401K  savings 
plan,  and  more. 

For  immediate  consideration  send  your  resume  to: 

National  Resources  Manager 
AGS  Information  Services,  Inc. 
Attn:  Dept.  MHV 
A  NYNEX  Company  1139  Spruce  Drive 

Mountainside,  NJ  07092 

An  equal  opportunity  employer  M/F/H/V  FAX  908-654-9794 

Arizona,  California,  Colorado,  Connecticut,  Florida,  Georgia,  Illinois,  Indiana,  Maryland, 
Massachusetts,  Michigan,  New  Jersey,  New  York.  North  Carolina,  Ohio,  Pennsylvania,  Texas 
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Computerworld/Corptech  Career  Index 


Over  the  past  year,  the  851  technology  firms  surveyed  by  Corptech  increased  their  combined  total  employment  by  only 
277  employees,  an  increase  of  less  than  half  of  one  percent. 


©Copyright  1991, 
Corporate  Technology 
Information  Services,  Inc., 
Woburn,  Mass. 


Percentage  of  surveyed  firms 


80% 


Stable  I  Business 
failures 

Shrinking 


Growing  at 
over  25% 


Growing  at 
under  25% 


Employment  growth  by  region 


10% 


-5% 


10% 


5.5% 


-2.7% 


Mid-Atlantic  Eastern  |  Southwest 


Great  Lakes  i  U.S. 

New  York  North  Central  New  England 
Metro  U.S. 


South  Central 
U.S. 


Northwest 

U.S. 


Southeast  California 

U.S.  (25  or  more 

employees) 


l 


Software  Product 
Marketing  Manager 


Mountainside  community  ot  Helena  -  close  access  to  many  out¬ 
door  recreational  opportunities,  including:  boating,  fishing, 
camping,  hunting,  skiing,  and  Yellowstone  and  Glacier  National 
Parks 


Data  Base  Administrator 

This  position  is  responsible  for  designing,  maintaining,  and  con¬ 
trolling  the  content  and  structure  ot  the  corporate  data  bases 
The  successful  candidate  must  have  a  computer  science  de¬ 
gree  or  an  equivalent  combination  plus  five  years  experience  in 
systems  and  programming  development  and  an  in-depth 
knowledge  of  data  base  software  Two  years  experience  in 
IMS  data  base  technology,  knowledge  of  administering  a  data 
base  environment  and  an  understanding  of  project  manage¬ 
ment  techniques  would  be  helpful. 

Managar  Production  Control 

This  position  is  responsible  for  managing  the  staff  and  func¬ 
tions  ot  Production  Control  The  successtul  applicant  must 
have  a  degree  in  Computer  Science  or  equivalent  combination 
ot  education  and  experience  and  a  minimum  of  six  years  expe- 
nence  in  programming  in  the  OS  environment  Good  working 
knowledge  ot  systems  software  including  MVS.  CICS,  IMS, 

DB2  VSAM,  VTAM,  SMP/E,  and  NCP  Must  have  good  project 
management  skills  and  previous  supervisory  expenence 


It  you  are  someone  who  is  looking  for  a  career  opportunity  and 
enjoy  challenges  Blue  Cross  and  Blue  Shield  ot  Montana  offers 
competitive  salanes  and  excellent  benefits,  including  retire¬ 
ment,  educational  opportunities,  and  flexible  work  hours 

For  immediate  consideration,  send  your  resume  and  salary  re¬ 
quirements  to: 


Debbie  Swensen 
Blue  Cross  and  Blue  Shield 
of  Montana 

P-0,  Box  4309 
Helena,  MT  59604 

An  Equal  Opportunity  Employer  M/F 


TechGnosis,  Inc.,  a  fast-paced 
startup  on  the  leading  edge  of 
computer  software,  requires  a 
Product  Marketing  Manager  to 
help  make  SequeLink  Client/Serv¬ 
er/Middle  Ware  the  leading  tech¬ 
nology  in  the  exploding  client/ 
server  market.  Responsibilities  in¬ 
clude  competitive  analysis,  dem¬ 
onstrations,  presentations,  pack¬ 
aging,  documentation,  and  techni¬ 
cal  requirements  across  PC, 
midrange,  and  mainframe  plat¬ 
forms  on  a  worldwide  basis.  If  you 
have  the  technical  depth  (experi¬ 
ence  with  networking,  database, 
GUI,  development  Issues),  man¬ 
agement  skills,  marketing  back¬ 
ground,  and  motivation  to  make 
state-of-the-art  technology  into 
sucessful  products  please  con¬ 
tact  us  Send  resume  to  Person¬ 
nel  Director,  301  Yamato  Rd., 
#2200,  Boca  Raton,  FL  33431. 
No  Phone  Calls  Please 


Programmers/ 
Programmer  Analysts  | 

Triad  Data  seeks  professionals 
with  strong  skills  in  TPF  & 
Sabretalk,  or  TPF  &  Assem¬ 
bler  for  immediate  work  on  a 
development  project.  Please 
fax  or  send  your  resume  to: 

Caron  Katz 

Fax  (212)832-7091 
Phone  (212)  758-1010 
TRIAD  DATA  INC. 

515  Madison  Avenue 
Suite  1710 

New  York.  New  York  10022 


Senior  Software  Engineer  re¬ 
sponsible  for  designing,  coding, 
integrating  &  testing  "machine 
learning"  &  neural  network- 
based  application  programs  on 
Digital  computers.  Position  in¬ 
volves  application  of  artificial  in¬ 
telligence  techniques  to  areas  of 
process  control,  robotics,  com¬ 
puter  imaging  &  computer  recog¬ 
nition.  Project  work  includes  the 
application  of  neural  networks, 
knowledge  representation  &  com¬ 
puter  vision  techniques  for  the 
design  of  decision  support,  char¬ 
acter  image  recognition,  content- 
based  text  retrieval  &  recognition 
applications.  Also,  design  graph¬ 
ical  user  interfaces  using  X  Wind¬ 
ows  &  develop  software  in  the  C 
programming  language  on  VAX/ 
VMS,  UNIX  &  DOS  operating  sys¬ 
tems.  Responsible  for  in¬ 
ternetworking  &  load  balancing 
distributed  system  using  com¬ 
puter  network  techniques.  Devel¬ 
op,  test  &  document  complex 
programs  &  integrate  programs 
into  sophisticated  systems  for 
customers.  Demonstrate  pro¬ 
grams  &  instruct  others  in  the  op¬ 
eration  of  programs.  Require¬ 
ments  for  this  piosition  are:  Mas¬ 
ter's  of  Science  in  Computer  Sci¬ 
ence  or  Electrical  Engineering 
with  a  background  in  neural  net¬ 
works,  knowledge  representa¬ 
tion,  expert  systems,  image  ge¬ 
ometry,  image  sampling,  recogni¬ 
tion  application,  computer  net¬ 
works,  distributed  operating  sys¬ 
tems,  computer  architecture,  par¬ 
allel  languages  &  algorithms. 
Demonstrated  ability  in  develop¬ 
ing  graphical  user  interfaces  us¬ 
ing  X  Window  system,  object  ori¬ 
ented  computer  aided  design, 
UNIX  operating  systems,  C,  FOR¬ 
TRAN,  PASCAL  &  assembly  lan¬ 
guages  is  also  required  Salary: 
$43,576.00  per  year.  40hr/wk, 
8:15am-5pm.  No  exp.  req.  If  you 
are  interested  in  &  qualified  for 
the  above  position,  please  for¬ 
ward  two  (2)  copies  of  your  re¬ 
sume  to:  Job  Order  #1953,  PO 
Box  8968,  Boston,  MA  02114, 
EOE. 


SOFTWARE  ENGINEER  (CON¬ 
SULTANT)  -  For  computer  con¬ 
sulting  firm  with  branch  office  in 
Columbus.  Under  minimal  super¬ 
vision,  provide  software  engi¬ 
neering  services  in  project  de¬ 
sign,  development  and  imple¬ 
mentation  of  communications,  fi¬ 
nancial  management  information, 
and  commercial  systems.  De¬ 
sign,  develop  and  implement 
software  systems.  Develop 
methodologies  tor  analysis  and 
design  of  systems,  perform  sys¬ 
tems  testing  and  feasibility  analy¬ 
sis.  Provide  on-site  technical  and 
engineering  support  to  client's 
data  jxocessing  staff  Duties  en¬ 
tail  work  with  UNIX*,  C,  SUN 
Workstations.  Computer  Graph¬ 
ics  and  Formalized  Testing  Meth¬ 
odology  Using  Computer  Aided 
Engineering.  Must  have  Master's 
or  completion  of  all  course  re¬ 
quirements  in  Computer  Science 
or  Engineering  or  Math.  Experi¬ 
ence  required  is  six  months  in  job 
described  or  six  months  in  soft¬ 
ware  engineering  or  systems 
analysis  or  graduate  teaching  as¬ 
sistance  involving  the  use  of 
UNIX,  C,  SUN  Workstations, 
Computer  Graphics  and  FormaL 
ized  Testing  Methodology  Using 
Computer  Aided  Engineenng. 
M-F;  40  hrs/week,  600-5:00; 
salary  $38, 000/year;  Columbus, 
Ohio  location  Must  have  proof  ot 
legal  authority  to  work  perma¬ 
nently  in  the  LI  S  Send  resume  in 
duplicate  (no  calls)  to  C.  Bus- 
sard,  J  O  #1260310,  Ohio  Bu¬ 
reau  of  Employment  Services, 
P.0  Box  1618,  Columbus,  Ohio 
43216.  "UNIX  is  a  tm  of  AT&T 
EOE 


Design  Application  Engineer  re¬ 
sponsible  for  supporting  logic  de¬ 
signers  in  implementing  designs 
in  VLSI  based  circuits  &  systems 
that  use  different  computer  archi¬ 
tectures.  The  implementation  is 
done  in  CMOS  &  BICMOS  tech¬ 
nologies  using  CAD  tools  on  VAX 
computers  &  also  entails  silicon 
performance  evaluation,  signal  in¬ 
tegrity  analysis  &  packaging  In¬ 
volvement  begins  with  the  feasi¬ 
bility  study  &  continues  through 
logical  &  physical  implementation 
&  verification,  design  signoff  & 
submission  to  external  chip  sup¬ 
pliers.  Other,  responsibilities  in¬ 
clude  evaluation/integration  of 
new  technologies/tools  as  well  as 
design  productivity  aids  like  logic 
synthesis,  testability  features  & 
megacells.  Requirements  for  this 
position  are:  Master’s  of  Science 
in  Electrical  Engineering  or  Com¬ 
puter  Engineering,  background  in 
Advanced  CMOS  technologies, 
VLSI  based  circuits  &  systems, 
CAD  tools,  Computer  Architec¬ 
ture,  Design  for  Testability,  Signal 
Integrity  analysis,  VAX  comput¬ 
ing.  Salary  $39,020.80  per  year. 
No  exp.  req.  40hr/wk.  8:15am- 
5pm.  If  you  are  interested  in  & 
qualified  for  the  above  position, 
please  forward  two  (2)  copies  of 
your  resume  to;  Job  Order 
#1982,  PO  Box  8968,  Boston, 
MA,  02114  EOE. 


Principal  Engineer  to  work  on  im¬ 
plementation  of  next  generation 
network  technology.  Member  of  a 
small  team  designing  &  imple¬ 
menting  a  high  speed  network 
control  processor.  Responsible 
for  digital  design  of  processor- 
memory  subsystem.  Responsible 
for  analysis,  design  &  control  of 
phase-locked  loop  dynamic  sys¬ 
tem.  Responsible  for  developing 
design  &  verification  methodology 
using  applied  mathematics,  in¬ 
cluding  tool  development  of  PAS¬ 
CAL,  C  &  Mathematics  in  a  UNIX 
environment.  Interact  with  archi¬ 
tects  &  other  designers  to  con¬ 
tribute  to  system  architecture. 
Requirements  for  this  position 
are:  PhD  in  Electrical  Engineering 
or  Computer  Science  with  back¬ 
ground  in  High-Speed  Network 
Design,  Analysis  &  Control  of  Dy¬ 
namic  Systems,  Digital  Design, 
PASCAL.  UNIX  &  Applied  Mathe¬ 
matics.  Salary:  $58,032.00  per 
ear.  No  exp.  req.  40hr/wk, 
:15am-5pm.  If  you  are  inter¬ 
ested  in  &  qualified  for  the  above 
position,  please  forward  two  (2) 
copies  of  your  resume  to:  Job  Or¬ 
der  #1972,  PO  Box  8968,  Bos¬ 
ton,  MA  02114.  EOE. 
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Tandem 

Application 

Programmers 

•  c 

•  Guardian 

•  Nonstop  SQL 

•  TAL  -  EXPAND  -  Pattiway 

•  LAN  and  X.25  Protocols 

Mall  or  fax  resume  to: 

Aerotek 

8575  West  1 10th  St.  Suite  314 
Overland  Park.  Kansas  66210 

913-469-5775 
913-469-5512  FAX 


Computerworld 

recruitment 

advertising 

works! 

That  ’s  because  more 
computer  professionals 
read  more  recruitment  ads 
in  Computerworld  than  in 
any  other  newspaper. 

For  more  information  or  to 
place  your  ad,  call  Lisa 
McGrath  at  800-343-6474 
(in  MA,  508-879-0700). 


Weekly.  Regional.  National. 
And  it  works. 


An  IDG  Communications  Publication 


86 


COMPUTERWORLD 


SEPTEMBER  23, 1991 


COMPUTER  CAREERS 


Now  you  have  a  better  way  to  recruit 
university  and  college  students 
planning  computer  careers: 


Computerworld's  fourth  annual 
Campus  Recruitment  Edition 


Issue  Date:  October  31, 1991 
Close:  September  27,  1991 


Warren  Mcfarlan, 
Harvard  Business 


Computer 
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Resume  to  « 

life  Pursue j* 


If  you  recruit  top  computer  career  students  on 
America’s  campuses,  your  message  in  this  special 
issue  will  target  more  of  them  than  any  other 
newspaper  or  magazine! 

Now  you  can  recruit  computer  talent  on 
campus  without  leaving  your  office! 

That’s  because  135,000  copies  of  this  special 
issue  will  be  distributed  to  America’s  best 
and  brightest  students  enrolled  in  Information 
Systems  (IS),  Computer  Science,  Computer 
Engineering,  Electrical  Engineering,  and  just 
about  any  other  computer-involved  curricula. 

Finally  you  can  cost-effectively  reach 
the  quality  and  quantity  of  students 
you  need! 

And  you  can  do  it  with  just  one  ad  in 


Computerworld’s  Campus  Recruitment  Edition!  For  a 
rate  card  reflecting  complete  campus  distribution,  call  John  Corrigan,  Vice 
President/Classified  Advertising,  at  800/343-6474  (in  MA,  508/879-0700).  But 
hurry  . . .  this  issue  closes  September  27,  1991! 


Planned  Editorial  Features: 

(subject  to  revision) 


Companies  where  computer  career  students  want 
to  work.  And  their  top  choices  for:  Information 
Systems,  Engineering,  Sales  &  Marketing, 
Technical  Support,  Research  &  Development. 

Prospects  for  minorities  in  computing. 


Merits  of  an  Electrical  Engineering  degree  for 
a  computer  career. 

Information  Systems  salaries  from 
Computerworld's  annual  survey  with  the  Data 
Processing  Management  Association. 


SEPTEMBER  23, 1991 


COMPUTERWORLD 


87 


PRODUCT  SHOWCASE 


COMMANDER 

Control  up  to  96  PC  File  Servers  with  a  single  KB  and 
Monitor.  PCs  will  boot  without  being  selected. 

CYBEX  Corp.  1-205-534-0011 

2800-H  Bob  Wallace  Ave  1  1  1 

Huntsville,  AL  35805  FAX:  205-534-00 1 0 


AutoTester 


Developer  and  distributor  of  the  most  unique  and 
widely  accepted  automated  testing  technology  of  the 
’90s.  Discover  how  a  structured  approach  to  auto¬ 
mated  testing  will  dramatically  improve  the  quality  of 
your  software  while  reducing  the  resources  devoted 
to  testing. 


AutoTester,  Inc. 

6060  N.  Central  Expy 
Suite  670 
Dallas,  TX  75206 


1-800-328-1196 


NEW  Disaster  Recovery 
Products  and  Services 


CSA’s  easy-to-use  disaster  recovery  planning  meth¬ 
ods  and  tools  are  for  every  type  of  computer  environ¬ 
ment.  Our  business  continuation  services  are  so 
unique  and  inexpensive,  you  can’t  afford  not  to  in¬ 
clude  them  in  your  contingency  plan.  Send  for  your 
free  Contingency  Kit  today. 

S&fiL-  1-203-674-1855 

Avon,  CT  06001  Fax:  1  -203-677-5947 


SA-9600  RADIO  MODEM 

-  Wireless  communications  -  15-mile  range 


at  4800/7200/  9600  BPS 

-  Async/Sync  RS-232  port 

-  Transparent  operation 

-  Full  or  half  duplex 

-  Encryption  capable 

NNEGKOKTK 

35  Orville  Drive 
Bohemia,  NY  11716 


-  FCC  Cert.  (450-470MHz) 

-  Voice  and  DC  power  opt. 

-  Hayes-compatible  mode 

-  PC/AT-compatible  PCB 
(PC-9600)  also  available 


1-516-589-6800 

FAX  516-589-6858 


COMPUTERWORLD 

IBM  plans  stronger 


Red  Cross  IS  it's  here . . .  well,  almost 
prepped  for 


transfusion 
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Advertise  3  weeks 
for  just  $2,700 

For  just  $2,700,  you  can  showcase  your  product  for  3 
consecutive  weeks  in  Computerworld’s  new  Product 
Showcase.  For  more  information,  call  John  Corrigan, 
Vice-President/Classified  Advertising,  today. 


Computerworld 

Product  Showcase 
375  Cochituate  Road 
Framingham,  MA  01701 


1-800-343-6474 

(in  MA,  508-879-0700) 


4  COLOR  PHOTO  or  Graphic 

PREFERRED  4-  COLOR  MATERIALS:  4-color  neg¬ 
atives,  right  reading  emulsion  side  down.  Accept- 
abe  also  (in  order  of  preference  to  maintain  opti¬ 
mum  reproduction  quality)  are:  4-color  transpare¬ 
ncies:  35mm  color  slides;  color  photos. 

If  4-color  artwork  is  not  available,  Computerworld 
will  assist  Product  Showcase  advertisers  in  the 
development  of  appropriate  graphics  for  their 
advertisements.  Ad  width:  3",  Ad  Depth:  3  1/2" 
Photo  width:  2  3/4";  Photo  depth:  1  3/4". 


Name  Of  Your  Product 

This  is  a  sample  listing  in  Computerwofld's  new 
Product  Showcase  Section.  This  is  a  sample 
listing  in  Computerworld’s  new  Product  Show¬ 
case  Section.  This  is  a  sample  listing  in  Comp¬ 
uterworld’s  Product  Showcase  Section.  This  is  a 

ABC  Company 

123  Main  Street 
Anytown,  USA  12345 


1-800-XXX-XXXX 


«  1— ■nWttw.K.  ffiw  ■■  imn 

COMPUTERWORLD 

PRODUCT  SPOTLIGHT 


Executive  Information  Systems 
s tfaaaaa  sastsasr 


EDITORIAL 

REPRINTS 

Whether  you  wish  to  hat  e  reprints  of  an  article  which  were  written 
specifically  about  your  company  or  a  subject  of  general  interest, 
reprints  can  be  a  great  resource.  For  complete  information  on  ordering 
reprints  contact: 

Sharon  Brvant,  Reprint  Department 

508-820-8125 


to  Quality  Sales  Leads 

With  Computerworld’s  Direct  Response  Cards,  you 
get  direct  access  to  Computerworld’s  readers  --  and 
quality  sales  leads.  For  complete  audience  and  rate 
information,  call  Norma  Tambunino,  National  Ac¬ 
counts  Manager,  today. 

Computerworld 

Direct  Response  Cards 

Framingham!  *MA  *0170 1  1-201-587-0090 
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IBM  plans  strongei 
386  upgrade  push 


RedCmssis  h-»  *«*...  wu,£«i  IBM  plans  stronger 
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Showcase  Your  Product 
in  Computerworld 

For  just  $2,700,  you  can  showcase  your  product  for  3 
consecutive  weeks  in  Computerworld’ s  new  Product 
Showcase.  For  more  information,  call  John  Corrigan, 
Vice-President/Classified  Advertising,  today. 


Computerworld 

Product  Showcase 
375  Cochituate  Road 


Framingham,  MA  01701 


1-800-343-6474 

(in  MA,  508-879-0700) 
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MARKETPLACE 


VARs:  Hard  to  find 
and  harder  to  rate 


BY  ALAN  RADDING 

SPECIAL  TO  CW 


Information  systems  de¬ 
partments  are  increasingly 
turning  to  value-added  re¬ 
sellers  (VAR)  for  custom¬ 
ized  service  and  software 
to  cope  with  the  expanded  use  of 
personal  computers,  worksta¬ 
tions  and  networks. 

“I  see  more  flexibility  when 
buying  from  a  VAR  than  going  di¬ 
rect  to  a  major  supplier,”  says 
Phil  Feigel,  director  of  customer 
products  and  services  standard¬ 
ization  at  GTE  Telephone  Opera¬ 
tions  in  Irving,  Texas.  When  Fei¬ 
gel  went  shopping  for  a  voice 
response  system,  he  could  have 
bought  directly  from  AT&T  but 
instead  purchased  the  system 
through  Interface  Strategies, 
Inc.  because  it  was  willing  to  do 
extensive  custom  modification. 

As  many  have  discovered, 
however,  selecting  a  VAR  and  un¬ 
derstanding  the  particular  “val¬ 
ued  added”  that  each  VAR  brings 
is  no  easy  task. 

Not  every  VAR  is  capable  of 
working  with  a  large  IS  depart¬ 
ment.  “Traditional  VARs  are  too 
small  for  large  MIS  accounts,” 


says  Lee  Levitt,  an  analyst  at  In¬ 
ternational  Data  Corp.  in  Fra¬ 
mingham,  Mass.  A  small  VAR 
probably  won’t  have  the  financial 
resources  and  staff  to  handle  a 
major  project,  he  says. 

One  reason  VARs  can  be  diffi¬ 
cult  to  select  is  that  almost  ev¬ 
eryone  from  comput¬ 
er  retailers  to 
system  integrators 
calls  himself  a  VAR, 
so  buyers  must  look 
closely  at  value-add¬ 
ed  offerings. 

“In  a  strict  sense, 
a  VAR  provides  soft¬ 
ware,  support  and 
training.  A  systems  integrator  is 
usually  more  involved  in  putting 
hardware  and  software  togeth¬ 
er,”  says  Gene  Bledsoe,  manag¬ 
ing  partner  at  Casal  Group,  a 
Dallas-based  consulting  group 
that  specializes  in  VARs.  Retail¬ 
ers  sell  hardware  and  software 
but  offer  little  in  the  way  of  spe¬ 
cialized,  value-added  services. 

Hard  to  find 

True  VARs  are  hard  to  find,  ac¬ 
cording  to  Bledsoe.  “VARs  are 
invisible  vendors,”  he  says. 
“They  don’t  have  a  storefront, 


and  you  can’t  find  them  easily  in 
the  Yellow  Pages.” 

Most  VARs  are  small  busi¬ 
nesses.  Casal  Group  counts 
about  7,500  VARs,  half  of  which 
have  annual  sales  of  less  than  $1 
million.  Sixty  percent  of  the 
VARs  work  only  within  a  200- 
mile  radius  of  their  base. 

Typically,  IS  groups  scout  for 
VARs  at  trade  shows  or  find  them 
by  word  of  mouth.  “We  met  some 
VARs  at  computer  design  shows 
and  knew  of  some  that  had 
worked  for  other  design  firms  in 
the  area,”  says  Howard  Elgart, 
director  of  finance 
and  systems  manag¬ 
er  at  Ballinger  Co.  in 
Philadelphia. 

Jim  Gray,  presi¬ 
dent  of  GTE  Federal 
Credit  Union  in  San 
Angelo,  Texas,  found 
Interface  Strategies 
via  its  interactive 
voice  response  system  through 
the  GTE  grapevine. 

Once  identified,  VARs  are  dif¬ 
ficult  to  evaluate  because  the  val¬ 
ue-added  qualities  they  bring  are 
often  intangible.  Often,  IS  pro¬ 
fessionals  say  their  selection 
comes  down  to  a  gut  response 
based  on  references  from  others 
and  comfort  with  the  VAR. 

For  example,  feedback  from 
other  firms  led  The  Braegen 
Group,  Inc.  to  choose  Brock  Con¬ 
trol  Systems,  an  Atlanta-based 
VAR,  over  several  other  vendors 
that  met  the  same  criteria.  “We 


knew  what  was  available,  and  we 
were  getting  very  good  feedback 
on  Brock  from  others,”  says 
Morgan  Smythe,  president  of  the 
Toronto-based  firm. 

Because  ongoing  support  and 
service  are  often  vital  ingredi¬ 
ents  to  the  value-added  mix,  IS 
organizations  must  assess  a 
VAR's  stability  and  its  prospects 
for  long-term  dependability. 

“Interface  Strategies  already 
had  a  relationship  with  other 
GTE  divisions,  so  we  didn’t  feel 
we  had  to  worry  about  their  lon¬ 
gevity  or  survival  or  financial 
condition,”  Gray  says. 

Price  is  perhaps  the  trickiest 
issue  in  the  evaluation.  Although 
VARs  and  their  customers  em¬ 
phasize  the  value-added  contri¬ 
bution,  and  analysts  downplay 
the  importance  of  price,  no  one 
wants  to  feel  they  have  overpaid. 

“Price  is  one  of  the  least  im¬ 
portant  issues.  The  VAR  shows 
value  that  outweighs  the  cost,” 
Levitt  says.  Instead  of  price 
shopping,  IS  groups  should  find  a 
VAR  with  the  right  expertise  and 
a  stable  track  record,  he  says. 

But  pricing  still  comes  into 
play.  “It’s  almost  always  a  bid  sit¬ 
uation,  formal  or  informal,” 
Bledsoe  says.  “You’re  dealing 
with  small  businesses,  so  every¬ 
thing  is  negotiable.” 

VAR  prices  have  traditionally 
been  bundled  —  with  software, 
hardware,  support  and  service  all 
rolled  into  one  price.  But  that’s 
changing.  “With  so  many  resell¬ 


ers  out  there  trying  to  buy  mar¬ 
ket  share  by  cutting  price,  VARs 
are  getting  away  from  selling 
hardware,”  reports  Tom  Farre, 
editor  of  Reseller  Management 
Magazine. 

About  half  the  VARs  today  un¬ 
bundle  costs,  Bledsoe  says.  In¬ 
stead,  they  charge  for  their  val¬ 
ue-added  services,  whether 
software  or  expertise  or  service, 
in  a  variety  of  ways.  “They  may 
charge  by  the  hour,  by  the  proj- 


ARS  ARE  hard 
to  evaluate 
because  the 
value-added  qualities 
they  bring  are  often 
intangible.  Often, 
selection  comes  down 
to  a  gut  response. 


ect  or  some  sort  of  cost-plus  for¬ 
mula,”  Farre  says. 

VARs  typically  are  low-vol¬ 
ume,  high-quality  operations 
that  seek  to  develop  satisfying, 
long-term  relationships  with 
their  clients. 

IS  professionals,  Bledsoe  ad¬ 
vises,  should  in  turn  apply  those 
same  long-term  quality  stan¬ 
dards  when  evaluating  VARs. 


Radding  is  a  free-lance  writer  based  in 
Newton,  Mass. 


Buy/Sell/Lease 


§ 

i 


a 

< 


s 


Seriea/1  to  RS/6000 
Migration  Services 


SERIES/1 


RS/6000 


SYS  36/38 


AS/400 


9370 


4300 


RT 


Buy  -  Sell  -  Lease 


612-942-9830 


DATA  TREND  i,^=- 

10250  Valley  View  Road,  Suite  149 
Eden  Prairie.  Minnesota  55344 


HONEYWELL 


NEW/USED  EQUIPMENT 

a  All  Models 

•  Ultimate  Equipment 

•  Older  Equipment 
Available 

•  Buy-Sell-Lease-Trade 

PARTS  &  REPAIR 
FULLY  GUARANTEED 
PROMPT  DELIVERY 


Call:  Level  6  Systems 

1-216-951-2221 


BULL 


- -IBM  SPECIALISTS- - 

AS/400  •  SYS/3X 

BUY  •  SELL  ■  TRADE  ■  LEASE 
UPGRADES  •  FEATURES  •  PERIPHERALS 

NEW  AND  USED 

IBM  MAINTENANCE  GUARANTEED 
ON  STAFF  TECHNICIANS 

IBM  COMPATIBLES: 

PERLE  CONTROLLERS  •  Al  MEMORY 
LYNK  DISPLAY  STATIONS  ■  BEST  UPS 


,CMAj 


COMPUTER  MARKETING 

800-251-2670  ii 

610  BRYAN  ST.  •  P.O.  BOX  71  •  OLD  HICKORY,  TN  37138 
IN  TN  (615)  847-4031  •  FAX  (615)  847-5739 


9 

3 

7 


Most  Machines, 
Upgrades, Peripherals 
&  Features  in  Stock 


Now  Supplying 
ES/9000-9221’s 


9 

2 

2 


OCall  us  for  a  quote 

708-2 1 5-  9370  Fax:  708-215-9992 

5  Executive  Infosource  5 


1548  Barclay  Bhrd. 
Buffalo  Grove,  IL  60089 


DEMPSEY. 

WHERE  ZBM  QUAl/TY/S 
SECOND  NAWPE. 


•  SEP/ES/1 
• 9370 
• 4381 
•  AS/400 
•  SYSTEM  36/38 
PO/NTOFSALE 


BUY- LEASE-  SELL 
•  Processors 
•  Per/phera/s 
•  Upgrades 

For  pretested  equipment,  f/ex/P/e  f/nanc/ng, 
conf/gurat/on  p/anntng,  techntcat  support 
and  overnight  shipping  cat/ 

/SOOJ 888-2000. 


Dempsey 

BUS/A/ESS  SYS  LEMS 

Where /BMQua/ity/s  Second  Nature. 

18377 Beach  BM..  Suite  323  •  Huntington  Beach, 
CA  72648  '{714/  847-8486  •  7AX:  t714J  847-3147 
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CLASSIFIED 


Buy/Sell/Lease 


AS/400 

9370 

CPU’s,  Features,  Upgrades  &  Parts  for 
Immediate  Delivery.  Installed  by  our 
Engineers  or  Yours.  All  Harcfware 
Tested  &  Certified  for 
IBM  Maintenance. 

1  I  n  800-553-0592 

UUQSS'llLIJ  IN  MN  612-931-9000 

JTZL  L  FAX  612-931-0930 

DflTR  PRODUCTS  12800  whitewaterdr 


MINNETONKA,  MN  55343 


SPECTRA 


A  full  line  IBM,  Digital  and  Xerox  dealer 

(714)970-7000  (800)745-1233  (714)970-7095  fax 


® 


XEROX 


,® 


ES/9000,  RISC/6000  VAX  8000 

9370, 4381  VAX  6000 

AS/400,  S/36,  S/38  VAX  4000 

Series/1  MicroVAX 

Point  of  Sale  NEW  &  USED: 

PROCESSORS 
PERIPHERALS 
UPGRADES 


Banking 

CAD/CAM 


9790 

8790 

4090 

4050 

4045 

3700 


BUY 

SELL 

RENT 

LEASE 


Authorized  Digital  &  Xerox  distributor 


ANAHEIM  CORPORATE  CENTER  5101  E.  La  Palma  Ave.,  Anaheim  California  92807 


WE  BUY 


•  Data  General 

•  Sun 

•  Data  Products 

•  CDC 

•  PC  Equipment 


Associates  >nc 


(617)  982-9664 

FAX 

(617)  871-4456 


G0MPUTERW0RID 

Classified 

Marketplace 

delivers  your 
message  in  companies 
that  plan  to  buy 
your  product  or  service. 


From  PCs  to  minis,  mainframes 
to  supercomputers,  Comput- 
erworlds  readers  buy  products 
across  all  ranges  of  today's  com¬ 
puters.  So  if  you’re  selling,  adver¬ 
tise  in  the  newspaper  that  deliv¬ 
ers  readers  that  plan  to  buy 
YOUR  product  or  service.  Adver¬ 
tise  in  Computerworld’s  Classi¬ 
fied  Marketplace! 


For  more 
Information,  call: 

(800)  343-6474 

(in  MA,  508/879-0700) 


NEW  and  USED 
1000  •  3000  •  9000 
Including  Spectrum 

BUY  •  SELL  •  TRADE  •  RENT  •  LEASE 
Processors  •  Peripherals  •  Systems 

All  in  Stock  -  Immediate  Delivery 
All  warranted  to  qualify  for  manufacturer's  maintenance 

ConAm  Corporation 

It’s  Performance  That  Counts! 
800/926-6264  213/419-2200 

FAX  213/419-2275 


VAX  RENTALS 

VAX  4000  SERIES 
VAX  6000  SERIES 
VAX  8000  SERIES 
Systems  &  Peripherals 

•  Fast  Turnaround  •  Dependable  Products 

•  Upgrade/Add-On  Flexibility 

•  6  Months  •  12  Months  •  24  Months 

BROOKVALE  ASSOCIATES 

£Jim  rjrlnS" 

■M  •  &  Lesson  Associates  Associates 

EAST  COAST  WEST  COAST 

(51 6)  273-7777  (2061 302-9878 


IBM 


BUY  •  SELL  •  LEASE 
4381  •  3725/3745  •  3380  •  3480 

•  All  peripherals  •  Feature  Work 

•  IBM  MAQ  •  Upgrades 


Salem  Computer  Group 

(800)727-5999  Fax  (919)  661-3400 


C0MPUTERW0RLD 

Classified 

Marketplace 

showcases  your 
ad  by  product 
category! 

Whether  it's  used 
equipment,  software, 
time,  services  or  just 
about  any  other  cate¬ 
gory  of  computer  prod¬ 
uct  or  service,  Comput- 
erworld's  Classified 
Marketplace  is  orga¬ 
nized  to  make  your  ad 
visible  and  to  make 
buying  your  product 
easy. 

Just  look! 

Computerworld's 

Classified 

Marketplace 

Product 

Categories 

software 
hardware 
conversions 
PC  rentals 
time/services 
buy/sell/lease 
communications 
bids/proposals/ 
real  estate 
graphics/desktop 
publishing 
peripherals/supplies 
business  opportunities 

So  if  you're  selling 
computer  products  or 
services,  advertise  in 
the  newspaper  that 
showcases  YOUR 
product  or  service.  Ad¬ 
vertise  in  Comput¬ 
erworld's  Classified 
Marketplace! 

For  more 
information,  call 

800/343-6474 

(in  MA,  508/879-0700) 


629,000  IS/DP 
Professionals 
see  the 

CLASSIFIED 
MARKETPLACE 
each  week. 

Call  for 
advertising 
information: 

(800)  343-6474 

(In  MA.,  508-879-0700) 


Software 


fFiPl 

isasMi 

HELP  EXPRESS  is  a  LAN  based  pre¬ 
emptive  support  tool.  Unique 
SpeedSeardf ™>  allows  less  technical 
personnel  to  solve  85%  of  initial  calls 
through  past  problem  look-up  and  on-line 
procedures.  HELP  EXPRESS  allows 
multiple  support  people  to  respond 
while  tracking  a  request.  Ad-hoc/ 
standard  reports  identify  problem 
areas/equipment/software-combinations 
or  needed  training.  Hot  key  to  DOS  or 
terminal  emulation. 

SOFTWARE  METING  GROUP,  MG 

CALL  TOLL  FREE 

(800)395-0209 

FAX:(51 5)243-881 6 


It’s  the 

Classified 

Marketplace 

Reach  Computer 
Professionals  Where 
They  Shop  For: 

□  Buy/Sell/Lease 

□  Conversions 

□  PC  Rentals 

□  Hardware 

□  Software 

□  Peripherals/Supplies 

□  Communications 

□  Graphics/Desktop 

Publishing 

□  Time/Services 

□  Bids/Proposals/ 

Real  Estate 

□  Business  Opportunity 

(800)  343-6474 

(in  MA.,  508/879-0700) 


Evaluation  System  Available! 


Used  Equipment  Listings 


For  Sale:  Burroughs  A-5-F  and  peripherals. 
Fresno  County  Office  of  Education,  Contact: 
Samuel  Adams  at  (209)  265-301 5. 


Your  used  computer 
equipment  deserves 
a  second 
chance. 


ment  to  sell, 
g  is.  the 
the 


If  you  have  used  compufei 
ComputerwOrfd’iC.  lassifi 
best  pjpce  to  do  your  selli 
Classified  Marketpia ce  fe< 
section  to  help  you  market  your 
very  people  who  are  looking  to 

And  when  you  advertise  in  Compi 
tied  Marketplace,  you  reach  a  to 
ed)  audience  of  over  629,000  cc 
sionals  who  turn  to  Computerworld for  news,  in¬ 
formation,  features  -  and  the  Classified  Market¬ 
place *  every  week. 


So  give  your  used  computer  equipment  a  second 
chance  today.  To  reserve  your  space,  call: 

800/343-6474 

(in  MA,  508/879-0700) 

COMPUTERWORLD 


Where  all  computer  buyers  and  sellers  go  to  market. 


The  BoCoEx  index  on  used  computers 

Closing  prices  report  for  the  week  ending  September  13, 1991 

Closing 

price 

Ask 

Bid 

IBM  XT  Model  089 

$425 

$450 

$375 

AT  Model  099 

$600 

$675 

$500 

AT  Model  239 

$550 

$650 

$500 

AT  Model  339 

$750 

$1,000 

$700 

PS/2  Model  30-286 

$900 

$1,050 

$850 

PS/2  Model  60 

$900 

$1,500 

$900 

PS/2  Model  80 

$2,450 

$2,700 

$2,300 

PS/2  Model  90 

$4,300 

$4,600 

$4,100 

Compaq  Portable  II 

$700 

$1,050 

$700 

Portable  286 

$1,100 

$1,300 

$1,000 

Portable  386 

$1,900 

$2,100 

$1,500 

SLT  286 

$1,400 

$1,600 

$1,400 

LTE  286 

$1,650 

$1,700 

$1,600 

Deskpro  286 

$800 

$1,000 

$700 

Deskpro  386/20 

$2,150 

$3,000 

$2,000 

Apple  Macintosh  Plus 

$750 

$975 

$700 

SE 

$1,025 

$1,100 

$950 

IIX 

$3,550 

$3,600 

$3,500 

IICI 

$3,750 

$4,300 

$3,750 

IIFX 

$5,200 

$5,400 

$5,100 

INFORMATION  PROVIDED  BY  THE  BOSTON  COMPUTER  EXCHANGE  CORP. 
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Time/Services 


REMOTE 

COMPUTING 


r 

•We  locate  COMPUTER 
TIMESHARING,  Includ¬ 
ing  OUTSOURCING  on 
ALL  mainframes. 

•  Since  1968  we  have 
found  your  LOWEST 
prices  from  over  800 
nationwide  data 
centers. 

•NEVER  a  charge  to  the 
Buyer,  because  our  fee 
is  paid  by  the  Seller. 

CALL  DON  SEIDEN  AT 

COMPUTER 
^RESERVES,  INC. 


(201 )  882-9700 


“...Largest  percent 
of  our  advertising- 
generated  leads 
come  from... 
Computerworld’s 
Marketplace 
Pages.” 


-  Don  Seiden 
President 

Computer  Reserves,  Inc. 


Computer  Reserves, 
Inc.  of  Pine  Brook,  NJ 
is  the  leading  nation¬ 
wide  locator  of  com¬ 
puting  services.  Ac¬ 
cording  to  President 
Don  Seiden,  “I  see 
Computerworld's 
Marketplace  Pages 
being  read  by  an  ex¬ 
cellent  cross  section  of 
professionals. ..who 
are  in  a  position  to 
use  our  services. 

“...It's  clear  that  the 
largest  percent  of  our 
advertising-generated 
leads  come  from  one 
source  ...That's  why 
Computer  Reserves  is 
now  running  in 
Computerworld's 
Marketplace  Pages  - 
our  tried-and-true 
advertising  platform  - 
every  week." 

For  all  the  facts,  call 
John  Corrigan,  Vice 
President/Classified 
Advertising,  at  800/ 
343-6474  (in  MA, 
508/879-0700). 

C0MPUTERW0R1D 


MVS/ESA  •  DB2  •  LIBRARIAN 
CICS  •  TSO  •  SAS  •  ADABAS 

Outsourcing 
&  Computing 
Services 


•24  Hours/7  Days 
•Superior  Technical  Support 
•Worldwide  Access 
•Uninterrupted  Service 
•On-line/Batch/RJE 
•MICR,  Lasers  Impact  Printing 
•Media  Conversion 

908-685-3400 

Committed  to  Excellence  in  Quality  Service  and 
Customer  Satisfaction 


REMOTE  COMPUTING  •  OUTSOURCING 


•  MVS/ESA 

•  MVS/XA 

•  DB2 


•  CICS 

•  TSO 

•  IMS/DBDC 


•  VM/370 

•  CMS 

•  DOS/VSE 


OVER  1 50  SOFTWARE  PRODUCTS 

•  DEVELOPMENT  •  DEBUGGING 

•  PERFORMANCE 


PRODUCTIVITY 


•  TELENET 
• SEARSNET 


•  TYMNET 

•  IBM  INFORMATION  NETWORK 


EXTRAORDINARY  CUSTOMER  SERVICE 
MIGRATION  MANAGEMENT 


GIS 


INFORMATION 
SYSTEMS,  INC 


81 5  Commerce  Drive,  Oak  Brook,  IL  60521 


708-574-3636 


New  England 
617-595-8000 


CONTROL 


Remote  Processing  that 
puts  you  in  control. 

•VM/XA,  MVS/XA, 
DOS/VSE 

•  Guaranteed 
Service  Levels 

•  Fixed  Pricing 


Expert  Professional  Staff 
Disaster  Recovery  Services 
Satellite  Communications 
Printing  &  Mail  Services 


Agway  Data  Services  Inc. 
Call  1-800-ADS-7112 


Bids/Proposals/Real  Estate 


CITY  OF  SCOTTSDALE 
INVITES  PROPOSALS 

The  City  requests  responses 
from  firms  who  desire  to  be 
considered  for  a  contract  to 
become  the  City’s  primary 
source  for  a  total  Geographic 
Information  System  (GIS) 
comprised  of  hardware,  soft¬ 
ware,  and  maintenance/ 
support  services.  For  a  copy 
of  this  RFP  call  Donald 
Penfield,  at  (602)  391-5719. 
Due  Date  4:00  PM,  10/3/91 


MS  CENTRAL  DATA 
PROCESSING  AUTHORITY 

Sealed  proposals  will  be  received 
by  CDPA,  301  N.  Lamar  St.,  301 
Bldg,  Suite  508,  Jackson,  MS 
39201  for  the  following: 

RFP  2066,  due  Wed,  10/9/91  at 
3:30  p.m.  for  a  Computer  Aided 
Software  Engineering  (CASE)  tool 
for  JONES  COUNTY  JUNIOR 
COLLEGE. 

RFP  2067,  due  Wed,  10/23/91  at 
3:30  p.m.  for  a  laser  printer  for 
channel  attachment  to  an  IBM 
System/370  architecture  main¬ 
frame  computer  for  the  UNIVER¬ 
SITY  OF  MS  MEDICAL  CENTER. 
Detailed  specs  may  be  obtained 
from  the  CDPA  office.  CDPA  re¬ 
serves  the  right  to  reject  any  and 
all  bids  and  proposals  and  to 
waive  informalities. 

Patsy  Stanley  @  (601 )  359-2604 


GOMPUliRWORlD 

CLASSIFIED 

MARKETPLACE 

Examines  the  issues  while 
computer  professionals  examine 
our  message.  Call  for  all  the  details. 

(800)  343-6474 

(In  MA.,  508/879-0700) 


EVERY  VENDOR  ON  THIS  PAGE 
HRS  R  WELL-EQUIPPED 
DflTR  CENTER 

We  all  have  large  systems 
plenty  of  MIPS,  and  UPS  systems 

We  will  all  provide  you 
with  the  software  you  need 

ONLY  ONE  WILL 
EXCEED  YOCIR  EXPECTRTIONS 

Only  one  runs  your  work  as  their  own 

Only  one  minimizes  your  risk 
and  maximizes  your  cash  flow 

Only  one  will  get  the  job  done-totally 

YOU'RE  IN  CONTROL 
WHEN 

YOU  PUT  US  IN  CONTROL 

^COMPUSOC-RCE 

....outsourcing  services  for  over  a  decade 

(919)  481-2962 


EXPAND 

your  computer  capabilities 
painlessly  with 

OUTSOURCING/REMOTE  COMPUTING 


Featuring  state-of-the-art  hardware, 
software,  productivity  aids,  PC  host  support, 
networking  and  much  more. 

'4 

The  Computer  Resources  People 

a  division  of 

CREATIVE  AUTOMATION  COMPANY 

220  Fend  Lane  Hillside,  IL  60162 

800/535-4127 

Serving  the  nation  since  1936 


Now-An  Easy  Way  To  Compare 
Outsourcing  Alternatives 

Just  one  call  to  Time  Brokers  Inc.  gives  you  our  27  years 
experience  in  outsourcing  and  remote  computing. 

We’ll  show  you  how  to  cut  DP  costs,  provide  for  growth  and 
maintain  control  with  high  quality,  cost  competitive 
vendors. 

Use  our  experience  with  over  1000  sellers  nationwide  to 
find  the  best  vendor  for  your  needs. 

“All  Fees  Paid  By  The  Seller” 

TIME  BROKERS,  INC. 

Call  Stan  Goldman  at 

1-800-676-9470 

In  NJ  -  201-670-4700 


tbi 


OUTSOURCING  AND 
REMOTE  COMPUTING 


•  IBM  MVS/XA 

•  AS/400 

Environment 

•  Full  Supporting 

•  DB2,  IDMS/R,  Model 

Services 

204  and  4GLs 

-  Media  Conversion 

•  Professional  Support 

-  Laser  &  Impact 

Staff 

Print  Facility 

•  Experienced 

-  Application 

Migration  Manage- 

Programming 

ment  Team 

•  Technical  Support 

•  Simplified  Pricing 

•  24  Hours  a  Day  - 

and  Invoicing 

7  Days  a  Week 

May&Speh,inc. 

1501  Opus  Place.  Downers  Grove.  IL  60515-5713 

1(800)  729-1501 

For  More  Information  Contact:  Tony  Ranieri 


COST-EFFECTIVE 
COMPUTING  SERVICES 
for  TODAY  and.... 
TOMORROW 


COMDISCO  COMPUTING 
SERVICES  CORP. 

Provides  you  with: 

REMOTE  COMPUTING 
COMPUTER  OUTSOURCING 
FACILITY  MANAGEMENT 

Featuring: 

•  IBM®  CPUs  and  Peripherals 

•  Systems  Software: 

MVS/ESA,  MVS/XA,  TSO/E, 
ISPF/PDF,  CICS,  VM/XA,  VM/SP, 
DOS/VSE,  HPO,  CMS 

•  Application  Software: 

Database  Management 
Application  Development 
4/GLs  Graphics 

Statistical  Analysis 

•  Multiple  Communications 
Methods 

•  Technical/Operations/ 
Production  Support 

•  Automated  Tape  Handling 

•  ULTRA-Secure  Data  Center 

•  Advanced  Laser  Printing 

•  Disaster  Recovery  Services 

Call:  Robert  Marino 

201-896-3011 

C#fflDI/CO 


COMDISCO  COMPUTING 
SERVICES  CORP. 

430  Gotham  Parkway,  Carlstadt,  NJ  07072 


Financial 
Technologies 


Innovative,  Responsive, 
Quality 

a  few  words  that  describe 
the  most  complete 
computer  processor 

offering . 

IBM  3090,  MVS/XA, 
MSA,  DB2,  VM/HPO, 
TSO,  CICS/VSAM 
and  a  multitude  of 
third  party  software 

the  complete  source  for 
...  outsourcing  ... 

1  -800-443-8797 

14300  Sullyfield  Circle 
Chantilly,  Virginia  22021 
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“A  consistent  volume  of  high-quality 
leads  is  why  we  advertise  only 


in  Computerworld’s 

Marketplace 

Pages.” 

A  distributor  specializing  in  new  and  recon¬ 
ditioned  DEC  equipment,  Compurex  Systems 
offers  end  users  a  complete  product  line  of 
systems,  disk  drives,  and  peripherals.  Since 
everyone  with  something  to  sell  or  looking 
to  buy  is  a  potential  customer,  President 
Mark  “Rocky”  Ostroff  and  Partner  Christo¬ 
pher  Pernock  need  to  reach  a  broad  base 
of  prospects  in  virtually  every  industry.  To 
gain  the  greatest  exposure  every  week, 
they  advertise  in  Computerworld’s  Market¬ 
place  Pages. 

“While  we’re  located  just  south  of  Boston  in 
Easton,  MA,  we  service  end  users  both  na¬ 
tionally  and  internationally.  So  getting  the 
Compurex  name  out  requires  the  most 
broad-based  classified  advertising  vehicle 
available.  We  know  the  classified  section  is 
what  people  looking  to  buy  or  sell  read  first, 
and  Computerworld,  with  its  large  sub¬ 
scriber  base  and  distribution  to  a  wide  vari¬ 
ety  of  professionals,  lets  us  broaden  our  ho¬ 
rizons  throughout  the  world. 


-  Mark  Ostroff 
President  &  Partner 
Compurex  Systems,  Inc. 

percent  annually  over  the  past  five  years, 
it's  critical  that  we  build  on  that  momentum 
by  continuing  to  generate  serious  leads 
from  our  very  best  prospects.  A  consistent 
volume  of  high-quality  leads  is  why  we  ad¬ 
vertise  only  in  Computerworld' 's  Market¬ 
place  Pages.  And,  based  on  results,  our 
classified  advertising  in  Computerworld’s 
Marketplace  Pages  more  than  pays  for  it¬ 
self.  So  that’s  where  our  classified  message 
will  stay  to  keep  the  calls  coming  in  -  week 
after  week.” 

Computerworld’ s  Marketplace  Pages.  It’s 
where  computer  buyers  meet  computer  sell¬ 
ers  -  every  week.  Sellers  and  buyers  such  as 
Compurex  Systems  who  advertise  in  Com- 
puterworld’s  Marketplace  Pages,  reach 
over  629,000  information  systems  profes¬ 
sionals,  and  get  results.  To  put  your  classi¬ 
fied  message  into  the  hands  of  America’s 
most  influential  buyers,  call  John  Corrigan, 
Vice  President/Classified  Advertising,  at 
800/343-6474  (in  MA,  508/879-0700). 
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“Specifically,  we  need  to  tell  every  po¬ 
tential  customer,  particularly  the  Fortune 
500,  about  all  the  options  open  to  them. 
About  our  programs  for  buying,  selling, 
trading,  leasing,  and  cosignments.  About 
substantial  cost  savings  available  with  fully 
warranteed  reconditioned  DEC  equipment. 
About  our  competitive  pricing  structure.  And 
about  how  we  stand  behind  everything  we 
sell  to  ensure  customer  satisfaction.  Looking 
at  the  steady  stream  of  quality  calls  we  re¬ 
ceive  every  week,  we  know  our  advertise¬ 
ments  in  Computerworld' s  Marketplace 
Pages  reach  all  the  right  people.  It’s  defi¬ 
nitely  where  our  classified  message  gets  de¬ 
livered  to  the  largest  and  most  diverse  audi¬ 
ence  of  potential  customers. 
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STOCKS 


INDUSTRY 

ALMANAC 

INVESTMENT  OUTLOOK: 

CHIP  STOCKS 

The  semiconductor  book-to-bill  ratio,  which 
slipped  from  0.96  in  July  to  0.94  in  August,  will  bot¬ 
tom  out  either  this  month  or  next  month,  then 
grow  strongly  as  the  year  ends,  according  to  Mi¬ 
chael  Gumport,  an  analyst  at  Shearson  Lehman 
Brothers,  Inc.  The  book-to-bill  ratio  measures  or¬ 
ders  received  vs.  orders  shipped  and  can  be  an  indi¬ 
cator  of  computer  business  three  to  six  months 
down  the  road.  The  ratio  is  going  down,  but  chip 
stocks  will  go  up,  Gumport  said. 

The  recession  and  the  summer,  which  is  typical¬ 
ly  a  slow  period,  are  ending,  which  will  kick  orders 
upward.  With  that  in  mind,  chip  stocks  are  a  good 
buy  right  now.  They  currently  trade  at  low  valua¬ 
tions  that  will  rise  as  business  improves,  Gumport 
said.  Worldwide  sales  this  year  will  grow  9%  over 
last  year  and  25%  in  1992,  he  predicted. 

Split  decision 

Analysts  differ  on  investment  ratings  for 
selected  semiconductor  stocks 


Prudential 
Company  Securities, 
Inc. 


Advanced  Micro 
Devices,  Inc. 

Hold 

Buy 

Chips  and 
Technologies,  Inc. 

Hold 

Buy 

Cypress 

Semiconductor 

Hold 

Not  rated 

Corp. 

Intel  Corp. 

Buy 

Neutral 

Motorola,  Inc. 

Hold 

Buy 

National 

Semiconductor, 

Inc. 

Hold 

Neutral 

Texas 

Instruments,  Inc. 

Hold 

Buy 

Xilinx,  Inc. 

Hold 

Buy 

CW  Chart  Michael  Siggins 

NEW  COVERAGE 

INITIAL  RATING  OF  ATTRACTIVE:  Quarter¬ 
deck  Office  Systems  (Mabon  Securities  Corp.). 
Quarterdeck  Expanded  Memory  Manager  and 
Desqview  capitalize  on  the  big  demand  for  utility 
software  to  address  the  single-task  constraints  and 
memory  limits  of  DOS.  Upgrades  due  this  month 
could  bring  in  $1 1  million  in  revenue  over  the  next 
year  from  an  installed  base  of  approximately  1  mil¬ 
lion  users. 

INITIAL  RATING  OF  BUY:  Micro  Focus 
Group  PLC  (Mabon).  The  company’s  products, 
particularly  a  graphical  user  interface  builder, 
were  designed  to  let  personal  computer  users 
more  easily  modify  and  maintain  mainframe-based 
Cobol  applications.  Competition  is  virtually  invisi¬ 
ble.  Micro  Focus  shares  are  currently  available  as 
American  Depository  Receipts,  but  Micro  Focus 
may  begin  trading  on  a  U.S.  stock  exchange  soon. 

INITIAL  RATING  OF  HOLD:  Xilinx,  Inc.  (Pru¬ 
dential  Securities,  Inc.).  The  San  Jose,  Calif.-based 
company  is  the  world’s  leader  in  CMOS  program¬ 
mable  logic  chips,  a  niche  market  expected  to  grow 
at  37%  per  year  through  1995.  Xilinx’s  revenue 
should  rise  three  times  faster  in  the  next  few  years 
than  the  15%  growth  rate  expected  for  the  semi¬ 
conductor  industry  as  a  whole. 

KIM  S.  NASH 


STOCK  TRADING  INDEX 


THIS  WEEK’S  HIGHLIGHTS 

•  Top  gainers  last  week  included  Adobe  Systems,  Inc., 
which  spiked  up  7  points  to  close  Thursday  at  5IV2,  a 
16%  gain.  Adobe  announced  better-than-anticipated 
fourth-quarter  earnings  last  week. 

•  Among  the  week’s  top  losers,  Intel  Corp.  dropped  8% 
points  to  41%.  It  announced  that  earnings  for  the  third 
quarter,  ending  Sept.  28,  will  not  be  as  good  as  analysts 
predicted.  Other  losers  included  Compaq  Computer 
Corp.,  which  slipped  2Vi  points  to  32V8. 

•  Network  Equipment  Technologies,  Inc.  jumped  2 
points  last  week  to  13V2,  and  Network  General  Corp.  ad¬ 
vanced  1%  points  to  13%.  Teleconferencing  equipment 
rivals  Picturetel  Corp.  and  Compression  Labs,  Inc.  both 
sank.  Picturetel  slid  1%  points  to  33Vi,  and  Compression 
Labs  lost  2  points  to  close  Thursday  at  18. 

•  IBM  said  last  week  that  its  new  workstations  have  been 
delayed;  IBM  shares  inched  up  %  of  a  point  to  104%.  Sun 
Microsystems,  Inc.  fell  1%  points  to  30Vz. 


Computerworld  Friday  Stock  Ticker 

CLOSING  PRICES  FRIDAY,  SEPTEMBER,  1991 


TOP  PERCENT  GAINERS 


Selecterm  Inc. 

30.77 

Adobe  Systems  Inc. 

27.81 

Network  General 

21.74 

Computer  Automation  Inc. 

21.70 

Digital  Comm.  Assoc. 

18.69 

TOP  PERCENT  LOSERS 


Archive  Corp. 

-20.95 

Intellicorp  Inc. 

-20.94 

Emulex  Corp. 

-14.06 

Knowledgeware  Inc. 

-13.89 

EMC  Corp. 

-12.07 

TOP  DOLLAR  GAINERS 


Adobe  Systems  Inc.  11.75 

Autodesk  Inc.  5.25 

Symantec  Corp.  4.88 

Aldus  Coro.  4.25 

Platinum  Technology  3.75 


TOP  DOLLAR  LOSERS 


Knowledgeware  Inc. 

-3.13 

Motorola  Inc. 

-2.13 

Borland  Int'l 

-2.00 

Compaq  Computer  Corp. 

-1.75 

BGS  Systems  Inc. 

-1.63 

Sept.  20 

Wk  Net 

WkPct 

Exch 

52-Week 

Range 

Close 

Change  Change 

Communications  and  Network  Services 

Up  2.93% 

OTC 

10.50 

5.38 

3  COM  Corp. 

8.50 

0.13 

1.49 

NYS 

69.75 

55.75 

American  Info  Techs  Corp. 

62.00 

0.25 

0.40 

NYS 

40.38 

29.00 

AT&T 

37.75 

-0.13 

-0.33 

OTC 

4.13 

0.88 

Ariel  Communication  Corp. 

1.75 

0.13 

7.69 

NYS 

56.25 

43.38 

Bell  Atlantic  Corp. 

47.75 

-0.75 

-1.55 

NYS 

56.25 

46.13 

BellSouth  Corp. 

50.25 

1.38 

2.81 

NYS 

52.88 

15.88 

Cabletron  Systems 

49.50 

0.50 

1.02 

OTC 

25.88 

8.25 

Compression  Labs  Inc. 

17.63 

-1.50 

-7.84 

OTC 

5.13 

2.44 

Data  Switch  Corp. 

2.50 

0.00 

0.00 

NYS 

21.50 

888 

Digital  Comm.  Assoc. 

15.88 

2.50 

18.69 

OTC 

OTC 

25.25 

12.38 

12.25 

5.00 

Dynatech  Corp. 

Fibronix  Int'l  Inc. 

16.75 

7.00 

-0.25 

-0.38 

-1.47 

-508 

OTC 

3.75 

1.75 

Gandalf  Technologies  Inc. 

2.50 

0.00 

0.00 

NYS 

3.50 

1.63 

General  Datacomm  Inds. 

2.38 

0.00 

0.00 

NYS 

33.50 

25.13 

GTE  Corp. 

29.13 

-0.13 

-0.43 

NYS 

63.00 

40.25 

ITT  Corp. 

56  88 

0.13 

0.22 

OTC 

34.63 

17.88 

MCI  Commmunications  Corp. 

28.63 

-0.38 

-1.29 

OTC 

10.00 

2.75 

Microcom  Inc. 

9.50 

-0.25 

-2.56 

NYS 

13.50 

4.00 

Network  Equipment  Tech. 

13.38 

1  88 

16.30 

OTC 

14.00 

4.00 

Network  General 

14  00 

2.50 

21.74 

OTC 

18.63 

8.13 

Network  Systems  Corp. 
Northern  Telecom  Ltd. 

18.63 

0.88 

4.93 

NYS 

41.00 

22.50 

40.00 

000 

0  00 

OTC 

36.75 

8.63 

Novell  Inc. 

36.75 

2.50 

7.30 

NYS 

77.50 

67.00 

Nynex  Corp. 

76.75 

1.88 

2.50 

NYS 

47.50 

38.50 

Pacific  Telesis  Group 

42.13 

0.38 

0.90 

OTC 

11.63 

3.63 

Renril  Data  Comm.  Ntwks. 

9.25 

1.25 

15.63 

OTC 

35.50 

8.25 

PictureTel  Corp. 

33.00 

-0.25 

-0.75 

NYS 

17.88 

8.88 

Scientific  Atlanta  Inc. 

12.88 

0.88 

7.29 

NYS 

57.50 

49.00 

Southwestern  Bell  Corp. 

56.63 

0.75 

1.34 

NYS 

31.50 

20.63 

United  Telecom 

24.63 

-0.13 

-0.51 

NYS 

40.75 

32.88 

U  S  West  Inc. 

37.50 

0.88 

2.39 

Computer  Systems 

Up  0.69% 

OTC 

20.75 

4.50 

Advanced  Logic  Research 

12.88 

-0.13 

-0.96 

ASE 

17.88 

10.00 

Amdahl  Corp. 

13.50 

-0.38 

-2.70 

OTC 

73.25 

24.25 

Apple  Computer  Inc. 

50.63 

2.00 

4.11 

OTC 

9.13 

3.06 

Archive  Corp. 

306 

-0.81 

-20.95 

OTC 

32.75 

7.50 

AST  Research  Inc. 

27.50 

-1.25 

-4.35 

NYS 

9.38 

4.00 

Bolt,  Beranek  &  Newman 

6.38 

-0.13 

-1.92 

NYS 

21.63 

4.50 

Commodore  Int'l 

12.00 

1.38 

12.94 

NYS 

74.25 

29.88 

Compaq  Computer  Corp. 

32.13 

-1.75 

-5.17 

OTC 

2.13 

0.25 

Computer  Automation  Inc. 

1.75 

0.31 

21.70 

NYS 

13.75 

6.75 

Control  Data  Corp. 

8.00 

-0.63 

-7.25 

NYS 

19.75 

8.38 

Convex  Computer 

11.63 

0.63 

5.68 

NYS 

44.50 

20.00 

Cray  Research  Inc. 

41.25 

0.25 

0.61 

NYS 

21  00 

3.50 

Data  General  Corp 

20.13 

0.13 

0.63 

NYS 

3.25 

0.81 

Datapoint  Corp. 

Dell  Computer  Corp. 

Digital  Equipment  Corp. 

1.38 

0.00 

0.00 

OTC 

36.25 

8.25 

31.75 

-1.38 

-4  15 

NYS 

83.00 

45.50 

55.13 

-0.63 

-1.12 

NYS 

28.88 

13.75 

Harris  Corp. 

22.63 

-0.38 

-1.63 

NYS 

56.63 

2488 

Hewlett  Packard  Co. 

48.38 

1.00 

2.11 

NYS 

139.75 

94  00 

IBM 

104  13 

1.25 

1.22 

OTC 

1200 

7.75 

Information  Int'l 

8.75 

-0.50 

-5.41 

NYS 

149.00 

106.00 

Matsushita  Electronics 

116.50 

0.00 

0.00 

OTC 

20  88 

7.25 

MIPS  Computer  Systems 

10.63 

0.75 

7.59 

NYS 

110.00 

44.50 

NCR  Corp. 

Pyramid  Technology 

108.00 

1.00 

0.93 

OTC 

29  50 

10.75 

18.75 

1.00 

5.63 

OTC 

21.00 

7.50 

Sequent  Computer  Sys. 

9.25 

0.13 

1.37 

NYS 

47.25 

18.00 

Silicon  Graphics 

42.25 

1.25 

3.05 

NYS 

40.75 

1463 

Stratus  Computer  Inc. 

38.25 

0.00 

0.00 

OTC 

38  63 

15.00 

Sun  Microsystems  Inc. 

30.75 

0.13 

0.41 

NYS 

17.63 

888 

Tandem  Computers  Inc. 

12.25 

0.00 

0.00 

NYS 

36.50 

23.38 

Tandy  Corp. 

Teradata 

26.63 

-0.13 

-0.47 

OTC 

24.50 

6.75 

22.75 

050 

2.25 

NYS 

6.13 

1  38 

Ultimate  Corp. 

3.25 

-0.13 

-3.70 

NYS 

7.38 

1  75 

Unisys  Corp. 

4  88 

0.38 

8.33 

ASE 

5.75 

2.00 

Wang  Labs  Inc.  (b) 

288 

0.13 

4.55 

Software  &  DP  Services 

Up  3.81% 

OTC 

63  00 

17.00 

Adobe  Systems  Inc. 

54.00 

11.75 

27.81 

OTC 

1225 

3.50 

Aicorp 

6.00 

0.50 

909 

OTC 

59  88 

21.00 

Aldus  Corp. 

38.00 

4.25 

12.59 

OTC 

28  50 

12.00 

American  Mgmt  Systems 

22.63 

1.13 

5.23 

OTC 

17.25 

7.50 

American  Software  Inc. 

13.50 

1  25 

10.20 

NYS 

4.63 

1  38 

Anaccmplnc. 

3.25 

-0.13 

-3.70 

OTC 

18.25 

10.00 

Analysts  Int'l 

13.50 

0.25 

1.89 

OTC 

16.63 

4.88 

Ashton  Tate 

14  88 

-1.13 

-7  03 

OTC 

1200 

400 

ASK  Computer  Sys. 

12.00 

1  38 

12  94 

NYS 

37  00 

22  63 

Auto  Data  Processing 

32.88 

-0.13 

-0.38 

Sept.  20 

Wk  Net 

WkPct 

Exch 

52-WBek 

Range 

Close 

Change  Change 

OTC 

62.25 

32.00 

Autcxlesk  Inc. 

50.25 

5.25 

11.67 

OTC 

35.50 

18.50 

BGS  Systems  Inc. 

31.63 

-1.63 

-4.89 

OTC 

52.75 

17.75 

BMC  Software  Inc. 

52.25 

0.75 

1.46 

OTC 

16.00 

8.75 

Boole  &  Babbage  Inc. 

9.38 

-0.13 

-1.32 

OTC 

64.25 

16.25 

Borland  Int'l 

47.25 

-2.00 

-4.06 

OTC 

20.88 

5.13 

Cognos  Inc. 

17.75 

2.50 

16.39 

NYS 

11.13 

4.38 

Computer  Associates 

7.88 

0.00 

0.00 

OTC 

17.75 

9.50 

Computer  Horizons 

11.25 

0.75 

7.14 

NYS 

73.25 

36.75 

Computer  Sciences 

59.63 

1.13 

1.92 

NYS 

11.25 

6.63 

Computer  Task  Group 

9.38 

1.25 

15.38 

OTC 

22.75 

13.00 

Comshare  Inc. 

19.25 

-1.25 

-6.10 

OTC 

13.25 

3.75 

Corporate  Software 

11.88 

-0.13 

-1.04 

NYS 

52.25 

30.00 

General  Motors  E  (EDS) 

48.63 

1.50 

3.18 

OTC 

18.75 

7.25 

Goal  Systems  Int'l 

13.50 

-0.25 

-1.82 

OTC 

7.00 

1.88 

Hogan  Systems  Inc. 

5.75 

0.50 

9.52 

OTC 

29.00 

7.75 

Information  Resources 

29.00 

2.38 

8.92 

OTC 

775 

2.63 

Informix  Corp. 

6.50 

0.38 

6.12 

OTC 

4.25 

1.38 

Intellicorp  Inc. 

2.13 

-0.56 

-20.94 

OTC 

31.50 

10.50 

Intergraph 

Interleaf  Inc. 

20.25 

2.50 

14.08 

OTC 

8.25 

2.50 

7.25 

0.88 

13.73 

OTC 

12.25 

6.88 

Intersolv 

10.50 

0.00 

0.00 

OTC 

43.25 

10.00 

Knowledgeware  Inc. 

1938 

-3.13 

-13.89 

OTC 

45.00 

16.75 

LegentCorp. 

26.25 

1.63 

6.60 

OTC 

40.75 

12.50 

Lotus  Development 

31.00 

-1.25 

-3.88 

OTC 

19.00 

9.00 

Mentor  Graphics 

13.13 

1.13 

9.38 

OTC 

32.00 

9.75 

Micrografx 

12.75 

0.00 

0.00 

OTC 

86.75 

35.75 

Microsoft  Corp. 

86.50 

3.50 

4.22 

NYS 

15.75 

4.00 

On  Line  Software  Int'l 

15.75 

0.25 

1.61 

OTC 

11.50 

4.88 

Oracle  Systems 

10  88 

0.25 

2.35 

NYS 

16.00 

7.00 

Pansophic  Systems 

Phoenix  Technologies 

15.75 

0.00 

0.00 

OTC 

10.00 

1.25 

9.38 

0.63 

7.14 

OTC 

34.25 

18.00 

Platinum  Technology 

34.25 

3.75 

12.30 

NYS 

NYS 

52.50 

24.25 

33.38 

11.50 

Policy  Management  Sys. 
Reynolds  &  Reynolds 

52.50 

24.25 

3.38 

1.25 

6.87 

5.43 

OTC 

13.00 

6.75 

Ross  Systems 

13.00 

0.75 

6.12 

OTC 

27.25 

14.75 

SEI  Corp. 

26.50 

0.25 

0.95 

OTC 

22.88 

13.88 

Shared  Medical  Systems 

22.25 

1.00 

4.71 

OTC 

35.25 

12.00 

Software  Publishing  Corp. 

17.75 

0.50 

2.90 

NYS 

16.75 

5.50 

Sterling  Software 

16.25 

0.13 

0.78 

OTC 

18.25 

9.50 

Sungard  Data  Sys. 

14.63 

0.38 

2.63 

OTC 

62.38 

17.75 

Symantec  Corp. 

62.38 

4.88 

8  48 

NYS 

10.63 

4.50 

System  Center  Inc. 

7.63 

-0.38 

-4  69 

OTC 

37.25 

12.50 

System  Software  Assoc. 

21.00 

0.75 

3.70 

Semiconductors 

Off  0.09% 

NYS 

14.25 

3.63 

Advanced  Micro  Devices 

10.50 

-0.75 

-6.67 

NYS 

12.50 

5.50 

Analog  Devices  Inc. 

7.88 

0.38 

5.00 

OTC 

13.50 

5.25 

Chips  &  Technologies 

9.25 

0.25 

2.78 

OTC 

59.25 

28.00 

Intel  Corp. 

42.25 

-0.75 

-1.74 

NYS 

12.50 

5.13 

LSI  Logic  Corp. 

7.13 

-0.13 

-1.72 

NYS 

19.13 

6.75 

Micron  Technology 

14.13 

0.50 

3.67 

NYS 

71.25 

45.75 

Motorola  Inc. 

61.13 

-2.13 

-3.36 

NYS 

8.38 

3.00 

National  Semiconductor 

4.25 

-0.25 

-556 

NYS 

47.63 

22.50 

Texas  Instruments 

29.00 

0.88 

3.11 

OTC 

12.25 

3.00 

VLSI  Technology 

7.38 

0.50 

7.27 

OTC 

16.75 

4.75 

Weitek 

7.50 

0.00 

0.00 

ASE 

6.88 

2.75 

Western  Digital  Corp. 

3.13 

-0.13 

-3.85 

Peripherals  &  Subsystems 

Off  1.63% 

OTC 

2.75 

0.88 

Apertus  Technologies 

1.56 

-0.06 

-3.82 

OTC 

14.75 

7.50 

Banctec  Inc. 

14.00 

0.75 

5  66 

OTC 

21.75 

4.25 

Cambex  Corp. 

19.25 

1.25 

6.94 

ASE 

11.75 

4.25 

Cognitronics  Corp. 

8.00 

-0.25 

-3.03 

NYS 

31.25 

14.63 

Conner  Peripherals 

19.00 

-0.63 

-3.18 

ASE 

14.50 

7.00 

Dataram  Corp. 

13.38 

-0.38 

-2.73 

NYS 

13.00 

4.88 

EMC  Corp. 

6.38 

-0.88 

-12.07 

NYS 

47.25 

33.75 

Eastman  Kodak  Co. 

42.75 

-0.63 

-1.44 

OTC 

11.25 

4.75 

Emulex  Corp. 

6.88 

-1.13 

-1406 

OTC 

24.00 

14.00 

Evans  &  Sutherland 

17.25 

-0.13 

-0.72 

OTC 

6.50 

3.88 

Iomega  Corp. 

5.81 

0.19 

3.34 

OTC 

28.25 

8.00 

IPL  Systems  Inc. 

21.38 

0.00 

0.00 

OTC 

638 

1.63 

Maxtor  Corp 

3.88 

0.31 

876 

OTC 

18.00 

4.63 

Micropdis  Corp. 

6.75 

-0.63 

-847 

NYS 

97.50 

73.63 

3MCorp 

89  00 

1.13 

1.28 

OTC 

10.75 

6.00 

Printronix  Inc. 

6.50 

-0.25 

-3.70 

NYS 

24.75 

8.50 

QMS  Inc. 

22.88 

-0.13 

-0.54 

OTC 

18.25 

8.25 

Quantum  Corp. 

10.88 

-0.13 

-1.14 

NYS 

7.63 

4.38 

Recognition  Equipment 

6.38 

-0.13 

-1  92 

OTC 

11.50 

4.00 

Rexon  Inc. 

700 

-0.63 

-8  20 

OTC 

19  88 

5.63 

Seagate  Technology 

8.38 

-0.88 

-946 

NYS 

51.50 

11.00 

Storage  Technology 

44.00 

-0.50 

-1.12 

OTC 

4.75 

1.25 

TandonCorp. 

2.25 

0.13 

588 

NYS 

30  88 

13.50 

Tektronix  Inc. 

24.25 

0.25 

1.04 

OTC 

0.53 

0.16 

Televideo  Systems 

0.31 

0.00 

000 

NYS 

60  13 

29.00 

Xerox  Corp 

58.00 

•  0.25 

0.43 

Leasing  Companies 

Up  10.73%  1 

OTC 

16.25 

7.00 

Ampliconlnc. 

15.00 

0.50 

3.45 

NYS 

28  38 

1463 

Comdisco  Inc. 

20.00 

1.00 

5.26 

OTC 

15.00 

888 

LDI  Corporation 

15.00 

0.50 

3.45 

OTC 

450 

2.25 

Selecterm  Inc. 

425 

1  00 

30.77 
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BT  targets  multinational  outsourcing 


BY  ELLIS  BOOKER 

CW  STAFF 


NEW  YORK  —  You  can  call  it 
network  outsourcing  or  you  can 
call  it  one-stop  global  network¬ 
ing. 

But  British  Telecommunica¬ 
tions  PLC  calls  it  Syncordia 
Corp.,  the  Atlanta-based  compa¬ 
ny  it  launched  last  week  to  pro¬ 
vide  multinational  corporations 
with  a  single  source  for  all  their 
international  data  communica¬ 
tion  needs. 

BT  hopes  to  tap  the  frustra¬ 
tion  of  international  private  net¬ 
work  customers,  who  must  deal 
with  individual  telephone  au¬ 
thorities  in  every  country  in 
which  they  operate.  BT  said  it 
will  handle  that  task,  as  well  as 
network  design,  centralized  net¬ 
work  management  and  custom¬ 
ized  billing  in  four  languages. 

The  company  has  been  ru¬ 
mored  to  be  at  work  on  the  con¬ 
cept  for  some  months,  but  the 
end  result  is  not  exactly  what  BT 
had  originally  planned:  For  now 
at  least,  Syncordia  lacks  the  par¬ 
ticipation  of  Nippon  Telegraph 
and  Telephone  and  Deutsche 
Bundespost  Telekom,  the  local 
phone  authorities  for  Japan  and 
Germany,  respectively. 

A  recent  study  conducted  by 
Andersen  Consulting  found  that 
70%  of  the  largest  companies  in 
the  world  are  willing  to  out¬ 
source  some  or  all  of  their  net¬ 


works  within  the  next  year  or 
two. 

Syncordia  will  initially  have 
three  products:  Managed  Links 
for  point-to-point  circuits;  Man¬ 
aged  Private  Network  Services, 
a  private  international  network 
designed,  managed  and  provi¬ 
sioned  by  Syncordia;  and  Net¬ 
work  Operations  Management 
Services,  which  extends  the 
Syncordia  management  over 

At  a  glance 

Headquarters:  Atlanta 


telecommunications  facilities 
and  equipment  that  it  has  not 
provided. 

Syncordia  will  follow  the  ex¬ 
isting  pattern  for  this  arrange¬ 
ment,  according  to  Syncordia 
President  Gerald  Thames.  “In 
some  parts  of  the  world,  compa¬ 
nies  might  want  us  to  take  over 
[networking]  assets  and  people 


...  or  we  might  have  to  take 
over  their  third-party  [network¬ 
ing]  contracts,”  he  said. 

Amadeus,  the  European  air¬ 
line  reservation  consortium,  will 
use  Syncordia’s  network  control 
center  in  Atlanta  to  manage  its 
links  to  the  Sabre  computerized 
reservation  system  and  other 
U.S.  hotel  and  car  rental  net¬ 
works. 

In  addition,  the  company  said 


syn(ordia 


CW  Chart:  Michael  Siggins 

it  is  in  the  final  stages  of  negotia¬ 
tions  with  BP  Chemicals,  Inc.  — 
a  large  and  longtime  BT  custom¬ 
er  —  to  manage  the  firm’s  Euro¬ 
pean  private  network.  Also,  BT 
is  in  detailed  discussions  with 
IBM,  which  is  looking  into  using 
Syncordia  to  manage  the  con¬ 
nectivity  of  the  IBM  Information 
Network  in  Europe. 


Network  control  centers:  Atlanta,  London,  Paris  and  Tokyo. 
Backbone  network:  70  nodes  worldwide,  linked  by 
2M  bit/sec.  facilities. 

Billing:  Itemized,  consolidated  bills  in  four  languages. 
Customers  can  also  select  which  currencies  to  be  billed  in. 
Network  manager:  BTs  Concert.  Customers  can  monitor 
their  own  private  and  virtual  networks. 

Products:  End-to-end  networks,  private  international  network 
services  and  telecommunications  network  management. 


RS/6000 

FROM  PAGE  1 

said.  A  handful  of  machines  will 
be  out  in  beta-test  sites  later  this 
fall,  however. 

“This  probably  loses  IBM 
some  momentum,  and  for  any¬ 
one  but  EBM  that  can  be  very 
dangerous  in  this  market,”  said 
Judith  Hurwitz,  an  analyst  at  Pa¬ 
tricia  Seybold’s  Office  Comput¬ 
ing  Group  in  Boston.  “But  if  the 
price/performance  is  really 
good,  then  it’ll  be  worth  waiting 
for.  The  worst  thing  they  could 
do  is  introduce  in  October  and 
have  it  be  a  dud.” 

“There  is  so  much  stuff  now 
inside  a  chip,  even  the  smallest 
mistake  can  mean  up  to  eight 
weeks  before  the  next  prototype 
is  ready,”  said  Joseph  Payne,  an 
analyst  at  Alex.  Brown  &  Sons, 
Inc.  in  Baltimore.  A  shipping  de¬ 
lay  of  a  few  months  in  a  weak 
economy  makes  little  difference 
to  users,  he  added. 

“IBM  has  built  tremendous 
momentum  for  the  RS/6000  in 
the  user  community  in  general,” 
noted  Tom  Willmott,  vice  presi¬ 
dent  at  Aberdeen  Group  in  Bos¬ 
ton.  “It  may  be  true  that  IBM 
has  fallen  on  its  own  sword  by 
promising  too  much  too  soon. 
But  users  were  not  expecting 
that  rapid  an  improvement  in 
what  is  still  a  relatively  imma¬ 


ture  chip.” 

For  Prudential  Securities, 
Inc.  in  New  York,  the  shipping 
delay  for  the  low-end  systems 
caused  no  great  concern.  “This 
disappoints  people  because  IBM 
was  about  to  blast  into  the  mar¬ 
ket,  but  from  my  point  of  view, 
it’s  not  a  critical  item,”  said  Wil¬ 
liam  H.  Anderson,  chief  informa¬ 
tion  officer  at  the  firm,  which  is 
installing  a  network  of  more  than 
400  RS/6000s  nationwide  dur¬ 
ing  the  next  few  years.  “If  you 
were  making  a  major  purchase 
decision  in  the  next  month,  how¬ 
ever,  this  could  be  critical.” 

Prudential  plans  to  install 
some  of  the  low-end  machines  in 
1993,  but  its  initial  6000  net¬ 
work  rollout  of  the  RS/6000s 
should  be  unaffected  by  the  de¬ 
lay,  he  said. 

Crucial  plan 

More  crucial  to  commercial  cus¬ 
tomers  such  as  Prudential  is 
IBM’s  emerging  plan  to  reposi¬ 
tion  the  RS/6000  line  more 
strongly  as  a  transaction  pro¬ 
cessing  machine  for  multiuser 
business  environments. 

“IBM  is  going  after  the  com¬ 
mercial  market  in  a  big  way 
now,”  Hurwitz  said.  IBM  offi¬ 
cials  confirmed  that  the  gap  is 
narrowing  between  the  RS/ 
6000’s  commercial  and  technical 
sales,  which  will  be  split  nearly 
evenly  this  year  as  business  in¬ 


terest  continues  to  grow. 

Analysts  said  IBM  is  staking 
out  transaction  processing  as  a 
potential  gold  mine  for  the 
RS/6000.  The  firm  has  said  it 
will  bring  its  mainframe-based 
CICS  transaction  monitor  to  the 
AIX  operating  system  by  1993. 
Earlier  this  year,  IBM  allied  it¬ 
self  with  Transarc  Corp.,  which 
last  week  introduced  its  Encina 
Toolkit  for  standards-based,  dis¬ 
tributed  transaction  processing 
services.  The  next  major  release 
of  AIX,  expected  in  the  first  half 
of  1992,  should  further  boost  the 
RS/6000’s  appeal  to  commercial 
environments. 

“IBM  is  making  that  operat¬ 
ing  system  look  more  and  more 
like  a  commercial  language.  It’s 
getting  much  more  robust,”  An¬ 
derson  said.  “Over  time,  AIX 
will  get  to  the  point  where  it  will 
look  like  the  best  operating  sys¬ 
tem  to  run  all  this  stuff.” 

Some  customers  are  experi¬ 
menting  with  clustered 
RS/6000s  made  virtually  fault- 
tolerant  with  the  AIX  High 
Availability  Option,  which  en¬ 
ables  activity  on  a  faltering  CPU 
to  move  to  another  processor 
without  losing  data  or  process¬ 
ing  time.  The  High  Availability 
Option  is  available  by  special  bid 
only  at  this  point.  Yet  analysts 
said  they  believe  IBM  will  play 
up  this  capability  in  the  future  for 
mission-critical  applications. 


NEWS  SHORTS 

Wang  adds  PC  models 

Wang  Laboratories,  Inc.  added  seven  models  to  its  Exec  Series 
line  of  personal  computer  products.  The  new  systems  range 
from  an  entry-level,  slim-line  Intel  Corp.  80386SX  model  to  a 
high-end  Intel  I486SX  system.  Suggested  retail  pricing  ranges 
from  $1,499  to  $4,999.  Wang  also  said  it  scored  a  $4.5  million 
contract  win  with  Mexico  City-based  Infonavit,  calling  for  the 
delivery  of  46  VS  5000  systems  and  one  VS  8000  system. 


Tl  slashes  Travelmate  prices 

Texas  Instruments,  Inc.  dropped  prices  by  18%  to  26%  last 
week  on  its  Travelmate  3000  line  of  Intel  80386SX-based 
notebooks.  The  base  configuration  with  a  20M-byte  hard  drive 
costs  $2,599,  down  from  $3,199,  and  the  high-end  WmSX  with 
a  60M-byte  drive  is  now  $3,499,  down  from  $5,499.  TI  last  cut 
prices  in  May. 


Grainger  quits  DEC 

David  Grainger,  formerly  Digital  Equipment  Corp.’s  top  sales 
executive,  resigned  last  week,  less  than  a  year  after  DEC  shift¬ 
ed  him  to  a  job  developing  new  distribution  channels  and  work¬ 
ing  with  value-added  resellers.  Company  insiders  said 
Grainger’s  decision  to  leave  was  known  two  weeks  ago,  when 
Chief  Financial  Officer  James  Osterhoff  announced  his  inten¬ 
tion  to  depart,  but  company  executives  kept  it  quiet  to  prevent 
the  impression  that  too  much  top  talent  was  jumping  ship. 


Cognos  sues  competitor 

Cognos,  Inc.  last  week  filed  a  copyright  infringement  lawsuit 
against  Tymlabs  Corp.  in  Austin,  Texas,  alleging  that  Tymlabs’ 
PDQ  product  infringes  on  Cognos’  Powerhouse  fourth-genera¬ 
tion  language.  Cognos  said  PDQ  copies  the  command  set  and 
command  structure,  sequence,  organization  and  syntax  of  its 
QDD  dictionary  and  Quiz  report  writing  software. 


Verdict  by  multimedia 

Technology  in  the  courtroom  gained  ground  last  week  when 
Texas’  highest  court  of  appeals  upheld  a  child  abuse  conviction 
that  had  been  secured  using  a  two-way  multimedia  application. 
The  system,  the  Multimedia  Information  Network  Exchange 
from  Datapoint  Corp.,  lets  the  child  testify  from  a  separate 
room  to  avoid  the  trauma  of  facing  his  assailant,  said  Barbara 
Hervey,  an  appeals  attorney  at  the  Bexar  County  District  At¬ 
torney’s  Office.  The  conviction  had  been  appealed  on  the 
grounds  that  the  defendant’s  right  to  confront  his  accuser  had 
been  impaired. 


Token  Ring  goes  mail  order 

IBM  signed  on  Eden  Prairie,  Minn.-based  mail-order  house 
Northgate  Computer  Systems,  Inc.  as  a  Token  Ring  OEM.  Un¬ 
der  this  agreement,  Northgate  will  resell  IBM’s  Token  Ring 
cards  and  3270  emulation  cards. 


Borland  CEO  talks  of  layoffs 

Speaking  at  a  French  software  conference  last  week,  Borland 
International,  Inc.  Chairman  Philippe  Kahn  said  the  Ashton¬ 
Tate  Corp.  work  force  of  1,300  could  fall  as  low  as  600  if  Bor¬ 
land  were  to  follow  a  business  formula  that  equates  each  em¬ 
ployee  with  $300,000  in  revenue.  However,  a  Borland 
spokesman  said  the  number  was  hypothetical,  and  Borland  has 
not  determined  how  many  employees  would  be  laid  off. 


AMD  gains  another  vendor 

Grid  Systems  Corp.,  a  wholly  owned  subsidiary  of  Tandy  Corp., 
will  today  begin  shipping  the  Grid  325SC,  based  on  Advanced 
Micro  Devices,  Inc.’s  25-MHz  AM386SX  processor.  The 
325SC  will  ship  in  two  versions,  one  with  no  hard  drive  and  one 
with  a  120M-byte  hard  drive.  Both  models  will  come  standard 
with  2M  bytes  of  random-access  memory,  a  32K-byte  cache 
and  seven  16-bit  AT-bus  expansion  slots.  The  Model  1,  which 
is  diskless,  sells  for  $2,199.  The  Model  120  sells  for  $2,599. 
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Symmetric  multiprocessing  comes  to  PCs 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


Symmetric  multiprocessing 
(SMP)  is  not  just  for  big  ma¬ 
chines  anymore.  Personal  com¬ 
puter  makers  are  beginning  to 
jump  into  the  market,  chopping 
prices  in  what  was  once  an  elite 
technology  niche. 

The  most  recent  vendor  to  tip 
its  hat  is  AST  Research,  Inc.,  the 
fast  growing  Irvine,  Calif.-based 
PC  maker. 

AST  plans  to  join  AT&T’s 
Starserver  E  line  and  Compaq 
Computer  Corp.’s  Systempro, 
among  others,  with  a  multipro¬ 
cessor  machine  scheduled  to 
ship  in  the  first  quarter  of  1992, 


said  Michael  Krieger,  AST’s  se¬ 
nior  manager  of  advanced  sys¬ 
tems.  He  said  AST’s  box  is  still  in 
the  lab,  but  it  is  marketing  it  as 
an  upgradable,  four-processor 
symmetric  multiprocessor  with 
16  slots  and  a  64-bit  Extended 
Industry  Standard  Architecture 
bus.  Slated  to  ship  at  the  end  of 
first-quarter  1992,  the  product 
will  offer  as  much  as  8G  bytes  of 
storage  in  the  cabinet  alone. 
Krieger  said  he  expects  pricing 
to  range  from  $20,000  to  more 
than  $100,000. 

“It’s  a  traditional  supermini,” 
Krieger  said.  He  added  that  AST 
is  “actively  recruiting”  software 
value-added  resellers  that  sell 
into  IBM  Application  Sys¬ 


tem/400  or  Digital  Equipment 
Corp.  VAX  minicomputer  mar¬ 
kets  to  add  the  coming  AST 
product  to  their  offerings. 

AST’s  new  box  will  also  have 
the  hooks  for  a  128-bit  bus  archi¬ 
tecture  built  into  it  for  upgrades. 

Ahead  of  schedule 

Everex  Systems,  Inc.  is  also 
readying  enhancements  to  its 
multiprocessor  before  the  prod¬ 
uct  even  ships.  Sources  close  to 
Everex  said  it  will  make  its  Step 
MP,  which  ships  this  month, 
fault  tolerant  and  antiviral  at  the 
hardware  level,  aiming  for  a 
first-quarter  1992  ship  date. 

An  Everex  spokesman  said 
only  that  discussions  of  such  a 


product  were  under  way. 

While  the  PC-based  multipro¬ 
cessing  market  is  hot,  the  higher 
performance  SMP  technology  is 
still  in  the  future.  Only  the  Star- 
server  offers  true  SMP,  where 
each  microprocessor  added 
brings  a  100%  boost  in  perfor¬ 
mance. 

Still,  at  least  one  user  finds 
the  five-figure  pricing  of  the  PC- 
based  machines  attractive  com¬ 
pared  with  the  minicomputer  op¬ 
tion. 

“I  would  like  to  do  things  a  lot 
faster  and  a  lot  cheaper  than  I 
can  do  them  on  the  mainframe, 
but  I’m  technologically  limited 
[because]  PC  databases  are  very 
limited  in  what  they  can  do,”  said 


Stephen  Anderson,  information 
systems  architect  for  the  state  of 
Washington’s  Department  of  So¬ 
cial  and  Health  Services  in  Olym¬ 
pia.  “If  I  want  to  downsize  main¬ 
frame  applications,  I  can’t  do  it 
with  a  uniprocessor.” 

A  lack  of  software  remains  a 
major  obstacle  to  multiprocess¬ 
ing.  While  The  Santa  Cruz  Oper¬ 
ation  offers  MPX,  a  multipro¬ 
cessing  version  of  Unix,  even 
that  product  will  not  allow  SMP 
until  next  year. 

Below  the  mainframe  level, 
virtually  no  operating  systems 
take  advantage  of  more  than  one 
processor,  although  Microsoft 
Corp.  promises  that  its  New 
Technology  operating  system, 
due  out  in  1993,  will  multipro¬ 
cess,  and  Banyan  Systems,  Inc. 
is  developing  a  multiprocessing 
operating  system. 


Open  systems 
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that  Atlas  will  support  other  dis¬ 
tributed  computing  environ¬ 
ments  in  addition  to  DCE  and  will 
also  bundle  in  transaction  pro¬ 
cessing,  management  and  other 
capabilities  (see  story  page  97). 
Unix  International  also  an¬ 
nounced  the  technologies  it  has 
selected  to  make  up  Atlas. 

The  OSF  announced  the  tech¬ 
nologies  it  will  integrate  into  its 
Distributed  Management  Envi¬ 
ronment  (DME).  The  core  of 
DME  will  be  Hewlett-Packard 
Co.’s  Openview  —  hailed  by 
many  as  today’s  most  “open” 
enterprise  network  manage¬ 
ment  system  —  running  on  top 
of  IBM’s  object-oriented  server 
data  engine  and  Tivoli  Systems, 
Inc.’s  Wizdom  object  manager 
framework.  Wizdom  was  also  se¬ 
lected  by  Unix  International. 

Middleware  layers 

Distributed  computing  and  man¬ 
agement  environments  such  as 
DCE,  DME  and  Atlas  are 
“middleware”  that  sit  between  a 
computer’s  operating  system 
and  applications  (see  illustra¬ 
tion).  Middleware  developed  for 
a  wide  variety  of  incompatible 
computers  serves  as  the  layer  on 
which  interoperable,  portable 
applications  can  be  written  and 
run,  creating  a  plug-and-play 
computing,  networking  and 
management  environment. 

The  DME,  according  to  a  con¬ 
sultant  who  served  on  the  DME 
evaluation  team,  “is  the  first 
multivendor  management  sys¬ 
tem  with  the  potential  to  become 
an  industry  standard.” 

This  is  because  management 
applications  can  be  developed 
just  once  to  an  open  platform 
“that  has  the  major  systems  ven¬ 
dors  behind  it,”  observed  Dave 
Passmore,  a  partner  at  Ernst  & 
Young  in  Fairfax,  Va. 

OSF  business  area  manager 
Jonathan  Gossels  said  he  expects 
DME  code  to  be  available  near 
the  end  of  1992. 


“Availability  within  the  next 
12  to  18  months  is  reasonable 
for  us,”  said  John  Loo,  manager 
of  the  systems  architecture 
group  at  Fluor  Daniel,  Inc.,  an 
engineering  and  construction 
firm  in  Irvine,  Calif.  “My  person¬ 
al  feeling  is  that  if  Unix  is  to 
make  inroads  into  the  business 
environment,  one  consistent  op¬ 
erating  system-independent  ap¬ 
plication  interface  has  to 
emerge.” 

The  OSF  also  announced  that 
it  is  now  taking  orders  for  its  in¬ 
tegrated  DCE  code.  The  OSF’s 
DCE  is  comprised  of  multiple 
vendors’  networking  technol¬ 
ogies  and  services. 

Several  OSF  members,  in¬ 


cluding  Digital  Equipment  Corp., 
Groupe  Bull,  HP,  IBM  and  Stra¬ 
tus  Computer,  Inc.,  announced 
last  week  that  they  will  have 
DCE  developers’  tool  kits  and 
applications  ready  for  the  user 
community  starting  as  early  as 
January  1992. 

Fifty  vendors  to  date  have  an¬ 
nounced  support  for  DCE;  20 
have  pledged  to  support  Unix  In¬ 
ternational’s  Atlas. 

Users  said  last  week's  devel¬ 
opments  have  made  them  more 
serious  about  considering  the 
notion  of  an  integrated  distribut¬ 
ed  computing  environment  in 
their  long-range  plans. 

“Strategically,  we  must  start 
factoring  DCE  into  our  plans  be¬ 


cause  it  is  now  clear  that  it’s  real¬ 
ly  going  to  be  there,”  said  Bruce 
Almich,  technical  manager  of 
data  communications  at  the  U.S. 
Environmental  Protection 
Agency’s  information  services 
branch  in  Research  Triangle 
Park,  N.C.  “A  lot  of  federal  man¬ 
agers  believe  that  just  imple¬ 
menting  Unix  is  the  key  to  porta¬ 
bility.  But  since  there  are  many 
Unix  versions,  we  have  to  come 
around  to  considering  network 
‘glue’  like  this.” 

Neville  Pereira,  supervisor  of 
the  integrated  computing  envi¬ 
ronment  at  electric  utility  Ontar¬ 
io  Hydro  Research  Division  in 
Toronto,  said  the  announce¬ 
ments  mean  that  his  organiza¬ 


tion  may  have  to  rethink  a  dis¬ 
tributed  database  application  it  is 
currently  rolling  out  over  cor¬ 
poratewide  personal  computers. 

“We  will  probably  get  a  state¬ 
ment  of  direction  from  our  ven¬ 
dors  in  relation  to  this  announce¬ 
ment,”  he  said.  Support  of  DCE 
or  Atlas  “would  definitely  fall 
into  the  desirability  category, 
and  we’ll  be  making  hardware 
and  software  decisions  over  the 
next  few  months,”  Pereira  said. 

The  existing  distributed  com¬ 
puting  environments  of  vendors 
committed  to  the  OSF  will  be¬ 
come  supersets  of  DCE  —  they 
will  have  all  components  of  DCE 
plus  vendor-added  options  and 
will  be  manageable  by  DME. 


Blueprint  for  interoperability 

Users  working  on  different 
vendors’  computers  see  just 
one  system  for  distributed 
applications  circa  early  1993. 


Lotus  1-2-3 


Oracle 


A  set  of  software  building 
blocks  for  management 
applications  that  run  across 
multiple  platforms. 

Status:  Nine  components 
selected  Sept.  17.  Available 
for  licensing  circa  year-end  1992. 


Microsoft 

Word 


Netview 


Others 


Superset  of  DCE,  which  bundles  in 
systems  management  and 
transaction-processing  applications. 
Status:  Support  announced  from 
20  vendors. 


OSF’s  Distributed 

f 

Management  Environment 

f 

IBM 


DEC 


A  platform-independent  set  of 
software  components  for  executing 
portable,  interoperable  applications. 
Status:  Support  announced  from  50 
vendors.  Interoperable  with  Unix 
International’s  Atlas. 


HP 


Others 

Sun 

NCR 

Others 


Computer  vendors  who  have 
pledged  support  for  portable 
applications  standards. 
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Open  systems  brawl 
leaves  users  cold 


BY  JOHANNA  AMBROSIO 

CW  STAFF 


BOSTON  —  While  Unix  Inter¬ 
national  and  the  Open  Software 
Foundation  (OSF)  are  slugging  it 
out  for  open  systems  dominance, 
the  fight  rates  pretty  low  on  the 
relevance  scale  in  the  eyes  of 
some  users. 

“They  don’t  affect  decision 
making  today,”  said  Chip  Stein- 
metz,  vice  president  of  American 
Airlines  Decisions  Technologies 
in  Dallas/Fort  Worth.  “We’re 
trying  to  make  money  as  an  air¬ 
line,  and  so  we’re  concentrating 
on  tactical  decisions  about  prod¬ 
ucts  that  are  available  and  that 
work.” 

He  said,  however,  that  “down 
the  road  there’s  a  real  strategic 
benefit.  If  either  organization 
can  help  us  implement  distribut¬ 
ed  computing  in  a  cost-effective 
way,  it  will  be  worthwhile.” 

John  Ozsvath,  department  di¬ 
rector  for  business  systems  at 
McDonald’s  Corp.  in  Oak  Brook, 
Ill.,  said,  “We  haven’t  selected 
either  camp.  We're  still  working 
out  migration  strategies  from  an 
IBM  mainframe  environment  to 
an  open  systems  one.  There  are 
so  many,  many  issues.”  He  add¬ 
ed  that  “in  the  long  term,  what 


[Unix  International]  and  OSF  are 
doing  impacts  us.  Ultimately, 
we’ll  catch  up.” 

OSF  President  David  Tory 
disagreed  with  the  perception 
that  there  is  a  low  level  of  user 
interest  in  what  the  OSF  is  do¬ 
ing.  He  said  that  about  50  of  the 
OSF’s  300  members  are  from 
Fortune  1,000  firms.  “And 
we’re  talking  to  about  50  more.” 
Unix  International  has  245 
members,  25  of  which  are  users. 

Choosing  sides 

Both  sides  have  their  corporate 
supporters.  A  10-member  user 
group  recently  selected  a  slew  of 
technologies  —  OSF’s  dominant 
among  them  —  that  they  would 
like  vendors  to  implement. 
Members  include  Du  Pont  Co., 
American  Airlines,  General  Mo¬ 
tors  Corp.,  Eastman  Kodak  Co., 
McDonnell  Douglas  Corp.,  Mo¬ 
torola,  Inc.,  3M  Co.,  Northrop 
Corp.  and  Unilever  United 
States,  Inc. 

Part  of  the  problem,  observ¬ 
ers  said,  is  that  the  roles  of  both 
Unix  International  and  the  OSF 
have  become  clear  only  recently, 
three  years  after  the  organiza¬ 
tions  were  founded.  And  neither 
group’s  complete  open  systems 
environments  will  be  fully  deliv¬ 


ered  until  two  years  from  now. 

Both  organizations  were 
founded  because  of  a  dispute 
over  who  would  control  the  fate 
of  the  Unix  operating  system. 

Today,  however,  some  ven¬ 
dors,  including  Digital  Equip¬ 
ment  Corp.  and  Sun  Microsys¬ 
tems,  Inc.,  belong  to  several 
consortia. 

Because  of  the  changing  mar¬ 
ketplace,  observers  said,  it  has 
taken  a  while  for  Unix  Interna¬ 
tional  and  the  OSF  to  sort  out 
their  roles. 


Both  groups  are  attempting 
to  provide  complete  open  sys¬ 
tems  environments,  with  differ¬ 
ent  pieces  and  components  that 
are  at  least  somewhat  compati¬ 
ble.  The  OSF/1  operating  sys¬ 
tem  and  the  Unix  International- 
backed  Unix  System  V  Release  4 
incorporate  the  Posix  standards, 


and  Unix  International  is  using 
the  OSF’s  Distributed  Comput¬ 
ing  Environment  as  one  piece  of 
its  Atlas  framework. 

“The  environments  are  very 
similar,”  said  Roy  Schulte,  an  an¬ 
alyst  at  Gartner  Group,  Inc.  in 
Stamford,  Conn.  “Users  will  not 
allow  there  to  be  too  much  diver¬ 
gence  between  the  two.” 

Jim  Johnson,  chairman  of  the 
Standish  Group  International, 
Inc.  in  Hyannis,  Mass.,  said 
there  will  likely  be  even  more 
similarity  between  the  two  over 


time.  “People  think  of  it  as  an 
either/or  proposition,  and  it’s 
not,”  he  said. 

Some  convergence  is  already 
happening.  At  least  60  vendors 
belong  to  both  OSF  and  Unix  In¬ 
ternational,  which  means  they 
can  offer  users  components  from 
both  camps.  NCR  Corp.  is  one 


such  vendor.  Even  though  Sun 
does  not  support  the  OSF’s  Mo¬ 
tif  interface,  for  example,  users 
can  obtain  a  Sun-compatible  ver¬ 
sion  of  Motif  from  third-party 
suppliers.  Software  houses  will 
continue  to  fill  in  the  gaps  be¬ 
tween  both  sides,  Johnson  said. 

Bumps  in  the  road 

Still,  the  two  organizations  do 
have  some  differences.  Unix  In¬ 
ternational  “has  done  a  better 
job  of  defining  near-term  solu¬ 
tions,”  said  Tom  Willmott,  vice 
president  of  Aberdeen  Group,  a 
Boston-based  consultancy. 

Another  difference  is  that 
while  Unix  International’s  speci¬ 
fications  are  based  on  System  V 
Release  4,  Tory  said  that  its 
technologies  are  applicable  to 
many  different  operating  system 
environments,  not  just  to  Unix. 

Most  observers  gave  the 
long-term  nod  to  OSF  because  of 
the  industry  clout  of  its  three 
major  backers:  IBM,  Hewlett- 
Packard  Co.  and  DEC.  “Right 
now,  Unix  International  has  the 
installed  base,”  said  Norman 
Weizner,  senior  consultant  at 
Arthur  D.  Little,  Inc.  in  Cam¬ 
bridge,  Mass.  But  “my  bet  is  that 
we  will  move  toward  OSF.” 

David  Sandel,  vice  president 
of  marketing  at  Unix  Interna¬ 
tional  in  Parsippany,  N.J.,  re¬ 
sponded,  “Our  members  expect 
to  serve  the  market,  be  success¬ 
ful  and  make  money.  You  don’t 
proceed  with  something  unless 
you  believe  that  to  be  true,  and 
we  do.” 


Where  we  stand 

Statements  of  support  for  open  systems  initiatives 


Vendor 

IBM 

Hewlett-Packard  Co. 
Digital  Equipment  Corp. 
NCR/AT&T 

Sun  Microsystems,  Inc. 
Unisys  Corp. 

Information  Builders,  Inc. 


Open  Software 
Foundation 1 

Motif  OSF/1  DME  DCE 


Unix 

International2 
System  V.4  Arias 


sT 


sf 


1  Only  one  vendor,  DEC,  is  shipping  OSF-based  products. 

2  Will  be  interoperable  with  OSFs  DCE  standard 
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OS/2  2.0  —  or  most  of  it — to  ship  in  December 


BY  PATRICIA  KEEFE 

CW  STAFF 


It’s  beginning  to  look  a  lot  like 
Christmas  for  the  OS/2  camp. 
Users  can  expect  year-end  deliv¬ 
ery  of  Release  2.0,  while  IBM 
hopes  to  move  OS/2  into  the 
mainstream  through  a  mix  of  ag¬ 
gressive  pricing,  broadened  dis¬ 
tribution  and  bolstered  applica¬ 
tions  support. 

However,  sources  said  it  is 
unlikely  that  OS/2  2.0  will  ship 
with  all  the  features  promised  at 
an  April  briefing.  In  particular,  it 
is  expected  to  take  IBM  until 
early  1992,  in  Release  2.1,  to  en¬ 
able  users  to  run  Windows  under 
OS/2  without  using  the  DOS 
compatibility  box. 


The  driver  that  is  required  to 
do  this  is  supposed  to  ship  in  the 
next  beta  version  of  Release  2.0, 
during  the  next  two  weeks.  If  it 
is  not  there,  users  and  analysts 
said  not  to  expect  that  functiona¬ 
lity  in  1991. 

“[Even  without  that  driver,] 
OS/2  is  very  stable,  and  it  gives 
you  more  free  memory  than 
DOS  does,  so  it  is  not  a  totally 
unviable  option.  It’s  just  not 
what  people  really  want,”  said 
David  Cearley,  vice  president  of 
technology  at  Revelation  Tech¬ 
nologies,  Inc. 

At  minimum,  Release  2.0  will 
allow  Wmdows  programs  to  run 
under  Windows  3.0’s  Standard 
Mode  in  the  DOS  compatibility 
box. 


Niagra  Mohawk  Power 
Corp.’s  Frank  Mantha  is  a  satis¬ 
fied  OS/2  1.3  user  who  is  “very 
eager”  to  be  able  to  run  his  Win¬ 
dows  applications  directly  under 
OS/2  2.0.  He  said  IBM  promised 
attendees  at  an  executive  brief¬ 
ing  in  April  that  OS/2  2.0  would 
ship  in  the  third  quarter.  Noting 
that  the  quarter  is  almost  over, 
he  said,  “I  feel  like  I’m  all 
dressed  up  with  no  place  to  go.” 

Sources  said  IBM  will  kick  off 
Comdex/Fall  ’91  by  devoting 
Oct.  21  to  a  splashy  OS/2  an¬ 
nouncement.  IBM  officials  are 
expected  to  announce  a  ship  date 
for  OS/2.  Delivery  is  expected  to 
be  in  December.  Initially,  IBM 
had  privately  planned  an  Octo¬ 
ber/November  delivery. 


The  OS/2  special  interest 
group  of  the  Boston  Computer 
Society  wanted  IBM  to  demon¬ 
strate  OS/2  2.0  but  only  if  it 
would  be  shipping,  group  coordi¬ 
nator  Bill  Langlais  said.  IBM  told 
the  group  the  product  would  not 
be  available  then,  he  said.  A  user 
at  a  large  utility  said  IBM  told 
him  last  week  that  OS/2  2.0  will 
ship  by  Dec.  15. 

Aggressive  pricing 

IBM  is  also  expected  to  price  Re¬ 
lease  2.0  between  $99  and  $150 
in  an  effort  to  pare  the  price  dif¬ 
ferential  between  OS/2  and  a 
Windows  platform.  “You  can  ex¬ 
pect  very  aggressive  pricing 
from  IBM,”  said  Frank  Dzubeck, 
a  consultant  at  Communication 
Network  Architects  in  Washing¬ 
ton,  D.C. 

In  April,  IBM  said  Release  2.0 
would  ship  for  less  than  $200. 
Today,  users  can  buy  OS/2  1.3 
for  $99  with  a  free  upgrade  to 
2.0.  In  comparison,  the  com¬ 
bined  cost  of  Microsoft  Corp.’s 
Windows  3.0  and  the  DOS  5.0 
upgrade  is  roughly  $150. 

IBM  executives  have  conced¬ 
ed  that  spotty  availability  has 
hindered  efforts  to  move  OS/2 
into  mainstream  computing 
[CW,  Aug.  26].  Last  week,  a  frus¬ 
trated  user  called  Computer- 


world  and  complained  that  he 
could  not  find  a  copy  of  OS/2  any¬ 
where  in  Rhode  Island  —  not 
even  from  IBM. 

IBM  is  reportedly  gearing  up 
to  flood  a  wider  range  of  chan¬ 
nels  with  OS/2  2.0.  One  source 
hinted  that  close  to  3  million 
copies  are  being  readied.  “You’ll 
see  OS/2  in  channels  where  you 
don’t  normally  see  a  lot  of  IBM 
products,”  the  source  added. 

For  example,  users  will  now 
be  able  to  buy  OS/2  via  mail  or¬ 
der  and  catalog  sales,  a  source 
close  to  IBM  said.  In  an  inter¬ 
view  last  month,  Lee  Reiswig, 
assistant  general  manager  of 
programming  at  IBM  Personal 
Systems,  acknowledged  that 
IBM  needed  to  exploit  a  broader 
range  of  distribution  options, 
specifically  citing  mail  order  as 
one  such  option. 

“Anywhere  you  see  DOS,  you 
should  be  able  to  find  OS/2  next 
to  it,”  said  Sheldon  Laube,  tech¬ 
nology  director  at  Price  Water- 
house.  Catalog  sales  definitely 
will  bring  in  revenue  and  visibili¬ 
ty,  added  Jeffrey  Tarter,  editor 
of  the  newsletter  “Softletter.” 
Programmers,  along  with  ac¬ 
counting  and  law  firms,  are  a  few 
examples  of  market  segments 
that  buy  heavily  through  cata¬ 
logs,  he  said.  IBM  is  also  expect¬ 
ed  to  update  its  catalog  of  OS/2 
applications,  as  well  as  showcase 
a  number  of  OS/2  products. 
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IBM’s  recent  announcement  of  its  3390  Model  3  high-end  disk  drive  is  just 
one  reason  mainframe  storage  values  are  expected  to  decline 


Announced 


3390-A28 
15.1G  bytes 


3390-B2C 
22. 7G  bytes 


3380-AK4 
7.5G  bytes 


3380-BK4 
7.5G  bytes 


$212,650 

$279,850 

$143,900 

$118,020 


$72,301 

$100,746 

$12,951 

$11,802 


$40,404 


$58,769 


$4,317 


$3,541 


List  price 


Projected  retail  residual  value 
Jan.  '92  Jan.  '93  Jan.  '94 


80% 


60% 


40% 


20% 


Nov.  1989 


Nov.  1989 


Sept.  1987 


Sept.  1987 


$131,843 


$176,306 


$24,463 


$23,604 


Projected  used  retail  value  as  a  percentage  of  list  price 
Jan.  '92  Jan.  '93  Jan.  '94 


IBM  3390-B2C 


IBM  3380-BK4 


IBM  3390-A28 


IBM  3380-AK4 


The  transcontinental 
shipping  business  is 
highly  information-inten¬ 
sive,  but  American  Presi¬ 
dent  Cos.  Chairman  and 
CEO  W.B.  Seaton  says  IS 
can  no  longer  be  viewed  as 
a  competitive  differentia¬ 
tor.  Seaton  discusses  in¬ 
formation  strategy  at  the 
Pacific  Ocean’s  largest 
U.S.-based  shipping  firm  in 
The  CEO  View  in  Manag¬ 
er’s  Journal. 


Cindy  Charles 


What  does  it  take  to  be 
the  most  effective 
user  of  information  sys¬ 
tems  in  your  industry?  Find 
the  answer  in  the  fourth 
annual  Computerworld 
Premier  100.  The  1991 
edition  again  features  one 
of  the  most  widely  recog¬ 
nized  rankings  of  top  IS  or¬ 
ganizations.  Find  out 
who’s  on  top,  and  compare 
your  strategies  to  those  of 
the  leading  practitioners. 


INSIDE  LINES 

The  best  defense  is  a  good  offense 

►  Information  security  and  risk  management  staffers  at 
Metropolitan  Life  pulled  out  all  the  stops  in  a  campaign  to  alert 
PC  users  to  the  danger  of  infection  by  viruses  with  a  Friday 
the  13th  trigger.  In  case  you  missed  it,  the  13th  fell  on  a  Friday 
this  month.  The  campaign  worked  exceedingly  well,  reported 
Fran  Smyth,  assistant  vice  president  of  IS  risk  management. 
Only  two  out  of  some  18,000  PCs  at  the  insurance  company 
were  tagged  by  the  Friday  the  13th  virus.  But  watch  out.  The 
13th  falls  on  Friday  again  in  December. 

System  Semipro? 

►  Although  Compaq  is  skipping  Comdex/Fall  ’91,  it  intends 
to  make  its  presence  felt  at  Networld  Oct.  14.  Sources  close  to 
Compaq  say  the  firm  will  shore  up  the  low  end  of  its  multipro¬ 
cessor  line  with  two  tower-type  file  servers.  Analysts  say 
they’ll  provide  more  expansion  room  than  a  Deskpro  but  less 
than  a  Systempro.  As  for  reports  of  color  notebooks  and/or 
transportables  based  on  the  I486SX/20  coming  down  before 
Networld  or  on  Oct.  7,  don’t  hold  your  breath.  The  products 
won’t  be  there,  sources  at  Compaq  said.  What  looks  to  be  next 
in  line  is  a  late  October  announcement  of  an  I486SX/20-based 
monochrome-screen  notebook  with  a  nickel-hydride  battery. 

DG  has  a  little  something  for  eveiyone 

►  Data  General  will  be  hitting  the  product  trail  again  in  mid- 
October  with  the  announcement  of  Aviion-related  technology. 
Sources  said  it  is  a  good  bet  DG  will  unveil  an  Aviion  box  using 
the  newer  Motorola  88110  chip  set  technology.  DG  watchers 
also  said  proprietary  MV  customers  can  expect  new  product 
rollouts  within  the  next  three  to  six  months. 

Fear  strikes  out 

►  Bowling  ball  maker  Brunswick  threw  a  strike  at  its  MVS 
mainframe  in  Skokie,  Ill.,  last  week.  The  company  switched  to 
300  Northgate  PCs  and  Northgate  file  servers  running  Novell 
Netware.  Even  the  CEO  came  down  to  say  good-bye  to  the  big 
iron  and  hello  to  the  new  network. 

Arrive  Stoned 

►  Cypress  Semiconductor  last  week  inadvertently  sent 
some  customers  5  Vi -in.  floppy  disks  infected  with  the  Stoned 
virus.  The  disk  contained  a  systems  programming  utility 
called  Maxprog.  Recipients  were  asked  to  destroy  the  disk  and 
accept  a  replacement.  The  company  said  the  likelihood  of  in¬ 
fection  is  remote. 

We’ve  got  this  on  tape 

►  IBM  is  preparing  to  introduce  its  own  automated  tape  li¬ 
brary  within  12  months,  according  to  Ray  S.  AbuZayyad,  head 
of  IBM's  Storage  Systems  Products  Division  in  San  Jose, 

Calif.  “We  are  very  committed  to  the  automation  of  our  tape- 
cartridge  product  offering,”  he  said.  That  market  is  currently 
dominated  by  Storage  Tek  and  is  a  big  hit  with  users  who  run 
large  data  centers.  In  recent  years,  IBM  tried  to  resell  auto¬ 
mated  tape  libraries  made  by  two  different  German  vendors 
but  failed. 

Pushing  the  Netware  envelope 

►  What  is  neither  beta  nor  product  but  can  be  bought  by  a 
select  group  of  users?  Give  up?  It’s  the  1,000-user  version  of 
Novell’s  Netware.  According  to  several  network  dealers,  the 
software  —  which  quadruples  the  maximum  number  of  users 
that  can  be  assigned  to  a  single  Netware  server  —  can  be 
bought,  although  Novell  refuses  to  acknowledge  its  existence. 
Dealers  reportedly  will  interview  candidates  who  request 
copies.  Why  is  Novell  mum?  The  1,000-user  Netware  appar¬ 
ently  runs  with  a  minimum  of  utilities  and  could  potentially 
crumble  like  a  house  of  cards  if  configured  carelessly. 

We’ve  never  minded  companies  wasting  their  money  on  the 
silly  trinkets  they  send  us  trying  to  publicize  their  products, 
but  we  did  object  when  Identitech  in  Melbourne,  Fla.,  at¬ 
tached  a  $5  bill  to  a  press  kit  last  week.  You  can  buy  us  dinner 
and  take  us  dancing,  but  paying  for  it  is  a  bit  much.  News 
tips  and  other  tasteful  items  are  always  welcomed  by  Execu¬ 
tive  Editor  Paul  Gillin  at  (800)  343-6474.  Or  fax  him  at 
(508)  875-8931  or  Compuserv  him  at  76537,2413. 
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When  it  comes  to  overseas  private  lines, 
are  you  in  over  your  head? 


Undersea  cable.  Outer  space 
satellites.  Foreign  regulation.  Domestic 
regulation.  Todays  needs.  Tomorrows 
needs.  At  AT&T,  we  know  that  global 
communication  management  has 
more  variables  than  ever  before.  So 
it’s  sometimes  easy  to  feel  a  bit  oxer- 
whelmed  by  the  challenge. 

But  when  you're  with  AT&T, 
you've  got  a  partner  with  oxer  60  years 
of  international  experience.  Relation¬ 
ships  xxith  phone  companies  around 
the  world  And  AT&T  representatives 


in  27  countries. 

What  that  means  to  you  is 
coordinated  support  for  both  ends 
of  your  private  network.  With  services 
like  single  end  ordering  and  billing,  24 
hour  single  source  troubleshooting  and 
network  monitoring.  Plus  AT&T  will 
handle  implementation  issues  like  cir¬ 
cuit  provisioning  at  die  foreign  end. 

We  call  this  program  AT&T 
Account  Management  Plus.  It’s  an 
incredibly  efficient  way  to  manage 
your  international  private  line.  And 


xve  provide  it  to  you  at  no  extra  cost. 

So  before  you  make  your 
next  international  call,  call  AT&T  at 
1  800  448-8600  ext  444 

And  discover  the  advantages 
of  a  company  with  real  depth  in 
overseas  services. 


HAT&T 

The  right  choice. 


Managing  the  tremendous  output  of  paper  is 
one  of  today's  most  critical  and  costly  concerns. 
Over  2,500  MVS  data  centers  use  $AVRS/TRMS 
individually  or  combined  to  address  this  issue. 
$AVRS/TRMS,  from  Software  Engineering  of 
America,  provides  a  total  solution  to  this  expensive 
and  resource-consuming  problem.  $AVRS/TRMS 
handles  all  aspects  of  report  management/dis¬ 
tribution,  and  output  management,  including  pro¬ 
duction  reports,  end-user  reports,  JCL  listings 
and  error  messages,  SYSLOG,  and  compiles. 
$AVRS/TRMS  is  powerful,  yet  easy  to  use  and  is 
accessible  to  all  levels  of  personnel  through  a  variety 


of  full-screen,  menu-driven  interfaces  including 
CICS,  ISPF,  VTAM  and  TSO.  Full  cut-and-paste, 
windowing  and  PC  interfaces  make  $AVRS/TRMS 
a  flexible  and  broad-based  solution.  $AVRS/TRMS 
interfaces  with  all  popular  security  systems  and 
also  has  multiple  levels  of  internal  security. 

$AVRS/TRMS  provides  a  complete  and  cost- 
effective  solution  to  all  aspects  of  report  management/ 
distribution  and  output  management.  $AVRS/TRMS 
can  control  the  paper  deluge  for  your  installation  just 
as  it  has  for  data  centers  of  all  sizes  and  configura¬ 
tions  worldwide. 


For  a  no-obligation  45-day  free  trial  or  for  further  information , 
call  Software  Engineering  of  America  at  1-800-272-7322. 


2001  Marcus  Avenue,  Lake  Success,  New  York  11042 
(51 6)  328-7000  1  -800-272-7322  Fax:  (51 6)  354-401 5 
Products  Licensed  In  Over  50  Countries 
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